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BECAUSE YOU CAN GUARANTEE... 


@ IT’S NON-STAINING 


LUMITE insect screen cloth will never “bleed” or “run’’—never 
stain window sills or sidewalls. Absolutely cannot rust or cor- HEAVIEST ADVERTISING 
behind any screen cloth 


rode in any weather or climate. 
Selling LUMITE to your customers—NOW—at the 


® IT NEVER NEEDS PAINTING ‘ 
: te : ‘ , ‘ peak of the screening season—the most powerful 
Requires no painting or protective coating of any kind. Will advestisiag ever gut teblad eny coven! 
not “rust out’ —will never change color. Keeps its “sheen”; ; : 7 
MAGAZINES—smashing color ads in the Saturday 
stays clean. Evening Post, Better Homes & Gardens, Ameri- 
, can Home, House Beautiful, House & Garden, 
© IT’S MORE DURABLE—BY TEST Small Homes Guide—hitting millions of home 
Tests prove LUMITE’S tough filament (made of Dow’s Saran) ownets. 
can’t be harmed by salt spray, rain, smoke, sun, hot or cold NEWSPAPERS-—big, newsy, eye-catching ads in 49 
weather. LUMITE has greater impact strength than metal! markets all across the country—reaching homes 
in your area through powerful Sunday and daily 
newspapers. 
Distributed through Hardware & Woodwork 
Wholesalers. For free sample and additional in- 
formation, write to: 


LUMITE DIVISION 
Chicopee Manufacturing Corporation 


QUALITY INSECT SCREEN CLOTH 47 Worth St., New York 13, N. Y. 


*Registered Trade-Mark 





BUY THESE 
FOUR EKCO COOKERS 


for $3370 


RETAIL TOTAL $4980 = Place your orders now for this spectacular 
With extra table service - 4 deal. EKCO Pressure Cookers mean cooler 

Q kitchen comfort, and the big summer sell- 

a el gpa ® “ y 7 ing season is just ahead. You'll see how 


non-pressure serving 
cover Retails at $13.95 





EKCO 214 QT. HOSTESS 
Without extra cover 
Retails at $9.95 








easy ... and how profitable it is to sell more 
EKCO 4'4 QT HOSTESS * 
Without extra cover cookers in more homes when you handle 
ols a 
the complete EKCO line. 


(Limit 6 ‘‘Deals’”’ per Retailer) 


ACT NOW! 
THESE AT THE SPECIAL See your EKCO 


FREE PENNANTS AND 


ene INTRODUCTORY PRICE! | —_ distributor 


| at once! 


This merchandise 
“Fair-Traded” in all states 
having Fair Trade Laws. 


We'll send our colorful sales : : RETAIL TOTAL $] 790 


helps and traffic builders : ee 

like those shown here to all <——— EKCO COOKING TIMER 

retailers accepting our Spe- Retails at $3.95 

cial Introductory Offer! Free 

newspaper mats available EKCO 41% QT HOSTESS , 
1 With extra table service 

on request! cover. Retails at $13.95 


Patents Pending 
T. M. Reg. U. S. Pat. Off 


EKCO NATIONAL ADVERTISING 


HELPS YOU SELL! 
F WEST COAST PRICES 


/ : . 

Colorful and consistent, /¢ fi it Westcoast prices are slightly 

EKCO advertisingreaches {te ‘See / higher, but it adds up to the 

your cotamens Grovgh & _/ same swell deal for retail- 
/ 


the great national mag- } 
azines. These ads bring / ers. Here’s how it works: 


customers to your store / af YOU PAY $40 66 
to buy the products / ee) (For 5 cookers and timer) 
they've read about Crm 
/ you GET $70.45 
as PROFIT $29.79 
/ MARGIN 42% 
EKCO PRODUCTS COMPANY 


1949 North Cicero Avenue 
Chicago 39 


Sold in Canada by EKCO PRODUCTS 
COMPANY (CANADA) Ltd., Montreal 


Copr. 1947 EPCo. 
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The strongest 


sal ng Sentence 


a line of locks 
ever had 


“with men who know locks best 


it’s YALE, 10 to 1” 


WITH MEN 
WHO KNOW LOCKS BEST 


it’s YALE 10 fo 1 


Locksmiths across the country were 
asked, ‘What make of lock did you select 
for your home and store?” 

. They answered: YALE, 10 to 1 
For the most protection, dollar for dollar, 
follow the lead of the locksmiths and 
tell your dealer: YALE. 


Too strong to make smashing worth- 
while .. . too clever to be tricked — 
The extra protection YALE builds into 
its locks is illustrated in the 840 Super 
Pin-Tumbler Padlock. The shackle is 
case-hardened steel, and it locks at both 
sides. Y ou get extra security inthis padlock 
against ajl known forms of tampering. 

Ask your dealer for the YALE 840 Super | in- 
Tumbler Padlock wherever you want «tmost 
security. 

The Yale & Towne Manufacturing Co., Stam- 
ford, Conn., U.S. A. Makers of the famous Y ALE 
lines of Locks, Door Closers, Hardware, Pumps, 

\ Hoists, and Industrial Trucks products of crafts- 
manship and enterprise, contributing to the 
production and protection of America 


THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD - CONNECTICUT - U.S.A. 
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ET 
Hardware Age, published every other Thursday by Chilton Ce. (Inc. ), wey and 56th Sts., Philadelphia 39, Pa. Entered as second-class matter March 24, 1933, at the Post 
Office at Philadelphia under the Act of March 5, 1879 (Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 159, No. 18. 
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puts (Jolor into 


America’s Homes and gives you 


your 5B: it Droget Pieter, in - { 


FEATURING 


Sk DECORATIVE FORMICA* COUNTERTOPS 
(Spot-Proof, Stain-Proof, Heat-Resistant) 








SENAMELLED PRESSED STEEL CABINETS 








PORCELAIN ENAMELLED STEEL SINK BOWLS 


KKEGLEAMING CHROME FITTINGS 


“DECORATIVE FORMICA COUNTERTOPS available in Black, Red Linen, 
and Mother of Pearl Ivory. 


KINGDOM 66 (66 x 25’) 
NATIONAL RETAIL PRICE $174.00 


So popular a model we designed it in three sizes for all 
kitchens. Stainless steel bound Formica top and steel 
cabinet with bread, vegetable, cutlery and 2 linen drawers; 
towel bar, soap condiment shelf, bread board, etc. 


CONSORT 60.(60 x 25”) $157.00 * * HOLLIS 54 (54 x 25”) $142.00 











HANGING WALL CABINET 2434 hewn’ 
NATIONAL RETAIL PRICE $26.00 ea. KINGDOM 
Forming an ensemble with steel cabinet units is easy with 
this two shelved, two door cabinet. Chrome trim hard- 


ware and hinges, rubber bumpers. 


i 
| 
| 
LESS USUAL TRADE DISCOUNTS ; 
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Paragon Utilities Corp. . oe A THE SINKS ALL 
ahead igh a Se ant tne oo 
BROOKLYN 22, N.Y. 


alog showing complete line. 


CALL, WRITE, WIRE DEPT. HA 
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NOW ON 
AEF INSERTS! 


Easier to install 
than washers 






PRAT AY 





wow 


Superiors stop faucet leaks 






Make old faucets better than new 





| ER 





Put Superiors on display 
—_They sell themselves 





*5 out of every 8 customers who enter 
your store will buy Superiors —if you place 
~Y | | your display box in a prominent spot and ask 
1 | this simple question: “Do you want to perma- 
a nently stop faucet leaks?” 
Superiors fit 95% of all faucets, combination or 
| single . . .do what washers, re-seating, reaming can 
never accomplish. They Stop Leaks! They make old faucets 
work better than new! 
Sold on an unconditional money back guarantee, Superiors 
give you added profits, steady repeat sales, 100% customer 


satisfaction. Ask your jobber for full details, today! par.s000 
*based on a survey of 73 retail stores 





































Installed in 
Zauautes 


... Without re- C 
moving faucet 
from water line cat 
... Nothing to me 

fit .. . or adjust 











ot ca MOT CA 2 





| HERE’S HOW SUPERIORS WORK. Superior insert is a complete new 5 | 
i faucet mechanism — new stem, new seat, new threads, new compression shutoff. Float- 
ing bronze bearing is forced up by water pressure when handle is “on”. . then forced 
down as handle is turned “off”, sealing water flow. All turning action is on bronze 

float —washer does not rotate No washers to replace or seats to wear or score! New 
| handle lock fits any faucet handle. 


Cash in on sure profits 





Standard Model (Brass Stem) 
List Price—75c each 






























3 — a De Luxe Model (Chrome Stem) 
y 3301 Mayflower Road * Cleveland 15, Ohio 
<6 ° © 

Lt RO he \ Attractive Display Case — Free! 
OR : » bs With your first order for 3 dozen (or more) inserts, you get an attractive display 
mm 4 case—free! Note how each insert is mounted on an attractive display cord with 
i 3 simple installation directions on the rear.e¢ And, remember! Superiors are nation- 

- ally advertised... full assortment of hard-hitting sales helps is yours for the asking. 
PT. HA Superior products are sold exclusively through Jobbers 
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PREFERRED BY BETTER 
MECHANICS 
EVERYWHERE 


WITH RATCHET ACTION 
ROTATING BLADE 
AN EXCLUSIVE 


WILSON 
FEATURE! 


THE 
* 


THE 
* 


THE 
» 








She Whon a , 


Top value in the Wilson line with patented ratchet action 
rotating blade. Its rugged construction makes it a life- 
time tool for the master mechanic. Streamlined plastic 
butcher boy handle. Takes 8, 10 or 12-inch blades. 
Bright polished finish. Individually packaged. 





~~ ‘ 
= J 
wl Dg NOW AVAILABLE 
SS WILSON 


PN [D> HACK SAW 


BLADES 
IN FLEXIBLE TUNGSTEN 
AND HIGH SPEED 
MOLYBDENUM 








LIST PRICE $380 CAT. No. 101 








"WILSON’ SPECIAL HACK SAW 


Identical to the De Luxe listed above, but featuring a simplified yet positive 
acting rotating blade. Same butcher boy handle, same heavy, durable con- 
struction throughout. Bright polished finish. Takes 8, 10. or 12-inch blades. 


List Price 


“WILSON’ HERCULES HACK SAW 


Loaded with features that mechanics like. Has time saving rotating blade fea- 
ture. Blade axis on dead center for fast, true cutting. Molded pistol grip handle. 
Takes 8, 10 and 12-inch blades. Bright polished finish. List Price....$1.95 


"WILSON’ STANDARD HACK SAW 


Sets a new and higher standard in its price class. Of heavy gauge metal, pre- 
cision aligned. Blade adjustable for right angle cutting. Molded pistol grip 
handle. Takes 8, 10 or 12-inch blades. Bright polished finish. List Price. . $1.40 


‘WILSON’ JUNIOR HACK SAW 


The “Big” value in hack saw frames. Ruggedly constructed for heavy duty 
service, yet priced for volume sales. Molded plastic pistol grip handle. Takes 
8, 10 and 12-inch blades. Bright polished finish. List Price 


Ethically sold through the jobber. Catalog and 
specification sheets on request. Mr. Dealer: Ask 
your jobber to show you the Wilson Line. 





WILSON HARDWARE MFG. COMPANY 


HARDWARE and HOUSEWARE SPECIALTIES 
U.S.A. 





( WiLon 


KITCHEN SPECIALTIES 
PARER AND 


For paring, coring 
and other kitchen 
chores. Takes the drudge out of KP 


duty. Colorful wooden handles. 


LIST PRICE 
WILSON KNIFE SHARPENER 


Sharpens knives and builds profits. Washers of 
hardened high carbon steel. One or two 
strokes of the knife blade 
does it. Colorful wood 
handle — also available 
less handle. 


WITH HANDLE, LIST 
LESS HANDLE, LIST 


Wis oN FOOD CHOPPER 


Ultra-modern, one piece 
streamlined design. Full 
634" keen cutting blade. 
Bright metal finish. 

LIST PRICE... .49c 


WILSON CAN OPENER 


Old faithful. Tested and proven 
over the years. Fast turn over makes 
it a profit producer. Specially hard- 
ened cold rolled steel 
head. 
LIST PRICE.... Qc 


WILSON SINK STRAINER 


In bright aluminum with rubber 
feet or in colorful baked-on en- 
amel finishes. Rolled top edge. 
Attractive perforated bottom 
design. 

LIST PRICE 


All listed items are available for immediate de- 
livery. Catalog sheets on request. Write today! 


Sales Office: 2325 S$. Michigan Ave. e Chicago 16, Ill., 


HARDWARE AGE 





Any way you figure -TOOL VALUES ARE UP! 
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. Traffic Stopping... Sales Building 
» BUCKEYE Aluminum “NEW COLONIAL” Teakettle 


& 


RS 


2 
Saaseeaads 


3 


-_ 
~ ae 


REO RANETE 


No. 1305 Buckeye 


HIS handsome 10 gauge Buck- 
eye Aluminum teakettle is a 
traffic stopper and a sales builder. 
The design is streamlined “New 
Colonial’’. The base is broad for max- 
imum heat conductivity. The welded 
spout is wide for easy filling, easy pour- 
ing. The perfectly balanced bail handle 
has a palm-fitting black plastic grip. 


Here is quality, style, profit. 


Catalog No. 1305 
4 qt.—10 gauge 
Case Lots—6 
Case Wt. Approx. 20 Ibs. 


extra thick, 10 gauge aluminum 


Ordinary Teakettle 


CHICAGO SALES OFFICE 
11-110 MERCHANDISE MART 


8 


Each unit is individually packed 
for over the counter sales or for out 
of store deliveries. Six clean unmark- 
ed cartons are packed in a master 
shipper. Prompt delivery. 


HARDWARE AGE 














ttle | The How Firat Uae tre Mewers 


Americans vote their preference for certain all other makes. Feature the Best. Feature 
packed products by buying those products. Today Dormeyer. the NEW FIRST NAME IN MIXERS. 
more people are buying Dormeyer Mixers than The Dormeyer Corporation, Chicago 41, Ill 


for out 
nmark- 
master 
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Yes, music! —with the sensational new 
Edwards Door Knocker Chime. It packs a powerful 
sales punch! Here’s a weatherproof knocker of bright, 
solid brass that blends with any style of architecture. 
When you lift it up, a merry two-note chime rings out. 
It’s utterly different from any other door chime! 


WHY Amazingly easy to install! It’s non-elec- 


tric—no wires, push buttons or batteries. What’s more, 
anyone can install it in a jiffy. Simply drill one hole 
(no template needed) and fasten chime. 

100% accurate tone! Like all Edwards Chimes, the 
Door Knocker Chime is tested for perfect accuracy on 
the Sonoscope, an amazing electronic detective that’s 
five times keener than the human ear. 


















PAP») 


PEBEPEPDD pl 


An Edwards extra! Beveled, hand-polished mirror goes 
on back side of door. 


PLUGS.. complete sales help for you! The Door 


Knocker Chime is backed by consistent advertising in 
The Saturday Evening Post, Better Homes & Gardens, 
American Home. Every chime comes packaged in a 
smart display carton. You also get newspaper mats, 
consumer folders and an operating display board for 
your counter. Ask your jobber now for the Edwards 
Non-Electric Door Knocker Chime! 


393333999979 





The New Dbwirp § Door Knocker Chime 


EDWARDS and COMPANY - NORWALK, CONN. 
10 HARDWARE 
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"Chromesmith's" many outstanding features — 
streamlined design, lustrous chrome, and the in- 
geniously designed locking device, have won for it 
a place of leadership in the accessories field. 
"“CHROMESMITH" is easy to install and requires 
no special tools or ability, simply screw on the back 
plate and slip on the fixture, no screwdriver to slip 
and mar the finish. Easy to take off, a nail or any 
sharp pointed instrument will do it. Write today to 
Dept. HA. for complete details on our “Chrome- 
smith" accessories and display boards. 


This popular, low priced China line, in sparkling 
white or black, incorporates smart design with 
ease of installation through the metal slide fast- 
ener. “Attacho" has real utility and harmony 
in either new or old installation and is a fast 


moving, profitable line. 


OLDEST EXCLUSIVE BATHROOM ACCESSORIES MANUFACTURER IN THE JU. S. A. 


Lb OMETH MANUPAGTORING OMT 


445 N. LASALLE STREET CHICAGO 
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LEADERSHIP THAT 


A SALE Sy PE) NR AL 


NEW “SPEEDLINER” RANGES 


The nation’s fastest Ranges... out in front by two full 
years. They're new . . . they're dramatic . . . they're 
completely automatic. They have beauty to catch the 
eye... performance unexcelled for completely auto- 
matic cooking. Packed with features for extra sales! 


. New Super-Heéat Surface 4. New Tru-Bake Automatic 
Units Oven 

. New Mult-l-Heat Control 5. New Tel-A-Switch Panel 

. New Thermo-Chef Oven 6. New Automaticook 


rpavm<-z2c t 
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> 
. 


BUILDS YOUR 


Hl Leads 


NEW TWO-SPEED WASHER 


One speed for the rough stuff and a slow 
gentle action for the fluff stuff. The first 
major improvement in a Wringer-Type 


DEALERSHIP! K 


e Field / 


5 SENSATIONALLY DIFFERENT FEATURES 


1. Two-Speed Washing Action. 
2. Super-Safe Wringer with Patented 
Control-O-..ofl Feature 


# 
led *. 
New Coffeematic 
Completely automatic elec- 
tric Coffee Maker with 
Multi-Strength Control for 
coffee as-you-like it. 


New Automatic Toaster 
With the exclusive Ser-Vue 
feature which enables you 
to look at the toast without 
interrupting toasting cycle. 


3. Time-A-Matic Timer 
4. Safe-T-Switch 
5. Red Plastic Sterilatot 


New Minute-Savor 


Pressure Cooker 
With the “3 Seals to Safety” 


—Good Housekeeping Guar- 


anty Seal, Underwriters’ 
Laboratories Seal and exclu- 
sive Safe-T-Seal Cover. 


Washer in 20 years ... plus new Super-Safe 
Wringer with Control-O-Roll for com- 
plete protection. 


New Electric Blanket 


With the exclusive Slumber- 
Sentinel Control for perfect 
all-weather sleeping com- 
fort. Easy to launder. Plenty 
of spread for double bed. 


“ag 
a 
New Electric Iron 
The Hand-I-Set Fabric Dial, 
Beveled Point, Cool Plastic 
Handle and Wrinkle-Proof 


Heel make ironing easier 
and faster. 


AMERICAS COMPLETE... KEALLY WEW... F057 WaR Line 


UNIVERSAL 
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PROTECT POROUS MASONRY 
SURFACES AGAINST WATER 
SEEPAGE WITH AA¥Y-7/7E 


National interest in 
this product creates added 
traffic and sales for you! 





WATER: SEEPAGE is a national problem! Every rainfall brings seepage to porous masonry 
buildings in varying degrees. You can cash in on the country-wide interest in controlling 
water seepage by stocking and promoting Kay-Tite. No wonder Kay-Tite is a sure-fire item, 
for it provides a real, practical answer to water seepage problems. 

Kay-Tite is made of finely ground, inorganic powders, which help to correct water seepage 
problems in porous masonry by penetrating into the masonry and sealing the pores. 

You can recommend Kay-Tite enthusiastically, for its performance has been proven ON-THE-JOB 


by builders, masons, architects and satisfied home-owners. Send for the profitable, fast- 
selling Kay-Tite $20.88 Deal, uniformly priced from Maine to California. Clip the handy coupon 


today. Kay-Tite Company, West Orange, N. J. 


Emst Hardware Co., Seattle Distributors for State of Washington 


ee « 


Koy-Tite Company, West Orange N. J. 
Send us the Koy-Tite $20.88 Deol—6é 
¢ons White, 6 cons Grey. My cost $20.88. 
Totai Selling Price $34.80. Also available 
In 50-Ib. drums. List price $11.00 
NAME 
ADDRESS 
ary. 
JOBBER'S NAME. 
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..swhen you sell 
PERMITE’S 
co 


PLETE 


The right aluminum paint 
for each type of application.. 


Early in PERMITE’s aluminum paint research, it was 
demonstrated that no one type of aluminum paint 
would give satisfactory results on all surfaces. 


That's why PERMITE Ready-Mixed Aluminum Paint 
is made in three specialized types: PERMITE OUT- 
DOOR, an extra-protection paint for exterior use; 
PERMITE CHROME FINISH, a satin-smooth finish for 
interiors; and PERMITE HOT-SEAL, for all hot surfaces. 





When you sell these “custom-made” Aluminum Paints 
you sell both the finest QUALITY and the RIGHT paint 
for each particular purpose. You build lasting cus- 


tomer satisfaction . . . steady repeat sales. 


Each PERMITE Paint 
is scientifically 





blended of 99+% 
pure aluminum pig- 
ment and an ex- 
clusive, specially 
processed vehicle 
that assures perfect 


PERMA-GOLD 
~ PERMITE's 


gold paint — is another fine 


ready-mixed 


seller and steady profit maker 
Contains pure bronze pigment 


with a special vehicle for 


multiple leafing, a easy flowing application and 


brilliant finish, and ” 
° t int d . 
exceptional wear. Quarter pints and larger 


Stock PERMITE’s 
“Complete 3”... for 
more business, more 
profits. See your Dis- 
tributor, or write us 
for details. 


ALUMINUM INDUSTRIES, Inc. 
The Originator of READY-MIXED Aluminum Paints 
CINCINNATI 25, OHIO 


PERMITE (xo ALUMINUM PAINTS 


15 


lasting, lugtrous finish 








\RE AGE JUNE 19, 1947 













Greatest pick-up! 


Rubberset’s exclusive permanent wave de- 
velopment places a series of waves scientifi- 
cally in Rubberset Nylon filament. These 
waves provide more open spaces for pick- 
ing up paint than best hog bristle brushes, 
more than ordinary nylon brushes! 


The GREATEST 
BRUSH on Earth 


(Ruseerser NYLON ) 


Smoothest delivery! 


Not only does the Rubberset Nylon Brush 
pick up more paint—it delivers the paint 
more smoothly, with less brush marks! 
Because Rubberset’s patented auto-grind 
process tapers filament to a soft, fine tip, 
resulting in a smoother, more uniform film. 









Covers a greater area! 


Rubberset Nylon Brushes paint more sur- 
face per dip than best hog bristle brushes 
—9.5% more! Scientific tests, conducted 
by independent laboratory, show that dip 
for dip this great new brush paints a great- 
er area... saving you more time and effort! 


Kusserset 


Rubberset Company—56 Ferry Street, Newark 5, N. J.—Established 1873. 


Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada, Branches: Los Angeles, Cal., St. Louis, Mo. 
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Tea! Needs no breaking in! L-o-n-g on wear! 

more sur- That’s right—you save yourself hours, Rubberset Nylon Brushes last 54% times 
le brushes days of tedious breaking-in effort when longer than finest hog bristle brushes, as 
conducted you get the Rubberset Nylon Brush. Be- shown in bristle wear tests. After 1 million 


cause this remarkable brush comes to you strokes, hog bristles wore 11/16 of aninch 
already broken in with the “chiselled tip” ... Rubberset Nylons only 2/16 of an inch. 
that ordinary brushes acquire only after That’s 5% times less wear . . . 54 times 
time and money-wasting effort. more service! 


T NYLON THE BRUSH WITH THE PES 


Famous for hog bristle brushes, too. Not only nylon by the Rubberset Company. Since 1873, in fact, our famous 
brushes, but world-renowned hog bristle brushes are produced trade mark name Rubberset has meant ‘‘The finest in brushes.” 


w that dip 
ts a great~ 
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1. YOU GET A MONEY-MAKING “SHORT LINE" 


of best-selling brushes only. That’s how Rubberset helps 
you get the fastest possible turnover while carrying the 
fewest possible styles of brushes! 


) You sell them faster. 


Because brilliant new packaging . . . handsome red and gold 
handles . . . pre-washing . . . gives the Rubberset line of best- 
sellers more Sales Appeal than any line ever had before! 








bp Ie 





3 Free ad mat service. 


Make the most of the space you buy in your local newspaper 
—get Rubberset’s attractive, hard-hitting ad mats that 
advertise your store as the place to get all kinds of paint 
supplies. (And save yourself all the expense of preparing 
the ad.) IT’S 


TIN 





4 You get fast-selling displays 









OP 
that do a double job for you: (1) They remind your paint cus- YO 
tomers that they'll get better results with the right type brush. : 

(2) They help you make bigger profits by 4 C: 
“trading up” your brush sales! Cres-1 
rays, 

se moist 

' ness | 

Cres-! 

9 you make more money, real money MORE 

from your paint brush department with Rubberset’s = F 
“Short Line.” Tell your Rubberset pec 
wholesaler you want to take advantage of this ’ mum | 
great Sales Promotion Program right away. ' oe 

paint 

and s 


UBBERSET BRUSHES 


made only by the Rubberset Company 


TE 


Rubberset Company — 56 Ferry Street, Newark 5, New Jersey — Established 1873. 
Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada. 
Branches: Los Angeles, California, St. Louis, Missouri. 
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t CGrea-lile SYNCHROME! 

Cres-Lite Synchrome protects roofs because it reflects radiant heat and 

rays, and keeps interiors cooler in summer ... warmer in winter. Resists 

moisture, weather and corrosion; helps prevent “‘drying-out” and brittle- 
f ness in composition roofing Cres-Lite Synchrome is a quick-drying, synthetic 

Cres-Lite Synchrome contains: resin, oil paint, guaranteed to contain only pure 
: MORE Oll—penetrates composition roofing to keep roofing materials soft 325 mesh aluminum and the highest quality 
ss = eee On metal roofs extra oil content keeps paint from cracking grades of Oll, PIGMENT AND SYNTHETIC 
F i ’ tail . 

PURE 325 MESH Aluminum Pigment—gives one-coat covering with maxi- REESE, Fer oe fete datas regarding other 
F mum reflectivity. Prevents destructive action of sun’s rays on composition uses of Cres-Lite Synchrome, write for FREE 
roofing. Lowers heat absorption in summer ... insulates in winter. copy of “A Guide to Using Aluminum Paint.’’ 
: SYNTHETIC RESIN (made from asphalt base) provides hardness to the 


F PAINTING TIME ~'t# 


CASH IN ON ROO 


al 





ee 


Coca-tide SYNCHROME 
ALUMINUM PAINT 


For All Kinds of Roofs: Metal— 
Composition — Roll— Asphalt 
Shingled— Built-up Types 



















“TUE RMAs 


IT’S ROOF PAINTING 
TIME... AN EXTRA 
OPPORTUNITY TO STEP UP 
YOUR VOLUME ON 





paint film and causes adhesion of paint to surface. Helps prevent rusting 
and scaling of metal roofs. 


DER COMPANY 


CRESCENT sronzt POWDER CONE! 


Chicago 10, ll. 






116 West Illinois St-, 
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“JUST WHAT 


THE (d2omer ORDERED” 


THIS 


4 


INSTANT SIZE SELECTION OF WRENCHES! 


It’s just what busy mechanics have wanted—and this 
Barcalo Open End Wrench Set is the answer! In sturdy 
plastic kit with transparent “windows,” it helps keep 
tools in order, puts an end to groping for the right 
wrench. Of nickel plated drop forged steel, the 5 
wrenches have polished ends, precision formed and 
extra thin to fit in where ordinary open end wrenches 
cannot go. Sizes are from %”" to %”. 


And customers can spot these advantages at a glance 
as you display this handy kit—it sells itself. Stock this 
and other practical Barcalo tools...they’re job-proven 
—and WANTED! Write Dept. HA for all details. 


MANUFACTURING COMPANY 
BUFFALO 4, N. Y. 
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m for profits 


Put yourself in this profit building picture. Stock and display 

Simonds Abrasive’s self-selling hardware specialties now— 

attractive grinding wheel assortments . . fast moving sharpen- 

ing stones for every purpose mounted on colorful counter 

cards .. compact utility kits of mounted points . . all top quality 

abrasive tools to meet the needs of every customer—house- 

wife, mechanic, hobbyist, sportsman and farmer. For steady ~ rene 
sales and good repeat business display them prominently, sug- pons 
gest them often and keep your copy of Simonds Abrasive op Ee 


Hardware Catalog handy for quick, easy re-ordering. If you Eee 
do not have a copy, write today. Staons Products or Cnads 


SIMONDS 


ABRASIVE CO. 


PHILADELPHIA, PA. 





SIMONDS ABRASIVE COMPANY, TACONY AND FRALEY STREETS, PHILADELPHIA 37, PA. 
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FOR PROFESSIONAL JOBS 
WITH RENTAL SANDERS iif 


LA 


RESINIZED 
Speeders 


Every rental customer anticipates one thing when he rents a sander—a beautiful, 
professional-looking job. His pride and pleasure at the success of his own handicraft 


are the very essence of repeat business and real rental volume. 


But the man-of-the-house is not a professional floor sander. He thus depends on 
your advice and recommendations—and you have to tell him how to renew his floors 


without having seen them yourself. 


So your best bet—and your customer's—is to play safe by furnishing fool-proof, 
professional-quality floor sanding abrasives. Resinized Speed-Grits are the pro- 
fessional kind. They are the wholehearted choice of professionals because the 
Behr-Manning resin treatment retards loading, which makes them cut fast, free 


and foolproof. 


Vm _ ; Ask your Jobber for Resinized Speed-Grits next order. 
d N aces nage. 


AT : | 


BEHR-MANNING -TROY,N. Y. 


' (DIVISION OF NORTON COMPANY) 
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MILL An’ , 
CARPENTER \y 
INSTITUTIONS 

BUSINESS WEEK 
AMERICAN BUILDER 
CONSTRUCTION METHODS 
COUNTRY GENTLEMAN 
SATURDAY EVENING POST 
AUTOMOTIVE DIGEST 
AND MANY OTHERS 


Model 60 MallSaw 
- 6" Blade 
utting Capacity 


JUNE 19, 1947 


A MONTH 
HELP YOU SELL MORE 


REG. U.S. PAT. OFF. 


A national advertising campaign is 
selling the Model 60 MallSaw to your 
customers —the carpenters, farmers, 
auto repairmen, builders, maintenance 
men, and men with home workshops 
who need a handy, electric saw. The 
high quality ... moderate price... and 
broad range of application of this 
power tool assures volume sales with 
big profits for you. Larger models... 
other Mall Portable Power Tools...and 


tie-in sales of related products give 


yample room for added salesmanship. 


Cash in on this sales-getting campaign 
—stock MallSaws and other Mall Tools 


through your supplier TODAY. 
— 


Mall Portable Power Tools include: 
MallSaws, MallDrills, MallPlanes, Mall 
Screwdrivers and Mall Chain Saws. 













Enjoy the Economy 
of Quality you? 
n 10 
Does nat MEA 























To your saw customers, ‘Economy of Quality’? means 
better value . . . a greater return on every dollar they 
spend. To you it means satisfied customers . . . steady 
customers. Moreover, it means profitable merchandise 


.. a gilt edge inventory . . . goods that move steadily, 
month after month, year after year. 


Pome Pert 


The ‘Economy of Quality’’ is characteristic of every saw 


Di 


and tool that bears the Disston name. For Disston qual- 
ity is dependable quality . . . unchanging quality. And 
now that business is swinging from a sellers’ to a buyers’ 
market, dependable quality becomes vitally important. 





Disston advertisements emphasize the “Economy of 
Quality.” In that shown here, the Disston D-8 Hand 
Saw is featured. When customers ask to see the D-8, 
remember to... 





ESTABLISHED 1640 







PORE Fes 








REG US PAT OFF. 





SELL THESE IMPORTANT ‘ 
FEATURES 













t, 
es, we ate rey ney 
Sa¥$ pout ; 
Si heath MN ge 
or ingest * 4 oft 
ws 



















eo) 


@ Blades are of Disston Steel, made in the Disston 
Steel Mill to assure highest quality, uniformity 
and extra long life. E 





@ Scientifically hardened and tempered throughout. 
They stay sharp longer and require less frequent é 
setting and filing. F 





ADVERTISEMENT 
to appear in the 
July 19th issue of 










@ True taper ground from tooth edge to back and Fe 
from butt to point on back with even gauge along ' 
entire tooth edge for easier, faster, truer cutting. E 

§ 









@ Carefully balanced . . . carrying the force of the 
thrust direct to the cutting edge. 


@ Cross-cut and rip, in all standard sizes. 





HENRY DISSTON & SONS, INC., 654 Tacony, Philadelphia 35, Pa., U.S.A. 
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Wier A CUSTOMER SAYS, “You get 
more for your money in a Stanley tool”, 
he’s not talking about just the price. He’s 
talking about the greater use-ABILITY of 
Stanley Tools. For instance... 


sao te Mold 


... this No. 233 Aluminum Level. Six 
cat’s eye glasses are easily adjusted, in 
pairs, for any degree angle and, individu- 
ally, for any degree of pitch to the foot. 
Light, strong aluminum alloy with squared 
edges and ends for accurate scribing of 
lines around corners. Gasketed level case 
...dust-tight and water-tight. 


A man can get a lot of use out of a tool 
like that. You can get a lot of good busi- 
ness selling Stanley Tools like that. 





[ STANLEY ] 


STANLEY TOOLS, NEW BRITAIN, CONNECTICUT 
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ADVANCED DESIGN 


AND 
PAST PERFORMANCE... 





will help you sell 
THE COLDWELL NEW IMPERIAL 


The Coldwell New Imperial isn’t just another LOOK AT THESE SELLING FEATURES 
lawn mower. Into it has gone all of the manu- | 
facturing skill and knowledge attained during 
seventy-five years of mower manufacturing. The 
name Coldwell has become synonymous with 
““Quality’’ in materials, design and workmanship. 


@ Correct combination of light 
metals, steel and bronze means light 
weight, strength and long wear. 

@ Steel hubs, manganese bronze 
pinions and double bronze oilite 
shouldered wheel bushings. 

@ Five-blade, ball bearing mounted 
cutting reel. 

@ Tubular steel handle, semi-pneu- 
matic tires; rubber hand grips. 


EE 


Leadership has been Coldwell’s heritage since 
the first Coldwell mower was made in 1867. The 
‘‘New Imperial"’ is positive proof of that leader- 




















ship. It’s a beautiful streamlined job with every- € Handsome red and ivory paint job. be 

s “age ; : @ Height of cut easily adjustable a 
thing in just the right place. Your customers will from 1/2" to 1-7/8". ; 
buy what pleases the eye and that's the Coldwell a 
New Imperial. i 
count on FOR QUALITY 

306 N. WATER ST. fe 

COLDWELL LAWN MOWER DIVISION _NEWBURGH, N. Y. : 
| pucts ¢ : io , | 
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SEY TheSANCO =a 
FLOATING HEAD 
y, Sprinkler 


SELLS ON SIGHT 


Waters Lawns Evenly—has range 
of 6 to 70 Ft. 


‘Here is a sprinkler that has buy- 
appeal and eye-appeal. It's 
tested .. . proved .. . guaran- 
teed for 5 years. A patented 
"floating head" eliminates fric- 
tion and wear . . . makes it last 
longer. 


Nationally Advertised Finished in attractive red 


in enamel and natural brass. 
Saturday Evening Post The base will not burn or kill 
Better Homes & Gardens : grass. 
House Beautiful i Guaranteed for 5 years 


You get profits and turnover 
when you stock the Sanco Float- 
ing Head Sprinkler. 


Here’s Why Sanco Sells Faster 


Spreads the water evenly—|ust 
like natural rain. 


Floating Head lasts a lifetime. 


Extra nozzle allows you to regs- 
late coverage from 6 to 70 
feet. 


No nozzles to get out of adjust- 
mént. It's tested . .. proved 
. « « foolproof. 


RES 





Precision made of super strong 
Zemac All 3 and B 
It had to be good to "make good" in '47. Introduced at a time when job- Parts nites ts ‘0005 toler- 


bers and dealers were loaded with inferior merchandise . . . the Sanco ances. 
f "Floating Head" Sprinkler overcame tremendous odds through its quality 
and top performance. Hard-boiled buyers, both wholesale and retail, have 
accepted it as the outstanding sprinkler value. The sprinkler with a future— 





It won't break... i? can't rust! 


OP 


Priced to Sell... 


Fs for you and your customers. 
fe Immediate delivery. Distributed by selected hardware jobbers and Crane $ 3 95 
Es Co. Branches. RETAIL 





SANCO PRODUCTS CO. 


ASHTABULA, OHIO 
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} — POISON ; 


ROSE BUSY 





INSEE | 
|p elDE Dusts 


Prete ctign 





The Dow Chemical Company has recently completed a 16 mm. sound movie in color, 
titled ‘“‘Death to Weeds,” containing scenes from actual field applications of Dow 
weed killers. This movie may be obtained for public showing by application to 
the Advertising Department, The Dow Chemical Company, Midland, Michigan. 








Complete Dow Line Includes POWERFUL WEED KILLERS 





Here's a line of fast-moving merchandise to keep sales going at full speed this 






summer! It’s the growing line of Dow Agricultural Chemicals — headed by those sure- 






fire sellers, the Dow Weed Killers. This year weed killer customers will come swarm- 






ing to you—farmers, lawn owners, ranchers, fruit growers, and a dozen kinds of 













int gers ranging from golf course and parkway men to highway | 
officials. They'll be looking for 2-4 Dow Weed Killer (liquid and powder), Esteron 
44, Dow Contact Weed Killer, and Dow Selective Weed Killer. Be ready for them! i 














AGRICULTURAL CHEMICAL DIVISION CHEMICALS INDISPENSABLE 


THE DOW CHEMICAL COMPANY e¢ MIDLAND, MICHIGAN TO INDUSTRY AND AGRICULTURE 
New York « Boston « Philadelphia « Washington « Cleveland + Detroit « Chicago « St. Louis 
Houston + San Francisco « Los Angeles « Seattle 
Dow Chemical of Canada, Limited, Toronto, Ontario 
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MR. DEALER, MEET 
YOUR TRU-TEST 
DISTRIBUTOR: 


WALTER H. ALLEN CO., INC. 
Dallos 2, Texas 
AMERICAN WHOLESALE HDWE. CO. 
long Beach 1, California 
B. C. SUPPLY CO. 

Battle Creek, Michigan 
BAIRD & COMPANY 
Greenville, Mississippi 
BAIRD HARDWARE CO. 
Gainesville, Florida 
BARKER, ROSE & KIMBALL, INC. 
Elmira, New York 
BROWN-CAMP HARDWARE CO. 
Des Moines 6, lowa 
BROWN-ROGERS-DIXSON CO. 
Winston-Salem, North Carolina 
W. W. CONDE HARDWARE COMPANY 

. Watertown, New York 
DUNHAM, CARRIGAN & HAYDEN CO. 
San Francisco 19, California 
DUTTON-LAINSON CO. 
Hastings, Nebraska 
FONES BROS. HDWE. CO. 
Little Rock, Arkansas 
C. D. FRANKE & CO., INC. 
Charleston, South Carolina 
GREER & LAING 
Wheeling, West Virginia 
HERR & CO., INC. 
Lancaster, Pennsylvania 
HOLMES HARDWARE CO. 
Pueblo, Colorado 
IMPERIAL HARDWARE CO. 
El Centro, California 
JELCO MILWAUKEE CO. 
Milwaukee 3, Wisconsin 
JELCO OMAHA CO. 
Omaho 2, Nebraska 
JENSEN-BYRD CO. 
Spokane, Washington 
KEITH-SIMMONS CO., INC. 
Nashville 1, Tennessee 
KING HARDWARE CO. 
Atlanta 3, Georgia 
LEE HARDWARE CO. 
Salina, Kansas 
MAY HARDWARE CO. 
Washington 7, D. C. 



































































C,H. MILLER HARDWARE CO. Tru-Test Sprayers illustrate perfectly 
Huntingdon 19, Pennsylvania ° " : 
MOREHOUSE & WELLS CO. the merchandising advantages that the over-all weit 
Decatur 60, Illinois > 
AIEEE SOWA CO. Tru-Test Program brings you. For when you buy Tru-Test 
Amarillo, Texas 5 - - - 
4. H. OUVER & CO. Sprayers, you get the best—a top quality product made by an outstanding 
Grenada, Mississippi - : ° ’ 
RAILEY-MILAM, INC. manufacturer. A product that’s pre-tested for extra value and performance 
Miami, Florida 
READER'S WHOLESALE DIST. ...and priced competitively. A product that’s ay ailable for timely, 
Houston 2, Texas ° t 


REHM HARDWARE CO. . on : : —— —— 
Chicago 8, linois coordinated promotion with other fast-selling merchandise 


J. RUSSELL & CO., INC. 
Holyoke, Massachusetts 
THE SCHAFER COMPANY, INC. 
Decatur, Indiana 
C. Y. SCHELLY & BRO., INC. 
Allentown, Pennsylvania 
THE SEEDMAN COMPANY, INC. 
Brooklyn 6, New York 
SOUTHWESTERN HARDWARE CO. 
Oklahoma City 1, Oklahoma ASK YOUR TRU-TEST DISTRIBUTOR FOR “THE MARKETER” NEWS BULLETIN OF HARDWARE VALUES 
TIEMANN HDWE. & SUPPLY CO. 
St. Louis, Missouri 
UNION DISTRIBUTORS, INC. 
Red Bank, New Jersey 
UNIVERSAL SUPPLY CO. 
Dayton, Ohio 
ZORK HARDWARE CO. 
El Paso, Texas 
ZORK HDWE. CO. OF NEW MEXICO 
Albuquerque, New Mexico 


bearing the Tru-Test label. Your Tru-Test Distributor, listed in the 
adjoining column, will give you full details on Sprayers and the- 


Tru-Test Program of more profitable mass merchandising. Call him! 



























CANADA 
FALCON HARDWARE, LTD. 
Winnipeg, Manitoba 


WOOD, ALEXANDER & JAMES, LTD. 
Hamilton, Ontario 








HOUSEWARES » MAJOR APPLIANCES » RADIOS + AUTOMOTIVE, TIRES AND ACCESSORIES * SPORTING GOODS + TOYS 











~\, WHEEL GOODS * HARDWARE » FARM SUPPLIES » ELECTRICAL SUNDRIES * FURNITURE » HOME MAINTENANCE SUPPLIES 
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No. 524-B 
200 lb. Coal Cap. 












No. 616 No. 520-B * ae 
60 Ib. Coal Cap, 100 Ib. Coal Cap. a oe... 
100 Ib. Coal Cap. 
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THEY ALL MEASURE UP TO 2 | 
Put the measuring tape of profit on WARM _  * Starta fire but once a : E 
MORNING Heaters and you’ll find they measure year! 5 
up BIG from every angle... %& Heat all day and all | Patente 
BIG in sales... well overa MILLION users. night without refueling. oe - , 
. . ° ‘ * an 
BIG in heating capacity and fuel savings. * Burn any kind of coal, in tw 
° . : P k iquets. 
BIG in engineering improvements... ex- coke or briquets ture sel 
clusive patented interior construction. %* Semi-automatic maga- B every da 
BIG in variety of models to fit customers’ memes. . 
heating requirements. %& Low in cost... big fuel b 
BIG national advertising campaign back ethan 3 It’s eas} 
of them. % The home is WARM BA od ra 
° P at 
So for bigger profits and satisfied customers stock and every MORNING, re- A Sea 
sell the full line! gardless of weather. j Ppa 
LOCKE STOVE COMPANY MR oe RCE Ks fnew stor 
i : : smego panies. Yams tes, ts U. 8. ond 20 for th 
114 West 11th Street Kansas City 6, Missouri Ban. Pat. Off. fe agen 
. “ 
Name Reg. in U.S. and Can. Pat.Off. = With 
able, yo 
on Riteh 
sales of 1 








COAL HEATERS 
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Sells Easier... For Extra Profit 



















Every Coal or Wood Heater in 
Your Market Needs One 


Patented Riteheat, the only control that makes 
coal or wood heaters automatic! It operates on less 
than 2 degrees change in temperature . . . night or 
day it automatically maintains the room tempera- 
ture selected on the dial. Demand is growing GUARANTEED 

every day. To Save Fuel and 


Automatic Room 
Temperature 
Control 






















Give Greater BIG SELLING FEATURES 
omTro 7 . 
plus display in your store 
It’s easy to sell Riteheat alone ... easier to sell move RITEHEAT right off your shelves 
new coal or wood heaters when a Riteheat Regu- 
lator has been installed. AUTOMATIC TEMPERATURE CONTROL 
Dealers who know a smart selling idea when they 
see one, will include a Riteheat Regulator on every SAVES UP TO 25% ON FUEL BILLS 
new stove in their store . . . and watch customers HOLDS FIRE LONGER 
go for the advantage of automatic room tempera- PROTECTS AGAINST FIRE FROM OVERHEATING 
ture control on the heater they plan to buy. 
With new heaters becoming more and more avail- PROLONGS LIFE OF HEATER 
able, you can easily get this twofold, extra profit 
on Riteheat itself, or Riteheat in combination with FIRE LEAVES FEWER ASHES 
sales of new heaters. EASY TO INSTALL—SIMPLE TO ADJUST 





Nationally Advertised 
in Leading Farm Magazines 






Caloric Stove Corporation, Widener Building, Philadelphia 7, Pa. 
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How 
each~ n¢ 
amazing 
comfort 
homes. 


SIMPLY STYLED FOR MODERN BEDROOMS cam does av 
: j : wood 

In its clean, simple lines, the Lux 4 ee 4 ine 

Harvester is modern in design. Its : . enya 

famed built-to-last Lux precision move- d ~aie 

ment will give years of accurate time- aii i : is das 

keeping. The alarm button is conven- nw AREEPERS : 

iently placed on top of the metal case. 

Winding keys and knurled set-knobs | 

are spaced for easy turning. A polished MINUTE MINDER NO. 60 R — 
eature 


bowl-glass protects hands and dials. A necessity in every home, especially for 4 
a timing pressure cooking. Setting it... the Sup 
A new Lux-developed baked synthetic winds it. At expiration of set ‘period a idles 
enamel finish retains its pleasing color pleasant sounding bell is struck. White die- 
. : cast case .. . finished in baked synthetic 
year after year. It won’t peel, chip, or enamel. Same LUX movement that is in use 


crack. A damp cloth cleans it on millions of ranges and stoves. 
. « “ . 


Reme 


TTT MUD @akola a VV UT ail Titicheol |TV han] (el 


SALES OFFICE: DEPT. A-1107 BROADWAY, NEW YORK 10, NEW YORK 
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with every new coal and wood range 


Sell 57, wperflame 


The POT-TYPE range burner with the / oi ontal 


@ Mr. Dealer, there’s a big demand in your 
community...RIGHT NOW ...for oil burning 
ranges. It means a chance for you to add another 
$50.00 worth of business every time you sell a 
new coal or wood range. 


How? By selling and installing Superflame in 
each new range before it leaves your floor. This 
amazing POT-TYPE range burner brings added 
comfort, convenience and economy to thousands of 
homes... because it provides really modern cook- 
ing and kitchen heating plus low-cost operation on 
fuel oil. Superflame is simple and trouble-free . . . it 
does away with dirt and soot, puts an end to carrying 


wood omcoal and ashes. 


There’s a big replacement demand, too. Every coal 
or wood range in your community is a prospect. 
Demonstrate the many Superflame advantages and 
see how fast these prospects become customers. 


Remember, it’s a two-way profit proposition— 
new range installations and old range conversions. 
Superflame’s “cool in summer, warm in winter’’ 
feature paves the way for year ‘round profits. Get on 
the Superflame bandwagon today! Write for more 


information. 


No Noise 


e ADVANTAGES: 
* 
Electricity 


MANUFACTURERS OF THE FAMOUS Superflome Line of Oil Heaters - Kitchen Heaters - 
Floor Furnaces - Water Heaters - Range Burners 
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Order now for 


Fall Sales. 
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., Boston 14, Mass 
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bres What Experts are Saying 


asour TIP-ACTION IN 
Actionrod 


® Acclaim for this new, solid steel casting rod—ac- 
claim by sportsmen who now’ fishing—definitely 
establishes it as the sensation of the season. Here are 







some typical comments: 










From a well-known sports writer: ‘““Actionrod is excellent for 
the development of accuracy in casting . . . is unrivaled in 















reflex action.” 


From an enthusiastic jobber: “Superior to all like rods in the 
field. | personally feel it is the finest rod obtainable.” 





From the editor of a sports trade magazine: “Actionrod must 
be stamped as the No. 1 new rod. It has my vote as the 
rod ‘most likely to succeed’ in its class.” 


ett 
From a satisfied user: “Better than any rod I've ever used!” a 4 . aaa 





Notched and threaded 
blade-lock lines up 
guides automatically. 











Owner's name en- 
graved free on butt 
of handle. 









GET THIS NEW DISPLAY RACK 
Here’s an effective sales starter—a hand- 
some Actionrod display rack that takes only 
a few inches of counter space. Ask your 
jobber, or write. 











Actionrod is available for imme- 
diate delivery. Contact your dis- 
tributor or order under his name. 







ORCHARD INDUSTRIES, INC. 
18404 Morang Road, Detroit 5, Michigan 


CHICAGO DISPLAY ROOM 
201 N. Wells Street, Suite 922 







“*“SOLID STEEL WITH BAMECO FEEL’ 
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THESE ARE MARKS 


1 Af CLAYLIMNUNAM YL... 





THINGS YOU SHOULD KNOW ABOUT A 


THERMDs BRAND VACUUM BOTTLE 






































GC Look inside the filler of a te Notice the vertical lines on © Now look at the tip of the 
“Thermos” brand vacuum bot- the side of the filler. These are “Thermos” brand filler. This is p 
tle. This filler is made of double- marks of the metal “mold” into where it is sealed to make the : 
walled glass. Note the dark spots. which the molten glass is blown vacuum-insulation permanent. This 
These are not imperfections, but to shape the walls of the filler. glass filler is the most efficient 


small asbestos pads which sepa- form of insulation because glass 






* rate the inner and outer glass is not porous, like metal, and is 






one of the best non-conductors of 





walls. 


© Show your customers the 


trade-mark on the bottom of 






the case. (It’s on the filler, too.) 






The name “Thermos” is the ac- 






cepted standard of vacuum-insu- 






lated merchandise, and a guvar- 






antee of customer satisfaction. 





f | 


THE AMERICAN THERMOS BOTTLE COMPANY - NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 








Export 


HARDWARE AGE 








TOPS FOR ATTRACTIVE STYLING... 








HAND MODEL No. 104 
4 QT. SIZE 





ee] 
24 ELECTRIC MODEL No. 404 
4 QT. SIZE 


%ee Cream FREEZERS 


ES, here are freezers styled to sell... Made by the 79-year- Continuing honey demand forsar 
P . products prevents us from assur 

i 7? ed . . ing immediate delivery of all 

old J. E. Porter Corporation they’re America’s first choice Giical Make deamen Ghee 
while, we'll be glad to send speci- 


for eye-appeal ... and for price appeal, too ... Yet, they’re fications and prices on the com- 


plete line, with a promise to fill 


unequaled for performance and for long years of trouble-free your orders as fast as conditions 
. permit. 
service... Extra profits are yours, to be sure, with Porter-made 


freezers. 


owe &, €. CORPORATION 
OTTAWA, ILLINOIS 


MANUFACTURERS OF AMERICA’S FAVORITE ICE CREAM FREEZERS 


Export Sales Department + 201 North Wells Street * Chicago 6, Illinois * Cable Address: CHASIHO 
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No waiting! No depending on a designer 


miles away (who’s never even seen your Je Yt Ce, 


store): In$tead our representative comes to 
you — sees with his own eyes the physical 


dimensions of your selling floor — sits down and 

discusses the particular problems that concern your 

* store location, your department arrangement, the class of 
trade you serve and the policies you wish to pursue. 


Result ...an up-to-date smooth surface floor 
covering department design to bring maximum 
prestige pJus maximum sales. Uniform lighting, 
high-visibility pattern and “in-use” displays, 
. S best use of space according to your own 
market (felt base vs. linoleum, floor vs. wall 
covering, residential vs. commercial)... 

are all presented in detailed working drawings that any carpenter can follow. 


And it’s all completely free! Just call or write your nearest Congoleum- 
Nairn branch office and a quaiified representative will call on you. 
Why not do it today? 


® 4 
* CONGOLEUMeNAIRN INC. 


KEARNY, WJ. 
ibs of Gold. Sul Cnglum -Corgranll Asie, Lina, 
(==) ATLANTA 3, GA. Rhodes-Haverty Bldg., 
134 Peachtree St., N. W. 
BOSTON 16, MASS. Statler Office Bidg., 
20 Providence St. 
CHICAGO 11, ILL. American Furniture 
Mart, 666 Lake Shore Drive. 
DALLAS 1, TEXAS. Tower Petroleum Bldg., 
1909 Elm St. 
MINNEAPOLIS 2, MINN. Plymouth Bidg., ? 
6th St. and Hennepin Ave. giv: 
NEW YORK 16, N. Y. Textile Bldg., 295 : 
Fifth Avenue. shi 
PHILADELPHIA 7, PA. Lincoin-Liberty Bidg., 
N. E. Cor. Broad and Chestnut Sts. por 
PITTSBURGH 22, PA. Clark Bidg., 717 
$1 LOUIS 1, MO. Paul Brown Bidg., 9th and 
° ° - Paul Brown 9. an 
Olive Sts. YO U N G 
SAN FRANCISCO 3, CALIF. Wester 
Furniture Exchange and Merchandise Mort, 
1355 Market St. 


HARDWARE AGE JUNE 1 





, 


a 


4 
4 
¢ 


y 


N INC. 


KEARNY, WJ. 


J 
hy 
Haverty Bldg., 
r Office Bidg., 
rican Furniture 
. 
-etroleum Bidg., 
Plymouth Bidg., 
tile Bldg., 295 
in-Liberty Bidg., 
ut Sts. 
rk Bidg., 717 
n Bidg., 9th and 


LIF. Western 
rchandise Mart, 


RE AGE 


Here’s a chance to build extra- 

dollar volume and gain many additional 

customers with a new group of much-needed 

metal trims. In response to dealer requests, Youngstown 

Manufacturing is now producing a matched set of SUPERIOR trims, 
definitely suited to over-the-counter selling, and designed especially for 


home owners and easy installation. This well-designed group of four is bound to 
be a leader, and with these important features, will prove to be a big volume item: 


1. 


It is an “applied after” group—applied after the wall covering has been cut 
and cemented to the wall. 

No special tools are necessary. A hack saw and a hammer will do the trick. 
To avoid shipping and stocking problems, convenient 9! lengths are furnished 
—packed in the usual six length package for a total of 54'. Cuts two 4! 6" 
lengths without waste. 


Special nails are furnished with each shipment in sufficient quantity for every 
piece. 


- No special close fitting or scribing is necessary. The corners can be out-of- 


square, and bad seams can easily be hidden. 


- It is not necessary to mitre and shape any section to make it look right. When 


joining, a straight cut-off will do the job perfectly without additional trial-and- 
error fitting and filing. 


- There are no complicated rules to follow. Any home owner can make the job 
look professional. 


- Low.in price—high in quality. Economy and beauty combined. 


Only Youngstown Manufacturing—pioneer of the metal trim industry—can 


give you this new, much-wanted group of matched trim designs, and prompt 
shipments can be made on all orders. Take advantage of this unusual profit op- 
portunity now—write today for a catalog and price lists. 


MAKERS OF SUPERIOR METAL TRIM SINCE 
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No. 353 Inside Corner 
YOUNGSTOWN MANUFACTURING, INC. . 66-76 S. Prospect St. - Youngstown, Ohio 


1930 


No. 351 Cap 





































t Protection ! 


Guarding health against. 


the intrusion of germ- 
laden FLIES 


This seasonal screen hardware is in big 
demand right now. Your trade is alert 
to the need for adequate screening to 
receive full protection from the very start 
and on through the long summer months. 


SCREEN 


(National, HARDWARE 


In the complete National line you will 
find many other hardware products to 
serve both screens and storm sash be- 
sides the popular items here illustrated. 


The smart modern National designs, the 
positive spring and catch actions, all 
tend to provide the utmost in service 
conveniences following the installation 
of this hardware. 








SCREEN AND STORM DOOR SETS 


‘efficient service life. 





SCREEN AND STORM SASH HANGER 


Consider too the ease with which hard- 
ware can be installed with sets which 
are complete in every detail and with 
all component parts designed to func- 
tion in friction-free harmony. 


The stout materials used in the con- 
struction of this hardware and the fine 
protective finishes assure a long and 


No. 79 





No. 117 Flat Corner Iron 
































NATIONAL MANUFACTURING 





COMPANY 


STERLING * * * ILLINOIS 
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SLAYMAKER 


--- THE COMPLETE LINE 





Since 1888 Slaymaker has consistently produced a 
complete line of fast selling, profit building padlocks. 
Today...as always...there is a Slaymaker padlock in ‘ 
every size and grade to meet every conceivable need. 

e Ask your jobber about the Slaymaker line — today. e 


+. om 
s e a . e . * > e . * e < ° 


SLAYMAKER LOCK SOMPany 
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HOW a WyTeFAce* Steel Tape. Your customer 

will take it every time. Show him how easy 
to read the jet black markings on the white back- 
ground are—in the brightest glare or in hardly any 
light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust- 
resisting and hard to kink. Ask your jobber about 


WYTEFACE Steel Tapes and Steel Tape Rules. 


*Trade Mark. WyTerAce Steel Tapes and Tape Rules are protected 
by U. S. Pat. 2,089,209. 


Drafting, Reproduction, Surveying 
al. wa Equipment and Materials, 
- Ar Slide Rules, 
i Measuring Tapes. 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK » HOBOKEN, N. J. 
CHICAGO * ST. LOUIS * DETROIT * SAN FRANCISCO 
LOS ANGELES * MONTREAL 
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HANDY* WYTEFACE 
STEEL TAPE RULES 


Y/, inch width. Pull it out to any 
length. It stays ‘“‘put’”— won't cree 
back into the case. It is semi-rigid, 
like a ruler, so you can easily work 
it with one hand. Blade can be re- 
placed in a moment, without taking 
the case apart. It has markings on 
both edges, in inches and , inches. 
Lengths, 72 and 96 inches. 

*Trade Mark 


TIP TOP+ WYTEFACE 
POCKET STEEL TAPES 
%, inch width. Handsome chro- 
‘mium-plated case convenient for 
pocket or handbag. 36 and 72 in, 
Reg. U. 8, Pat. on. 


FAVORITE) wT! 
“STEEL TAPES) 
Yeinch width. Hard wearing! 


leatherite case, nick 


mountings. chor 75 and 
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OPENINGS: Clean, smooth, 


accurate to size, positive fit on 


bolts, nuts and cap screws. 


HEADS: Face hand ground 
and polished. Sides hand ground 
to contour of design. 


HANDLES: Edges rounded, 


smooth for comfortable grip. 


FINISH: A copper base over 


the Billings *Vitalloy Steel: next. 
a nickel plate over the copper base; 


7 








DESIGN: Designed to give the 
most in strength — perfect bal- 
ance yet light weight — “Grab hold 


4 


of one”! 


BILLINGS Udclog STEEL: 


Special alloy steel of Billings spec- 
ifications — selected and labora- 
tory tested for its strength and 
fatigue resistance. 


MARKINGS: Wrench num- 


bers and sizes clearly marked — 
can be read at a glance. 


finally, a heavy chrome plate over 
the nickel. That's Billings finish— 
made to protect — made to last! 


©Y DROP FORGED: For 
strength to break loose the tough- 
est nuts. 


*Registered 
Trade Mark 


THEY INCREASE YOUR WRENCH SALES! 


Know all the Billings Quality “Checks’’— Pass these 
selling points on to your wrench customers — Show 
them what constitutes a quality wrench —W atch 
your wrench sales increase. 


COUNTRY GENTLEMAN :6 MILLION READERS! 
POPULAR MECHANICS * 3 MILLION MORE! 


Each month Farmers and their families plus amateur and 
professional wrench users are now reading Billings advertise- 
ments in these national publications. ‘YOUR HARDWARE 
STORE” is prominently stated in every advertisement as the log- 
ical place to‘‘buy Billings”’.Get your share of this vast, national 
market which. Billings is helping you secure. Act now! 


Oude. rom Vase 
WHOLESALER 


Attractive, sales impelling wrench displays (used singly or 
in combination) feature the fast moving sizes (no dogs) of 
Billings Engineers’, Combination Box and Open End and 
15° Box Wrenches. They fit 129 sizes of U.S. S. and S. A. E 
nuts, bolts, and cap screws. They are the wrenches, quality 
and size, farmers want! They’re right for the job. 


THE BILLINGS & SPENCER CO. HARTFORD 1, CONN.,U.S.A. 


JUNE 19, 
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Alcoa Aluminum ga Alclac 
Roofing Sheet 7 , ZB Gy 


Demand for Alcoa Roofing Sheet makes this the fastest Ze LEZ, : For lon 
moving of all aluminum building products. Here is the f LE A Screen C 
answer to farm roofing problems. Lightweight, it is easy CG LA i tihfle this new 
to handle; rustproof, it never needs painting; long-last- i ADs oA? . stain ad 
ing, it gives extra years of trouble-free service. Alcoa i. Af Je y J cloth we 
Roofing Sheet keeps barn interiors cooler; makes a better 

looking roof. Produced in 14% and 214-inch corrugated 


and 5 V crimp types, and in 6, 8, 10, and 12-foot lengths. 











Aluminum Windows 








Better appearance and freedom from window troubles 
make aluminum windows the favored type with home- Alcoa 


owners across the country. The demand continues to 











grow as national advertising tells home buyers more about For resi 
the many advantages of aluminum windows. They are §§ building 
available now in all standard types and sizes from leading to cut § 
window manufacturers. Carry a complete line in stock. or prote 
Along with them, sell aluminum combination windows on stan¢ 


and storm sash. 
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Alclad Aluminum 
Screen Cloth 


For long, trouble-free service, sell Alclad Aluminum 
Screen Cloth. Developed by Alcoa after years of research, 
this new type of aluminum screen cloth can’t rust, can’t 
stain adjoining surfaces. Available from leading wire 


cloth weavers. 


Alcoa Window Sills and Thresholds 


For residences as well as apartments and commercial 


buildings. Aluminum window sills and thresholds are easy 
to cut and install; last for years without maintenance 
or protective painting. Write to Alcoa for information 


on standard types now available for immediate delivery. 


Tell your customers that they get best 
results when they “use aluminum to 
fasten aluminum”. Aluminum nails and 
screws are available from many leading, 
manufacturers. Carry a complete stock. 
Non-rusting aluminum can’t streak or 
stain adjoining surfaces; holds up over 
the years. 


For information on aluminum building products 
write to ALUMINUM CoMPANY OF AMERICA, 
1753 Gulf Building, Pittsburgh 19, Pa. 
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G. W. ANDERSON 
Rockford, Mlinois 


BRUSHES by PITTSBURGH 


A full line for every painting need 


THREE FAMILIES 


Pitsburgh’s 100% Pure Bristle. No 
finer brush made today. 


Pittsburgh's exclusive Bristle- 

fy Ad . ‘ 
Neoceta. Top quality perform- 
ance, Cost about one-third less, 


Pittsburgh’s 100% Neoceta. 
Cost about half as. much as 
pure bristle, yet gives excellent 
performance and has special 
advantage, such as high resis- 


tance to water, 


GLASS COMPANY 


Mr. Anderson, owner of a large hard- 
ware and paint store, knows through 
experience that a sound business de- 
pends on the confidence customers have 
in the dealer from whom they buy. He 
tells you why: 

“Many of my customers often ask me, 
“What is a good paint’ or ‘What brush 
will,do the job best?’ They depend on 
me and I’ve got to have the answer —on 
the shelves. Good merchandise means 
repeat sales, so I must be right or I 
suffer in the long run. That’s why I 
depend on quality products—on Pitts- 
burgh Brushes, to be specific. I know 
Pittsburgh makes fine brushes. I’ve 
used them myself and master painters 
bear out my opinions. They’re made 
with quality materials. [I can’t afford 
not to stock Pittsburgh Brushes.” 
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For 5-Way Sales Appeal... 


Stock Bull Dog Friction Tape! 


Cash in on the demand for Bull Dog, maintenance men, householders — men 
the friction tape with five big advan- who use tape most — depend on Bull 
tages. It’s famous for (1) high tensile Dog year after year. Take advantage 
strength; (2) great adhesion; (3) long- of this steady market. Stock up on Bull 
aging characteristics; (4) non-ravelling; Dog today. Get your full share of this 
and (5) constant quality. Mechanics, profit-building business. 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities 


WORKS: CAMBRIDGE, MASS., U.S.A. « P. O. BOX 1071, BOSTON 3, MASS. 
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7 New WINCHESTER 


TRADE MAR 


in SOLID BRASS and /or Copper... 
DD Tims Fon VACATION seLtING! 


SURE-FIRE SELLING POWER... you bet! New Winchester 
HI-POWER ultra modern streamlined beauties—new 
Winchester style leaders that win instant approval. 


Doesn’t it seem like old times to see these Winchester 
HI-POWER style leaders ready to sell? You bet it does! 


REAL PRE-WAR CONSTRUCTION . . . solid 22-K copper... 


solid drawn brass . . . new post-war use of plastic lacquer 
beautifully impregnated with powdered metals... and 


FAST DELIVERY ... your wholesaler has them NOW— 
see his salesman. He has the complete story. Winchester 
Repeating Arms Company, New Haven, Conn., Division 


many other outstanding qualities. 


Take No Chances! 
These Pocket Lights Insure 
Personal Night Safety. we 


o 
& 


Pocket Light 
est POCKET op, ‘ 


59% 


COMPLETE WITH BATTERIES 


The two cell and single cell pocket-lights, Nos. 1610 
and 5610 are packed in displays similar to that shown 
above. Available in Deals Nos. 56 and 16. 


DIVISION OF 


_OUN 


INDUSTRIES 
INC. 


Ws 


of Olin Industries, Inc. 


. 


a 


98¢ 


Complete 


What a Value! 
Solid Brass 2-Cell 
Spotlight 


No. 16 DEAL DISPLAY Consists of: — 12 
No. 1610 Chrome-plated solid drawn 
brass Pocketlights—4 with red and 8 
with white translucent heads... . Plus 
12 No. 1711 Winchester HI-POWER 
Batteries. 


A TOTAL RETAIL VALUE. . $7.08 
SUGGESTED DEALER COST. $4.74 


$2.34 DEALER PROFIT 


Me. 56 DEAL DISPLAY Consists of: — 8 
No. 5610 Chrome-plated brass Pocket- 
lights—5 with white and 3 with red 
translucent heads. ... Plus 24 No. 1711 
Winchester HI-POWER Batteries. 

A TOTAL RETAIL VALUE. .$6.92 


SUGGESTED DEALER COST. $4.64 
$2.28 DEALER PROFIT 


TRADE MARK 


Complete 


Solid 22-K Copper— 
The Metal of the Ages! 
...2-cell Fixt-Focus Spotlight 


No. 29 DEAL DISPLAY Consists of: — © 
No. 5011 solid drawn brass nickel-plated 
cases, 2-cell Spotlights, 22-K Copper Lock 
“on” and “‘off”’ switch. ... Plus 48 No. 
1511 Winchester HI-POWER Batteries. 


A TOTAL RETAIL VALUE. .$9.48 
SUGGESTED DEALER COST. $6.35 


$3.13 DEALER PROFIT 


Ne. K-59 DEAL DISPLAY Consists ef: = 
6 No. 5418 Standard size 2-cell solid 
22-K Copper Fixt-Focus Spotlights. 
Polished and lacquered to retain lustre. 
--. Plus 48 No. 1511 Winchester HI- 
POWER Batteries. 


A TOTAL RETAIL VALUE . $10.50 
SUGGESTED DEALER COST $6.82 
$3.68 DEALER PROFIT 


WINCHESTER 
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HI-POWER SPOTLIGHTS 


Retail for only 59¢ to $1.50 Complete 
READY NOW IN THESE DEALS! _(( os 


This Detective Special 
A Masterpiece of Perfection... 


2-Cell Jr. en Spotlight 


GG 


. 


No. 79 DEAL DISPLAY Consists 
of: —6 No. 4510 De Luxe 2-Cell 
Junior Size HI-POWER solid 
brass Chrome-plated Fixt-Focus 
Spotlights with translucent 
ruby lens-ring. . .. Plus 24 No. 
1311 Winchester HI-POWER 
Batteries. 


A TOTAL RETAIL VALUE .. $9.30 
SUGGESTED DEALER COST . $6.19 


$3.11 DEALER PROFIT 


if) 


$1.35 


Complete 


No. 69 DEAL DISPLAY Consists 
of: —6 No. 4413 POWER 
CHIEF Fixt-Focus Spotlights. 
Solid Drawn brass over which 
are plastic lacquers impreg- 
nated with powdered metals 
-.. 2 each “‘Sea Scape” Green, 
**Mountain Mist’? Blue and 
“After Glow” Red. ... Plus 48 
No. 1511 Winchester HI- 
POWER Batteries. 


A TOTAL RETAIL VALUE. . $11.70 
SUGGESTED DEALER COST .$7.60 


$4.10 DEALER PROFIT 


No. 998 DEAL DISPLAY Consists of:—6 No. 6410 De Luxe HI-POWER 
2-cell Fixt-Focus Spotlights . .. solid drawn chromium-plated brass 
berrel with ring hanger... ruby translucent lens-ring.... Plus 48 
No. 1511 Winchester HI-POWER Batteries. 


A TOTAL RETAIL VALUE . . $12.60 
SUGGESTED DEALER COST. $8.32 


$4.28 DEALER PROFIT 


New Sparkling Iridescent 
Colors on Solid Drawn Brass 
---2-cell Fixt-Focus Spotlight 


The display at right illustrates the TWIN Sales Building, Space- 
Saving Counter Displays, packed in Deals Nos. 29, K-59, 69, 


79 and 998. 


The Newest in 
Ultra-Modern Design 
-..2-Cell Fixt-Focus Spotlight 


More powerful thor 
a3 cell searchlight 





WORLD’S FINEST FLASHLIGHTS and BATTERIES 
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<—G| “rela SHELVING 

i tor). Hines-Shelves are strong, com- 

pletely flexible and free standing. One 

basic size 34 in. high, 3 ft. wide and 1114 

in. deep can be combined to fit a whole wall with 

shelves. Ponderosa Pine frame, Masonite Tempered 
Presdwood shelves and special hardware go together 
with just a. screw driver—saving you time, labor, material 





and money! 


Edward Hines Lumber Co. Write Phone Ot Wire 


2431 So. Wolcott Ave., Chicago 8, Ill. 
| am interested in receiving complete information on HinestShelves, please check 


For Store [] For Office [] For Storeroom [([] 


EDWARD HINES LUMBER CO. 
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Satisfaction in 
a job well done 


Every 
fine home deserves 
Corbin hardware 


ORBIN authentic 
e@ period designs 
have been the 

choice of architects, 
builders and owners 


for nearly 
100 years. 


‘ ‘ a 
Wl Gy 
\ 
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Colorado offers industry many desirable sites for 
manufacture, distribution, warehousing, and other 
purposes. It is strategically located for national 
distribution. 


Diversified agricultural products are of high quality 
due to favorable climate and soil. 


More than 250 useful metallic and non-metallic min- 
erals and compounds have been found, including pre- 
cious uranium. Timber, oil and coal are practically 
unlimited. 


Native-born skilled labor, and a healthful climate 


2k One of a series of ad- 
vertisements basedon 
industrial opportuni- 
ties in the states 
served by the Union 
Pacific Railroad. 


resulting in fewer “‘time-outs” assure economical 
production. 


Colorado “pres sound state economy, modern 
educational and cultural facilities. 


Thousands of vacationists enjoy its mountainous 
splendor, cool summer breezes and winter sports. 


Union Pacific provides Colorado with unexcelled 
freight and passenger transportation. Every night, 
over night Streamliner service between Denver-Chi- 
cago... Denver-St. Louis. 


For assistance in securing industrial and commercial 
sites—and for all-weather, dependable rail service, 
just... 


be Specific - 
u ™ A o 
say Union Pacific 
sk Address Industrial Department, Union 


Pacific Railroad, Omaha 2, Nebraska, for 
information regarding industrial sites. 


UNION PACIFIC RAILROAD 


THE STRATEGIC MIDDLE ROUTE 
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So easy to Handle... 


JUNE 


19, 


ie Tas, 


So delightful to use... _ 


In the Flavor-Savor coffee maker, Federal brings you a 
new high standard of quality in porcelain enameled 
kitchenware. Heavy gauge triple-coated throughout, 
the Flavor-Savor is made to give years of satisfactory 
service in the home. Water container and coffee basket 
are made in one piece for easy removal. Coffee grounds 
and brew need never touch metal in the Federal Flavor- 
Savor. Color and quality appeal make the Flavor- 
Savor a fast moving item in housewares departments. 


FEDERAL ENAMELING & STAMPING CO. 


Pittsburgh, Pa., U.S. A. 


“World's Largest Manufacturer of Porcelain Enameled Kitchenware“ 


1947 





— 


TRIPLE-COATED 


PORCELAIN-ON-STEEL 


drip 


coffee 


maker 


Twin handles for easy removal 
of one-piece water container 
and coffee basket. 


Pigg & 
. bs "la 
i: oo | 


Triple-coated stain-resistant 
porcelain assures peak flavor 
in every potful made the Flavor- 
Savor way. 


Assortment consists of four 
colors: red, blue, yellow, 
green. 





BEARING BRONZE, 


. € 
$ 
AS £ siLicon BRONZE AND ; ~ 
( BOLTS AND NUT 


$ 
BRASS AND COPPER RIVET 
ND BURS 
Rp HAMMERS, BRASS 
RING CHECKS, BRASS 
COTTER PINS 


COPPe! 
NUMBE! 
AND BRONZE 


isI 


BRASS wood SCREWS 


MACHINE AND 


cHase 


NAILS, 
COPPER WIRE 
COPPER CUT, CLOUT AND 
SHEATHING WAILS 


COPPER sHoT FOR ALLOYING, 
COPPER TACKS 


AyTOMOTIVE AND oil 
BURNER FITTINGS 


COPPER AND BRASS 


SILVER SOLDER wire CLOTH 


ap ano WIRE IN COILS 


BRASS ESCUTCHEON PINS 


CHASE WAREHOUSES 


have these 
Miscellaneous items in stock 


BY nuts and bolts, copper rivets and burs 
—all these and more—are carried in stock 


' at Chase warehouses. 


There are 20 Chase warehouses coast to coast. 
Phone the one nearest you. If they do not have 
what you want in stock, they'll try to get it 
for you from one of the many other Chase 
warehouses, 


Kemembet — CHASE SERVICE IS AS CLOSE AS YOUR PHONE z= 


Chee Nedioris He jt 
BRASS & COPPER 


WATERBURY 91, CONNECTICUT SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


THIS IS THE CHASE NETWORK 
BOSTON CHICAGO CINCINNATI CLEVELAND DETROIT HOUSTON+ INDIANAPOLIS KANSAS CITY, MO. LOS ANGELES MILWAUKEE MINNEAPOLIS 
PROVIDENCE ROCHESTER+ SAN FRANCISCO SEATTLE ST. LOUIS WASHINGTON? 


handiest way to buy brass 
ALBANY ATLANTA BALTIMORE 
NEWARK NEW ORLEANS NEW YORK PHILADELPHIA PITTSBURGH 


tindicotes Soles Office Only) 
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OLDERING COPPERS 


INNEAPOLIS 


RE AGE 


“INSECTO” LAMPS 


e 
lub ia ON NIGHT-FLYING BUGS, 


MOSQUITOS, MOTHS & OTHER INSECT PESTS! 


Summertime is profit-time for dealers who handle 
Solar INSECTO Lamps. Users everywhere have 
acclaimed INSECTO as the perfect night-time pro- 
tection against all insect pests. 


Write today for the facts on Solar's INSECTO 
Lamp Deal and start “cashing in” by driving in- 
sect pests “out”. It’s a quick-turnover deal where- 
ever it's displayed! 


For extra volume, extra profits—Act Now! 


LOOK AT THESE Daffy Alps 


SELF-SERVICE BASKET displays INSECTO 
Lamps out where your customers see and 
buy them! 

ILLUSTRATED FOLDERS pep up sales 


when used as hand-outs and mailing pieces. 


WINDOW POSTERS bring in street traffic 
for genuine INSECTO Lamps. 





Use these Sales Aids and watch sales zoom! 


SOLAR ELECTRIC CORPORATION 


FACTORY and SALES OFFICES 
WARREN, PENNSYLVANIA 
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Here’s the Deal__ 
2 for YOU! 


12-25 Watt INSECTO Lamps @ .25 list 
18-40 Watt INSECTO Lamps @ .25 list 
24-60 Watt INSECTO Lamps @ .25 list 
6-75 Watt INSECTO Lamps @ .35 list 
12-100 Watt INSECTO Lamps @ .35 list 
72 INSECTO Lamps — Resale Price 


DEALER’S NORMAL PROFIT . . . 


FREE! 6 EXTRA 75 Watt 


DEALER’S TOTAL PROFIT .... $ 8.40 


DEALER MAKES OVER 42% 





Yes! I'm Interested! 


SEND ME FULL INFORMATION & 
DATA SHEET No. E-6B 


Company 
Street.......... 
City... 


Business... 
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ig) i is for its Nationwide 


ATE THE NESCO NAME with 


ace ptance i | ¢ : ij. quality and value. sak ode 
plus the big Nesco 1947 adiver- 
tising program, mean more cus- 
tomers for you! 


a is for the Ease that 


\ CONVENIENTLY SPACED BURN- 
d 4 VE TENS. © PES ERS are just one feature that 
ES he + ey offers more cooking ease. 102” 
sprea S | S fame. So SESS. SS 4 between centers pefmitsfulifiame =» 
BE TOS. FS coverage of 3 large utensils. Fuel 
tank accessible from top. 


IS for sie Smoother ELBOW ACTION CONTROLS. 
MH Nesco burners are regulated by 
elbow-action gers the exclusive elbow-action con- 


trol that provides multiple flame 
adjustments. No ratchets, cogs, 
gears or cams! 


ig for its Cleaner, 


FAMOUS NESCO SHORT-CHIM- 
NEY BURNER actually generates 


hotter flame... Sw phate ae 
Nee tom of the utensil. No smoke, soot 
or odor. Wide temperature range. 


is for Outstanding, f ——_ UP-TO-THE-MINUTE STYLING, 
modern beaut ae 


d Oth fj | — on-steel surfaces. 
“a er ineér featu res - oil THE =~ OVEN is ae 
by t the scor b  O Gee roasts or fowl, hes accurate heat 
indicator on door. ; 


Fut them all together 
they spell NESCO 
The fastest selling range 
upon your floor! 





NATIONAL ENAMELING AND STAMPING COMPANY 
u 1M ' r tH ir 








utive Office 270N 2th St., Milwaukee 1, Wisconsir 


HARDWARE AGE 








BANA'S Malticalaae \aalels 
MEANS SALES ACTION 


BANA 


Fine quality metal products are pouring 
off the BANA production lines. Func- 
tional design, attractive packages and 
popular prices mean customer satisfac- 
tion and volume sales. Stock BANA 
products NOW! 


Build sales with this attractive package. It’s ideal for displays. 


CAN OPENER 


HERE’S WHY THE BANA 
SELLS AND SELLS AND SELLS 


e One handle does the job. It catches the can, cuts the 
top and releases the can. 

e It's the only medium priced, single action can opener 
on the market. 

e Flanged body construction makes the BANA a rigid, 
sturdy product. 

e The forward pitch of the teeth on the gripper wheel 
reduces wear and prevents the can from slipping. 

e A simple lock permits the can opener to be easily re- 
moved or swung against the wall. 

e The BANA leaves a clean cut edge on the open can. 

e The shape and spacing of the bottle opener on the rigid 
flanged frame makes the BANA ideal for opening 
bottles as well as cans. 


SWIVEL SNAPS « SLIP-TITE HOSE COUPLINGS * BANTAM VISE *« AUTOMATIC TOY PISTOL 


a BANA xo 


BANA COMPANY + 116 New Montgomery Street * San Francisco, Calif. 
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The place where customers can really make sav- 
ings is in assembling their products. 

Any economies in purchase price resulting 
from “sharpening the pencil” are infinitesimal 
compared with what is saved by using a brand 
of fasteners that delivers True Fastener Economy 
(see RB&W ad opposite). 

The distributor of RB&W products offers 





Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Phila- 
delphia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


RUSSELL. BURDSALL & WARD BOLT & NUT COMPANY 


HARDWARE AGE 








such savings. The uniformly high quality of the 
RB&W complete line saves assembly time by 
giving the operator fasteners that are accurate, 
rugged. 

To get and hold good customers . . . to make 
a good profit on an important volume item. . . 
to avoid the cost and nuisance of returned 


goods — sell “T.F.E.” along with “RB&W”. 


PICTURE OF DEPENDABILITY 


These two identical bolts — the same clean- 
‘ cut heads, accurate well-finished barrels, perfect 
threads, high physical properties — illustrate 
the uniform quality of RB&W fasteners. These 
bolts were selected at random from two dis- 
tributors’ stocks — one in Cleveland, one in 
Kansas City. Such dependability means True 


Fastener Economy. 


Lhe Complete Quality Line 



























































































































k WHEN YOU SAVE PRODUCTION TIME BY 
) make 
USING FEWER TYPES AND SIZES...THAT’S 
Wiis co * * 
urned It’s the cost of using a fastener that counts 
And an important part of the cost of using a fastener is You Get T. F. E. When You 
&W”. the cost of maintaining inventories, requisitioning from 1. Reduce assembly time to a minimum by savings through 
stock, handling many different styles and sizes. Careful use of accurate and uniform fasteners 
analysis of fastening requirements and standardization on 2. Make your men happier by giving them fasteners that make 
fewer types and sizes will help to speed up production gp ee aaa 6 th ree , ' 
. educe neec or oroug p ant inspection, due to conh- 
and lower costs. : re dence in supplier's quality control 
RB & Ww Machine and Carriage Bolts 4. Reduce the number and size of fasteners by proper design 
Offer You Unlimited Variety i a Fontes maximum yn | power per dollar of initial cost, 
. ‘ y specifying correct type and size of fasteners 
RB&W engineers are available to help you determine the 6. Simplify inventories by standardizing on fewer types and 
clean- minimum variety of types and sizes of bolts and nuts ae Of fasteners 
which will meet your needs. And RB&W offers the maxi- pal et pert, > some by buying larger quantities from one 
erfect mum range of product, a choice of many special metals, 8. Contribute to sales value of final produet by using fasteners 
and the facilities of a versatile finishing department— with a reputation for dependability and finish 
from a single source of supply. 
Strate 
RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
These 
di 102 years making strong the things 
) 1S- 
that make America strong 
ne in 
True RB&W bolts, nuts, screws, rivets 
and allied fastening products are 
manufactured in a broad range of 
atyles, sizes and finishes. 
Piants at: Port Chester, N. Y., 
Coraopolis, Pa., Rock Falls, Ill., Los 
Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, 
Chicago, Chattanooga, Portland, 
Seattle. Distributors from ce 
coast. By ordering through your dis- 
tributor, you can get prompt ser- 
vice from his stocks for your normal 
n Alseo—the industry’s most 
complete, easiest-to-use catalog. 
e 






Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel, Engineering News Record. 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 






NY 





ARE AGE JUNE 19, 1947 








These SCHATZ items have been 
especially selected with an eye to 








dealer profit, consumer demand 
and solid value. More and more 
dealers are using SCHATZ as a 
source of sure-fire, fast moving 


merchandise, priced for substan- 








g(HAIZ 


PROFIT — ECONOMY — QUALITY 
The Foundation of the SCHATZ Line 
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tial profit and quick sales and fea- 
turing high quality materials and 
workmanship. Why not try the 
SCHATZ line yourself? Write to- 
day for full information on prices, 
discounts and other items in the 
SCHATZ line. It will be your first 
step toward faster sales, more 
profit and a bigger trade. 








GAMBLE & HAWLEY LOCKER FREEZE 
An Economy-priced Freeze Unit 


be Exclusive Dealer territories 
now open on the most popular 
household items of the year— 
locker freeze units. These 
Gamble & Hawley Locker 
Freeze Units fit into any house- 
wife’s picture of her dream 
home. Finished inside and out 
with baked-on white enamel 
and insulated with 4 to 6 inches 


GAS LAUNDRY STOVE 
of cork. Protected coils are 


condensation proof. Presented For Butane, Natural or Manufactured 


in three sizes: 21 cu. ft. capac- Gas 

ity, and the 20 and 15 cu. ft. 

capacity with the cooling unit 

on top, above dust, dirt and 

water. 

workmanship at moderate cost. Competitively 

priced—40% dealer discount. Write now for con- 
plete details. 











SCHATZ 


An unusually 
strong and 
e * : sturdy stove 
High quality materials and for Laundry, 
Kitchen, Camp 
Trailer or In- 
dustrial use. 
Large cast 
iron heat re- 
sisting top— 
two burners— 


A FEW SCHATZ SPECIALTIES iene 
pas 
aeree 
15 Ibs. To dealers, each $7.10 including tax. 





MODERN HACK SAW 


Handy, new design hack sdw, can be used in 
1%” hole. Blade can be set on 90° or % turn 
positions. Knurled, counter-sunk handle is di- 
rectly in line with the blade in all positions, 
binding. Strong. Immediate delivery. To deal- 
ers only, $.84. 


LOGANSPORT 
FAMOUS 
MIXER 


An all purpose batch 
mixer, 3% cu. ft. 

capacity. Forcement, ing, easy to 
feed, chemicals, etc. oo wr 


SCHATZ 
KEROSENE STOVE 


Fast heat- 


SCHATZ 
HAND CLOTHES WRINGER 





Large 2” Goodrich 
Cushion Rubber Roll- 
ers. All metal con- 
struction — gearless. 
Forged steel clamps. 
Built for many years’ 
hard use. In volume 
production. Ask your 
jobber or write direct 
—Packed 6 to a car- 
ton. To dealers, only 
$8.45. Resale, $12.95. 





Heavy steel drum, 
welded to cast bowl. 
Ballbearing. Strong- 
ly braced steel frame 
on oak skids. Imme- 
diate delivery. To 
dealers, only $41.25. 
Suggested resale at 
$59.95. 








flame, free 

from smoke 

or odor. Two 

burner size, 

with half 

gal. fuel 

tank. Needle 

point valve flames adjustment. Size 28” x 14” 
x 12” wet. 15 Ibs. To dealers, only, $8.45. 
Suggested resale $12.95. 


SCHATZ ALL STEEL 
ONE WHEEL TRAILER 


For vacationists, salesmen, or light delivery. 
800 Ib. capacity. Strong, easy to handle. 
Body 42” x 48” x 12”. All steel. To dealers, 


featurin 
will ap 
Collier 
Good | 
Journal, 
millions 
small ¢ 
Watch f 


only $74.65. Suggested resale $99.50. 
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SAMSON...THE AUTOMATIC IRON 
WITH A HIGH 





INSIDE QUALITY 
1000-WATT STEEL-ROCK HEAT UNIT: 


Embedded . . . safe from air and 
moisture, quick-heating, current-con- 
serving, and long-lasting. 


STEEL SOLE PLATE......harder, smoother, 
thinner... . gives better heat distribution. 


MAGIC EYE: When this eye winks out 
you know the iron has reached the 
temperature you set it for. Shows you, 
too, how much of the time you are 
ironing economically on stored heat. 


PRECISION THERMOSTAT:Dependable 
automatic control of iron temperatures 
actually right at ironing surface. 

DUO-DIAL HEAT CONTROL: Measures 
the heat to suit a particular fabric when 
ironed at a particular speed . . . the 


selective-speed feature that makes this - 


the supremely safe iron for anybody. 
AIR-COOLED PLASTIC HANDLE: Fash- 


ioned for a comfortable grip . . . cool 
to the hand, easy on the wrist. 


BUILT-IN CORD: With Rubber Guard. 
Approved 10,000-cycle. 


LIGHT WEIGHT (4 Ibs.) . . . Perfectly 


balanced for arm and wrist ease. 


TAPERED POINT... BEVEL EDGED 
“BUTTON NOOK’ all the way around. 


NEVER-CATCH HEEL for unimpeded 


backstrokes in ironing. 


SAFETY-TILT.. . . ROCK-TO-REST: An 
effortless rocking motion stands the 
iron on its handle, with ALL hot metal 
off the board . . . and at just the right 
tilt and firm rest for safety. 


STREAMLINE BEAUTYin gleaming chro- 


mium plate and black plastics. 


Adusiticed ts Sif 


Powerful 2-color advertisements, 
featuring various Samson products, 
will appear throughout the year in 
Collier's, Saturday Evening Post, 
Good Housekeeping, Ladies’ Home 
Journal, and Pathfinder . . . reaching 
millions of preferred prospects in the 
small towns as well as the cities. 
Watch for them—and cash in! 


JUNE 19, 1947 


PRODUCTS, like people, have an IQ... which, in the case of the 


SAMSON Automatic Iron, stands for Inside Quality. Take a look at 


the cutaway view of this iron...and at the long list of sales-making 


features that result from its Inside Quality. Then you |! oppreciote 
why SAMSON is called the Automatic Iron with a HIGH IQ 


Every Samson SHOWBOX is a complete 
merchandising display that stops ‘em, 
tells "em, shows ‘em and sells ‘em! If 
you want to double your iron sales, 
be sure to display the colorful Samson 
Iron SHOWBOXES in your windows 
and on your counters. 


SAMSON UNITED CORPORATION, ROCHESTER 10, N. Y. 
Samson United of Canada, Limited, Toronto 





Housewives in every neighborhood are Wat fae fk: "Ma 
raving about this Reynolds Heavy 7) b M ha all = it: 
Aluminum Double Boiler. ; j " ead 
And no wonder! They know the value P ’ ; 

of its broad, well-balanced base . . . Fi < naa. 
beaded edges that leave no space for 
clinging dirt... recessed rims to retain : 
heat and moisture . .. rounded bottom WN 2 o : And it's 
edges for easy cleaning .. . and the eN ] y il 
heavy stamped Reynolds Aluminum ee 
spreads the heat evenly. 


pride . . 


even aft 


good loc 
And it's 
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curl your 
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actuall 
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wrapped 
and arm 
WITT C 
longer lit 
A WITT 
likely cus 


Because they’re priced right and made right, This fast-moving line is produced by the mak- 
" 8 g I 


Reynolds Lifetime Heavy Aluminum Utensils 
are making a hit with housewives everywhere. 

Over 20 different sizes and styles of utensils 
to meet your customers’ needs... designed by 
Reynolds and made of finest Reynolds Lifetime 
Aluminum, completely quality-controlled from 
mine to finished product. 


ersof nationally advertised Reynolds Lifetime 
Triple-Thick Bottom Utensils. 

For newspaper mats, catalogue sheets, prices 
and otherdealer helps onthe Reynolds Lifetime 
Heavy Aluminum Line and the Reynolds Life- 
time Triple-Thick Line, write Reynolds Metals 
Company, 2008 So. 9th St., Louisville 1, Ky. 


a Tin €YNOLDS 


‘* Guaranteed by 
Good Housekeeping 


P48 sovensie WES 


O + 
| REYNOLDS Wetime HEAVY ALUMINUM UTENSHS 


2125-B 
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"Many years ago ... when we had an ordinary 
Can... we hurried to bring it in before the neigh- 
bors could see what a mess it was. But now that 
we've got our WITT Can, we leave it out with 
pride . . . standing there straight and shiny . . . 
even after many years of service." 


And it's the same with WITT Can owners every- 
where ... they take a justifiable pride in the trim 
good looks of these seemingly indestructible Cans. 
And it's only natural . . . their WITT Cans have 
proved they stand up under the most brutal use 
... laugh at weather and man-handling that would 
curl your hair . . . and quickly ruin ordinary Cans. 
There are good reasons why the WITT Can 
actually outlasts the ordinary Can 3 to 5 
times. Made of special, heavy gauge steel, 





wrapped in a super-thick coat of rust-resisting zinc 
and armored with shock-absorbing steel bands, 
WITT Cans have quality in every detail . . . for 
longer life under any conditions. 


A WITT owner is a satisfied customer and a more 


likely customer: 
% Be 


te Lege? 
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THE LAWN MOWER WITH SALES APPEAL 


CHECK THESE CUSTOMER-COAXING FEATURES: 
* SIX crucible steel blades, set in unbreakable steel supports 
%*% Ruggedly constructed from pressed steel and extreme pressure castings 
of strong, lightwight alloys 


* Lightweight, yet, with its low center of gravity, literally hugs ground 
with no skipping or ribbing of lawn 
%*% Snap-away welded tubular steel handle, cross-braced for con- 
venient carrying 


% Exclusive HI-LO adjustment feature for light and heavy 
lawns 





* Fractional adjustment for close cutting 
* Oversize rubber tires 


*% Moulded rubber hand grips 


%*% Sleek appearance . . . in eye-appealing tuoli- 
dine red and rich golden creme, with mirror- 
polished outer wheels 


* Competitively priced 


PERFECTION ENGINEERED FOR YEARS OF 
SATISFACTORY SERVICE 


THE LAWN EDGER THAT SELLS ITSELF 


A super-selling, full profit item. With two natural position grip handles for maximum 
leverage, this light, durable edger is designed to specifications of professional gardeners. 
Cutter made of scientifically hardened chome molybdenum steel. Solid rubber rib-tread wheel 


moulded over steel bushing for easy, silent operation. Finished in bright red baked enamel. 


Available in quantity. 


Your sales efforts are constantly backed by comprehensive national, 
regional, and local advertising. Write now for full information. 


tN 
CURMAR MFG. CO. 
6114 CHERRY AVENU LONG BEACH 5, CALIF. 
je 
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"TM INSURING MY BUSINESS 
FUTURE BY SELLING ONLY 
QUALITY MERCHANDISE 
WITH A NATIONALLY KNOWN 
NAME AND REPUTATION” 


Alert Hardware Merchants know that the best 
policy to insure a profitable retail business 
in the years to come is to stock and sell na- 
tionally known merchandise with a reputation 
for quality and customer satisfaction. 


When it comes to garden hose, the name 
SWAN has always stood for quality at strictly 
competitive prices. Thus, assuring Hardware 
Merchants of full garden hose volume, good 


profits, and continued customer good will 


and patronage. 


Our policy here at The Swan Rubber Company 
is to continue to build more quality into every 
foot of Swan Garden Hose that we manufac- 
ture, yet to keep prices within bounds. 


So to insure your future garden hose business, 
stock and sell SWAN...the quality garden 


hose which gives customer satisfaction. 


World’s Largest Manufacturer of Garden Hose 
eee eee se Ee: + 6 ee ee 2 ea 
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Here is a list of NUTONE 
Service Stations. All are 
equipped for expert serv- 
ice on NUTONE Door 
Chimes. The one nearest 
you can give you the most speed... 
and your customers the most satis- 
faction! Save time by clipping this 
list and keeping it handy. 
Additional service stations in 
other cities will be announced 
shortly. Watch for them. 


All products bearing the 
NUTONE trademark are fair- 
traded in all fair-trade states. 


66 


NUTONE — CHIME SERVICE STATIONS 


AKRON 
ALTOONA... 
AMARILLO..... 
ATLANTA....... 
BEAUMONT 
BIRMINGHAM 
BOISE 

BOSTON 
BROOKLYN 
BUFFALO 
CANTON 
CHARLOTTE 4, N.C.. 
CHICAGO 
CINCINNATI 
CLEVELAND 
DALLAS, TEX. 
DAYTON 

DENVER 

DETROIT 

EL PASO 

EUGENE, ORE. 
FITCHBURG, MASS. 
FLINT, MICH. 
FRESNO, CAL. 

FT. WORTH 
GALVESTON 
GRAND RAPIDS 
HARRISBURG 


HUNTINGTON, W. VA. 
KANSAS CITY, MO.. . 
KNOXVILLE. 

LITTLE ROCK. 
LONG BEACH, CALIF. 
LOS ANGELES. . 
LOUISVILLE 
MANCHESTER, N. H. 
MIAMI 
MILWAUKEE 
MINNEAPOLIS 
NASHVILLE 
NEWARK 

NEW HAVEN 

NEW ORLEANS 
NORFOLK 
OKLAHOMA CITY 
OMAHA 
ORLANDO 
PHILADELPHIA 
PHOENIX . 
PITTSBURGH 
PITTSFIELD, MASS. 
PORTLAND, ME. 
PORTLAND, ORE. 
PROVIDENCE 
READING, PA. ..... 
RICHMOND, VA. 
ROCHESTER, N. Y. 
SACRAMENTO. 
SALT LAKE CITY 
SAN ANTONIO 
SAN DIEGO 

SAN FRANCISCO 


ST. LOUIS . 

ST. PAUL. = 
SYRACUSE, N. Y.. 
TACOMA 

TOLEDO 

TULSA, OKLA. 
WASHINGTON, D. C. 
WATERBURY 

WHITE PLAINS, N. Y. 
WICHITA FALLS, TEX. 
WILKES-BARRE 
WORCESTER 
YOUNGSTOWN 


...-H. T. Yates, 31 W. Market St 

Central Electric Co., 1120 Eleventh Ave 

...'‘Speed”’ Ravey, 410 Taylor Street 

. Meter é Trans. Co., 517 W. Whitehall St., S.W 

Thompson Electric Co., 175 Pearl St. 

Simmons Electric Co., 2023 First Ave., N. 

....Fisher’s, 212 No. 9th Street 

.. The Fix It Shop, 8 Winter Street 

Electime Corp., 306 Livingston St. 

.L. Hora Clock Co., 1558 Main Sr. 

"Moock Elec. Supply Co., 502 Cleveland Ave., N. 
Radio Television and Appliance Co., 1300 E. 4th § 

Electric Clock Co., 29 E Madison Scr. 
.NuTone Inc., 801 E. Third § 

Hoag’s Clock-Watch Shop, 308 Erie Bldg 
Clock Service Co., 210 Erwin Keasler Bldg. 
Edward W. Myers, 829 Reibold Bldg. 

Midwest Elec. Wiring Co., 323 W. Colfax Ave, 

.Wm. H. Henning, 13395 Glenfield Ave. 
Hays a Service, 403 Montana St. 

Electric, 1070 Williamette 

The Fitchburg besological Shop, 370 Main St. 

Boomhower Time Clock Exg., 1113 W. Dayton S. 

Buford’s, 932 Van Ness Ave. 

Electric Appliance Serv. Co., 705 Lamar St. 

Alan M. Lipson, 403 22nd St. 

Kirkhot ge Co., 101 Sheldon Ave., S.E. 

K & D Clock Repair, 26 N. 3rd St. 

Electric Clock Co., 228 Pearl St. 

C. R. Stone Elec. Co., 1117 Bell Ave. 

.Brooke Electric Service, 826 10th St. 

Time Products Co., 1403 Grand Ave. 

McNutt Battery Co., 601 W. Church Ave. 

J. M. Peck Elec. Equip. Serv., 1916 Brown St. 

.Dean & Hoffman, 221 American Ave. 

Calif. Electric Serv. Station, 1518 W. 7th St. 

...H. C. Korfhage Co., 414 Norton Bldg. 

Robert A. Horace Co., 78 Manchester St. 

Nelco Electric Co., 2525 N. W. 27th Ave. 

C. W. Schnick, 1333 N. 12th Sc. 

..E. B. Kelly & Co., 214 S. 7th St. 

McGhee Time Serv. Inc., 539 Boscobel St. 

Robert Halpern, 917 Broad St. 

. Consoli, 19 Congress Avenue 
Specialty Sales & Service, 941 Gravier St. 

. Time Service Co. 250 Withers Bldg. 

.. The J. C. Bryant Co., 204 Equity Bldg. 

T. L. Combs & Sons, 1617 Harney St. 

.Southern Elec. Co., 32 E. Church St. 

..Electric Time Service, 1005 Market St. 

Vinson-Carter Electric Co., 25 E. Adams St. 

.Quick Service Elec. Co., Jenkins Arcade 

Pitts. Tire & Battery Shop, Center & West Sts. 

Parker L. Starrett, 144 High St. 

Cobb Watch & Clock Shop, 220 S. W. Alder St. 

Marshall Elec. Co., 24 North Main St. 

: C. K. Houser & Co., 51 N. 9th St. 

Rice Appliance Service, 1505 E. Main St. 

. .Electric Razor Service Co., 5@ Stone St. 

. Lamb’s Electric Shop, 1415 21st St. 

.. Time & Instrument Co., 57 Richards St. 

Haak Typewriter Co., 310 Navarro St. 

J. F. Zwiener Elec. Co., 1242 First Ave. 

Calif. Electric Serv. Station, 400 Mission St. 

Electrical Engineering Co., 2012 Third Ave. 

Maxwell's, First Ave. at Wall St. 

Kaemmerlen Electric Co., 2318 Locust St. 

Empire Clock & Appliance Co., 87 E. 5th St. 

J. J. Bartlett, 231 E. Onondaga St. 

Ajax Electric Co., 746 Market St. 

......H. A; Dennis, 2042 South Avenue 

Ferger Clock and Safe Co., McBirney Bldg. 

Central Armature Works, 625 ‘‘D”’ St., N.W. 

Electric Motor Repair Co., 59 W. Clay St. 

West hester Clock Service Inc., 150 Main Sc. 

Peoples Electric Co., 1112 Lamar Avenue 

The Lazarus Store, Inc., 18 E. Market St. 

Electime Appliance Service Co., 44 Pearl St. 

Buckeye Time Service, 504 Dollar Bank Bldg. 


CANADIAN SERVICE STATIONS 


MONTREAL 
TORONTO. 
VANCOUVER . 
WINNIPEG 


J. Eug. Choquette, Reg’d., 4801 Park Ave. 
Shock Electric Co., 670 Bloor St., W. 
Rushton-Plaskett, Ltd., 841 W. Broadway 
Avenue Electric, Ellice Avenue 
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0 Eleventh Ave 
10 Taylor Street 
itehall St., S.W 
o., 175 Pearl St. 
13 First Ave., N. 
2 No. 9th Street 
8 Winter Street 
6 Livingston St. 
., 1558 Main St. 
veland Ave., N. 
1300 E. 4th St. 
-E Madison St. 
801 E. Third St. 
, 308 Erie Bldg 
n Keasler Bldg. 
9 Reibold Bldg. 
W. Colfax Ave. 
5 Glenfield Ave. 
103 Montana St. 
070 Williamette 
yp, 370 Main Str. 
3 W. Dayton S&. 
2 Van Ness Ave. 
., 705 Lamar St. 
»n, 403 22nd St. 
eldon Ave., S.E. 
ir, 26 N. 3rd Se. 
0., 228 Pearl St. 
, 1117 Bell Ave. 
ice, 826 10th St. 
403 Grand Ave. 
W. Church Ave. 
1916 Brown St. 
| American Ave. 
1518 W. 7th St. 
14 Norton Bldg. 
3 Manchester St. 
N. W. 27th Ave. 
1333 N. 12th Se. 
»., 214 S. 7th Se. 
539 Boscobel St. 
n, 917 Broad St. 
ongress Avenue 
, 941 Gravier Stu 
0 Withers Bldg. 
04 Equity Bldg. 
1617 Harney St. 
32 E. Church Sct. 
1005 Market St. 
25 E. Adams St. 
, Jenkins Arcade 
nter & West Sts. 
tt, 144 High Sc. 
.S. W. Alder St. 
North Main St. 
»., 51 N. Oth St. 
505 E. Main St. 
2o., 5@ Stone St. 
yp, 1415 21st St. 
57 Richards St. 
310 Navarro St. 
1242 First Ave. 
400 Mission St. 
2012 Third Ave. 
Ave. at Wall St 
2318 Locust St. 
o., 87 E. 5th St. 
. Onondaga St. 
746 Market St. 
2 South Avenue 
McBirney Bldg. 
“D” St., N.W. 
, 59 W. Clay St. 
c., 150 Main St. 
2 Lamar Avenue 
18 E. Market St. 
Co., 44 Pearl St. 
ilar Bank Bldg. 


4801 Park Ave. 
70 Bloor St., W. 
11 W. Broadway 
>, Ellice Avenue 
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Iniernational Harvester, Oliver 
and J I. Case solve the problem 
of the ‘‘anonymous dealer" with 
pool-purchased standardized 
dealer Decal nameplates, too! 


ADVERTISE - IDENTIFY > DECORATE...WITH MEYERCORD DECALS 





MEYERCORD DECA 








YOUR DEALER'S NAME 
ON YOUR PRODUCT HELPS 
_HIM MAKE MORE SALES 


Most consumers buy durable 
goods from dealers . . . not 
manufacture rs. When the need 
for service, parts or re-purchase 
occurs, it isn’t the distant fac- 
tory but the dealer who gets 
the call. 


Manufacturers can provide 
pool-purchased standard, per- 
sonalized dealer Decal name- 
plates to their outlets at a sav- 
ing of 80% over former prices 
-andat nocost to themselves. 
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Today . . . combination ‘‘factory-dealer’’ Decal nameplates link John 
Deere’s trademark with their dealer's name, address and phone number 
on the equipment they sell. Formerly a few scattered dealers bought 
their own Decal nameplates. Relatively high cost of small individual 
dealer purchases limited the practice to only the largest. There was no 
uniformity of design. Nameplates varied with each dealer. Few included 
the manufacturers’ name. 

Pooled factory buying, stimulated by direct mail to dealers, now 
enables John Deere to sell a standard, personalized Meyercord Decal 
dealer nameplate to their outlets at a fifth of the former cost. It costs 
the factory nothing—saves the dealer 80% 

Whether you make farm equipment, stokers, lawnmowers, electric 
appliances or what—the problem’s the same. Of course your product 
is factory identified—but what about the dealer? Is he anonymous? 
Assure ease and speed of dealer contact for your ultimate consumer with 
a standard, personalized factory-controlled Meyercord Decal dealer 
nameplate program for your product. Meyercord Decals are durable, 
easily applied and can be produced in any colors, size or design. Send 
for complete ‘dealer identifjcation”’ details. Address Dept. 11-6. 


NOTE: The big, colorful, weather-resistant Decal trademarks you see 
on leading makes of farm equipment today are made by Meyercord. 


sander Memb Lithagrahic Technical frundali 
The MEYERCORD< 


World's Largest: Decal Manufacturer 


« CHICAGO 44 ILL 
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Technical Glass Company’s outstanding new process 
for plating cast aluminum builders hardware can 
mean extra profits for you... if you get these fast- 
selling products in stock right away! 

Take the Cast Aluminum door knob shown above, 
for example — its strong, light-weight construction 
is right in stride with leading techniques in home 
styling. Contractors and homeowners alike are 
quick to spot the many advantages. *PLATED IN 
CHROMIUM OR BRASS, TEGCO knobs utilize an 


BUILDERS 


HARDWARE 


additional, colorless baked enamel coating that not 
only enhances the lustre but acts as an extra wear- 
resister. Dirt disappears from its surface at the touch 
of a soft damp cloth! 

Two graceful designs offer tailored styling as 
well as advanced engineering. Their quality is the 
very highest. Their cost is amazingly low. Why not 
get in on these extra profits yourself! Write for prices 
and free sampies today! 


*Patent applied for. Knobs in bronze and other finishes to be available soon 


Now available with the TEGCO ‘45’ Passage or ‘47’ Bath & Bedroom Sets 


Since 1920 


TECHNICAL 


GLAS S& 


COMPANY ENC. 


P.O.BOX 398, VERNON STATION @ LOS ANGELES 11, CALIFORNIA 


JUNE 19, 1947 
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Here’s what it takes to make a Fine Brush: 


:) 


Ap 
fs 
“pe 
es 


(a It takes fine Bristle too—but Hands are 


gam =6the big reason why every Brush by 
The only brush 
worth using is 


Tame!» The know-how of 40 years of skilled 


you can buy! 


Baker is a fine painting instrument. 


hand-craftsmanship have gone into it! 
All fine brushes are made by hand, only some are 
made better than others. When you ask for Baker, you 


get the brush that dips least, spreads most, lasts longest. 


BAKER BRUSH COMPANY, 83 GRAND STREET, NEW YORK 13 
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These Distributors 
Are On Board! 


TOWNLEY METAL & HDWE. CO. J. A. WILLIAMS CO. 


KANSAS CITY PITTSBURGH 


SCHNEIDERHAHN CO. GUNTER-JOHNSON 


DES MOINES ATLANTA 


APPLIANCE DISTRS. EDW. K. TRYON CO. 


INDIANAPOLIS PHILADELPHIA 


MODERN APPLIANCE CO. GENERAL CORP. 


NEW ORLEANS MINNEAPOLIS 


KENTUCKY APPLIANCE UPSTATE DISTRS. 


LOUISVILLE SYRACUSE 


ees & comms, -~. eee 7 - ALLIED APPLIANCE 
MEMPHI 
PROCTOR DISTR. CO. PALMETTO ELECTRIC 
HOUSTON COLUMBIA, $. C. KEN R. HUMKE CO. 


BOREN BICYCLE CO. BLDG. PRODUCTS SPEC. PORTLAND 


epecuireagy —— THOMPSON'S WHLSE. HDWE. 
PUGET SUPPLY CO. ELECTRIC CONTR’S. sauuaes wees 


SEATTLE BIRMINGHAM 


BRANCH SALES CORP. WATKINS-COTTRELL CO. DALLAS PLICOTE 


WORCHESTER & FALL RIVER, MASS. RICHMOND 


GEO. C. WETHERBEE & CO. STRAUS FRANK 


DETROIT SAN ANTONIO 





PLICOTE-—48 New Colors 


The cream of the buying public is being reached 
through powerful sales messages in Better Homes and ' 5 





Gardens, Ladies’ Home Journal, American Home, 
és Z ae QUART 
Woman's Home Companion and McCall's. RETAIL 


Distributors Investigate 
PLICOTE Inc., General Sales Office, 664 N. Michigan Ave., Chicago 
iK 13 
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PLAN NOW to join the buyers from tre 
four corners of the earth who will pour into 
New York's Grand Central Palace, "The 
Hardware Showplace of the World," in 


October. 


SEE, under one roof, at one time, the new- 
est—the time-tested—the best—of every 
type of product sold through hardware 
channels and displayed by the manufac- 


turer himself. 


GET THE FACTS about the hardware 
picture for 1947 and 1948. Talk with the 
manufacturer directly and get the com- 
plete story on prices, products, production, 
deliveries and business conditions in the 
industry. 


FILL OUT AND MAIL NOW the buyer's 
coupon on the left side of this page for 
your free tickets of invitation and registra- 
tion. There are no registration fees of any 


kind. 


HERE IS A PARTIAL LIST OF EXHIBITORS 


HARDWARE—Builders’ 


The Akron Products Com- 
pany 
Allied Hardware Corpora- 
tion 


io 
American Screw Products, 
Inc. 


The Eagle Lock Co. 

Hardware Products, Inc. 

Masters Manufacturing, Inc. 

Perma-Jack Corporation 

Reading Hardware Corp. 

The Rittenhouse Company, 
| 


ne. 
The Slaymaker Lock Com- 


pany 
Taylor Lock Co. 
Technical Glass Company, 


ne. 

The Tel-0-Post Company 
The Yale & Towne Manu- 
facturing Company 


HARDWARE— 
Teols—Hand 


Amerline Incorporated 

The AP Parts Corporation 

The Atlas-Ansenia Co. 

The Billings & Spencer 
Company 


BMC Manufacturing Corpo- 
ration 

Bruno Tools 

Chieftan Products Company, 


nc. 
Dura-Craft Industries Inc. 
Ennis Mfg. Co. 
Foster Manufacturing Co. 
Fuller Tool Co., Inc. 
M. Co. Manufacturing 


ne. 
General Hardware Mfg. Co. 


ne. 
Great Neck Saw Manufac- 
turers, Inc. 

Hancock Tool Manufac- 
turing Co. 

Knapp Foundry Company, 
Inc. 


Kraeuter and Company, Inc. 
Larsan Manufacturing 


Co. 
The Lenk Mfg. Company 
Lynn Products Company 
Marshall Manufacturing 
Company 
Modern Metal Products Co. 
Newman Manufacturing and 
Sales Company 
Ox-Wall Tool Co. 
Peerless Industries 
Red Devil Tools 


Ross-Frederick Corporation 
Shelton Plane & Tool 4 
0. 


Tru-Cut Tool Company 
Twix Manufacturing a 
ne. 
United Wire Goods Mfg. 
Co. Inc. 
Wilson Hardware Mfg. Co. 
X-acto Crescent — 
0. 


HARDWARE— 
Tools—Power 


Darra-James Corporation 
Drake Electric Works 
Hutchinson Mfg. Conon, 
ne. 
Macair Corporation 
Metallizing Company of 
America 
Mooradian meee ~ 
0. 


HARDWARE—Tools 
—Hobby—Hand & * 
Power 


The AP Parts Corporation 

Bruno Tools 

Darra-James Corporation 

General Hardware Mfg. og 
ne, 


Macair Corporation 
Mooradian Manufacturing 


0. 
X-acto Crescent —_ 
0. 


HARDWARE— 
Factory & Mill Supply 
—Shelf—Bright Wire 
Goods—General 


The Billings & Spencer 
y 


Compan: 
Bruening Products Corpo- 
ration 

Carboloy Company, Inc. 
Chicago Die Casting 4 
0 


Congress Die Casting Div., 
Congress Tool & Die Com- 


Pany 
Dura-Craft Industries Inc. 
George K..Garrett Co., Inc. 
Gates Rubber Co. 
L. H. Gilmer Company, 
Div. of U. S. Rubber Co. 
The Hamlin Metal A 


om pany 
The Jacobs Manufacturing 

Company 
Charles 0. Larson Co. 
LeBus Rotary Tool Works 








Merrill Brothers 
Nichols Wire and Steel! Co. 
Taylor Instrument Com- 


panies 
AGRICULTURAL 
SUPPLIES—Garden— 
Lawn Implements & 
Supplies 
Accmatool Co., Inc. 
S. L. Allen & Co., Inc. 
The Atlas-Ansonia Co. 
Coldwell Lawn Mower Div., 
Portable Products Corp. 
Diesel Manufacturing Com- 
pany 
Dura-Craft Industries Inc. 
EA Manufacturing Co. 
Electro-Line Products Corp- 
oration 
Ferris Factories, Inc. 
Ferry-Morse Seed Co. 
Fredonia Seed Company 
The Hamlin Metal Products 
Company 
Industrial Synthetics Cor- 
poration 
Keen Equipment Company 
Geo. C. Knight Co. 
Mandeville & King Co. 
Mencho Products Corp. 
The Moto-Mower Co. 
Newman Manufacturing and 
Sales Compauy 
Niagara Sprayer and Chem- 
ical Division — Food Ma- 
chinery Corp. 
Peerless Industries 
Reading Hardware Corp. 
Red Devil Tools 
Rumsey Manufacturing Cor- 
poration 
Socony-Vacuum Oil ~~ 
ne. 
Swift & Co., Inc.—Plant 
Food Division 


APPLIANCES— 
Gas & Electric 
Alcamatic Products Corp., 
Sub. of Eastern Metal 
Products Co. 
Craftmaster Products Corp. 
Dearborn Stove Co. 

Jackson Appliance Manu- 
facturing Co. 
Kord Manufacturing Com- 
pany Inc. 
Lasko Metal Products, Inc. 
The Lobl Manufacturing 
Company 
Newman Manufacturing and 
Sales Company 

Northern Industries, Inc. 

Poulsen & Nardon, Inc. 
Precision Manufacturing 
Company, Inc. 
Racine Universal Motor 
Company 

Richter Metalcraft Corp. 
The Rittenhouse — 
nec. 

Traubee Products, Inc. 


AUTOMOTIVE 
ACCESSORIES 
American Screw oes ~1 
ne. 


Amerline Incorporated 
BMC Manufacturing Cor- 
poration 
Bruening Products ety > 
ion 
Chieftain Products Com- 
pany, Inc. 
Dennis Mitchell Industries 
Foster Manufacturing Co. 
G. M. Co. Renstactarse. 
ne. 
George k. Garrett Co., Inc. 
Gits Molding Corporation 
The Haas Corporation 
The Hamlin Metal Products 


Company 
Geo. C. Knight Co. 
: 








Please send us tickets of Invitation and Registration for the 


following persons 


Name of Firm: 
By Whom: .... 
Address: 








331 MADISON AVE. 





NATIONAL HARDWARE 


SHOW, INC. 


NEW YORK 17, N. Y. 


Telephone: Murray Hill 2-4802 
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The Lenk -Mfg. Company 
Lynn Products Company 
Modern Metal Products Co. 
Peerless Industries 
Rumsey Manufacturing Cor- 
poration 
Salco Products Company 
United Wire Goods Mfg. 
Co., Inc. 


BLADES & RAZORS 
American Safety Razor Cor- 
poration 
Gillette Safety Razor Cor- 
poration 
Pal & Personna Blade Co., 
Inc. 


Motor 
pany 


Racine Universal 


BRUSHES—Paint, 
Household—Industrial 


Empire Srush Works, Inc. 
H. Hertzberg & Son, Inc. 
A. G. Jacobus’ Sons, Inc. 
Kellogg Brush Manufactur- 

ing Co. 
David Linzer & Sons, Inc. 
Ox Fibre Brush Company, 


ne. 
Universal Brush Corporation 


CHEMICALS, 
CLEANERS, 
DISINFECTANTS & 
INSECTICIDES 


Boyle-Midway, Inc. 
Bridgepert Brass Co., Aerg- 
sol Division 
G. N. Coughlan Company 
Cuprinol Inc. 
Economics Laboratory Inc. 
The Economy Plumber Co. 
Koppers Company, Inc. 
Mechling Products Division, 
General Chemical Co. 
Natco Cleaner Corp. 
Niagara Sprayer and Chem- 
ical Division, Food Ma- 
chinery Corporation 
Red Devil Tools 
Schalk Chemical Company 
Socony- Vacuum Oi! Co., 
Inc. 


CLOCKS & WATCHES 


The Lux Clock Mfg. Co. 
Inc. 

The New Haven Clock & 
Watch Co. 


CUTLERY— 
Household & Industrial 


The AP Parts Corporation 
Belco Silver Co., Inc. 
Charles D. Briddell Inc. 
Fuller Tool Co., Inc. 
Hyde Manufacturing Com- 
: pany 
Imperial Knife Co., Inc. 
Kingston Cutlery Co. 
Kler-Vue Knife Rack Com- 
pany Inc. 
Pal & Personna Blade Co., 


Inc. 

Red Devil Tools 
Schrade - Walden Cutlery 
Corp. 


Ulster Knife Co., Inc. 
X-acto Crescent Products 
Co. 
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Lasko Metal Products, Inc., 





DOOR CHECKS 
Hardware Products, inc. 
Reading Hardware Corp. 
The Yale & Towne Mfg 


Co. 


FIRE EXTINGUISHERS 


The General Detroit Corp. 


FLASHLIGHTS, 

BATTERIES & LAMPS 
Bright Star Battery Co. 
The W. C. Burroughs Co., 


Inc. 
Gits Molding Corporation 
The Haas Corporatian 
United States Electric Mfg. 


Corp. 
Universal Metal Products 
Co., Inc. 


GLASS SUBSTITUTES & 

PLASTIC SCREENING 
The Dobeckmun Company 
Lumite Division, Chicopee 
Manufacturing Corporation 
Warp Brothers 


GLUES & MENDERS 
Casein Company of America, 
Div. of The Borden Com- 


: pany 
United States Plywood Cor- 
poration 

V. F. Van Stan Company 


HOUSE NUMBERS, 
SIGNS, CHIMES, MAIL 
BOXES & LETTER 


PLATES 
Allied Hardware Corpora- 
tion 
Knapp Foundry Company, 
Inc. 


Maslo Manufacturing Co. 

Reflecto Letters Inc. 

The Rittenhouse Company, 
Inc. 

Stamping Products & Mfg. 


: Co. 
Whitehall Metal Studios, 


Inc 
HOUSEWARE— 
Kitchenware— 
Utensils— 
Cabinets—Cans— 
Cookers—Juicers 
Ace Manufacturing Corpora- 
‘i 
Adel Precision evetads 
Corp. 


Alcamatic Products Corp., 
Sub. of Eastern Metal Prod- 
, ucts Co. 
American Home Industries, 
Inc. 
Amerline Incorporate¢ 
Artcraft Wire Works 
Automatic Wire Goods Mfg. 
Co., Inc. 
The W. C. Burroughs Co., 
Inc. 


Central Equipment Co. 
Chicago Die Casting Mfp 
Co. 


G. N. Coughlan Company 
Craftmaster Products Corp. 
Dennis Mitchell Industries 
Eagle Industries, Inc. 
Edlund Company 

Fletcher Products Co 








The Hobar Co., Inc 
interstate Metal Co., Inc., 
Div. Engineering-Sales As- 
sociates, Ltd 

Irvin Ware Company 
Jackson Appliance Manufac- 
turing Co. 
Kler-Vue Knife Rack Com- 
pany, Inc. 
Lennox Metal Manufactur- 
Ing Company, Inc. 


Lincoln’ Metal Products 
Corp. 

Marshall Manufacturing 
Company 


L. E. Mason Company 
Modern Metal Products Co 
Morton Industries, Inc. 
Phoenix Table Mat Co. Inc. 
Poloron Products, Incor- 
porated 
Poulsen & Nardon, Inc. 
Ross-Frederick Corporation 
Stainless Ware Co. of 
America 
Standard Wirecraft Strainer 
Corp 
Stewart Products, Inc. 
Stoware, Inc. 
Taylor Instrument Com 
panies 
Traubee Products, Inc. 
United Wire Goods Mfg. 
Co. Inc 
Wilson Hardware Mfg. Co 


IRONING BOARD 
PADS, COVERS & 
TEXTILE NOTIONS 
Gibralter Househo'd Prod- 
ucts Co., Inc 
J. Radley Metzger Co. 
Phoenix Table Mat Co., 
Inc 
Pressing Supply Company 
Welmaid Products 


LADDERS & STEP 
STOOLS 


Hamilton Manufacturing 
Corporation 

Keen Equipment Company 

White Aircraft Corporation 


LAUNDRY EQUIPMENT 


Central Equipment Co. 

Josam Products 

Knapp Foundry ee 
nc. 


Nichols Wire and Steel Co 
Rop-Loc Products Co. 


METAL TRIM & 
MOLDINGS 


R. D. Werner Co., Inc. 
Youngstown Manufacturing 
Inc. 


MOPS, BROOMS, 


SWEEPERS & 

APPLICATORS 
The American Specialty 
Company 


Amsterdam Broom Co. 

The Capitol Products Co. 
Herman’s Novelty Mfg. Co. 
H. Hertzberg & Son, Inc. 
C. Kreusinger Company 
Malden Mop & Brush Co. 
Minute Mop Co. 

White Aircraft Corporation 


PAINTS & 
PAINT PRODUCTS 
American Turpentine Farm- 
ers Assn. Co-op. 
Claronex Products, Inc. 
Nu-Enamel Corporation 


October 15, 16, 17, 











Products, inc 
(Aquelia) 
Roberts Paint Corp. 
Sheffield Bronze Paint Cor- 
poration 
Valentine & Company 


PLASTIC PRODUCTS 


Allura Mfg. Co. 
Amerline Incorporated 
Blossom Manufacturing Co. 
The Dobeckmun Company 
Gits Molding Corporation 
Industrial Synthetics Cor- 
poration 
Lumite Division, Chicopee 
Manufacturing Corporation 
Plastic Appliance Mfg. 
Corp. 


PLUMBING SUPPLIES 
& BATHROOM 
ACCESSORIES 


The Durst Manufacturing 
Company, Inc. 
The Economy Plumber Co. 
Federal Seat Corporation 
G & H Manufacturing Com- 
pany 
Gerity-Michigan Die Cast- 
ing Co., Inc. 
The Hamilton Metal Prod- 
ucts Company 
International Plumbing Mfg. 
Co., Inc. 
The Lenk Mfg. Company 
Lennox Metal Manufactur- 
ing Company, Inc. 
Masters Manufacturing, Inc. 
Metallizing Company of 
America 
Modern Metal Products Co. 
Nova Brass Mfg. Corp. 
Plastic Appliance pg 


Prima 


orp. 
Standard Products Corpo- 
ration 


Visar Brass Mfg. Co., Inc. 


PUBLICATIONS 


Chain Store Age 
Hardware Age 
Mecanix IIlustrated 
Sports Age 


PUMPS & PUMPING 
EQUIPMENT 


American Screw Products, 
Inc 


Marlow Pumps ’ 
Red Jacket neous ~ 
C) 


RUBBER PRODUCTS 
American Mat Corporation 
Gates Rubber Co. 

. H. Gilmer Company, 
Div. of U. S. Rubber Co 
Pennsylvania Rubber Co. 


SPONGES, CHAMOIS 
& CLOTHS 


American Sponge & a = 
0. 


Albert Bloch & Sons, Inc 
Herman's Novelty Mfg. Co. 
J. Radley Metzger Co. 

James H. Rhodes & Com- 


pany 
SPORTS & PICNIC 
EQUIPMENT 
Adel Precision Products 
Corp. 


S. L. Allen & Co., Inc. 
American Screw a 
nc. 
& Twine 
Mfg. Co. 


Ashaway Line 





Chieftain Products Com- 
pany, Inc. 

Dennis Mitchell Industries 
The Hamlin Metal Pre- 
ducts Company 
Harrington & Richardson 
Arms Company 

Junior-Pro Products Co. 
Kingfisher Fishing Tackle 
Kingston Products Corpo- 

ration 

Metal Industries, Inc. 
North American Products 
Co., Inc. 

Pennsylvania Rubber Co. 
Poloron Products, Incorpo- 
rated 

Poulsen & Nardon, Inc. 
Roller Skate Corporation of 
America 

Salco Products Company 
Southwest ees 


0. 
Standard Products Corpo- 
ration 


TruSPORT Athletic Goods 
Wendt & Campbell, Inc. 


THERMOMETERS, 
BAROMETERS & 
COMPASSES 


Taylor Instrument Com- 
panies 


TOYS & GAMES 
Chieftain Products Com- 
pany, Inc. 
Dennis Mitchell Industries 
E A Manufacturing Co. 
George K. Garrett Co., Inc. 
Junior-Pro Products Co. 
Geo. C. Knight Co. 
Salco Products Company 
Stamping Products & = 
°. 


WAXES & POLISHES 


Boyle-Midway, Inc. 
Magic Polish Co., Inc. 
Socony-Vacuum Oil Co., Inc 


WIRE CLOTH & 
SCREENS 


Hanover Wire Cloth Divi- 
sion, Contivental United 
Industries, Inc. 


MISCELLANEOUS 
HARDWARE & HOUSE- 
WARE PRODUCTS & 
SPECIALTIES— 
Baskets—Candles— 
Decalcomanias— 
Door Bottoms— 

Floor Machines— 
Garage Doors— 
Leather Goods— 

Tool & Cash Boxes— 
Wardrobe Accessories 


American Leather Special- 
ties Co. 

American Mat Corporation 

Coles & Company 

Davies Tool mene 


0. 

Hamilton Metal Products 

Company 
Koppers Company, Inc. 
The Meyercord Co. 
J. Narby Co. 
Rop-Loc Products Co. 
Socony-Vacuum Oi! Co., 


Inc. 
Stamping Products & = 
0. 


Thermal Company 
Zippo Mfg. Co. 


18—Grand Central Palace 











MANUFACTURERS: 
Hf you have not yet re- 
served space, write, wire, 
phone, or use this coupon. 








t 

; NATIONAL HARDWARE SHOW, INC. 

« 331 MADISON AVE., NEW YORK I!7, N. Y. 

: Please send us information and floor plans 
FE cyvects. 

t 

4 By Whom: 

5 Address: 

a 

t 

J 
















NORWICH 
The Line of Champions 


=a champ for sales, too! 


Norwich Lines are designed 
to bring in the big ones . 
with strength to hold them, 
and ease in casting never be- 
fore approached! No won- 
der Norwich Lines are in 
constant demand... and 
you know what that means 
for profits! 


BLACK PEARL 


Supreme Silk 
BAIT CASTING LINE 


Ie’s the world’s finest bait casting line... holds 
the world’s record of a 151 lb. tarpon on an 18 
Ib. test line! Available in 15, 18 and 25 Ib. tests. 


STATESMAN 


Nylon 


_ —— LINE 


Smoother and smaller than other lines of equal 
test... yet gives long life in both salt and fresh 
water! Available in 9 sizes from 9 to 50 lb. 
Pe, - black, white, or gray! 


WORVYCH- 


LINE COMPANY, Inc. 
The Line of Champions 
NORWICH, N.Y. 








DIAMOND 


High Quality 


Oy mm) 


—¢$ 
Cadmium Plated, Single End 
Adjustable Wrench 


a 


Motor Special 
Combination Plier 


4th 4 


Linemen's Side Cutting Plier 


—< 


Needle Nose Plier 


—<—__ 


End Cutting Nipper 


Strong ... Dependable. Drop forged of special 
alloy steel. Carefully hardened and tempered 
to give long and satisfactory service. 


WRITE FOR CATALOG 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Minn. 
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Pal 


TRADE MARK 


SOUND POLICY 


Leading jobbers from coast to coast feature PAL Wheel Goods 


JUNE 19, 1947 





THE REVERE WARE PRESSURE 
COOKER*—made possible by 
constant improvement and 
research. The pressure cooker 
that is entirely new in design, 
in ease of use, in durability. 
Women everywhere, passing 
by available merchandise, are 
placing orders for this revo- 
lutionary cooking utensil. 


Patents Pending 


HARDWARE 


AGE 





JUNE 1 


MR| NEVER AN IMITATOR 


REVERE WARE—the original cop- 
per-clad stainless steel cooking 
utensil. The line that immediately 
became, and will continue to be, 
the most in demand throughout 
the entire country. 


WE ARE WORKING NOW on other new products. And these new 
products will build new profits for you. Consumers are demand- 
ing goods that carry the Revere trade mark. Buyers of Revere 
products make satisfied customers that will come back to you 
again and again. 


Rome Manufacturing Company Division, Rome, New York 
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... for FASTER OPERATION INTRODUCTORY OFFER! 


... for POSITIVE SAFETY ? is REE with 2 2 


Every woman who uses a glass coffee-maker needs, 

and will want, the new Vaculator AFC Filter. It takes 
the guesswork out of coffee-making by automatically 
controlling coffee flavor! And more — it can’t 

pop up, can’t fallout, can’t build up unsafe 
brewing pressure — and it’s guaranteed forever! 
Display the AFC Filter now! Enjoy extra profits ' 
during “2-Free-with-22” Introductory Offer. 


2 FILTERS FREE 


Extra Profit on Every Sale! 


LIST 75c 2 Doz. to case 


22 FILTERS 


at reg. 40°o Disc $9.90 $16.50 


FREE 1.50 


perca 
Total each case $9.90 $18.00 
Offer Expires July 31, 1947 


Your jobber can make immediate delivery. 
VACULATOR, Chicago 6, U. S. A. rH) ; 0 lid R OF | I 


NOW! INCLUDED WITH EVERY VACULATOR — 





The finest coffee-maker now adds 
the finest filter, to make its superi- 
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and that spells Profit ! 


w= farm wives see a product that saves them hours of hard work 
each week—THEY BUY. That’s why Gem Dandy Electric Churns 
ell on sight... WITH BIG PROFIT TO YOU. 

Gem Dandy Electric Churns are backed by a powerful National 
Acvertising Campaign reaching practically every electrified farm in the 


country... in Farm JourNaL and THE ProGreEssIVE FARMER. 2 out of 


5 éuy Gem Dandy —world’s largest selling electric churn. 

Display Gem Dandy Electric Churns and watch them move. Write us 
today for display material, or ask your distributor. 

Order Gem Dandy Electric Churns and Gem Dandy Duraglas milk 


containers from your distributor today. 


ALABAMA MANUFACTURING COMPANY 


DEPARTMENT R * » BIRMINGHAM 3, ALABAMA 
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DELUXE MODEL 
(illustrated above ) 


Retail Price $1 9.95 
R ded Deal ‘s Cost $12.49 


STANDARD MODEL 
Retail Price $1 6.95 


Recommended Dealer’s Cost $1 1.02 





Duraglas milk containers 
sold separately. 
List price—3-gal. $1.95 
5-gal. $2.45 





RC 7-Way Combination — 
A Real Chompion because... 
it's America’s handiest utility utensil. 
Combines the ol! ‘round convenience of: 
Sacer ten 





RC ROASTING CHAMPIONS 


* Lerge Double Roaster 
A Real Chompion becouse... 
of its exclusive steam-seal and self-basting 
features. Combines useful Roaster Rack. 
Comes in three sizes for all-family selection. 
« Easy to handle and keep clean, Famous 
i Royal Chef satin tone finish insures ever- 


—_ 


Round Double Roaster 

A Real Champion because :. . 
it has the distinctive R C features of Rigid 
Construction, steam-seal, self-basting, and 
Royal Chef satin tone finish for permanent 
brightness. Combines handy Roaster Rack. 
Utmost beauty and utility in every gleam- 
ing inch of it. 


AND THE THREE FAMOUS RC SETS: 


iS 


L Hi-Polish finish. A 

. A = 

= _ Package that starts your poh 
¢ bright road to Right Cooking ae 


a 








Eight gleaming helpers tha’ 
smile of the bride: 1 
and 3 qt. Sauce Pans; 
Pots; Famous Al 
capacity; — 

uble Boiler. 
2 or break off. Ea 
aluminum with Royal 


Royal Chef 


o > 
Guaranteed by 

Good Housekeeping 

* é 


U will reflect the happy 
0 inch Fry Pan; 
4 qt. and 8 at. 
1-Purpose Co’ 
Royal Chef 7 


4 h 
Airplane riveted - 
+ ch piece heavy govg® ons material including powerful dis- 


Chef Hi-Polish finish. 


Royal Chef |. 


Kea Chi 
Whe 
Vdddifid Dt 


Again buyers acclaimed “Royal 








Chef” Aluminum Kitchenware the 


unanimous winner because of the 





Real Class and Rigid Construction of 


these sales Record Creating leaders. 


cane ON A Mina D> R ¢ 
* 
SET 


745 apveanisto HS 


Fie 


"Med co, 
mpl 
nn iP Ctely for 
mm 


. IDUtig, ‘ 
5 Rigig nm of heg 
Constructig, ove ppid 
S life 








1% at. 2 at. 
Covered Sauce 
ffee Maker 2 to 8 - 
Woy Combination 


andles can't pull Write for attractive Sales Plan 


play and business-building helps. 








HEAVY GAUGE, SOLID 


ee, 


KITCHENWARE 


New York Office . Chicago Office : 
é 212 Sth: Avenve, New York 10, N.Y. ° 11-105 Merchandise Mart, Chicago 54, I 


hae Oa ak 1 Oo AY ty NOE 


80 


MANUFACTURED BY 


POULSEN & NARDON, Inc. 


MAIN PLANT + 2665 LEONIS BLVD. - LOS ANGELES 11, CALIF 


i Branch Plant 
308 M & M Building, Houston 2, Texes ° 12th & McKinley, San Diego 4, Calif. 


HARDWARE ACE 





BUSINESS CH 


B Rice Le 


A Matched Combination for Matchless Ironing 

* THE RID-JID AIR-FLOW IRONING TABLE 

* THE RID-JID AIR-FLOW PAD AND 
COVER SET 





RID-JID 
‘AIR-FLOW 


MERCHANDISING NATURAL 


The Rid-Jid Air-Flow “breathing type’’ pad 


Fully Ventilated 


1] and cover set is a perfect companion for the 
s 0 fully ventilated Rid-Jid Air-Flow ironing 
‘ table. 








* 


OPEN Also available—The Quality Rid-Jid Stand 
< < ard pad and cover set tailored for Rid-Jid 
oe wood top and other full sized ironing tabl« 


att 





A FAMOUS NAME 
Im AMERICAN 
HOUSEWARES 


4, Calif. 
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— and you Dealers are waiting for | 


UNION’S New Leaders 


to bring in the overdue Sales 


Customers of all ages are keeping in mind the 
lead-off merchandise featured by Union for 
nearly 90 years of memorable values. We are 
grateful for your patience and your confidence in 
things-to-come. 


An upped demand for UNIoN goods still keeps 
them in short supply. But expanded output is 
coming through and increasingly will be felt by 
our loyal Dealers. Perhaps slower in coming than 
you expected, but faster in turnover because of 
surprising VALUES. 


“Hold open” for the great new buys in UNION 


Roller and Ice Skates, 
Fishing Tackle, Chisels and : 
Screwdrivers, Hack Saw | —#. |. “old Hi of H-1” says: 

Frames, Gun implements 4/ FOR MORE FISHING TACKLE 


PROFITS—SELL THE COMPLETE 
TACKLE LINE FROM ONE GREAT 


EERE EE S™= AE ) SOURCE OF SUPPLY. 


HORROCKS-IBBOTSON 


TORRINGTON. CONN. UTICA, N.Y. 


t ° : , , " 
NEW YORK OFFICE 1S) CHAMBERS STREET Manufacturers of the Largest Line of Fishing Tackle in the World MA NUF 
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~ |ANNOUNCIN 


been waiting for 


A NEW ui-power 
POPULAR PRICED MODEL 


“For the shooter who buys a rifle 
for more than sport 


99 


Here it is! Designed for the great, profitable 
mass market—‘“‘for shooters who buy a rifle for 
more than sport”—a brand new lightweight, 
dependable, hi-power bolt action rifle. When 
your customers see this new carbine style 
**.30-.30”—note its astonishingly low price 
and outstanding features—they'll snap it up. 
SAVAGE ARMS CORPORATION 


Firearms Division 


CHICOPEE FALLS, MASS. 


STEVENS Bolt Action Cal. .30-.30 
Carbine Type Repeating Rifle 


— .30-. - S y es Py 
— Chambered for the dependable .30-.30 car SAV AY ik 


BARREL — Round, tapered, medium weight of “Hi-Pressure” 

smokeless steel, length 21”. 

ACTION — Short throw bolt action, vented for free gas escape ~ T k . k XN & 
with protective shield. Bolt cocks on opening stroke. New de- . - ahh 
sign of bolt, sear and trigger mechanism assures lightning 

fast ignition, positive, trouble-free operation and clean, crisp 


trigger pull. Streamlined bolt handle lies close to frame in ~ 7 * r | wv . FI kK L »D 


TACKLE recessed niche. 
IMPLETE SAFETY —Independent, thumb-operated safety, positively 


- GREAT en sear and bolt. Conveniently located at right rear edge 

———— of receiver. . , 
MAGAZINE — Detachable 3-cartridge clip magazine. One I q DAN 
cartridge in chamber, making 4-shot capacity. 
SIGHTS — Ramp front, adjustable sporting rear sight. 

S 0 N STOCK—Stock and fore-end of one piece with semi-pistol 
grip and corrugated butt plate. Designed for steady hold- 


ing and to stand up under hard service. 
WEIGHT — About 6% Ibs. Overall length 40 inches. 


MANUFACTURER OF SAVAGE-STEVENS-SPRINGFIELD-FOX RIFLES AND SHOTGUNS 
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’ Eee bie ia Fae <a WAFS 


Oven heat control will help you sell ranges 


FREE FOR RANGE SALESMEN—The buyers’ market 
is coming. This manual is a concentrated course in: 
effective range selling. It provides readers with 38 
pages of useful information for the day when selling 
will again be required. It shows how the modern range, 
used fully, can make savings in fuel and food that will 
soon pay its cost and leave a margin for other home 
appliances. Write for copies of “More Income For 
Range Salesmen”. 


Specify whether you sell gas or electric ranges or both 


NATIO 
ALU 


ROBERTSHAW THERMOSTAT CO. 


YOUNGWOOD, PENNSYLVANIA 
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Health Features Eliminate Guessing ! 


TRADE MARK AIG 


nalling tors as 


HEN presure EN ies time =— 4 ' 
sees a ae ire ame SPEEDY COOKING 
<i - ~ SAFE CANNING 


ox 15 ines 


No. 34 
4QOr 


INSTANT 


COOKER 


Tne Product of 25 Years Experience in Pressure Cooker Manufacturing 


TRADE MARK REG. 


Here’s the Cooker you've been waiting for ... the one with startling new a features 


found on no other cooker. The Health Instant Cooker has top eye appeal . . . 100% locking ring 
. sanitary pressure-seal gasket . . . thick molded aluminum .. . cantadiis high lustre finish 

. . cool form-fit handles . . . and simplified exclusive features. FIRST again . . . like most all new 
scientific improvements in pressure cookers during the past quarter of a century, these exclusive 


features are found only on Health Cookers. 


1 ‘ FIRST. 22 to endbhchies “4 
Average time for fresh or frozen é ae 


peas, lima beans, and similar 
small vegetables. ; 


Average time per pound. (Mini- 
mum, 25 minutes). Ham, - 12 
minutes per pound; Pot Roast, 
14 minutes per pound, 


(Quartered). Whole new potatoes, 
10 minutes; whole sweet potatoes, 
10 minutes, 


CHICAGO... Room 1424A 


NATIONAL MERC HANDISE MART 
ALUMINUM Manufacturing Co. 
PEORIA, Illinois ; 
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It’s in season...in stock... in 
line on price...andin demand 
...fne Milcor Pick-Up Cart 












Another 3-color magazine 
advertisement ... in the 
3,200,000 copies of Better 
Homes & Gardens for 
June... stimulates 
immediate sales 















Big capacity — top 
opening measures 28 
inches, front to back. 
Width is 1834 in. 

* 



























Your customers reach for their dollars, when 











Stands hard knocks ! you show them how to get relief from the 


Constructed of heavy- 
gauge sheet steel. 

* 
Attractive baked- 
enamel finish. 

+ 
Large wheels, with 
wide rubber tires, are 
easy on the lawn. 





drudgery of yard and garden chores . . . by 
buying a Milcor Pick-Up Cart at your store. 


Right now, colorful advertising tells a lot 









of people in your community how the Milcor 
Pick-Up Cart lightens their work: How they save time, 


steps, and effort when carrying leaves, rakings, laundry, etc. 






. . . How they can usually take everything in one load (as 






much as several basketfuls) — and easily wheel it away. ... 





How the weight of the load rests on the wheels of the cart 





Shallow Well 
Package 





not on the arms of the user, 










Be set to haul in your share of this season’s business on 
the Milcor Pick-Up Cart. Stock up now. Write today for 
free descriptive literature, advertising, and dealer helps. 


MILCOR STEEL COMPANY 


Inland Steel Products 
MILWAUKEE 1, WISCONSIN 
Baltimore 24, Md. Buffalo 11, N. Y. Chicago 9, Ill. 


Cincinnati 25, Ohio Cleveland 14, Ohio Detroit 2, Mich. 
Kansas City 8, Mo. Los Angeles 23, Calif. Rochester 9, N.Y. 






aS 

















Tat 
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Red Jacket “uuouuces 


for “RC’’ Pump and Water System Packaging 


Identification at a glance 


SHALLOW WELL PUMP CARTONS WITH THIS Saves shipping time 
| RED BORDERED 








LABEL — FOR " ‘ 
SHALLOW WELL Reduces inventories 
PUMPS AND 
RED JACKET MANUFACTURING COMPANY SYSTEMS 








Eliminates errors 


DEEP WELL PUMP CARTONS WITH THIS re 
BLUE BORDERED 

LABEL — FOR 

DEEP WELL PUMPS Here is something really new and different in Well 


AND SYSTEMS Pump packaging. This system has been especially 
designed to aid sales, ordering, billing, inventory, 
receiving and shipping. 


Eliminates loss of parts 














RED JACKET MANUFACTURING COMPANY 














TANK FITTINGS CARTONS WITH THIS 
amiia cate... Effective at once all shipments of "RC" Pumps & 
FOR EITHER Water Systems will be made according to this new 
— ve SHALLOW OR plan. Please contact your jobber or write direct to 
ief from the RED JACKET MANUFACTURING COMPANY DEEP WELL SYSTEMS Red Jacket Manufacturing Co., Dept. 22, for de- 
rores . . . by . scriptive circular. 


it your store, 


Tee THE RED JACKET FAMILY OF “RC” PUMP PACKAGES Peeeee eee 


BLUE LABEL eT 
Twin Tube Injector 
Package . 


ng tells a lot 
w the Milcor 
y save time, 


laundry, etc. RED LABEL 


one load (as 























plus Injector Package. 


. 
= 
° 
° 
2 
e 
a 
it away. ... a — . 
aden a > Single ane Injector 
Shallow Well P. ackage 
y "Pechoge saad — amen rs 
, ank Fittings ; Tank Fitti 
pera — Conversion Package ° “Package : —— Conversion Package 
te today for ° 
" —_ > | Deep Well Pump <= 
PANY : WATER SYSTEM — Pump Pack- e Package 
lus Tank Fitti Pack e 
ro 00 Se a ee @ WATER SYSTEM — Pump Package plus Injector 
: * te 
4 | NIT — P. Pack- Package plus Tank Fittings Package plus Tank. 
: : pe " iia ; PUMPING UNIT — Pump Package plus Injector 
Chicago 9, Ill. e 
Detroit 2, Mich CONVERSION — Shallow Well  $ Package. 
Rochester 9, N. Y. ; Conversion Package. € CONVERSION — Deep Well Conversion Package 
* 
3 
© 


= "The Choice that Makes Friends” 
RED JACKET RED JACKET MANUFACTURING CO. 


“water” 
service 
products A Company with over 69 years continuous production of Pumps and Water Systems 


DAVENPORT, IOWA 
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OF WEAR 


a 


a 22A Cement Float - 
ai : 16A 


Angle Float _ Sponge Float 


11A Production Float 


wane 2 a rbi 
15A Plaster Paddle 13A 
Plaster Hawk 


THE MILESCRAFT LINE IS THE COMPLETE _— 


21A Long Groover 23A Narrow Jointer 








a 5 


a 33A 
20A Standard 
Special Curb Tool 


Curb Tool 


132A 133A 
Steel Hex Steel Hex 


ss 131A Plumb Bob Plumb Bob 
Steel Hex 
Plumb Bob 
28A Wide Jointer [re ae s - 


26A 31A Narrow Edger 
Cement Groover 


29A Edger 


Tampe 
1A a 0A 10x10 32A Corner Tool 


30A Long Edger 27A Cement Jointer 


INQUIRE AT YOUR FAVORITE JOBBER 


MILES MANUFACTURING COMPANY ctevetano's,omo, v-s.1 
THERE 1S NO SUBSTITUTE FOR CAST IRON CEMENT TOOLS 
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16A 
nge Float 


33A 
Standard 
-urb Tool 
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Here’s another of the full-page color ads we're running every month 
in Popular Mechanics. Again and again we're telling our 3Y%2 MILLION 
readers—men who are steady buyers of tools and hardware—that 


the HARDWARE store is the QUALITY store in every neighborhood. 


... Popular Mechanics Magazine 

















"CORY CORPORATION NEVER HAS ASKED 
AND NEVER WILL ASK ITS JOBBERS 
OR DEALERS TO SELL CORY PRODUCTS 
AT A COMPETITIVE DISADVANTAGE” 


PRESIDENT, CORY CORPORATION 


AN IMPORTANT MESSAGE FOR ALL JOBBERS AND DEALERS WHO 
STOCK AND SELL THE CORY GLASS FILTER ROD 


Competitive selling has again hit one phase 
of the coffee brewing business. 
Manufacturers who have for years scorned 
the sale of coffee brewer filters have sud- 
denly become intensely interested in them. 
Their interest is prompted by the realization 
that Cory retailers and jobbers have already 
sold over 18,000,000 Cory Glass Filter Rods. 
No one has developed a filter that will 
out-perform the Cory Rod. Some have even 
disregarded the fact that repeat business is 
important business to both retailer and jobber. 
There’s still no better product—still no 
better program than that offered by Cory. 


During recent months, the Cory Glass ' 


Filter Rod has been Fair Traded at a retail 
price of sixty cents. This price was estab- 
lished a few months ago when our supplier 
was forced to increase our cost. At that 
time we decided to raise the retail price 
instead of reducing the profits of loyal 
Cory jobbers and dealers. 

One manufacturer is offering a glass filter 
at a retail price of fifty cents. As a result, 
Cory retailers and jobbers are now faced with 
the job of selling the Cory Rod against this 
item ata retail price differential of ten cents. 


CORY CORPORATION NEVER HAS ASKED 
AND NEVER WILL ASK ITS JOBBERS 
OR DEALERS TO SELL CORY PRODUCTS 
AT A COMPETITIVE DISADVANTAGE. 

Our supplier can not reduce our cost. 
We will not stand by, however, and see 
faithful jobbers and dealers caught in the 
middle. Therefore, effective May 1st, the 
CORY GLASS FILTER ROD WILL AGAIN 
BE PRICED AND FAIR TRADED AT FIFTY 
CENTS WITH FULL JOBBER AND DEALER 
DISCOUNTS INTACT. Cory jobbers will be 
refunded for all Cory Rods purchased at 
the sixty cent price. 

The Cory Glass Filter Rod is the world’s 
fastest selling coffee brewer filter and we’re 
going to keep it that way .. . Regardless 
of what competition does, Cory jobbers 
and dealers can rest assured of our un- 
wavering determination to protect the 
market they built by keeping the Cory Rod 
priced competitively. 


..» AND REMEMBER, CORY JOBBERS AND 
DEALERS CONTINUE TO MAKE THEIR FULL 
PERCENTAGE OF PROFIT. 
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What am | —the angwer man 7 


who knows the answers. Suppose a customer asks you to 
demonstrate the Manning-Bowman Smokeless Table 
Broiler. for instance. Sell all these features... 


Yes, friend—you are! Today customers are shopping around, 
asking questions, comparing values. They want to know 
what they’re getting. The man who makes the sale is the man 


ing plate has drip well to catch 
juices. Grill is chrome plated with 
handsome wood handles?’ 


Point out: “Grill has two heats: ty Mention, too: “Easy-to-clean cook- 
Qe ) 


z Show what it does: “Table-broils % 
. 800 watts, for broiling; 300 watts, 


steaks, fish, chops, practically with 
out smoke or odors. Notched hinge *for simmering, keeping food warm! 
holds cover open when desired? Use it upside down as a hot plate” 


Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut. In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Ont. 
Makers of M-B quality Toasters, Percolators, Broilers, Irons, Automatic Grills, and Waffle Bakers. 


THE LINE THAT'S ALWAYS IN DEMAND 
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With its accessories and attachments, 


Handee performs more operations with 
greater accuracy than any other port- 


able tool at any price. 


Handee is the famous “TOOLSHOP IN YOUR 

HAND”, the original tool of this type and today’s 
finest. You'll be glad to point out these popular, selling features to your 
customers: Handee grinds, drills, saws, engraves, polishes, carves, etc. on any 
material — wood, metal, plastic, leather, glass, etc. Runs at a cool 25,000 
r.p.m. AC or DC. 62” long, weighs only 12 oz. In a steel, hinged top case 
with 40 accessories, nationally advertised at $27.50. Handee with 7 acces- 
sories, $20.50. THESE ARE MINIMUM FAIR TRADE PRICES : 


Exclustue/ PRECISION ATTACHMENTS 


ind 
i 


st 


Every Handee you sell paves the way 
for an extra sale of Precision Attach- 
ments, an exclusive and profitable 
feature of the Handee line. These fine 
attachments (they fit Handee only) en- 
able the beginner or expert to achieve 
accuracy impossible with any other 
tool of this type. A popular seller, 
attractively priced at $7.95 retail 
for a set of 6. 


ACCESSORY SALES BOOM! 


Clean, well displayed accessories sell like hotcakes! And 
these quality accessories—more than 500 of them—the 
largest and finest line available, fit all power tools. 

FREE DISPLAY CASE! With this sales-pulling display 
you'll establish your store as headquarters for portable 
tool accessories. The case is glass-covered, dustproof, 
theftproof. There’s room in back for stock and literature. 
Write for details about the special offer. 


Write for 


of complete line 


CHICAGO WHEEL & MANUFACTURING CO. 


1101 W. MONROE ST. 


92 


DEPT. HA 


CHICAGO 7, ILL. 


4 9) 
(e) rope 


ues 


N 
‘T ON THE MA® 


MORE HANDEES 
| 
ALL OTHER TOOLS 
OF THIS TYPE 
COMBINED! 


IMMEDIATE 
DELIVERY 


PLACE YOUR ORDER NOW 


NATIONAL 
ADVERTISING 


back of 
Aandee's 
popularly. 


SATURDAY EVENING POST 
ESQUIRE @ FORTUNE 
TRUE @ PARENTS’ 
POPULAR MECHANICS 
NEWSWEEK 
MECHANIX ILLUSTRATED 
SCIENTIFIC AMERICAN 
POPULAR SCIENCE 
...and a long list of other 
leading publications. 
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SIMONDS 


U, 


CROSSCUT 


IS THE EASIEST SAW TO SELL... 


because it’s the 
easiest saw to use! 


That's right! This is the easiest, 
smoothest-running crosscut saw there 
is ... because the larger gullets don’t 
choke up or bind . . . because the special 
Simonds saw steel can be tempered to 
hold a keener point .*. . and because the 
saw is Crescent-Ground on both sides at 
once, by an exclusive Simonds process, to eliminate 
all lumps and assure uniform temper the full length 
of the saw. 





What’s more, experienced saw-filers know that Simonds 

Crescent-Ground Crosscut saws stay sharp longer be- 

tween filings...and stand up to more filings per saw. 
So it all adds up to this: Simonds Crescent-Ground 
Crosscut Saws (one or two-man styles, Eastern or Pacific 
Coast patterns) make the No. 1 line for you to handle. 
Get in touch with the nearest Simonds office. 


TIONAL 
ERTISING 


“SIMONDS® 
oe 1. SAW AND STEEL CO. 

pense Ee ye : i FITCHBURG, MASS. 
RE @ FORTUNE 


: © PARENTS’ VU , Other Divisions of ‘SIMONDS SAW AND STEEL CO. 
AR MECHANICS a be making Quality Products for Industry 


EWSWEEK EA SIMONDS 
; 





aeemasive c 
1iX ILLUSTRATED , tad a 
FIC AMERICAN , : BRANCH OFFICES: 1350 Columbia Road, 7 1 : 
Ls Boston 27, Mass.; 127 S. Green St., Chicago 7, Ill.; ; po On PCE ce Grinding 


% $' ee a my — 
LAR SCIENCE 416 W. Eighth St., Los Angeles 14, Calif.; 228 First ete Wheels 


; St., San Francisco $§, Calif.; 311 S. W. First Avenue, Special Electric Simonds Products 
long list of other Portland 4, Ore., 31 W. Trent Ave., Spokane 8, Furnace Steels ond Grains for Canada 
y publications. Washington. Canadian Factory: $95 St. Remi St., 
Moatreal 30, Que. ‘ 
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EYE APPEAL... BUY APPEAL 


and 
‘he \ owe, . 
_& d national advertising 


4 


4 





iltes. dure 2%. 
a Heavy- <)> RZ 
povse steel plated: ° y 
y 


copper, nickel: 
and shining chrome. ; 


Refresher | ‘ Highlander 

Popular design ‘ J . ‘ New best-selling number with 
of our kitchenware ie P * SN aX highland plaid center. 

set. eo smart colors.:, * >A \ err Choice of five colors on white 
on white. ‘ 


Stove and table mats with the Aristo-mat label 

are the only ones your customers see in 

*n’ Saucer ©. their favorite magazines. And they’re the 

poeta synergy yr NAY best quality that money can buy! No 

Seer ar geen on waite. ‘ mo aS wonder Aristo-mats sell faster, more 

; easily, give greater satisfaction! Your trade 

ADVERTIES® IN ’ c knows and appreciates these exclusive Aristo-mat 
features: 1. New, heat-tested ““Quad-coat”’ process 

baked enamel finish. 2. Extra heavy asbestos padding. 

3. Patented, rounded “‘Kant-Kut Korners.” 4. Underglazed design 
guaranteed not to chip. Check your Aristo-mat stock today! 


* Good Housekeeping 
* Ladies’ Home Journal 
* Woman's Home Companion 
* Better Homes & Gardens ° 
* McCalls 


eee Tmmeeceeseeeeeeseeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeaeaeee 


Aristo-ware Kitchen Set 
“Refresher pattern stove mat, hot 
pod, canister set, cookie can, 
oval waste-basket. Durable 
quality, smart colors. 


Phoenix Table Mat Company 


1315 WEST CONGRESS STREET 
CHICAGO 7, ILLINOIS 
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1 plaid center. 
f five colors on white. 
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ad-coat” process 
sbestos padding. 
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‘“‘There’s Nothing Like It!” 


Thermic-Ray—there’s nothing like it! For Thermic-Ray 
by Norris of Los Angeles is the only Copper Bottom Stain- 
less Steel Cookware with Vapor Seal Covers! 

Thermic-Ray utensils are ideal for modern low-water cook- 
ing—that’s why women everywhere ask for Thermic-Ray. 

Add up these sales-producing Thermic-Ray features 
Vapor Seal, even heat copper bottoms, stainless steel, dia- 
metric. proportions, air-cooled plastic handles, balanced 
weight and many others that guarantee acceptance! There’s 
nothing like it! 

Here’s what Thermic-Ray Cookware means to you: 
1. Fast turnover, 2. Consistent profit, 3. Customer satis- 
faction, 4. A continued schedule of consumer advertising. 

Vapor Seal Sauce Pan illustrated. 


International Home Furnishings Market... July 7 to 19. 


-Spermic 


COPPER BOTTOM i+ STAINLESS STEEL 
. 
> 


by Mébwes ~ "| OF LOS ANGELES 


e” 


Exclusive National Sales Representatives : 


THE ¢. S&S. REATING ASSOCIATES 


OFices and Dis y Room: 222 NORTH BANK DPIVE, CHICAGO 54 LIN 
DIVISIONAL SALES OFFICES 
Eastern: S. T, WILLIAMS CO., 220 FIFTH AVE, NEW YORK 1, Y W. Central: BERT J. CLARK CO, 506 MOSE. MART. KANSAS CITY 8, MO 


Southern: J C. BERNARD CO, 1319 YOUNG ST., DALLAS 2, TEXAS Western: E. L. ECKENRODE, 122 EAST 7TH ST., LOS ANGELES 14, CAL 





LLP LRTI ONE ETLICY PIES SOT Se A ee a 


nf 
‘ 


THINNER ® 











LONE PINE Thinner is guaranteed the equal of Pure Gum waccane aeaun aoe! 
Turpentine or any thinner when properly used. mek ORG FAINT 

Lone Pine has practically the same solvency, evaporation Y 
and wet edge, and contains as large a percentage of 
gum” as Pure Gum Turpentine. Fumes are non-toxic to 
eyes, skin, lungs or kidneys—an advantage every painter 
will welcome for the sake of his health. 

it will not flat enamels. It’s reasonable in cost. 7 years 
of National Distribution through approximately 19,277 
Dealers and uncounted painters testify to the superior 
qualities of Lone Pine. 


NEW! For superior results in extreme climates=hot, Patuter! © MeK- Al 


cold, wet or dry — specify LONE PINE SPECIAL EXTERIOR. feed 


for your health’s sake * Proof Ce 


—use Lone Pine ea 


ELROY NAVAL STORES CO, L 








* Steam Sh 
bes TOY Hoisti 
SPOTIT — the spot remover with guid PINE OIL DISINFECTANT — Jt PENNITRATO liquid coating. * Twist Lin 
the famous applicator top. An all- Fe = Cleanser Deodorant—Germicide. A * || combination Termite Eradicator and Machi 
round cleaning necessity in any | | little in water goes a long way. v= || wood preservative. * Victor P 
home Cae / Coil C 
i 2 * Ohio Pa 
* Pump Ch 
EL ROY NAVAL STORES CO, INC. * Log Chai 
Dept. 50 e@ VIDALIA, GEORGIA * Well Chi 

DIPIT — the different French Dry i 


Cleaner that can be used over and | Stila Gentlemen: Please send prices and literature on 


— [J Lone Pine [] Pennitrato [] Spotit [] Pine Oil Disinfectant 
C) Dipit () Elroy Pure Gum Turpentine 


| ElRoy's PURE GUM TURPENTINE— Name 
the highest quality turpentine avail- 2 ee 
able. Filtered and double dehydrated Local Address 
for your protection. Packed in all es 
sizes from 8 oz. up City and State 


ELROY NAVAL STORES CO., Inc. 


MAIN OFFICE AND WARE HOUSE STOCKS OF LONE PINE MAINTAINED IN THE FOLLOWING WESTERN OFFICE 
FACTORY WESTERN CITIES: LOS ANGELES, SAN FRANCISCO, PORTLAND, SEATTLE 420 MARKET ST 


VIDALIA, GA. SPOKANE — AND WILL BE STOCKED IN OTHER CITIES AS DEMAND REQUIRES SAN FRANCISCO, CALIF. , 
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ES CO, 
4 / *McK-Alloy Chain* © Twist Link Coil Chain 
* Hi-test Chain* * Victor Breast Chains 


® Passing Link Chain 

® Sash Chain 

® Conveyor Chain 

* BBB Coil Chain* 

® Harness Chains 

® Tie-Out Chains 

® Machine Chain 

© Halter Chains 

* Victor Pattern * Wagon Chains 
Coil Chain ® Breast Chains 

* Ohio Pattern Cow Ties ® Sling Chains* 

* Pump Chains ® Anchor Chain* 


* Steel Loading Chain* 


h’s sake * Proof Coil Chain* 
* XX Dredge Chain* 


e * Crown Dredge Chain* 


* Steam Shovel 
ating. A 
cator and 


Hoisting Chains” 
in 





* Twist Link 
Machine Chain 


* Log Chains* * Trace Chains* 
| * Well Chain * Repair Links 

* Chain Hooks * Feed Chains 

* Stage Trace Chains * Heel Chains 
| * Stretcher Chains ® Tire Chains 


Disinfectant 


“These chains are always proof-tested 


NC. 


mS wreICE 
RKET ST 


CISCO, CALIF. 
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COMPLETE SELECTION... 


Whether your customers call for a small length of 1/32" diameter 
jack chain or many feet of 1-1/2" dredge chain for heavy working loads 
. .. you can accurately and profitably fill all orders when you handle 
McKay Engineered Chain. 





QUALITY CONTROLLED... 


You can be sure McKay Engineered Chain is always good, always 
dependable. From basic raw materials through every operation— 
forming, welding, twisting, testing, inspecting, polishing or any other 
required operations—each step is carried out by competent craftsmen 
using the most modern manufacturing equipment and methods. 





MORE SALES...QUICKER... 


Check the profit advantages of McKay Engineered Chain for agricul- 
tural, automotive, industrial and marine uses. It’s easy to recommend 
the right chain for every job from McKay’s complete line of iron, steel 
and alloy chains. You sell more chain and pull more repeat business 
from satisfied customers when you handle McKay Engineered Chain. 





440 McKAY BUILDING - PITTSBURGH 22, PA. 


WELDING 


ELECTRODES 


COMMERCIAL CHAINS TIRE CHAINS 





TRADEMARK OF A 
aster (raf (smu 


% ‘CRESCENT’ is our trade mark registered in the United States and foreign countries for wrenches 
and other tools. ‘‘Crescent’’ tools are made only by Crescent Tool Company of Jamestown, N. Y., 
and are sold by leading distributors everywhere. 





“TAPS OF DISTINCTION” 


THREAD WELL TAP AND DIE COMPANY - GREENFIELD, MASSACHUSETTS, U.S.A 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE. LOS ANGELES 2 





(eee 
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It’s no news to Flatlux Dealers that they 
can’t keep Flatlux in stock—that we 
can’t make it fast enough. But wait! Isn’t 
this the kind of product you want to sell? 
A product that isn’t a shelf-warmer. A 
product people want. A product people 
buy—from you. 

From the day Flatlux was introduced, 








No shelf-warmer This / 





its demand has steadily increased—is 
still increasing. That’s why a Flatlux 
Franchise is so valuable. 

You are the only dealer in your neigh- 
borhood who can profit from this steady 
demand. Nobody across the street can 
cut into your sales. The Flatlux Fran- 
chise is exclusively yours. 


Remember: Flatlux is made with OIL (Not a resin-emulsion or water-thinned paint) 


THE PATTERSON-SARGENT CO. \S 
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"I Always Carry a 


id 






Says MR. CHARLES A. FULLER, 
CONSULTING ENGINEER* 





RETAILS AT 


$900 


6 ft. spare blade......... ... 2... 80¢ each 
408 Streamline 8 ft. $2.50, Spare blade. . 85¢ each 


















sed—is 

Flatlux “In my business, quick, accurate measurements are a daily necessity. The Streamline, 
| find, is ideal for this purpose. Its dependability and many convenient features make 

- neigh- it my first choice in steel tape rules.” , 

steady Mr. Fuller's opinion expresses the customer satisfaction we try to build into every 

ut Con Master Streamline. Here is a steel tape rule with every practical and desirable feature 

i. men want in a rule of this class . . . finest tempered steel blade, clearly and lastingly 


etched for easy reading; 7/16” claw tip for one arm measurements; direct reading 
inside measurement; and the famous Master lever brake for simple and accurate trans- 
fer readings. Over all is the exceptionally fine streamline case gleaming in mirror 
d paint) finish chrome. 

Identify your name with the best in rules . . . Master Steel Tape Rules. Write today 
for information on the complete line of wood and steel tape Master Rules. 








*Partner in the firm Slocum & Fuller, 21 E. 40th St., N. Y. C 














MASTER RULE MFG. CO., INC. 


HT AL 201 MAIN STREET © WHITE PLAINS, N. Y. i 














TEE. ‘ BRANCH: P.O. Box 1587, Ooklond, Calif. 
ey TRADE MARK 
OQD,AND, TAPE ® 
eae 
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NEW—MODERN DESIGN, 


long nose, BERNARD parallel 
action PLIERS (4402—6’’) 





Sales points enough 
for 5 tools. 
Sells itself for these ‘ 
multiple uses. | esr ennai wit 











L 


Z 
BERNARDS close like a vise. 
Parallel jaws fit snug on nut. 




















; ompound leverage greatly Breaks glass perfectly. Jaws 
increases gripping power, close flat on both surfaces. 
Easily cuts 8-penny nail. 


Other BERNARD Headliners 

















a N a f\ : ; . . ; 9 
a ~ h what the 
ween a really fine, 
4 D j 
BERNARD BERNARD BERNAR iver and just an 


=“ Clippers Metal Snips Pruners #60—9” , 
#90—22" #888—10-14”” A cellent gener- : af 
4 gay oe are dealers like to 


Foctseing light Scientifically beveled al purpose pruner 


weight and perfect blades permit easy cut- of traditional BER- f * 
balance. ting of reverse curves. NARD quality. er : are 173 types for 


Complete catalogue of BERNARD pliers, nippers. : TN ae . 
cutters, punches, pruners and hedge clippers on request. id 2 leks ‘ are of gleaming 
k-proof and break- 


WM. SCHOLLHORN CO. . 
1006 Chapel Street, New Haven 9, Conn. » Vacos are avail- 
"Quality Tools Since 1870" ba ractive display 


A Maacked in the usual 


CO - | zg an rite for catalog. 
ALO »: 


E.ONTario ay 
S co. CHICAGO paren 


1 
TRADE MARK REGISTERED Kine STREET west- 
a 8 - 


HARDWARE ACE 





gdvertising 
n—througt saat 
this - 


You sell t 


\ CLEVELAND 

~~ FASTENERS 
made by the ) | 
SE OU BLE 
RUS! 


Extra strength in Cleveland Fasteners is guaranteed by 
this well-known method which was originated in our plant. 
Our manufacturing capacity is concentrated on standard 
cap screws—a complete range of sizes in hexagon, fillis- 
ter, flat, button and socket head—high quality square head 
set screws, and special headed and threaded parts to your 
order. Write for folder explaining the Kaufman Process. 


ealers like to 
73 types for 

of gleaming 
f and break- 


os are avail- 


intewod | MORALAD DIR \ ic Cleveland Cap Screw Company 


(Go Cluny 2917 EAST 79TH STREET e CLEVELAND 4, OHIO 
FASTE te it g § Warehouses: Chicago and Philadelphia 
Ask your Jobber for Cleveland Fasteners 


MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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— BEAUTIFULLY 


STYLED —- STAIN AND RUST PROOF 


i] A {} {| STAINLESS STEEL SINKS 





Double bowl, as illustrated. 

Single bowl, double drainboard. 

Single bowl, single drainboard. 

All standard sizes from 42” to 84” in length. 

All types are 25 inches wide to fit standard 
size cabinets. 


AVAILABLE FOR IMMEDIATE DELIVERY 
1157 CLEVELAND AVE. 


WRITE TODAY FOR 
DEALER PRICES. 
fo]t] Mer Wei Selcmmel, 
OTHER BUILDERS’ 
SPECIALTIES AND 
HARDWARE ITEMS 
SENT UPON RE- 
reltis) 


ANNI 


INC: 


MR. DEALER 


Stock these attractive Harris stainless steel! 
sinks that sell your customers on sight. 
POINTS THAT SELL 

— Fully insulated. 

— Termite, rust and stain proof. 

— All parts enclosed and welded into one 
unit with an under casing of enameled 
mild steel around bow! and drainboard. 

— Custom built in standard sizes. 

— Beautifies and modernizes any kitchen. 


COLUMBUS 3, OHIO 
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sight. 


d into one 
enameled 
rainboard. 


y kitchen. 
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Dusting season is here— 


Immediate delivery assured! 


HUDSON 


= Stauffer 
KNAPSACK 
DUSTER 






Stauffer 
com 


The commercial grower’s pre- 
ferred duster—wanted and 
needed by truck gardeners, 
cotton and tobacco growers, 
farmers, fruit growers. Just 
check these features: Easy, 
comfortable to carry... Giant 
capacity, less re-filling... 
Long-life, mildew-resistant 
bellows ... Built-in scoop for 
easy filling... Easy to adjust 
. Perfect con- 
trol of dust discharge... 
Minimum of moving parts. 


and operate. . 


Meet immediate demand — 
order today. 





ORDER NOW FOR 
IMMEDIATE DELIVERY 

No waiting if your jobber 

can’t supply, mail coupon today 


“HUDSON 
‘ested and. Proved: 
erravens AND DUSTERS : 


1947 


JUNE 19, 






HUDSON 


ADMIRAL 





The home gardener’s favorite for easier, more eco- 
nomical dusting. Easy to sell because the Admiral 
applies dust in the right amount in the right place 
. . . Long reach, no stooping, no stretching... 
Rotating nozzle for dusting under leaves... Easy 
to operate . . . Built-in scoop for easy filling... 
Extra capacity. Advertised in leading garden and 
farm magazines. Order Admirals today — cash in 
tomorrow. 





H. D. HUDSON MANUFACTURING CO. 

Dept. F-2, 589 E. Illinois St., Chicago 11, Illinois 

Please ship immediately: 

. Hudson Stauffer Knapsack Dusters No. 1A at $28.95 
list each ($29.65 in western territories), delivery charges extra. 
Dozen Hudson Admiral Dusters at $12.60 per dozen 
($14.75 in western territories), delivery charges extra. 








Name 





Address_—__—_— 
City, State 


My Jobber is 


105 






















It’s A Unanimous Decision 
FOR STYLE-TESTED PAINT COLORS 








When women decide to “freshen 
up” the home, their decisions on 
paint colors are important to you. 
Today, women prefer Style-Tested 
Paint Colors for they are in perfect 
harmony with the very latest color 
trends in modern home decoration. 

Lowe Brothers Style-Tested Paint 
Colors just naturally get a unanimous 













iS “ty 


Style Joited 


PAINT COLORS 





winning decision from all women, 
because these colors have been Style- 
Tested by a foolproof Color Research 
Plan. They are the colors your cus- 
tomers are actually buying for home 
decoration today. 

Style-Tested Colors reduce mark- 
downs and closeouts. They eliminate 
obsolete colors and speed the turn- 








+ 


over of minimum stock. Sold and 
used without muss, fuss or bother, 
they save your sales effort and time 
—for they are all ready to use, just 
as the customer wants them. 

Yes—Lowe Brothers quality Style- 
Tested Colors enable you to stock, 
and sell easier and faster, only 
wanted paint colors. 


THE LOWE BROTHERS COMPANY @© DAYTON, OHIO 


Ready for use — without extra service effort — 
the colors which women want and are buying today. 
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BIG, NEW PROFITS 
HEADED YOUR WAY, MR. DEALER! 


@ The Tidal Wave of New Orders for 
Miracle Adhesive has pushed production 
up 2,000% .. . sweeping new and re- 
peat orders into every retail store. 


CASH IN ON THIS RECORD DEMAND— 





7 

k. Sold and 
s or bother, 
rt and time 
to use, just 
1em. 

uality Style- 
yu to stock, 
ister, only 











FOR TILE, GLASS, 
METAL, PLASTICS, 
CONCRETE, ETC. 


“Net Weight 1% oz. 














> SEND IN YOUR ORDER TODAY FOR 
eae 


ADHESIVE 


Miracle 


Here are the reasons for 


Repeat Sales based on 
Quality of Product 


Miracle Adhesive is a war-tested 
adhesive that meets your custom- 
ers’ needs as nothing else can do. 
Once they try, they'll always buy 
Miracle Adhesive. 


Miracle is not just another glue 
— it’s a true adhesive that bonds 
glass, tile, metal, brick, concrete, 
plastics. plaster, etc. Sets quickly 
without heat or pressure ... and 
it’s waterproof, 


More and More New Users 


These are the reasons why your 
old customers come back for Mir- 
acle Adhesive . . . why new cus- 














Adhesive 


this unprecedented demand 


tomers keep piling up... all your 
customers are prospects for Mira- 
cle— home owners, car owners, 
boatmen, carpenters, contractors, 
glaziers, plumbers, mechanics. 


READER’S DIGEST 


The marvelous characteristics of 
MIRACLE ADHESIVE were de- 
scribed in the April Reader’s Di- 
gest. The response to this article 
and to country-wide newspaper 
advertisements was tremendous. 


CONSISTENT ADVERTISING 


Year-round advertising in such 
national magazines as The Satur- 
day Evening Post and Life sends 
36.500.000 messages—full of sales 
punch—to your customers. 


MAIL COUPON TODAY 


Merchandising | 
material to help 
YOUR SALES 


Eye -catching counter dis- | 
play box, store cards, pos- | 
ters, booklets, newspaper | 


| 
| 


| 
| 
j 


EE ae 
MIRACLE ADHESIVES CORP. 
Newark, New Jersey 
[a eee 88 26geared to help you sell 
&. \ more MIRACLE Adhesive. 


| 


mats, decalcomanias, all 
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MIRACLE ADHESIVES CORPORATION 

852 Clinton Avenue, Newark, N. J. 
Gentlemen: 

~ | Please send me full information on Miracle 


|__| Adhesive in tubes. 


7 


| Please enter my order for............... gross 
| (in display boxes) Miracle Adhesive. 
Name... 
Address 
City State 
. . ' 
Distributor iiaes | 
HA 


















THEY’RE BA CK AGA IN! TO RETAIL AS LOW AS #725 


ALL METAL, SRISTRESE 





WINDOW 
VENTIL 






















Handsome, durable—constructed of heavy-gauge metal. Efficient 
air filter is backed with screen wire cloth. Large open louvers permit ASK ALSO ABOUT THE 
passage of fresh air, without drafts, while keeping out rain, snow, 
dirt, soot, “smog” and pollen. A “natural” for fall. Four sizes. 
Liberal discounts. Write for name of jobber in your vicinity. 
{NOTE: A few jobber territories are still open to qualified organizations.) 





Sturdy, adjustable, louver-type window venti- 
lator with metal panels securely anchored 


THE F. E. SCHUMACHER CO., HARTVILLE, OHIO Forse reese 55¢ 
MANUFACTURERS OF HOUSEHOLD SCREENS AND VENTILATORS BS. ccccccccccvccsccccccccccses 





( (iy 7 4 C 0 ( Tre | 


\ im " \ Mh \3 


WJ r ! Sa ) 7) 7 ARKL-BRITE 


= In Ih PULLS 





* “Sparkl-Brite” Pulls Won’t Chip, Rust or Peel! 


* “Sporkl-Brite” high-luster pulls look like chrome, 





make cabinet doors and drawers sparkle with beauty! 


* “Spark! -Brite” high-quality pulls bear the 
“Hollymade” trademark, your assurance of quality per- 


formance and design in builders’ hardware. 





*“Sparki-Brite” pulls are priced low for quick turnover, 





increased sales volume and good dealer profit margin. 





304 302 wren: * ORDER “SPARKL-BRITE” PULLS FROM YOUR 
309 JOBBER TODAY! 








PACIFIC PLASTIC & MANUFACTURING COMPANY, Inc. 


MANUFACTURERS OF BUILDERS HARDWARE 
4865 EXPOSITION BOULEVARD a LOS ANGELES 16, CALIFORNIA tere 
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> window venti- 
urely anchored 


“35¢ 


. . » Every inch of 
, af + es ~ Puritan Sash Cord 
ITE | é ee i > 4 exceeds the 


. 2° 





> y Strength Requirements 






set up by the 


UES: Gece went. 

















sst or Peel! 


yk like chrome, 


le with beauty! 


jIls bear the : = : 

of quality per- “hola i. 

quick turnover, NA # AS is , j : 

profit margin. ‘2 LGA YS fs no) : a 

FROM YOUR tL is cons te Li bg re 4, 


PURITAN CORDAGE MILLS, INC. e LOUISVILLE, KY. e ATHENS, GA 


Executive offices: Louisville, Ky. 


Makers of Sash Cord, Clothes Line and Braided and Twisted Cotton Cords 
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AGE 


TARE 




















GRITTIN 
HINGES 


* 








( SRIFFIN 


nufacturing (bmpany 


ERIE, PENNSYLVANIA 








AGENTS 
NEW YORK: 45 Warren St. BOSTON: 115 Bread Street 
SAN FRANCISCO: 703 Market St. 














Made by THE ALian mA 

MUPACTURING 

ee Ss Mates -S W c matt wre © maa artterd L. Coonecticnt, Us. 4. | 
a= + aM 8 were + Oe meee 








KEY SET MERCHANDISER 


No. 456 — Display merchandising package designed 
for over-the-counter selling, — a demonstrated money- 
maker for the Dealer. Packs three of the most popular 
Key Kit assortments: Allen Nos. 604, 605 and 606, 
for use with hex-socket (ALLEN HEAD) screws. Con- 
tains 20 of the 604, 20 of the 605 and 10 of the 606 
Sets. Mechanics go for them and householders buy them 
increasingly for domestic appliance maintenance. 


At right, one of the three Kit 
assortments — No. 604. This 
set in a strong leatherette en- 
velope contains 7 short-arm 
Allen Keys. They fit the hex 
holes of sizes 8, 10, 14", 5As’, 
%", 746" and '4” set screws and 
Nos. 4, 5, 6, 8, 10, also 14” 
and 5/j.6”" cap screws. 





The featured Assortments in the KEY SET MERCHAN- 
DISER are made up especially for the hardware trade, 
to be ordered through your Hardware Wholesaler. 


THE ALLEN MFG. COMPANY 


HARTFORD, * ALLEN * CONN. 
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@ Non-Skid @ Dries Quickly 


@ Eliminates Waxing and @ Lasts up to 6 months 







Polishing 
@ 1 quart covers entire 
@ Easy to Apply 12’ x 10’ area 


ISER 


x | ® MORE PROFITABLE SALES for you! 


ost popular 


5 and 606, 

ee Can- Over 1000 prominent stores throughout the country up Extra Volume — Extra Profits for alert dealers 

of the 606 are now stocking, displaying and profitably selling everywhere. Feature it now! You’// be amazed at 

= buy them PLASTICA No. 1. For here is the new, non-skid Liquid the immediate response you, get—how quickly 

nae Plastic Linoleum Finish that is skyrocketing in con- PLASTICA’S superb quality and thrifty low price 
y sumer popularity from coast to coast, actually building make More Profitable Sales for you! 


PLASTICA No. 1 is a clear, transparent plas- 
tic liquid that is waterproof, stain-resistant . . 
and just wonderful for home, store or office use 
Feature it today and watch the profitable re- 
sponse you get! 





PLASTICA No. 2. For woodwork, table- 


-RCHAN- tops, furniture and floors—be sure to stock 
re trade, PLASTICA No. 2—the transparent Liquid Plas- 
rlesaler. tic All-Purpose Finish that eliminates scrubbing 


and polishing . . . is alcohol and acid-stain re- 
sistant. Perfect for interior or exterior use. 


CALL OR WRITE for Liberal Dealer Offer 





PANY 


CONN. 


CC COMPANY OF AMERICA 


FFICES: 3012 BROADWAY, CHICAGO 14, ILLINOIS 








Com 
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cked up %Y 
* 6,000,000 


Local, Regional and National 
Reader Impressions Monthly 


An Important Part 
of the Peerless Plan 
of Telling and 
Selling for 

Its Dealers 


Peerless Jet Pumping System 


2 Distinctively different 
Domestic Water = 
Pumping Systems td = 


Peerless Water King Pumping System 


Take the Armwork out of Farmwork and 
Put Profit Dollars in the Dealer’s Pocket! 


Enabling its dealers to more completely fill the needs of any 
domestic water system installation, the Peerless Water King 
and Peerless Jet Pumps have been designed to cover the entire 
range of customer requirements for a dependable, economical 
source of water. Take the Peerless Water King for example. 
Here is a pump that is entirely unique in its principle of opera- 
tion. Only Peerless dealers can offer its exclusive advantages 
for shallow well pump installation. The Water King’s excep- 
tional performance offers an automatic, constant pressure 
water supply from 275 to 860 G.P.Hr. from .well depths to 
20 feet. Easy to understand and economical to operate. 


For installations requiring capacities of 120 to 7500 G.P.Hr.. 
from well depths to 120 feet, the Peerless Jet Water System 
would be most practical. This advanced Jet system utilizes an 
entirely automatic principle of applied pressure. Precision- 
built and extremely simple in design for a lifetime of trouble 
free water service at minimum cost. Both Peerless water 
systems may be easily installed over well or offset. 


Take advantage of the business opportunities offered Peerless 
dealers. Plan with Peerless! Write today for the FACTS! 


PEERLESS PUMP DIVISION 


FOOD MACHINERY CORPORATION 
Factories: Canton 6, Ohio + Quincy, Illinois * Los Angeles 31, California 
District Offices 
» Pr delphia. Suburban Square Ardr 


(oes your 
Trade Want? 


Your customers 
know it is good 
business to use 
CM Chain 
Products...you 
will find it 
equally good 
business to 
sell them 
CM Chain 
Products. 


f. it’s the best 

on the market, 

then CM Chain 
Products are the ] 
answer. For there is 

a CM chain to meet 
every type of appli- 
cation...and every CM 
chain has a service-prov- 
en record for economy, de- 
pendability and long life. 


@ For practically every chain 

use there is a CM product de- 

signed specifically for that job... 

AUTOMOTIVE... AGRICULTURAL 

.. HARDWARE...INDUSTRIAL... 
MARINE. 


COLUMBUS-McKINNON 


CHAIN CORPORATIO 


holm Moore Hoist Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 


SALES OFFICES New York « Chicago + Clevelond + San Francisco » Los Angeles 


HARDWARE ACE 





S...You 
d it 

lly good 
ness to 


lo Do The Business 
Of’ The Town 


* 


























It's a merchandising axiom that leader- 
ship in sales is dependent on leadership 
in line. From this approach, take a good, 
critical Summer Market look at Preway 
Heaters . . . power-packed with features 


not duplicated elsewhere. 


@ Heatmiser Fuél Saver 
@ Micrometer Ra-dial Flame Control 


@ Weather-Wizard Forced Air Unit os 


for winter and summer service. 
@ Jumbo Panel Doors 


© Stream-Lined Air Flow Cabinet 


Space 549 A Come in and see them at the Summer 
Market, Chicago, July 7 to 18, or write 


American Furniture Mart 
Chisege today for complete information. 


PRENTISS WABERS 


2647 SECOND STREET, N., WISCONSIN RAPIDS, WIS. PRODUCTS Co. 
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a 
“> HOME-MAKERS ARE 


‘y LOOKING FOR © 


‘2 VALUES LIKE THESE 


ee ff ° 

[OF ‘ $ 
Al r 1 
FOS tm ng 


Room Heater: Chill-chasing 
cylinder-type electric heater 
that gives instant 3-way 
heat whenever and wher- 
ever SHE wants it. 





Attic Fan: The _ breeze- 
building, all-metal attic fan 
that makes home a c-o-o-] 
hot-weather haven 


Automatic Iron: The su- 
perlative streamlined and 
super-sized electric iron 

light-weight aluminum 
and completely automatic 
for smooth, quick iron- 


, ing. Fabric indicator dial. No won 


You'll be a “Doctor of establist 
" - ; be as ar 
Churn: The electric churn 4 Water Closets with a stock of shabb 
that takes the work out i y 
of butter-making. Child- | oe ae Peas ie 
|. any ‘operation. FIT-ONE-FIT-ALL Tank Balls! NOTHIN 
~ NEW. Z 
Just be 


carries 


Rr eR eR cep Scan 


Designed with a tapered seat to assure 


proper operation on all size flush valves. 


eo a 


a Made of a tough, black synthetic — 
tnrifty, completely 
automatic electric 1 | . 

Water Heater compound for top-notch performance. 
gleaming white | ZIPIT is 
baked enamel fin- i 

ish and fast heat- ee demons: 


me ‘£2 COMPACT, COLORFUL crest 
“HOME-MAKERS LOOK FOR | Oo fiee =COUNTER DISPLAY Aieti 


TOP LINE 10 MAKE cei i iat aaa 
THEIR HOUSES HOMES” { . ‘ Kee . ’ individually pack- 
| SEO eee sagged FIT-ONE-FIT-ALL 


Address: Dept. H. 








Tank Balls to the handy 





counter unit. SEE 


| ie “ie | f 
TOP LINE a pt YOUR JOBBER TODAY. 


TRADE-MA 


HOME APPLIANCES 


"MARKETERS, INC. LUCKY STRIKE 


Lavelle Rubber Companys Chicago 





117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 


HARDWARE AGE 
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THE SENSATION OF THE PHILADELPHIA SHOW 


a NEW and marvelous discovery that revolutionizes 


“, 


of No wonder ZIPIT was the big hit of the Philadelphia show. ZIPIT really IS a sensation .. . 
ctor established concepts of refinishings and maintenance on window sills, venetian blinds, floors, furniture, enamelled walls and surfaces, etc. You will 


be as amazed as your customers when you see how ZIPIT works . . . how its glossy transparent coating, with o sweep of the hand, brings worn 


ock of shabby surfaces back to life and beauty . . . wipes away dullness as easily as you wipe away dust! 


Balls! NOTHING ELSE LIKE ZIPIT! ZIPIT Transparent Coating is not a varnish .. . not a lacquer . . . nor a wax or polish. Not like any of these. Absolutely 


NEW. ZIPIT is resistant to alcohol, fruit acids, soaps, water. Easily applied with a cloth . . . just wipe it on. NO brush or spray, no fuss or muss. 
Just be sure the surface is clean. And, we have a special ZIPIT CLEANER to make that easy too! Every can of ZIPIT Transparent Coating 
carries Money Back guarantee instructing purchaser to return unused portion direct to manufacturer for refund if not entirely satisfied. 


valves. 
ZIPIT MERCHANDISING PLAN 


assure 


RETAIL PRICES 


thetic Counter displays ... Electric Zipit sign . .. Before-and-after samples . .. Advertising 
Mats... Circulars ... Demonstrators Allowance! 

nance. ZIPIT Transparent $ ine) 

ZIPIT is backed to the limit with a sales-tested merchandising plan that allows for personal store Coating, Pint 

demonstration at our expense, “before-and-after'’’ samples, electric ZIPIT sign, counter displays and 

: . a. : . . 2s . . ZIPIT Cleaner, 
IRFUL circulars. National advertising is being placed and cooperative advertising with department stores is 

int 


being arranged. The active sale of this amazing product is virtually assured to every store that handles it! 


PLAY 
DETAILS BY RETURN MAIL 


 pack- 

‘IT-ALL Be first in your locality to capitalize on the sure-fire appeal of 
‘handy | a = ” ZIPIT Transparent Coating. Write, wire or phone for complete 
q ——= . * * details on this marvelous new product and its sensational mer- 


t. SEE eet r+ # ome 
ODAY a FURNITURE chandising possibilities. 


LEISURE HOUSE LINE PRODUCTS 


Division of Plasticized Coatings Corp. 


MERCHANDISE MART CHICAGO 54, ILLINOIS 
Eastern Sales Agent: Martin Carlstein & Asso., 1150 Broadway, N. Y. C.—Murray Hill 3-7652 
Western Sales Agent: Lee Arter, 122 E. 7th Street, Los Angeles 14, Calif. 


WARE AGE 
JUNE 19, 1947 































FOR 
ALL-PURPOSE 
SPRAYING 


SPRAYS 
ANYTHING 


YOU can recommend and sell the portable 
CHAMPION for a dozen uses. It sprays 


DDT + OILS + WEED KILLER 
WATER PAINTS + CHEMICALS 


and all kinds of insecticides . . . easily 
and efficiently. Such versatility makes 
the CHAMPION ideal equipment for 
greenhouses, orchards, truck farms, dairy 
barns, vineyards, farm yards, large es- 
tates, and factories. 












































SAFE TO USE 
No dangerous compressed air tank. Uni- 
form pressure pumped as needed only 
in pressure cylinder. 414 gals. of any 
liquid kept well mixed by agitator. Com- 
plete equipment weighs only 12 Ibs. 
empty. Two straps hold form-fitting tank, 
leaving operator’s hands and arms free. 
Nozzle quickly adjusted to spray mist or 
35-ft. stream, up, down, or sidewise. 


BUILT TO LAST 


ALL-BRASS TANK and WORK- 
ING PARTS give CHAMPION 
long life; synthetic rubber pis- 
ton withstands any liquid. No 
clogging of nozzle because fluid 
is filtered twice; no trouble be- 
cause mechanism is simple. 
Spray instantly shut off with- 
out dripping. Guaranteed one 
year against defective materials. 






With this CHAMPION you can sell effi- 
cient, trouble-free dusting for ground 
crops, vines, fruit trees, berries, etc. It 
throws powder where it’s wanted with- 
out waste, up, down, sideways, and under 
leaves. Carried like a knapsack; operat- 
ing lever produces uniform flow, grinds 
and mixes powder. Weighs 15 Ibs. empty. 
Holds 25 Ibs. powder, but any smaller 
amount may be used. Amount of dust 
flow or density of cloud easily adjusted. 











IMMEDIATE DELIVERY ON THESE 


TIME-TESTED PRODUCTS 


CHAMPION Sprayers and Dusters are used and endorsed by leading 
colleges and state farm bureaus. Many thousands used satisfactorily in 
U.S. and foreign countries since 1915. New advertising campaign now 
arousing amazing interest. Write today for prices, terms, complete details 


CHAMPION SPRAYER CO. 


Mfrs. of Portable Sprayers and Dusters 
6523 HEINTZ AVENUE . DETROIT 11, MICH. 
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Pa 
crates, or barrels — for removing 
¢ ~ old paint — for pulling nails and tacks 

/ —it's a Bridgeport tool every time. 


4 





@ “BOX TERRIER” CRATE OPENER 


BOX OPENING TOOLS 


—_— = = ae. 
ee es 
- ~ 


¢, When tools are 
needed for opening boxes, 


o 
¢ 


} 

| 7 These tools are sold readily for use in 

| |f the shipping room office, store, or home. 
! Bridgeport box opening tools make the ; 


H job easy. 
\ Order Bridgeport Box Opening Tools , 
*. from your Jobber. Ps 
~ ~~ “a ” 


“_ 
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Bradgeport 


DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP. « 


HARDWARE 
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Here you see a Plymouth rope saving lives at 


sea, when a shot is fired from shore to a fla- 


ming ship. It is one of Plymouth’s dynamic 


advertisements that are reaching rope-users 


everywhere with a message of quality leader- 


ship in cordage products. 


Millions of hardware customers see Plymouth 


advertisements in their farm and home maga- 


zines. They know Plymouth as the rope men 


trust when human lives and property are at 


stake. 


Plymouth leadership in the minds of men 


who know their ropes helps you when you can 


offer Plymouth ropes, binder twine and baler 


twine. Helpful Plymouth consumer service to 


your customers gives them the best use of ropes 


that are engineered for the job by the world’s 


largest rope-makers. 


Pitymoutu Corpace Company 


North Plymouth, Mass. 


District Offices: 296 State Street, Boston 9, 
Massachusetts; 420 Lexington Avenue, New 
York 17, N. Y.; 105 W. Adams Street, Chicago 
3, Illinois; 1006 Washington Avenue, Houston 
2, Texas; 70 Sacramento Street, San Francisco 
11, California. In Canada: Mill, Welland, 
Ontario; Sales Office: Cordage Distributors 
Limited, 500 King Street West, Toronto 2, 


Ontario. 


PLYMOUTH 
Producla 


ROPE - TYING TWINE > 





BINDER TWINE 


BALER TWINE 
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THE ROPE YOU CAN TRUST BECAUSE 




















»" 


When a ship meets disaster at sea 
by fire or storm, every second 
counts. Often, the only way to 
rescue the people on board is to 
“shoot a rope” from shore, or 
from another ship. This line is 
attached to the “projectile” fired 
from a Lyle Gun, with a range 
up to 1200 feet. It enables the 
crew to rig a breeches-buoy that 
will carry all hands to safety. 

Called a “‘projectile-line’’, it is 
specifically built for its vital job, 
and scientifically coiled in a spe- 
cial canister. It must run out fast 
and accurately, at high speed. A 
single kink might cause a tangle, 
and mean disaster, by letting the 
rope fall short. These specialized 
lines, of finest Manila fiber, are 
made and packed by Plymouth 
for naval and merchant ships. 


THE ROPE YOU CAN TRUST BECAUSE IT IS ENGINEERED FOR YOUR JOB 


This gun SAVES lives ! 





(Current Plymouth 
advertisement 
appearing in TIME.) 

















- 


Most good ropes save lives in 
other ways—by safely hoisting, 
hauling or holding heavy loads 
Plymouth makes the best ob¢zin- 
able ropes for all the 400-odd 
jobs that rope performs. 

Write Topay for Plymouth’s 
handy manual — “Useful Knots 
and How to Tie Them’’— in- 
structions and illustrations. Free. 
Address Plymouth Cordage Com- 
pany, Plymouth, Massachusetts— 
makers of rope, tying twine and 
binder and baler twine 


PLYMOUTH 
y) 


4 + U*, iT, 
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IT IS ENGINEERED FOR YOUR JOB 
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Adequate, uninterrupted illumination during a surgical operation 
is a matter of vital importance. So even hospitals equipped with 
the best in electrical facilities take no chances. They maintain 
auxiliary units, battery-powered . . . to be sure. Smart hardware 
dealers, too, know the wisdom of handling quality merchandise, 
so they stock Hodell chains. Because in Hodell’s 157 varieties, 


welded or weldless, with or without attachments, they have the 


answer to every chain need. And because the Hodell name has 


meant chain quality and unexcelled dependability since 1886. The Chie ees. «. 


best guarantee of giving chain customers complete satisfaction is SELL HODELL 
---to be SURE! 


To be certain of maximum chain sales 


Heavy current demand for our products prevents us from assuring immediate display Hodell chains prominently. There's 
a type to fit every chain need. And their 


delivery of all types of Hodell chain. Meanwhile, we'll gladly send descrip- : a 
z : é : ~ reputation and popular acceptance will 
tive literature on the complete line, with a promise to fill your orders as identify your store to your customers as 
fast as conditions permit. a buying center for quality merchandise. So 
sell Hodell for their sake ... and for yours! 


to sell Hodell .. . to be swre.. 


(Reprints for the asking. Use your own letterhead.) 


JACK » SASH + SAFETY - LADDER - PUMP + LIBERTY MACHINE - PROOF COIL - STEEL LOADING 
LIBERTY COIL + PASSING LINK - BULLDOG - SAMSON -: FLAT LINK - REGISTER - DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 2, OHIO 
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oR FEATURES Pocut for Pocut 


New Time Saving Portable 
Electric Hedge Trimmer 











@ Precision engineered 
@ Streamlined design 
e Lightweight—Perfect 
balance 


e Compact Universal Motor 
operates on AC or DC 


e Extra — for smooth 
7 Fingertip a control IMMEDIATE 
cass DELIVERY 


e Easy to cut uniform or 
special shapes No waiting for this fine new portable Hedge 
¢ 13” hardened steel Trimmer that does away with the drudgery 
ee of hand trimming. Stock the Pincor Hedge 


e Extension side handle for Tri d h i ae 
operating ease —Hi-cut rimmer and watch it sell—priced right, 


adapter for high trimming fills a big demand—thousands now in use. 





















































MORE MOWER VALUE PER 
DOLLAR with the easy running, 
gin smooth cutting Pincor Hand 

owers. 16” cut, built-in sharpener, 
hand adjusted cutting height from 
16" to 214". All steel welded con- 
struction for long service. Precision 
built in every detail. 





A RUGGED POWER 
MOWER for home owners 
and commercial users. 20” 
cut, 14 h.p. engine, built-in 
sharpener, hand adjusted 


— cutting height, sealed lubri- 
JRE! cation and other “outstand- 


ing, new features mean fast 
turnover and extra profits. 


PINCOR P-20 . 
POWER MOWER 1 50 
F.0.B. FACTORY 


um chain sales 
minently. There's 
need. And their 
acceptance will 
ur customers as 
merchandise. So 
. «and for yours! 


LOADING 


DREDGE Anyway you look at it, Pincor is the line for the alert hard- 


ware dealer. Write for information now and learn when 
you may become a Pincor Dealer in your community. 


ELECTRICITY WHEN NEEDED! 
Dependable, economical electric 
service for homes, cottages, farms, 
trailers and power tools with Pincor 


Electric Plants. 
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A PIPE VISE. 

that 
makes more money | 
FOR YOU 
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@ Buyers look for the red yoke on a black base 
when they buy a bench vise—for this sturdy 
Ritaip of strong special mal- 
leable offers them unusual 
convenience. It has an inte 
gral pipe rest for easier cut- 
ting and threading; it has a 
handy pipe bender. Its tool- 
steel LonGrip jaws are easy 
on polished pipe. It’s more for 








| Rita Vises, 


Yoke & Chain the money— repeat sales are _ 
in 9 styles, 23 easy and profitable for you. Nc 
sizes. Ask your Supply House. 2097 

uit 2415 


[reSibD. 


WORK-SAVER PIPE 
‘THE RIDGE TOOL COMPANY + 









ROYAL ELECTRIC CO., INC, PAWTUCKET, R. I. 
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2419426 
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Tomic Sales & Engineering Co. 


4864 Woodward Ave. 


Detroit 1, Michigan 
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“GASPRUF”. .. 


GAS TUBING 


IT'S IMPROVED... 
IT'S APPROVED... 
IT'S PROFIT-PROVED! 



































HNOH-EM-HOLD 
FLY HILLER 


| Kills Flies on Contact 


This unconditionally guaranteed Livestock fly spray has 
been the choice of thousands of farmers for many 

| years. It kills flies right now—has long lasting eftec- 
tiveness and your customer must be satisfied or he gets 
his money back. It’s Safe—has no harmful effects on 
humans or livestock. Beautiful lithographed cans and 
barrels make an attractive display. 


KILL-EM-KWIK 


for household use 


Nourse Kill-Em-Kwik is stainless and 
fragrant—Harmless to humans. Dead- 
| ly to Flies, Ants, Mosquitoes, Bed 
a. Okayed, without reservation, by Atlantic's Bugs, Roaches, Moths and Fleas. A 
contact insect killer that brings re- 
peat sales and real profits. 





Always the best, "Gaspruf" is even better 





a now! Yes, 100% pre-war materials, modern 
appearance and advanced construction give 


it new sales appeal, give you new profits. 


Pts testing Board, by AGA and by gas engi- 
neers. "Gaspruf” has always proved profit- 


oo able for its sales outlets. Wholehearted en- VYlourse 


ald dorsement gives every indication that it will | Insecticides Containing D D T 
=. . * * 


. - its dealers. 
> pres ate eee GrOTNls Ter He actors Now you can sell insecticides with D.D.T. that are both 


farm and laboratory tested. Our many years of ex- 
perience in producing quality products is your assur- 
ance of the effectiveness of these sprays. Order from 
your jobber or write for full particu- 
lars and price list. 


Order from your 
wholesaler TODAY! 









Red Label Residual Type 
Contains 5% D.D.T., 3% Pyrin 


Water Soluble Spray 
Contains 25% D.D.T. 





| OURSE OIL COMPANY 
| 


KANSAS CITY 8 MO 


HARDWARE AGE 
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CG Guaranteed by = 


DDT 


Large, 16-oz. 

refillable model, 
retails at $3.95,* 
with refills at $2.* 


15-0z. non- 
refillable model, 
retails at $2.95.* 


* Retail prices listed 
are minimum Fair 
Trade where ap- 
plicable. 
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EXTRA EXTRA! 


Bridgeport Aer-a-sol Insecticide is the top-seller of leading 
liquid insecticides checked! Proved by big nationwide survey 
in drug, hardware, grocery, and department stores! 


(75 THE WIWWER... 


among pressure-type insecticides—in both unit and dollar 
volume . . . based on average sales of the 4 types of stores 


checked! 


(7S THE WINER... 


among all liquid insecticides checked — in dollar volume! 
(Bridgeport Aer-a-sol insecticide reaches even hidden insects! ) 


(7S THE WINNER... 


with average sales of $381 per store among the 4 types of 
outlets surveyed! Why is Bridgeport Aer-a-sol three times 2 
winner? Because it kills more insects twice as easily as old- 
fashioned spray methods! Because it’s a cinch to use! Cus- 
tomers keep demanding it! Be sure they demand it from you! 
Ride with the winner—Bridgeport Aer-a-sol—and watch those 
profits stack up! 


BRI RT 
| INSECTICIDE 


BRIDGEPORT BRASS COMPANY 
Bridgeport 2, Connecticut 


80 YEARS OF QUALITY PRODUCTS 


123 
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MODEL H-109 


Ask Your Jobber For 
These Quick-Selling 


TWIX Leaders 


QUALITY TOOLS AT PRICES THAT 


: >» WIN INSTANT POPULAR ACCLAIM 
mM) \ 

MODEL H-1.16 (A) *TWIXKLIP—2 in 1 clip for toe and 

et e. YY finger nails. Model TF. le ‘ 


ed ww 8 (B)- ALUMINUM FOLDING RULES — 6 Ft., 


Model RL-113; 3 Ft., Model RS-113. 

(C) *ADJUSTABLE LEVEL Jr.—Model 
L-111. 

(D) CARPENTER SQUARE — with level — 
Model C-102. 

(E) HACK-SAW FRAMES — Heavy Duty 
Model H-103. 

{F) SLIDING BEVEL—Model B-105. 

(G) No. 13 — JOBBER'S DRILL GAGE — 
Model G-115. 

(H) Electricians & Plumbers HACK-SAW 
FRAMES—Heavy Duty. Model H-109. 

()) *PROTRACTOR & DRILL GAGE — Model 
P-108. 

(J) COMBINATION SQUARES — with levels 
and scriber. Model 100. 

(K) DEPTH MARKING GAGE — Model 
D-106. 

(L) ADJUSTABLE BENCH LEVEL (10 inch) 
Model S-107. 

(M) PISTOL GRIP HACK-SAW FRAME — 
Heavy Duty. Model H-116. 


*Pat Pending US.A 


‘ () 
iMODEL $-107 


~{K) 









- MODEL 100 


WATCH FOR ADDITIONAL TOOLS % lx. 4 
NEW NUMBERS APPEARING REGULARLY lest 
If your jobber can't supply you, write 


TWIX MANUFACTURING CO., Inc. 


& 
40-09 21st STREET, LONG ISLAND CITY 1.N.Y 4 De 
; 7 C 














AN OLD FAVORITE BACK AGAIN! 


THE ZIP 


A handy, efficient cleane i i 
5 t for kitchen ute 
Makes gresey Pots and pans like new mye 
oe Dg Phosphor-bronze wire 
andle... conveni i ing. 
Brook 34". enient hanging ring. 











@ Your jobber can supply you with 
the Dustall and the Zip...and 
show you the new Oxco catalog 
with descriptions of all kinds of 
brushes for home, office and shop. 


OX risre Brus CO., 


INCORPORATED 


FREDERICK, MARYLAND 


FOUNDED 1884 


THE WORLD'S LARGEST MAKER OF QUALITY BRUSHES 
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BY SELLING 
THE BULB 


THE BEST LIGHT 
IN SIGHT... 


SYLVANIA 


EAE 


NEW?! You bet! DOES IT SELL?! You 
bet! DOES IT MEAN MORE PROFIT FOR 
YOU?! You bet! 


Sylvania’s great Superlite bulb can be used 
anywhere—shaded or unshaded. It’s the elec- 
tric light bulb that’s been developed after 
much research and great care in manufac- 
ture. Especially made to meet demands by 
your customers for a bulb that actually beau- 
tifies surroundings. 


YOU'LL SELL MORE 
SUPERLITE BECAUSE... 


Superlite gives a soft, evenly-diffused light... reduces 
glare to a minimum, allowing greater use of bare or 
partly shaded bulbs... beautifies the surroundings in 
which it is used —decorative appeal means sales appeal 
~affords pleasant, decorative light from wall brackets 
... gives a more restful light where the use of exposed 
lamps is necessary ! 

Your customers don’t have to 
worry about glare, harsh, ugly 
light when they buy Superlite. 
They can use °em anywhere to 
advantage. And most important, 
Superlite sells at a higher price 
—at a greater profit for you! For 
details, address below, Salem, 
Massachusetts. 


SYLYV, 
KLE 
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STEADY, YEAR ROUND PROFIT 





























There's nothing particularly star- 
tling about this clock. All it does is 
keep good time and sound a lusty 
alarm when an alarm is needed. 


It's neat in style, rugged in con- 
struction, but that’s commonplace 
enough where a Gilbert is con- 


cerned. 
Handsome dependability at a fair 
price ... those features are plain- 


ly evident in this as in all Gilbert 
alarm clocks. 


* 


And, just such evidence of real 
value is what today’s increasing- 


ly selective consumer looks for. 


x*k 


ASK YOUR WHOLESALER 





















THE Wm. L. GILBERT CLOCK Corp. 
clock makers to the nation since 1807 
WINSTED, CONN. 

Laconia, N. H. 


551 Fifth Avenue 141 W. Jackson Bld. 
New York 17, N. Y. Chicago 4, Il. 
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CHROME Op 95 
BALL - BEARING 
ROLLER SKATES 


The Roller Skate Corporation of America takes the lead in 
offering a line of roller skates that will guarantee you top 
sales the year ‘round. The GREATEST value . . . the HIGHEST 
quality ... the RIGHT price—all these are combined in the 
“FRESHMAN’’—a safe, scientifically designed rubber wheel ; = 
skate which may easily be converted into a double-runner ice 
skate, and the “SENIOR"—the FINEST chrome ball-bearing 
roller skate available. 


In the design and construction of our skates, our sole idea was . 
how GOOD we could make them and not how cheaply. Then = 
. we set the fairest price evereplaced on a quality item to 
give the dealer a good mar rofit and the consumer 
the very best dollar valu 


With over 25 million child 
and every one a potent 


tween the ages of 3 and 15, 
ater, you cannot afford to over- 
look the finest line of sk 4. can offer your ¢ 
will be assured of a rising Sales chart with our 
dealers realize that the extra sale puts the 
Make our skates the perfect PLUS facto 







in their profits. 
{ your sales set-up. 







See Your Local Jobber or Wri icect TODAY 


1649 NORTH BROAD STREET 
PHILADELPHIA 22, PA. 
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Sculptured RUBBER BOUNCE TOYS 


The Exclusive Seiberling 
Feature Toy that Sells on 
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3” diameter i oon 
Retail 35c¢ 
43%,” diameter 
Retail 79c 
» 
WISE 
OLD OWL BABY 
No. 2653 FACE 
; No. 2654 
434," diameter 
Retail 79c 43,” diameter 
‘ Retail 79c 
er- 
You 
. Wise 
profits. 
es set-up. 
DAY 
LATEX PRODUCTS CO. 
ee a 


Merchandise Mart 


200 Fifth Ave. Bidg. AKRON 9, OHIO Chicago 


New York City 
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Ring up an 


EXTRA PROFIT! 





Recommend 


WIL-BOND 


every time you sell a finish 


Wil-Bond prepares any type of surface for refinishing quickly 
and easily . . . Therefore it’s a “natural” for your paint, 
varnish, and enamel customers. 

Cleans, dulls and bonds at a single stroke!—saves painters 
plenty of time and effort. Equally effective on glossy varnish 
or enamel, greasy walls, wax-covered floors, door frames, 
woodwork, etc. 

Simply pour a few drops of Wil-Bond on a clean cloth 
and rub it over the surface. Dirt, grease, and wax wipe off 
cleanly, the gloss is completely dulled, and a slight “tack” 
is set up which causes the new finish to spread easily, bond 
perfectly—all in one operation. 

Remember, when you sell a finish, don’t forget to finish , 
the sale—-RECOMMEND WIL-BOND! You'll find it a 
very profitable habit. 





Another profitable item — 
IMPERIAL Rapid BRUSH CLEANER 


Imperial Rapid Brush Cleaner is the ready-to- 
use cleaner that keeps brush bristles acting 
young. No mixing, stirring or overnight soak- 
ing. Leaves bristles with their original spring 
and liveliness. 


WILSON-IMPERIAL CO., Dept. H-67, 115 Chestnut St., Newark 5, N.J. 
MAIL COUPON FOR INFORMATION OR ADVERTISING MATERIAL 





Wilson-Imperial Co., Dept. H-67, 115 Chestnut St., Newark 65, N.J. 


send information. 

- DO Wil-Bond 0) Imperial Rapid Brush Cleaner 

| We are now handling the products checked below. Please send : 
' 


We are interested in handling the products checked below. Please : | 


advertising material. 


0 Wil-Bond 0 Imperial Rapid Brush Cleaner : 
PE tes ote deetGededsy0iedie pb96+sbsiwebewokstaeeseeieseesead : 
DEE SE a Seve bene erdcecuds ei peeere tenn eheens diaeeereeens 
EV adcna ane eeN eb tows noes s.cseneeawetue BIA s cecccccvosccesoos 


we 
MORE PROTECTIVE 


than the best-known pure linseed oil paints! 


a 
MORE PROFITABLE 


to you because of its new low cost! 


4 
THE TALK OF 
THE INDUSTRY! 








Lasting R-700 
ROOF, BARN & 


INDUSTRIAL PAINTS 
& TINNERS’ RED 


FOR ROOFS, FACTORIES, BARNS, 
IRONWORK, FARM USE, ETC. 


has met with such 








amazing enthusiasm 
because it contains a 
brand new oil de- 
rived from the plastic 
which protected bil- 
lions of dollars worth 











of war material. Less 
costly than linseed 
oil, more protective 
than any known 
synthetic. 


R-700 can be brushed or sprayed. Sets to touch and dries in about the 
same time as good quality oil paints. Never gets brittle; remains tough 
and flexible throughout life of the paint film. Will not crack, peel, sag of 
run. Withstands all weather conditions. Contains no rosin, gloss oils or other 
inferior materials. Try R-700 for amazing results. 

COMES IN RED, GREEN, ALUMINUM, BLACK, SLATE GRAY 
Colors are bright and fadeproof. The aluminum is ready-mixed and 
brilliant. Exceilent for all purposes. Ideal for asphalt surfaces. Will not 
bleed through. 


DEALERS, DISTRIBUTORS: This fine quality low cost paint offers tremendous 
Opportunity for you. Can be furnished with your private label. Write todoy 


LASTING PRODUCTS COMPANY 


Manufacturers of Quolity Paint Products 
FRANKLINTOWN ROAD BALTIMORE 23, MARYLAND 
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your 
PROMIHELE Hh \OBBERS and | DEALERS 


MAT BUSINESS? ga 


FEATURE THESE EASY-TO-SELL ITEMS 










oti INf ser eo 


Lich 77> GAWINUT RAROWARE 





SQUEEGEE 
Rubber Link 
DOOR MATS 


Trap dirt at the door. Non- 
slip surface. Patented tubing 
on sides assures complete 
safety in handling. No ex- 
posed metal ports. Attractive. 
Strongly constructed. A size 
for every doorway. 
14" x 22%" 20%" x 34/4" 
18" x 28." 23% x 34." 
23% x 40//."" 
DOUBLE-DUTY 
18" x 24" 
STAIR TREADS 


Protect the steps against traffic 
and the riser against kicking 
and scuffing. 















DELUXE LINE 




































ard 


HI-QUALITY 
9" x 18" 
Colored Rubber 
STAIR TREADS 


Red * Blue « Green * Brown 
¢ Black. Black also available 
24" wide. 


SCRAPER RUBBER 
DOOR MATS 


The criss-cross ridges scrape 
the dirt off the bottom of 
shoes while the sheet of flex- 
ible rubber across the entire 
bottom keeps it from going 
through to the floor. 

Size 15" x 23" 


-,..for the swell job 
you are doing 


Yes, you have done a fine job. Thousands of 
dealers all over the country have been very 
patient waiting for delivery of this profitable 
Cabinet Hardware line, and found their wait- 
ing was worth it! 

The National Lock Company line is solidly 
backed by an extensive promotion campaign 
that enables you to sell this profit-packed 
merchandise easily and quickly. Write us to- 
day if you haven't already taken advantage 
of a booming sales opportunity. 





Write Today for Catalog Sheets, 


Prices and Big Free Sales Promotion 











Bulletin on free newspaper mats, 


exploitation stunts, classified ad 


To keep selling costs down is impor- 
tant to every merchant. Our handsome 
counter display boards are doing just 
that for dealers from coast-to-coast. 
Better get yours now! 







copy, window display ideas, publicity 







stories, radio copy, etc. 





Y 
COMPAN 
NATIONAL rLINO!S 


u 
Cabinet Herdwere iLL 
RockFor 






AMERICAN MAT CORPORATION §& 
“AMERICA’S LEADING MATTING SPECIALISTS” 
1731 ADAMS STREET, TOLEDO 2, OHIO | 
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» « « because it is the file line that “has everything”: Leadership. 
ot > . ‘ ° bd - at z ry _ ‘ x 
World-wide reputation. Highest quality. Top value. Strong na- DO THESE TWO THINGS 
tional and industrial advertising support. And now, once again, 
ce ; rh 1 Send immediately for the new post- 
a complete range of kinds, cuts and sizes. ; 
war complete-line Nicholson File 


With surveys showing that files represent about 14% of the Catalog*. 


average hardware store’s sales of small tools, it is important 
that you get your share. With Nicholson or Black Diamond Files, 
it shouldn’t be difficult to better that percentage. For these brands 
virtually “sell themselves.” They require no time-wasting expla- 


2 Go over it at once (and with your 
jobber’s representative at first opportu- 
nity) to determine the assortments and 
; . : : stock that best serve your trade. 
nations or persuasion. Nor price cutting! 
¢ f ‘| ‘?. ket” which Ii — Use this coupon—or a postal card. Be 
: So—pre pare or the muyer’s mar : t’’ which lies a on , sure to mention your jobber’s name. 
Get set with the line that offers the quickest acceptance. The 


surest repeats. The fastest turnover. The steady winning of new 









customers. = 
- 
oo 
WOLs . i, ans oom 
's="0o, NICHOLSON FILE CO., 25 Acorn St., Providence 1, R. I. p> == == 
2 U.S.A.2 (In Canada, Port Hope, Ont.) "eaaeeee a 5 Acorn St. 
<i 2 
N FILE CO-- 
\CHOLSO OG 
Providence Vs R: | LSON FILE CATALYS 
2 Pro _ now NICHO a 
ah Send complete 
Be Name — 
Address— 
x here ( ) 


+ * a = 
a. My jobber *— na catalog js wanted 
a . 
Beit Black Diome 
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KENNEL CHAIN 













“Chain for your dog? Yes, sir. Lead, runner, 
kennel, choker or coupler? Is it a large dog, 
medium or small?’’ 

AMERICAN CHAIN offers just about every 
kind of dog chain there is, made of good strong 
Tenso, or Elwel twist link welded chain. 

You might be surprised at how many of your 
customers own dogs—and how many would 
respond to the suggestion that they buy a 
chain for it. Dog chains are ‘tin season” the 
year ’round. 

Ask your AMERICAN CHAIN distributor about 
dog chains. 
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AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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WEL DOG CHAIN 
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Hardware Business Is Still Good 


Despite “Recession Reports:— 


Inventories continue disproportionately high and unbalanced— 
but sales volume is being maintained at a high level and, in most 


ECESSION talk, and reports 
< to prove it are on the increase 

—with the Metropolitan New 
York area and other nearby parts 
of the eastern seaboard promi- 
nently indicated as the most seri- 
ously affected spots where the 
pinch is being felt. Yet, even in 
these locations, business is by no 
means flat but, on the contrary, 
very active. 

On a national basis, the best 
information we have is far from 
discouraging. All wholesale and 
retail inventories appear too 
heavy dollar-wise but, at the same 
time, a high level sales volume is 
apparent and, in the majority of 
reports, substantially ahead of the 
first six months of 1946. Month 
by month, for the first half of 
1947, reports show upward prog- 
ress of sales. 

Here and there we sense a 
tightening on credits and some 
scattered reports of slowed up 
collections—but as yet nothing 
serious nor sufficient, we believe. 
to indicate a drastic trend toward 
the wrong side of the ledger. 


For the past 60 days some al- 
leged prophets and analysts have 
been preaching the doctrine that 
an early depression would be a 
good thing for our economic health 
because they say it would bring 
about adjustments and thus be 
a depression of short duration in 
which we could approach some- 
thing nearer to normal—whatever 
that is. 

They feel that a depression is 
inevitable and that the longer it 
is postponed the longer it will 
persist when we get it. They may 
be right—occasionally they are— 
but we don’t go along with the be- 
lief that a depression is inevitable 
providing we use our brains and 
work hard enough to develop a 
little sweat. 

It seems to us that too many of 
us have been doing very well with- 
out working, thinking, planning or 
selling sufficiently to have kept in 
proper trim. Too much easy busi- 
ness came to all of us too easily. 

That the soft days of easy busi- 


cases, substantially ahead of 1946. 


ness in huge volume are over we 
have long conceded but we are 
not ready to concede that if we 
can resume our mental and physi- 
cal alertness that we cannot keep 
the economic health of our coun- 
try and of our individual busi- 
nesses on a profitable basis. 

Here and there, an item in a 
line of hardware has become 
plentiful, or almost _ plentiful. 
Here and there, complete lines 
are available. But the fact re- 
mains that wholesalers, retailers 
and consumers cannot get all that 
they want of what they want when 
they want in the many items that 
make up a balanced hardware 
stock. And in many, if not most, 
non-hardware lines the same situa- 
tion is present. 

There are an endless chain of 
stories about the duplication of 
orders for new cars—try and get 
one! And the same thing is still 
true of many major appliances, 
electrical and otherwise—of the 
kind you want. 
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In most places try to get nails, 
screws, bolts, etc., all common 
staple hardware items, in the kind, 
size, etc., that you want in the 
quantity you want. Try and get 
them! 

If you are going to talk about 
grossly over-priced furs and fur 
coats, clothing and other soft lines, 


or even hard lines that cost too 
much, that’s something else, but 
on too many things people want 
or need and can still pay for, 
presently at least, then we main- 
tain demand is still heavier than 
supply. On that basis, we don't 
think we are ready to talk our- 
selves into an early depression, 


Now— Just a Little Note of 


ITHOUT 


even discounting any opin- 


withdrawing | or 


ions expressed in the previous . 


comments, this is truly the time 
for earnest consideration of oper- 
ational methods and their costs. 

With business coming easy, in 
fact hot and heavy with a mini- 
mum of effort for such a long 
time, it was only natural—as an 
understandable human weakness— 
that some carelessness in methods 
and cost appreciation would creep, 
almost unseen and unnoticed. into 
our daily business operations. 

Too many business men. nor- 
mally thoughtful about such basic 
principles of sound business op- 


On Operations:— 


erations, would shrug _ their 
shoulders or just smile at the loss 
of a customer’s good will, or the 
loss of a sale because there was 
so much of it elsewhere. 

They were equally careless 
about some costs and would, al- 
most callously, refer to some rela- 
tively high expenditure as having 
been bought with “ten-cent,” 
“twenty-cent,” etc. dollars de- 
pending upon their particular 
wartime income tax bracket. 

While we may, or may not, get 
some income tax relief we can be 
sure that demand will not always 
greatly exceed supply. Now. 
while business is still substantial 


x k * 





better minds than ours to the 
contrary, notwithstanding. 

Every indication we have seen 
shows that the first half of 1947 
has been a period of good and 
profitable business for the hard- 
ware business and so we repeat— 
“HARDWARE BUSINESS IS 
STILL GOOD” 


Warning 


is the time to tighten our busi- 
ness operations belt and watch 
our methods and scrutinize our 
costs for we are definitely, and 
rapidly, approaching a_ highly 
competitive market for our wares 
and our services. How quickly 
supply will catch up to demand we 
don’t even pretend to know, but 
we do know that every day we 
live we are coming closer to the 
time when there will be sufficient 
goods and plenty of competitors 
ready to sell them. And that’s 
the time when controlled costs 
and efficient methods will de- 
termine the score in black ink or 


red. 


Regulation W Reported 


ROM 

comes the report that Regula- 
tion W will soon be no more be- 
cause there is much opposition to 
it and little, if any, articulate 
support for its continuance. 

If this control measure is elimi- 
nated, unbridled installment sell- 
ing competition may well be ex- 
pected, especially if we are suc- 
cessful in talking ourselves into a 
depression period at a very early 
date. 

In every survey we have made, 


authoritative sources 


On the Way Out:— 


and in all studies we have seen 
dealing with this control restric- 
tion, retail and wholesale hard- 
ware distributors have been more 
than 90 per cent in favor of con- 
tinuing this war-imposed measure 
that restricted installment selling 
to a sane and economic basis. In 
fact, most opinions included the 
desire that this alone among all 


government controls be maintain- 
ed in the post-war era and be- 


yond it. , 
It is no secret that the Federal 





Reserve System, charged with ad- 
ministering this control, has no 
great affection for its continu- 
ance and is actively seeking its 
termination unless Congress will 
make it a permanent law. 

Unless some active fight is 
made to save Regulation W it 
may pass into oblivion at an early 


date. If our readers really want 
it continued they better get busy 
and say so to the right people— 
their representatives in both 
houses of the Congress. 
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Wherever it’s used this ILCO Padlock will take over the job 

of keeping personal belongings safe from pfying fingers. Its reliable 
strength is deep seated in solid brass and case-hardened steel. 

Its five-pin tumbler mechanism is security-engineered against intrusion. 


Sot of: And like all ILCO Padlocks, it is built to give protection 


1, has no 
s continu- 
eeking its ‘ 
gress will 


and take punishment — indoors or out. 


This modern hallmark of good padlock design is another 


‘ ie ts of the reasons why ILCO dealers make more profits with the line 
ion W it 
it an early 
sally want 
get busy 
people— 
in both 


that is easier to sell. 73 


INDEPENDENT LOCK COMPANY «+ FITCHBURG, MASSACHUSETTS 
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Dan Cupid's Riding High! 


By J. R. KEAGY 
Associate Editor 
of Hardware Age 
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A 1942 J 


1943 ” 


The marriage rate rose to new heights in 1941, following the start of 
the greatest year for marriages until 1946, the first full post-war 
especially poor with most men of marriageable age away from home. The 


|x jeweler, the florist, 
the beautician, baker and caterer 
are not the only tradesmen who 
benefit when two young people get 
the urge to join hands in holy 
matrimony. 


The Picture Changes 


Sooner or later the love-smitten 
couple comes to the realization 
that there’s more to wedded life 
than rings, cakes, flowers and the 
“Wedding March.” When the 
honeymoon’s over they find them- 
selves concerned with more 
earthly matters, such as kitchen 
furnishings, laundry equipment, 
furniture, carpets, household hard- 
ware items. A short while later 


100,000 or more 


they'll show an interest in baby 
scales, baby baths, toys, skates and 
velocipedes. 

The marriage rate has always 
been one of the greatest factors in 
the determination of the potential 
markets for goods and services of 
all kinds and therefore it would 
be well for hardware dealers, as 
well as manufactifrers and dis- 
tributors, to take note of the size 
of the market made up of newly- 
weds. 


1946 the Record Year 


An all-time record for mar- 
riages was established last year, 
when, it is estimated, 2,314,491 
couples took their marital vows. 
This exceeded the previous record 
year of 1942 when approximately 
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There were more marriages in the 
United States last year than ever 
before and 1947 will be a banner 
year. Hardware dealers will profit 
from about 1,500,006 new families 
which will be started this year 
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—~ 1944 


in population. 


1,800,000 couples took the walk to 
the altar. Marriages in 1946 ex- 
ceeded the 1,632,156 performed in 
1945 by 41.8 per cent. Marriage 
licenses issued in 1944 numbered 
1,467,003. 

While the marriage license issu- 
ance for the first three months of 
this year do not approximate those 
of the first quarter of 1946, they 
are considerably higher than in 
any previous January-March pe- 
riod in the history of the country. 


High Rate Continues 


It is not expected that there will 
be as many marriages this year as 
last, which was the first full post- 
war year, but the high rate is ex- 
pected to continue for many 
months to come. The principal de- 
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1945 seas 1946 does 1947 


the draft in October, 1940, and went still higher during 1942 which was 
year. The rate declined during the latter half of 1943, and 1944 was 
grapk shows marriage license issuance, by thousands, in 91 cities of 


terrent to many more marriages at 
this time, raturally, is the housing 
problem which is forcing many 
prospective home makers to wait 
for more propitious times. 


The First Quarter 


During January, February and 
March there were 141,623 mar- 
riage licenses issued in cities of 
100,000 or more (or their coun- 
ties), as compared with 173,451 
licenses issued during the same 
period, last year, in the identical 
cities, according to the Monthly 
Marriage Report from the Na- 
tional Office of Vital Statistics, 
which is the source of most of the 
statistics used in this article. 

There were 19 per cent more 
marriages in the first quarter of 


this year than in the first quarter 
of 1945; 17 per cent more than in 
1944; 13.3 per cent more than in 
1943; 5.3 per cent more than in 
1942 and 43.4 per cent more than 
in 1941. 

The March, 1947, marriage li- 
cense issuance was 17.3 per cent 
above the five-year average (1941- 
45) for the same month. The cu- 
mulative total for January-March 
also exceeded by 19.2 per cent the 
five-year average for the same 
period. 


One-Third Showed Increases 

About one-third (31) of the 91 
individual areas included in the 
survey of the National Office of 
Vital Statistics showed increases 
in the number of licenses issued 
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This chart shows the relative importance of the months. 
The curves show the license i , by th ds, in 91 
cities of 100,000 or more population. 








in March, 1947, as compared with 

the same month in 1946. The 
changes varied from an increase 
of 75 per cent in St. Paul, Minn., 
to a decrease of 43 per cent in 
Jacksonville, Fla. 

Every geographical section ex- 
cept the South Atlantic states 
showed a higher marriage rate in 
the first quarter of this year as 
compared with the first quarters 
of a five-year period, 1941-45. 
This exception was undoubtedly 
the result of a great number of 
servicemen who were married 
while stationed at camps in the 
South Atlantic states during the 
war years. 

The metropolitan areas of the 
East North Central states during 
the January-March period of this 
year showed an average increase 
of 33 per cent over the same pe- 
riod of 1941-45. 

Cities of the New England and 
Middle Atlantic states showed less 
of a decrease in license issuance 
for the first quarter of this year as 
compared with the first quarter of 
1946. In most of the other geo- 
graphical areas the decrease for 
the January-March period was 
down about 20 per cent as com- 
pared with the same months of 
1946. 

During the first quarter of 1947 
compared with the corresponding 
period of 1946, only five of the 
91 individual areas reported in- 
creases, the highest being 16.1 per 
cent reported for Springfield. 
Mass. (city only), of the 86 re- 
maining areas. 45 reported de- 
creases of less than 20 per cent 
and 41, between 20 and 45 per 


cent. 
Metropolitan Areas 


However, compared with the 
five-year average (1941-45) for 
corresponding periods, increases 
were registered in about four- 
fifths (76 out of 91), of the met- 
ropolitan areas during March, 
1947, and in about eight-ninths 
(79 out of 91) during January- 
March, 1947. 

It should be borne in mind that 
the sharp increase in marriages 
which began in the middle of 
1945, following the termination of 
hostilities and the return of World 
War II veterans to civilian life. 
tends to reduce the comparative 
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rdtes for the identical period in 
1946. 

Nevertheless, in the fourth 
quarter of 1946 a total of 551,593 
marriage licenses was issued, ex- 
ceeding that for any quarter in 
either 1945 or 1944, 

A comparative decrease of 2.9 
per cent recorded in December, 
1946, was the first monthly de- 
crease since May, 1945. 

Only five of the 91 city areas 
included in the study had more 
marriages in the first three months 
of this year compared with the 
same period of 1946. These were: 
Jersey City, N. J. (4.1 per cent) ; 
Paterson, N. J. (.5 per cent); 
Trenton, N. J. (6.6 per cent); St. 
Paul, Minn. (6 per cent), and 
Springfield, Mass. (16.1 per cent). 

Cities which showed the great- 
est increases in marriages for the 
first three months of the year as 
compared with the January-March 
period of 1941-45: Charlotte. 
N. C., 110.1 per cent: Des Moines, 
la., 67.6 per cent; Fort Wayne. 
Ind.. 64.1 per cent; Gary, Ind., 
52.2 per cent; Grand Rapids, 
Mich., 72.8 per cent; Kansas City, 
Kan., 107.5 per cent: Peoria, IIl.. 
107.9 per cent; Reading, Pa., 50.1 
per cent: Spokane. Wash.. 57.3 
per cent, and Trenton, N. J:. 63.6 
per cent. 


Predict 1950 High Year 


The Twentieth Century Fund* 
predicts that there will be more 
newly married couples in 1950 
than ever before and the birth rate 
may be 10 per cent higher than in 
the early 1930's, so it is predicted 
that there will be an increase of 
12,000,000 in total population be- 
tween 1940 and 1950 and another 
increase of 10,000,000 in the 
1950’s. 

This will create a greater mar- 
ket for homes and all kinds of 
consumer items. 

The Twentieth Century Fund 
study points out that the number 
of families will continue to in- 
crease more rapidly than the num- 
ber of people as families grow 

*The Twentieth Century Fund, a 
privately-endowed research foundation, 
has just completed a monumental 875- 
page work called “America’s Needs and 
Resources.” In it is presented a de- 
tailed preview of what economic life in 
the U.S.A. during the 1950-1960 decade 
will be like if we succeed in maintain- 
ing high-level employment. 
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license issuance in cities of 100.- 
000 or more (or their counties) 
during the first three months of 


smaller. This is significant be- 
cause the market for housing, ap- 
pliances and many other things 
depends more on the number of 1947 with the first three months of 
families than on the number of 1946 and with a. five-year average 
people. (1941-45) is given in the follow- 

A comparison of the marriage ing tabulation: 

W hat hardware stores, interested in developing the market among 
newlyweds in their communities. can do along these lines is told 
in an article on the following pages: 





New England 
Total: January to March 











P. C. Change 

5-year av. 1946 to 5-yr. av. 

1947 1946 (1941-45) 1947 to 1947 

Boston, Mass. 2.216 2,511 2.133 — 1,7 3.9 
Bridgeport, Conn. 418 451 397 — 7.3 5.3 
Cambridge, Mass. 385 423 337 — 9.0 14.2 
Fall River, Mass. 308 346 232 —11.0 32.8 
Hartford, Conn. 481 554 417 —13.2 15.3 
Lowell, Mass. 227 285 202 — 20.4. 12.4 
New Bedford, Mass. 250 362 228 30.9 9.6 
New Haven, Conn. 540 548 438 «iS 23.3 
Providence, R. I. 631 745 603 15.3 4.6 
Somerville, Mats. 334 356 241 — 6.2 38.6 
Springfield, Mass. 505 435 343 16.1 47.2 
Worcester. Mass. 484 516 416 — 62 16.3 
6.779 7,582 5.987 —10.0 13.2 

Middle Atlantic 
Total: January to March 

—_ OC P. C. Change 

5-year av. 1946 to 5-yr. av. 

1947 1946 (1941-45) 1947 to 1947 

Albany, N. Y. 360 418 255 13.9 41.2 
Buffalo, N. Y. 1,090 1.568 1.037 —30.5 5.1 
Camden, N. J. 38 437 268 -12.1 13.3 
Elizabeth, N. J. 281 356 247 — $1.3 13.8 
Erie, Pa.* 542 682 392 -20.5 38.3 
Jersey City, N. J. 1,066 1,024 750 4.1 42.1 
Newark, N. J. 1,332 Siz 1.129 —122 18.0 
New York 22.253 23.900 17.745 - 6.9 25.4 
Paterson, N. J. 383 381 288 5 33.0 
Philadelphia, Pa. 4,039 4.681 3,160 -13.7 27.8 
Pittsburgh, Pa.* 3,205 3.902 2.224. —17.9 44.1 
Reading, Pa.* 563 721 375 —21.9 50.1 
Rochester, N. Y. 735 869 578 -15.4 27.2 
Scranton, Pa.* 669 818 460 18.2 45.4 
Syracuse, N. Y. 498 588 358 -15.3 39.] 
Trenton, N. J. 499 468 305 6.6 63.6 
Utica, N. Y. 212 326 192 —35.0 10.4 
Yonkers, N. Y. 336 340 252 — 12 33.3 


38.447 42,996 30,015 10.6 28.09 


DISTRICT OF COLUMBIA 
Washington 2.859 3.723 2.811 23.2 1.7 


(Continued on page 202) 

























































They Welcome Brides 


All newlyweds go on a special mailing list of 
a beautiful Bride's Book and congratulations. 


d Friends: 


Dear Newly-Marrie 


Please accept — much happiness. 


i , ide’s Book as 
beautifully ihustrated wil give you 2 


pps i he parties - - - 
our way of wis onde eee pert ie 
co nee oie occasions that you will wan 
new home - 
’ i ew home 
"a =. our thoughts are turning to elle _— 
moe Aine “+. You will want e — eS ae 
a mye give satisfaction - - > '° 
uali = 
“ coghe that your acceptance of yd tg 
ere sincerely nope ainning of our pores 
satenance oT your " 
i «oment and main = 
ws pg ne to visit our store soon and <o 
invi 
‘ NTON HARDWARE C ag 24 
pyro 114 Fourth St., N. 


215 Market Avenue. eis 2, Ohio 


Book may mar 





This is the handsome booklet, printed in full color, which is presented 
to a bride when she calls at one of the Canton Hardware Co. stores. In 
it she can keep a record of her courtship, reception and showers, her 
trousseau, gifts, bridesmaids and attendants and many other details of 
her marriage. The superimposed card accompanies the 16-page booklet. 
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Canton, Ohio, are eagerly sought 
as new customers by the Canton 
Hardware Co., almost before they 
have had an opportunity to say, 
“T do.” 

Just as soon as a couple applies 
for a marriage license, the Canton 
hardware firm gets a record of 
the issuance. 

From the Stark County (Ohio) 
Legal News the company gets a 
weekly report of the marriage li- 
cense issuance, which includes the 
names and addresses of the con- 
tracting parties, their ages and 
their occupations. 


Congratulations Sent 


As soon as a wedding is re- 
ported in the daily papers, a cor- 
dial, standardized letter of con- 
gratulations, signed by O. H. Mor- 
gan, retail manager of the large 
hardware firm, is sent to the new- 
lyweds. The bride is invited to 
come to one of its stores in Can- 
ton or Massillon, to receive a beau- 
tifully-illustrated, 16-page “Bride’s 
Book.” 

When a bride calls for her copy 
she is asked to write her name in 
the Bride’s Register. 

These names from the Bride’s 
Register are entered daily on in- 
dex cards for a mailing list which 
is composed entirely of names of 
newlyweds. 

Every year when an anniversary 
rolls around for a couple they re- 
ceive a card of congratulations 
from the Canton Hardware Co. 


New Resident List 


In addition to its newlyweds’ 
mailing list the firm maintains an- 
other useful mailing list, composed 
of names of new residents of Can- 
ton and its environs. 

These names are collected by 
the hostess for the New Neighbor 
League, which is supported locally 
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With Open Arms 


the Canton Hardware Co. and all are offered 
Credit.is extended to newcomers fo the city 










23 April 1947 
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by eight or 10 of the leading local 
merchants. 

As soon as the company learns 
of new residents it sends a letter, 
together with a large folding map 
of the city, imprinted with the 
name of the firm. 


Credit Extended 


As soon as a check has been 
made on the new residents through 
the references they have voluntari- 
ly offered to the representative of 
the New Neighbor League, the 
Canton Hardware Co. sends an- 
other letter telling the newcomers 
that their credit is satisfactory and 
that they are welcome to trade on 
a credit basis. The letter informs 
the new residents that there is no 
“red tape” involved—that all they 
have to do is present the letter at 
one of the stores. 

With three people moving into 
Canton every two days, it can be 
readily seen that a sizable list of 
potentially valuable customers can 
be built in a hurry. 
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Yours sincerely» 


= CANTON HARDWARE 


0, H. 
Retail Manager 


COMPANY 


Worgan 


Above are two of 
the letters used 
by the firm. That 
at the left ac- 
quaints the new 
residents with 
lines handled by 
its stores and is 
accompanied by a 
map of the city. 
The letter at the 
right is sent to 
new residents of- 
fering them a 
charge account. 


O 0 


This letter invites 
the bride to call 
at one of the 
firm's stores and 
get her copy of 
the Bride's Book. 















CANTON Harpw ARE Company = 
= i AvTowotwe goueuent 


ana 
CANTON 2, OWI0 
23 Apri) 1947 





Dear Mr, and Mrs, ” mith: 





Your re. 
Lipa. fortuseet#ion to make your ho; 
oe oftinw 6 » r commnity ap otaten 
of integrity and dependasiiee® 
bility, 


firm appre 

tomers, We have buiin’e 
vusiness, & valued ero 
elations are mutually 


is Canton? 
and welcom, 


Likew! 
Pesponsible custossro” 
Past 80 years { 
with whom o 
factory, —” ™ 


S and welcomes 
P, during the 

UP Of customers 
Pleasant and Satis- 


in this er 


i tenes os 
"ave good reason to belt 
account wh yes 


ou” and eve t 
ich may se is © pleasure +. os You belong 

°° used at both our retail shen & charge 
There wi : 380 
ieley =. 039 ane tep 
fied ourselves eit have been cared fone will be no 
& cormunity's beg nad account fs ome te se 
in order to avail yursel? o2?, M1 thing you welued by 
this letter at atin of this credit Ay - need to do -- 
or 114 Fourth Strest Nw. °"" *tores -- 215 South werenent 

Ww, outh Marke 


11 be no red 





We hope yo, . 
your needs and a) 7 a w'll give — 
shop with =< @lso that you wii} Pea runt ty 


to serve 
t @ pleasure to 


Yours Sincerely, | 


THE CANTON HARDWARE COMPANY | 





P. D. Mercer 
Credit Manager 
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Dear Newly-Married Friends: 


As an expression of our wishes 
for your happiness, we have prepared ‘for 
you a Bride's Book. Beautifully illus- 
trated in colors, it will help you keep a 
lasting record of your marriage .... the 
parties .... the new home .... many occa- 
sions that you will want to remember 
always. 


We hope that your acceptance of 
the Bride's Book may mark the beginning of 
our continued service to you in the equip- 
ment and maintenance of your home, 


Just stop in at our Uptown Store, 
114 Fourth Street N.W., and ask at the 
office on the mezzanine for your copy of 
this Book for Brides. It is ready for you, 
Yours sinceroly, 


THY CANTON HARDWARE CO. 


O. H. Morgan 
Retail Manager 
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Salesmen Have Had 


A Six-Year Vacation 


Merchandise is now in fair supply. The buyer 
is becoming more critical. He has a wider 
selection from which to choose. It's up to the 
salesman fo shake off the lethargy of the war 
period and fell him what to buy 


by G. H. SMITH 
Vice President and General Manager, 
Deepfreeze Div., Motor Products Corp., 
North Chicago, Ill. 


= the war pe- 


riod, when merchandise of all 
kinds was in short supply, sales- 
manship became practically ex- 
tinct. It was not necessary to sell 
and salesmen became merely or- 
der-takers. 

In fact, the pickings were so 
easy that everyone wanted to be- 
come a “salesman.” Many oppor- 
tunists entered the “selling” busi- 
ness. Things came so easily for 
these so-called salesmen that they 
hurt the entire profession—be- 
cause, in my mind, salesmanship 
is a profession and one of the 
most important we have. 

Particularly in retail selling has 
the situation become bad across 
the last six years. Prospects and 
customers have been insulted by 
salespeople too short-sighted to be 
courteous. (Yes, and even some 
of the nation’s finest department 
stores have been no respecters of 
persons.) Service has been neg- 
lected. Many salesmen have been 
compensated far out of proportion 
to their worth. Many have be- 
come complacent, unwary and un- 
wise. Or just plain lazy. 

And now that the picture is 
steadily changing, we hear a fitful 
scream across the country from 
these so-called salesmen—‘Depres- 
sion on the way!” 
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Are we headed for a depres- 
sion? That’s silly! Just the other 
day I was in one of our distribu- 
tor’s offices when one of his deal- 
ers called in. “Jim,” pleaded this 
dealer, “I’ve had two of those new 
washers on my floor for five days 
now, and no one has come in to 
buy them. There must be a de- 
pression on!” Two washers! Five 
days! And no one has come in to 
take them away from him! Some 
salesman! 


That Day Is Here! 


A critically, sick man I'd call 
him. He had forgotten that per- 
haps some day he would need to 
sell again to move merchandise. 
Well, that day is here. Right now. 
Merchandise is in fair supply. The 
buyer is becoming more critical. 
He has a wider selection. He 
wants the seller to offer proof— 
proof as to why his product is the 
one to buy and why now is the 
time to buy. 

Have you ever been so ill to be 
confined in bed for three weeks or 
more? Remember how long it 
took you to learn to walk again? 
Well, after a vacation from selling 
of six years, think how long it 
may take some of us to learn how 
to sell again! For without sales- 
manship, this country cannot sur- 





































'G. H. SMITH 


vive. Sure, we can produce, but 
the fruits of our remarkable pro- 
duction system must be sold—and 
must be sold by salesmen! 

And the specialty, or creative. 
salesman is the man who will lead 
us back to normalcy. The spe- 
cialty salesman is the salesman 
who makes it his business to sell 
one given type of product against 
all competition. He makes it his 
business to know more about his 
product and its use value to the 
ultimate user than any of his com- 
petitors. He knows why it will 
save the user time and money. He 
knows how to use it himself and 
how to demonstrate its use. He 
can intelligently and quickly help 
the prospect arrive at any of the 
“buying” decisions. 

These decisions which many of 
us make before making a purchase 
are: 

1. Do we have need for the ser- 
vice the product offers? 

2. If we have need for the ser- 
vice, which product should we 
buy to fit the need? 

3. From what store should we 
buy the product? 

4. Are the price and terms sat- 
isfactory? 

5. Is now the time to buy? 

The good specialty salesman 
may not always assist the prospect 
to arrive at these decisions in this 
order, but he does see that they 
are arrived at to the satisfaction 
of the prospect—and himself, for 
when this has been done he has 
another order. And orders are the 
life blood of salesmanship. 

The honeymoon is over! Let’s 
sell! 
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This attractive, compact and varied stock of rods, reels, baits and lures 
attracts many new customers who can usually find what they want there. 


Salt or Fresh Water Anglers— 
Central Hardware Sells ‘Em All 


St. Petersburg, Fla., firm accommodates fisher- 
men from all parts of the country and is well 
equipped to handle the needs of any of them 


Au: manner of fish- 


ing needs move fast in the Central 
Hardware Co. store in St. Peters- 
burg, Fla. (population 60,000). 
mecca for winter vacationists and 
year ‘round home for retired busi- 
nessmen. However, rods and reels 
-regardless of price—are sold 
practically as fast as they are put 
on display. Catering to the deep 
sea fisherman as well as fresh 
water anglers the store enjoys a 
vear “round volume in_ fishing 
tackle, baits and allied items. 
Whether the angler wants lower 
priced equipment or the higher 
priced items Central is set up to 
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take care of his wants. Although 
rods are stocked at from $3.50 to 
$21, those priced around $10 are 
the ones most in demand. Reels 
priced at about $10 are the top 
sellers but are offered in a range 
from $3.50 to as high as $40. 
Neatly arranged stocks of rods, 
reels, baits, lures, lines and a va- 
riety of fishing needs and accesso- 
ries are given prominent space in 
the store. A special panel of ply- 
wood is used to display rods of 
varied types, qualities and grades. 
each with its price tag. 


To preserve the tips —since awk- 
ward people will handle the fishing 
rods as well as cautious ones—each 
tip is suspended by a string loop 
from a cup hook embedded in the 
panel. Some of the lower priced 
baits and lures are displayed on 
a panel topping a glass case in 
which the more expensive or more 
easily damaged items are shown, 
for safety’s sake. 

Since many of the store’s visi- 
tors, from inland areas, have never 
gone salt water fishing anywhere, 

(Continued on page 168) 
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cities sure fire 
methods of developing new busi- 
ness and of improving old ac- 
counts have been discovered and 
are being used to good advantage 





by Burgan-Hibbard-Miller Co., 
hardware store in Cuyahoga Falls, 
Ohio. 

The biggest business builder of 
all is one that costs the firm no 
more than desk space for a woman 
clerk who spends her days in the 





Plate glass was used unsparingly and affords an unrestricted view 
of the store. The large windows frame major appliances effectively. 
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Sporting goods and radios are two added lines. James C. Miller at the 
left, shows a football to a customer while Earl L. Hibbard looks on. 






75,000 Sales Prospects 


store taking applications for auto- 
mobile registrations, operators’ 
licenses, and auto tags. 

During the last three months of 
March 6,000 sets of automobile 
plates had been applied for and 
received through this clerk, Mrs. 
Edith Clark, who has her desk in 
the rear of the new hardware 
store. 


September the Big Month 


The store expects a much greater 
influx of potential customers in 
September when about 75,000 
drivers living in or near Cuyahoga 
Falls will have to renew their 
operators’ licenses. 

“Of course, it’s a hindrance and 
nuisance for about three weeks.” 
says James C. Miller, one of the 
partners in the business. “But on 
the other hand, it’s a wonderful 
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Ten display cases were built by a local cabinet maker from green 











lumber which was kiln dried on special order for the new store. 


way to get potential customers 
into the store. 

“During the busiest weeks, and 
especially on Saturday, we’ve often 
had a line of people, waiting their 
turns, running from the front door 
all the way through the store. 
While the people are waiting they 
have a good opportunity to look 
around and they often pick up 
an item as they pass a table and 
hand it to a salesman to be 
wrapped without losing their place 
in line. A man will often say to a 
salesman, “I'll take that hammer 
that’s up there on the rack. I don’t 
want to lose my place in line to 
get it.” 


System Leads to Sales 


On one Saturday evening a 
couple who had dropped into the 
store for the sole purpose of ap- 
plying for a new set of license 
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in a Single Month 


Burgan-Hibbard-Miller 


plates, didn’t leave until they had 
purchased about $50 worth of 
merchandise. 

A 60-year-old resident pointed 
out to Mr. Miller that although 
she had lived in Cuyahoga Fills 
all her life, she had never been 
in the store until she came in to 
apply for new license plates. She’s 
now a good customer. 

The registrar, who is also a 
notary public and a public stenog- 
rapher, has a large sign in the 
hardware store window, calling 
attention to her service. 









Co. expects many 
automobile operators fo visit its Cuyahoga 
Falls, Ohio, store for licenses When the re- 
newal time comes around again. "Welcome 
Wagon" hostess another aid to sales 


“Absolutely the best form of 
advertising I know of,” is the 
way that Mr. Miller speaks of the 
“Welcome Wagon” service which 
the Burgan-Hibbard-Miller Co. 
sponsors locally, along with seven 
other retail stores. The service 
costs the store $85 per month. 


Called on 92 Per Cent 


“We know positively that 
ninety-two per cent of the new 
residents of Cuyahoga Falls who 
have been called upon by the 
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Extends a Greeting 


Through The Welcome Wagon Service 


This is your invitation to visit 


with our sincere wig i 





“Welcome Wagon” hostess come 
into our store to pick up some 
little gift which we have promised 
through the hostess. 

“We also know,” says Mr. 
Miller, “that the average purchase 
made by those people on their 
very first visit to the store amounts 
to one dollar and sixty-two cents. 

“After the hostess has called on 
a housewife who has just moved 
into the community she brings us 
a record of the call. The hostess 
leaves with the housewife a printed 
card which invites her to visit the 
store and to pick up a token gift. 


Basis for Mailing List 


The amount of any purchases 
made on the first visit is indicated 
on the woman’s card which is re- 
tained with all the others as a 
record of the results of the service. 
All of these names of newcomers 
make a valuable mailing list. 

Cuyahoga Falls, known as the 
“Bedroom of Akron,” has been 
growing rapidly in recent years 
and now has a population of 
10,000. It is three miles out of 
the “Rubber City.” The “Welcome 
Wagon” hostess has been making 
about 75 calls per month on new 
householders. The trained hostess 
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gift that awaits you 


A new resident or 
new bride re- 
ceives this card, 
which entitles her 
to a free gift at 
the store, by the 
“Welcome Wag- 
on™ hostess. 








engages a new bride or new resi- 
dent in conversation for as long 
as the occasion seems to warrant, 
during which time she tries to 
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equipped to begin housekeeping. 
In the case of newlyweds she tries 
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Cordially yours, 





This sample letter is written to newcomers to the town after a call 
has been made in the store's interest by the "Welcome Wagon" hostess. 
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Colors Glamorize! 


Gorvon BEALL, 


owner of the Beall Hardware in 
Monterey, Calif., had a problem 
when he got ready to open his new 
store in Carmel Valley. It was 
not a problem for Mr. Anthony of 
radio fame but rather how to make 
his store fit the restrictions of the 
residents of Los Laureles Village. 

The building in Los Laureles 
Village was unattractive, gray and 
dull, appearing too much like a 
block of concrete and caused so 
much unfavorable comment that 
Mr. Beall had to do something 
about iit. Decoration seemed the 
best solution and so Mr. Beall 
called in Bruce Ariss, well-known 
artist of Monterey and editor of 
the magazine, What’s Doing. The 
result achieved by Mr. Ariss, as 
can be seen in the accompanying 

(Continued on page 169) 


JUNE 19, 1947 


Heavy dull walls became bright with color—red, orange, yellow, green 
and white—in a flower and lattice arrangement painted by a local artist. 



































A few pots of paint in choice colors and the 
Beall hardware store made ifs entry into a 


restricted neighborhood in Carmel Valley 


Soft pastels, blue and yellow, are the color motif for Beall's new 
store and a gay flower mural turned the store into a beauty spot. 



























A section of the neatly 
arranged tool section 
with its step-up display 
units. William A. Sykes 
and Mrs. Sykes are 
shown before it. 


a 
























Left to right—John Hamlin, president Sykes-Hamlin, 
Inc.; Mrs. Hamlin; William A. Sykes and Mrs. Sykes. 


I. April, 1946, the busi- 
ness area of the Little River sec- 
tion of Miami, Fla., welcomed a 
bright new store—Sykes Hard- 
ware, Inc.— in a new structure 
especially built for that purpose. 


148 


Advertised on Sunday, April 28, 
1946, as “Miami’s most modern 
hardware department store” the 
establishment under the direction 
of an experienced hardware per- 
sonnel attracted more than 2000 
customers. The store has been 
busy ever since. 


Ex-G.I.s Dream Becomes | 









Located in its own 50 by 110-ft. 
building, with open back windows, 
the store is affiliated with Gamble 
Hardware, another independent 
store in Miami. As William A. 
Sykes puts it, “The store’s the 
product of years of planning, 
dreaming and waiting for the 
war's end so that I could be home 
again and we could begin our 
building. Prior to my _ release, 
Mrs. Sykes and the manager be- 
gan actual planning of the store 
and its fixtures, utilizing ideas 
from various sources.” As shown 
in the accompanying store plan, 
there is ample space for shopping 
and browsing, with women’s and 
men’s departments being well de- 
fined. 

Display units on one side of the 
store—tools, builders’ hardware, 
giftwares, etc., conceal a long stock 
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room running the full length of 
the display room. The rear-of-the- 
store display sections for cleaning 
supplies and garden tools, etc., 
conceal a 50 by 32 ft. stock room. 
The display room itself is 50 by 
78 ft. in size. The building was 
designed with the thought of even- 
tually adding a second story dis- 
play floor. The balcony in the 
rear of the store is used for office 
and storage purposes. Each de- 
partment of the store is plainly 
identified by neatly lettered signs 
on the top ledges, the latter being 
used only for showing bulky 
items or the display of manufac- 
turers’ sampled display units and 
advertising units. 

A bank of four 8-ft. wall cases 
on the hardware side of the store 
is separated by a passageway into 
the concealed stock room by a 
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Successful Hardware Store 


Men's lines, women's lines — all are attractively 
displayed at Sykes Hardware, Inc. It's a pleasant 
place for shopping or for selling. merchandise 





uM Ca 





A corner of the gift- 
wares section of the 
store on opening day. 
Note the open-backed 
window, fluorescent and 
spot lighting and the 
general neatness of ar- 
rangement. Additional 
natural light is afforded 
by two large mid-store 
skylights. 


mr 


Sporting goods bearing price cards are featured here. Edward Weinstein 
manager of the Gamble Hardware Co. store, and Mr. Sykes are also pictured. 
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Another section of the 
store showing a part of 
the housewares section 
and a view of the al- 
cove which is devoted 
to the displaying of 
lighting fixtures, house 
numbers and ornaments 
for the lawn and house 
exteriors. 


a) 





a4 day, 


The store has three large show windows, one 
devoted to appliances while the others are 


given 


From the opening 
phonograph 
records have hit 
the high spots. 
This semi - sound 
proof booth is 
popular with the 
store customers. 


ever to hardware, housefurnishings 


and sporting goods. The entire store is de- 
signed for real service to the customers and 
encourages free traffic at all times. 


similar bank of units extending to 
the rear of the display room. As 
shown in the floor plan, there is 
ample room for cross traffic as well 
as for free movement to the rear 
departments. Although wall units 
are changed from time to time, in 
keeping with good merchandising 
practice, island units are more 
frequently changed. Two tables 
just off the center of the store are 
devoted to specials. Platforms are 
utilized for wheel goods and gal- 
vanized ware and there are two 
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Utility lines are featured in this rear-of-the-store display which con- 
ceals a large stock room. At the right is part of the lighting fixture dis- 
play alcove. House numbers and ornamental lines decorate the walls. 


wrapping counters in the rear sec- 
tion of the room. 

Finished in buff with red trim. 
the entire store is laid out to per- 
mit free access to all displays. 
Prices are plainly in evidence 
throughout the entire establish- 


The Complete Angler— 
for Sportings Goods 
Business 
HOWING every item at best ad- 


vantage in order to keep custom- 
ers in that buying mood has been the 
happy outcome of the new, modern 
sporting goods department installed 
by Omer De Serres, hardware firm 
at 1406 St. Denis St., Montreal, 
Canada. The show cases are of mod- 


This is the type of department 
that makes a fisherman happy. 
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ment. Sykes Hardware shares the 


building with Sykes-Hamlin, Inc.. 
a corporation merchandising elec- 
trical appliances. The appliance 
unit is owned by Mr. Sykes and 
John Hamlin, who is president of 
the latter firm, and possessed of 20 








years experience in appliance mer- 
chandising. 

Plans for the appliance unit, 
which occupies about one half of 
the front section of the display 
room, call for later installation of 
a completely working model elec- 
tric kitchen and model home 
laundry. Kitchen and laundry ac- 
tivities will include demonstra- 
tions, outside selling and time pay- 
ment plans. The Sykes-Hamlin 
operation also boasts of a complete 
service department for appliance 
and radio work, in charge of ex- 
pert repair men. 

A record department has been 
an important part of the store 
since its opening. In order to pro- 
vide a pleasant atmosphere for the 
store staff and customers, and to 
encourage visits to that depart- 
ment, music is played over a pub- 
lic address system from time to 
time during business hours though 
not so loud nor constantly as to be 
an annoyance to staff or customer. 
(Continued on page 195) 





ern design, bleached wood finish 
with stainless steel strips over the 
ends. Floor treatment is red lino 
leum with white and black borders. 
Lighting is of the fluorescent type. 
An unusual display feature is the 
rack for fishing rods which displays 
each rod, neatly and simply. The 
cases for rifles show them both in 
quantity and in attractive fashion it 
is a display that is bound to attract 
the sportsmen. 


And this section puts the 
hunter in a buying mood. 
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There's plenty to interest the farmer here—the bolt rack and wire cloth at 
the left, wrenches and hats in the background and sprayers in the foreground. 


Farm Hardware Store Draws 





i a complete farm 
hardware store with merchandise 
well displayed, augmented by good 
lighting and intensive selling, is a 
paying proposition, is proved in 
the case of Bauman’s Ace Store, 
Monroe, Wis. The store is operat- 
ed by Walter Bauman who has 
been in the hardware business in 
that area since 1918. 
The total volume of business of 
this firm’s basement “farm store” 
is large enough to satisfy the own- 
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ers of many average hardware 
stores, which shows that farmers 
have many special merchandise 
needs that can /be satisfied through 
intelligent hardware store mer- 
chandising. 

“Bauman’s Ace Store gets farm 
customers from three states—Wis- 
consin, Illinois and Iowa. These 
farmers drive distances of 30, 40 
and 50 or more miles to buy there 
because they know they can find 
what they want here in the way of 
farm items. 


Customers Registered 


When the “farm store” was 
opened a year ago, customers were 
asked to register by name and 
rural area. It was discovered that 
customers came from 43 Wiscon- 
sin, Illinois and Iowa towns, in 
addition to farmers from many 





rural areas surrounding those 
towns. 

“We are well satisfied with our 
‘farm store,” says Walter Bau- 
man. “We had had it in mind for 
many years, and are now giving 
farm merchandise the display it is 
entitled to receive. Our sales have 
grown steadily in this basement 
‘farm store,’ and we expect them 
to keep on going up as more farm- 
ers know what we have in stock.” 

Monroe is: the county seat of 
Green County which is the leading 
producing area for Swiss cheese 
in the United States. The popula- 
tion of the small city is 7000. 
County bank deposits are $28,000,- 
000 and Monroe city banks have 
$14,455,000 on deposit. The as- 
sessed valuation of the county is 
$50.413,520, and the value of farm 
products raised in the county last 
year amounted to $14,479,520. 
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These figures give an idea of the 
farm wealth background of the 
area in which the store operates. 
There are a number of ideas 
which Mr. Bauman has about farm 
store merchandising which he has 
carried out in his basement store. 
In the first place, he says that 
farmers like to have a separate 
street entrance to such a store. 


Farmers Shop Early 


Secondly, the farmer likes to 
buy most of his merchandise in 
the early hours. Many of them 
come to town 7 o'clock each morn- 
ing to have feed ground, to sell 
cattle or to buy at stores. There- 
fore, early opening hours are nec- 
essary, for by 7:30 many farmers 
are in Monroe and buying in the 
stores. Mr. Bauman says that 40 
per cent of his farm store’s busi- 
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Steel goods in a variety of types are ranged along both walls while the 
center aisle display tables hold many small articles needed on the farm. 


Patrons From Three States 


Bauman's Ace Store of Monroe, Wis., also brings 
them in from nearby Illinois and lowa. Display 


an 


d advertising two factors in building sales 





Fence stretchers, load binders and clevises draw the attention of 
the farmers and are displayed against a knotty pine background. 
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Electric fences, batteries, electric fence accessories an filter 
dise are featured along one wall section where they catch the eye. 


ness is done in the early morning 
hours. Farmers appreciate getting 
into the store early, so that they 
get their shopping completed and 
get back to farm work by 9 or 10 
o'clock. 

The third important feature, 
says Mr. Bauman, is to display a 
lot of farm merchandise on the 
walls instead of horizontally on 
counters. At this store when cer- 
tain merchandise such as chains, 
pulleys, wheels and other items 
were displayed on the walls. after 
having been on a counter location, 
sales doubled on most of the items. 
Other smaller merchandise is prop- 
erly displayed on counters. 

One wall location has a display 
of electrical goods, especially yard 
lights and electric fencers, The 
yard lights have been mounted on 
the wall to resemble installations 
in farmers’ yards and this arrange- 
ment has been productive of in- 
creased sales. 


Neatness Pays Dividends 


Mr. Bauman and staff believe 
that the farmer appreciates the op- 
portunity to view a great deal of 
farm merchandise properly dis- 
played. They believe that he ap- 
preciates neatness and order as 
much as anyone else. Therefore. 
farm merchandise is always kept 
in place and shelf and counter 
stock replaced as soon as merchan- 
dise is sold from these locations. 
That such a policy pays off can be 
seen from the increasing volume 
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of business done by this farm store 
from month to month. 

The HarpwarRE AGE correspon- 
dent interviewed a farmer who was 
making a purchase in the farm 





store. He said that he lived 22 
miles distant and that he liked to 
come to this store to buy because 
he could get most items he needed 
in one place. He also said he liked 
the idea of extensive display of 
farm goods, because it permitted 
him to look around and select what 
he wanted. 


Advertising Builds Sales 


Mr. Bauman finds that continu- 
ous newspaper advertising in his 
area helps him to attract many 
farmers. He uses considerable 
newspaper space, sometimes pub- 
lishing one-half, three-quarters. 
and full pages of advertising, as 
well as some smaller sized ads. He 
runs separate ads for his farm 
store now and then, and finds that 
farmers always read them. They'll 
come into his store, he says, and 
ask for advertised items, telling 
him they saw the articles in a 
Bauman ad, 





Material Changes Kill Contracts 
By ELTON J. BUCKLEY 


ERE is something about a prin- 
ciple of law which perhaps a 
considerable percentage of our read- 
ers do not know about. 
Scranton, Pa. 

“T have a case here which is caus- 
ing me some anxiety. I have some 
legal opinions on it from men I re- 
spect, but I would appreciate some- 
thing from you, if I am not asking 
too much. 

“I purchased some merchandise 
several months ago from a manu- 
facturer who had me sign a written 
contract which said delivery would 


“be made ‘when produced.’ This 


manufacturer was producing the 
merchandise right along and ship- 
ping installments as fast as pro- 
duced. Ordinarily, judging by pre- 
vious transactions, I could have ex- 
pected to receive the goods in about 
three weeks after the date of the con- 
tract. They did not come and, hav- 
ing another place to get them, I can- 
celled the contract. The manufac- 
turer came back at me and said he 
had three months to deliver, under 
the contract, and sent me a copy of 
his contract which gave him the op- 
tion to deliver within approximately 
three months from the contract date. 
My contract did not contain this, it 
was only on his copy which he had 
never told me about. He threatens 


to hold me on the deal but I[ do not 
want the goods. Where do I stand? 
“E.R...” 

Your position, E. R. K., is per- 
fectly sound. It is not only the law, 
but common sense, that one party to 
a written contract, signed by both 
parties, cannot change it in any mate 
rial way without the knowledge and 
consent of the other party. This 
change was material because it gave 
the seller more than the original con- 
tract gave him, i.e. more time to de- 
liver, judging from past experience. 

The seller here should have told 
you what he proposed to do, and 
given you a chance to decline to 
agree, if you wanted to. Not having 
done so, the contract is as dead as if 
it had never existed. If the seller’s 
statement of facts agrees with yours, 
no court would give him a verdict. 

This is a severe principle of law. 
but it has been upheld by very many 
cases. The change doesn’t have to be 
fraudulent—if it is material, that is 
enough to kill it. 

This opinion is based somewhat 01 
what you tell me about previous 
transactions with this seller. If, in 
previous deals he averaged about 
three weeks in delivery, that estab- 
lished a “course of conduct” which 
entitled you to figure on approxi- 
mately three weeks this time. 
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The Science of Distribution 


As It Concerns Contract Builders’ Hardware 


According to Mr. Bourne, the three guiding principles 
are as follows: The closest possible confidence and 
understanding between all factors in the distributive 
process. Clear and positive delineation of the respon- 
sibilities and functions of each factor in the distribu- 
tion process. A clear understanding on the part of all 
factors of the principles of scientific distribution as 
they are established and a determination to support 
these principles despite such pressure as may be ap- 
plied from time to time. 


By HENRY T. BOURNE* 
Vice President and 
General Sales Manager, 
Sargent & Company, 
New Haven, Conn. 


;* day of haphazard 


and opportunistic buying and sell- 
ing is, I am sure, nearly past. We 
are already facing the time when 
we must take advantage of every 
means within our power to im- 
prove the efficiency of distribution. 
We must make distribution a 
science. If we fail to do this we 
cannot expect to enjoy our share 
of the business to come. 

Let us try to define the term 
“Science of Distribution.” To me 
it means the most efficient and 
clearly delineated method of trans- 
ferring goods from the manufac- 
turer to the wholesaler and thus to 
the retailer and consumer. 

Only in recent years has there 
heen much attention paid to the re- 
finement of distribution. Conse- 


*An abstract of an address delivered 
hy Mr. Bourne at the recent Eastern 
Regional Conference in New York City 
of the National Contract Hardware As- 
sociation and the American Society of 
\rchitectura] Hardware Consultants. 
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quently, we find ourselves faced 
with a science still in its infancy. 
Correspondingly, we find ourselves 
faced with a challenge to develop 
this science and bring it to its 
maturity. I shall treat the subject 
as it appears to me to affect us in 
the contract builders’ hardware 
business. First, let us see if we 
cannot establish a set of principles. 
Let us attempt to set them forth: 


Basic Principles 


a—The closest possible conti 
dence and understanding be- 
tween all factors in the distribu- 
tion process. 

b—A clear and positive de- 
limitation of the responsibilities 
and functions of each factor in 
the distribution process. 

c—A clear understanding on 
the part of all factors of the 
principles of scientific distribu- 
tion as they are established and 
a determination to support these 
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principles despite such pressure 

as may be applied from time to 

time, 

This proposed set of principles 
as I have stated them are quite 
general in character. I will now 
attempt to discuss them in detail, 

First, | would like to state that 
inasmuch as the manufacturer is 
the originator of the goods in a 
very true sense it is the manufac 
turer's responsibility to determine 
how these goods may be distrib- 
uted. Our company has made cer- 
tain such determinations. 

| do not wish to imply as I pro- 
ceed to discuss our ideas on this 
subject that other methods of dis- 
tribution are not fully as ethical 
and may be fully as practical. It 
is simply our belief that the prin- 
ciples which we have established 
are in support of the science of 
efficient distribution. and that they 
will be able to stand up and con- 
tribute to the welfare of ourselves 
as manufacturers and those who de- 
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pend, at least partly, for their live- 
lihood on the distribution of our 
products. 

In 1945 our president, Mr. 
Forbes Sargent, made a statement 
concerning our contract policy. In 
this statement he referred specifi- 
cally to our announced policy that 
Sargent products would be distrib- 
uted exclusively through hardware 
wholesalers and a selected few con- 
tract builders’ hardware special- 
ists. 

We believe implicitly in this 
principle and are constantly en- 
deavoring to refine it. We do not 
deceive ourselves that there is any 
moral or ethical virtue in our 
method of distribution. There are 
many other ways in which manu- 
facturers distribute their products; 
ways which are suitable to their 
needs and for which there may be 
good reasons in the name of effi- 
ciency. We support our method 
because we happen to think it is 
the most efficient under circum- 
stances as they exist today. 

Now let us examine the three 
principles previously stated. 

The first principle speaks of con- 
fidence and understanding between 
all factors in the distribution proc- 
ess. The time seems long past 
when the manufacturer and the 
middle-man—the wholesaler and 
distributor—can afford to carry 
on a continuing battle of wits, each 
one seeking to gain the advantage 
of the other. The principle of let 
the buyer beware has become ob- 
solete. 


Must Be Partners 


The intense competition of the 
future will not allow the expense 
and disorder inherent in dealings 
between manufacturers and their 
distributors where distrust or bad 
faith are uppermost. The manu- 
facturer and distributor must be, 
in a very true sense, partners, with 
a mutual respect for and under- 
standing of each other’s functions 
and a mutual understanding of the 
dependence, one upon the other. 
for the profitable conduct of each 
one’s business. 

It can easily be recognized that. 
when there is a cordial and under- 
standing relationship between the 
manufacturer and the distributor. 
that the attention of both can be 
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devoted exclusively to the promo- 
tion of the sale of the products 
involved which, of course, will re- 
act to the profit of both parties. 
The intense competition which we 
are sure to encounter in this com- 
ing decade of good business will 
force into play every means the 
manufacturer and distributor can 
develop to reduce distribution 
costs. Completely efficient collabo- 
ration between these two factors 
will only be achieved in an atmos- 
phere of mutual understanding. 


Responsibilities 

The next principle in the science 
of distribution is a clear and posi- 
tive delimitation of the responsibil- 
ities and functions of each factor 
in the distribution process. There 
appears to be more confusion to- 
day concerning this matter than 
perhaps concerning any other 
matter with which our industry is 
faced. I am not sure that many of 
us have a clear picture in our 
minds of what should be the exact 
responsibilities and functions of 
each factor in our industry. 

I will tell you, however, what 
our company believes to be the 
correct approach to this problem— 
the approach which we believe will 
develop the ultimate in efficiency 
and will thus help forward the 
science of distribution. We believe 
that our function as a manufac- 
turer can best be improved and 
perfected by our devoting our- 
selves exclusively to manufactur- 
ing, the sole exceptions to this pro- 
cedure being the promotion of our 
products through advertising, and 
service rendered by our sales de- 
partment to our distributors. 

The wholesaling of contract 
builders’ hardware would appear 
to be still in its infancy. As mat- 
ters stand today, there are some 
instances where wholesalers with 
contract departments do wholesale 
contract work through retailers to 
consumers but, generally speaking. 
the individual in the contract hard- 
ware distribution business, wheth- 
er he be attached to a wholesale 
hardware house or be an indepen- 
dent contractor, deals only direct 
with the building contractor. Thus 
the vast number of retailers who 
have an opportunity to do contract 
business must rely upon a direct 


factory connection for assistance. 


You are eminently well equipped 
to serve this retailer and through 
such service are in a position to 
make the ultimate use of your 
knowledge and _ technical skill. 
There appears to be no reason why 
you, who are already members of 
wholesale hardware houses or are 
independent hardware contractors, 
cannot serve the retailers as con- 
tract hardware wholesalers. 

I have said before that in the 
name of the science of distribution 
we believe our function is limited 
to the manufacture and sales pro- 
motion of our products. We have 
an equally clear conception of the 
duties of the contract hardware 
distributor. If you will bear with 
me for a moment and accept, ten- 
tatively at least, the hypothesis that 
a contract hardware distributor 
should be a wholesaler, at least to 
the degree that the opportunity 
may offer itself, I will outline the 
contract hardware wholesaler’s 
function as we see it. 

The wholesaler, or the distribu- 
tor if you like, has been attacked 
on many sides by individuals and 
groups who believe that the func- 
tion carried out by the middle-man 
is a useless one which can be dis- 
pensed with. I deny this categor- 
ically. The middle-man performs 
a vital service. That the middle- 
man himself can, of course, be dis- 
pensed with is ‘unquestionably true 
—his function, never! It is pat- 
ently obvious that someone must 
carry on the duties which he pres- 
ently performs. 


Giving and Receiving 

Although I believe implicitly in 
the service given by the contract 
hardware distributor, I am not at 
all sure that each and every dis- 
tributor gives the service that he 
is capable of giving, nor do I be- 
lieve that he is enjoying the vol- 
ume of business he could enjoy 
provided he gave that full measure 
of service. 

What I am leading up to is this. 
There are contract hardware dis- 
tributors reaching all the way 
from the simplest tvpe of broker 
with an office in his hat to the full 
developed distributor who carries 
on a comprehensive and wide- 
spread business backed up by com- 
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It’s your customers who have created 
the Du Pont Sponge “‘shortage.”” We’re 
producing more than ever before... . 
but it seems that everybody wants to 
buy a Du Pont Sponge. 


Keep asking for the Du Pont Sponge. 
We’re doing our best to take care of 
your needs. 


JUNE 19, 1947 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 








































































plete stocks of all merchandise 
other than that which must be 
made to order. 

Manufacturers have felt it nec- 
essary to a greater or less degree, 
according to the particular circum- 
stances, to carry out the function 
you are so eminently well fitted to 
perform. You have struggled a 
long time for recognition. It is my 
belief that you cannot attain that 
recognition fully until you are 
willing to take over all the func- 
tions inherent in a major distribut- 
ing business. 


Must Share the Burden 


To put it bluntly, you cannot ex- 
pect the manufacturer to stick lit- 
erally to manufacturing unless you 
are willing to carry the full burden 
of distributing. The moment a 
manufacturer is forced to carry 
certain burdens of the distributor 
his faith in the absolute efficiency 
of that distributor is weakened. It 
is bound to be his tendency to re- 
place that distributor whenever it 
may seem necessary. With that 
sort of a situation there must be 
a continuing confusion in the dis- 
tributive process. 

Therefore, I say to you that you 
wish a minimum of such confusion 
and the development of a maxi- 
mum of distributing efficiency, 
without which it appears we will 
not secure as much business in the 
future as we are entitled to, then 
you must undertake the fullest re- 
sponsibilities of a distributor. 

It has been the common practice 
in this business for contract hard- 
ware distributors to secure orders 
for a variety of merchandise with 
which to fill a contract and then 
present his orders to the manufac- 
turer for fulfillment. The individ- 
ual distributor, in many cases. has 
not felt it his responsibility to act 
any more than as an agent or a 
broker. even going so far as in- 
sisting that the manufacturer help 
with the preparation and the secur- 
ing of the order and that subse- 
quently the goods be shipped di- 
rect to the job carefully marked 
for each opening. 

So iong as this method of dis- 
tribution is allowed to exist there 
will inevitably develop a division 
of distributing mark-up between 
the manufacturer and the distribu- 


158 


tor. We are well aware that with- 
in our various communities there 
exist wholesale distributors of such 
building supplies as major appli- 
ances of various sorts, of plumbing 
fixtures in great variety, of elec- 
trical fixtures as a third category 
and other similar items that enter 
into the construction of a house. 
These distributors are expected to, 
and as a matter of fact do, carry 
a large variety of currently manu- 
factured merchandise. A very defi- 
nite part of their overhead is thus 
a certain capital burden. 

This seems to indicate that the 
contract hardware distributor can- 
not achieve his full and mature 
position which you all seek until 
he, too, is ready to bear the burden 
of carrying a comprehensive stock 
of all types of merchandise which 
his manufacturing supplier has to 
offer with the exception, of course. 
of those items which by their na- 
ture must be made to order. 

I feel that I cannot over-empha- 
size the importance of this point. 
It is a well known axiom of mer- 
chandising that the merchant who 
has complete and ample stocks is 
the merchant who gets the most 
business. There probably is not 








another single factor in distribu- 
tion more important than the abil- 
ity to give prompt and satisfactory 
service to the customer. Such ser- 
vice cannot be given except from 
a comprehensive stock. 


Necessary Principles 


Let me repeat in brief the set 
of principles by which it seems to 
us necessary to abide if we are to 
have efficient distribution: 

a. Confidence and understand- 
ing between manufacturer and dis- 
tributor. 

b. A clear and positive delimita- 
tion of the responsibilities of each. 

c. An understanding of the prin- 
ciples of scientific distribution. 

I have, I believe, said all that is 
necessary about confidence and 
understanding. As for “b” it is 
not nearly so important what the 
responsibilities of the manufactur- 
er and distributor may be as that 
they are clearly defined and un- 
derstood so that each may concen- 
trate his best energies in his field. 

Our third principle which calls 
for an understanding of scientific 
distribution brings us into a field 

(Continued on page 164) 


65 Per Cent of Average Families Consider 
New Home in Terms of $10,000 Or Less 


S a result of Hotpoint’s new 
A studies conducted on all-elec- 
tric kitchen installations and aimed 
at bringing appliance dealers’ think- 
ing and methods into focus with to- 
day’s conditions, it was found that 
over 65 per cent of the average fam- 
ilies place a valuation of less than 


“$10,000 on their properties, or think 


of a new home in the same price 
bracket. 

Leonard C. Truesdell, vice-presi- 
dent of marketing for Hotpoint, Inc., 
5600 W. Taylor St., Chicago 44, IIL, 
said that appliance dealers can pro- 
cure orders for complete kitchens 
both for new houses and remodeling, 
has been demonstrated during the 
past year. He added that procedures 
for dealer planning and installation 
of complete kitchens are now being 
completed. 

Indications are that kitchen plan- 
ning should be done in local com- 
munities where smaller volume and 
on-the-spot planning permit rapid 
changes to meet market conditions. 


To meet this situation, Hotpoint will 
shift its efforts to plan kitchens at 
one national headquarters to spe- 
cially trained planning operations 
located in dealers’ stores across the 
country. 

Mr. Truesdell said that over 200,- 
000 kitchen plans had been sent to 
consumers since 1944 and those re- 
quests indicated an equal division of 
new and remodeled housing among 
those seeking kitchen information. 

A question asking the number of 
persons in a family brought these re- 
sponses: two, 23 per cent; three, 23 
per cent; four, 31 per cent, and five 
or more, 12 per cent of the 1,000 
families. Less than three per cent 
said the amount of entertaining was 
extensive. All kitchen studies re- 
quired some type of kitchen eating 
facilities while 53 per cent specified 
a “snack bar.” In the space to list 
equipment under consideration, 83 
per cent checked automatic electric 
range, 61 per cent refrigerator and 
37 per cent signified an automatic 
dishwasher. 
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341 business leaders have written us about 
the ad at the right which recently appeared 
in this publication. Their comments are 
summarized as follows: 









(1) The greatest enemy of business today 
is fear born of irresponsible loose talk. 
Business will remain good if we discount 
false rumors spread by attention-seekers 
and calamity-howlers. 









(2) Rising payrolls (61% of the total 
income of American companies) make sub- 
stantial price cuts impossible in the near 
future. 


(3) Production is far behind customer de- 
mand. There is no possibility of overstocks 
of quality merchandise in 47. 


















(4) America’s greatest need now is for more 
production per man-hour. This will counter- 
act higher wages and enable manufacturers 
to reduce prices. 







(5) Industry's backlogs are inflated. But a 
large percentage of the nation’s most sub- 
stantial buyers have declined to actively enter 
today’s markets. When they begin to buy, 
their mass purchasing power will make 
present backlogs insignificant. 

















sank ships... 
scuttles business 





find our ‘shelves overflowing with merchan- 
dise—and no buyers at any price 


Such talk is 


silly and dangerous 





up with buyer demand. Do you 
any distributor or dealer who is overstocked 


with quality merchandise? 





Today 61° of the coral income of 





American compan 









THE CLEVELAND CHAIN &MFG.CO. 
Cleveland 5, Obio 





(6) Industry should plan now for tomor- 
row’s aggressive selling. Too many com- 
panies have shelved their sales plans to 
concentrate wholly on production. 








These are the opinions of men who manage 
typical American industries...62 presidents, 
83 vice presidents, 60 sales managers, 136 
other top executives. 









We believe their predictions will prove 
more accurate than will the sensational and 
widely publicized morbid forecasts of to- 


day’s bumper crop of self-styled economic 
P&P-S023 








experts. 






What do you think? 
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We have prepared a brief digest of the comments of the 341 
business leaders mentioned above. A copy is yours for the asking. 


ALL ZED pi FTEs 





THE CLEVELAND CHAIN &MFG.CO. 
Cleveland 5, Ohio 


Associate Companies: David Round & Sons, Cleve- 
land 5, Ohio ¢ The Bridgeport Chain & Mfg. Co., 
Bridgeport 1, Conn. * Seattle Chain & Mfg. Co., 
Seattle 8, Wash. ¢ Round California Chain Co., 


a neEe So. San Francisco and Los Angeles 54. California 


Woodhouse Chain Works, Trenton 7, New Jersey 


Security in every link 





























Safeguard Your Store 


Against Fire! 


Lack of precaution and downright negligence 
are responsible for the majority of fires in 
stores. Eliminate danger by removing hazards 


By ROBERT M. FINEHOUT 
Fire Protection Institute, 
New York City 


= inade- 


quately tell the appalling story 
which fire has seared across the 
face of the nation. They fail to tell 
of the hundreds of small retail 
stores like yours that were de- 
stroyed by accidental fire. 

But, nonetheless, the facts and 
figures compiled by the Under- 
writers’ Laboratories demonstrate 
only too shockingly that fire losses 
in 1946 were the highest in two 
decades. And the totals of the first 
few months of 1947 indicate that 
this year’s tally will be even high- 
er! That’s hardly a record of 
which America can be proud. 

So alarming is this increase in 
fire waste that President Truman 
has solemnly declared that we 
“must dedicate ourselves anew to 
the ceaseless war upon the fire 
menace.” 





A bad fire may 
leave your own 
store looking 
like this. Be 
prepared now! 
Check up your 
store now for 
fire hazards 
and be sure to 
install fire ex- 
tinguishers. 





o a 


\re you ready and willing to 
join forces with the President and 
take up cudgels against this fright- 
ful enemy? 

If the fact that over 50,000 mer- 
cantile establishments-—hardware 


A fire like this can destroy your store, too. It might have started from 
a cigarette butt or bad wiring. Constant vigilance is your protection. 
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stores included 
fire each year means anything, you 
cannot afford to do_ otherwise. 
Think of it, $60 to $70 million 
destroyed each year in mercantile 
fires that could have been pre- 
vented! 

Can you still sit back and say 
that fire prevention is not your 
concern? Many hardware store 
owners who adopted this com- 


are damaged by 


placent and neglectful attitude 
have seen their establishments re- 
duced to gutted, charred skeletons. 

Is such negligence worth the ter- 
rible fee it exacts? 

You must be keenly aware of 
any and all fire hazards which ex- 
ist in your store. Many of these 
hazards seem innocent enough, 
barely like hazards at all. The 
janitor’s broom closet is a good 
example. There seems to be small 
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The sun—the dirt and rain—the winter’s ice—and just plain hard work, are normally a part 
of farm and ranch operations. American Manufacturing Company carefully builds its Rope 
to give maximum service under the worst of these conditions. ‘AMERICAN BRAND” PURE 


rth the ter- MANILA ROPE is clean, uniform, and made of carefully selected, first-grade fibre. It is 
thoroughly waterproofed with a specially compounded cordage solution which seals in natural 
- aware of fibre moisture. This rugged, dependable rope is a very profitable investment in the long run. 
; which ex- 
iy of these 
ow * AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N. Y. + ROPE - BALER TWINE - VEGETABLE TWINE 
Branch Factories: $T. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 


is a good 
» be anal Sales Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 











JUNE 19, 1947 161 





RE AGE 

















It’s Profitable 
to Merchandise 
THE 





Jue 
Exclusively 
in Your Area! 








FIRST LINE 


DE LUXE 
4and 5 ply: 
PREMIUM CUSTOM TIRES 


PASSENGER & TRUCK 


Ge/ the details aw 
Whe erclosive 


Venderbll Franchise 


VANDERBILT 


56] East Fordham Road, New York 





| 
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extinguishers. 


cause for alarm here. “Why,” you 
ask, “should I be concerned about 
a few dust mops, a couple of cans 
of polish and other janitor’s sup- 
plies?” 


Spontaneous Ignition 


Why? Because the leading cause 
of all hardware store fires is spon- 
taneous ignition! 

Most hardware stores stock flam- 
mable liquids such as _ kerosene. 
If a 
fire were to break out spontaneous- 
ly, these combustibles would burn 
with incredible ferocity. 


paint, varnish and gasoline. 


Have you taken all the precau- 
tions necessary to minimize the oc- 
currence of such a blaze? 

Do you have unnecessarily large 
supplies of flammable material on 
hand? Your insurance company 
has probably stipulated the maxi- 
mum amount you can safely stock. 
Are you conforming with this rec- 
ommendation ? 


Your basement or storage place 
should be subjected to daily house 
cleaning. A cluttered, messy cellar 
is the perfect setting for a blaze. 
Remember, fire thrives on waste 
accumulations! 

It is imperative that the elec- 
trical your hardware 
store be inspected periodically. 


system in 













(Minneapolis Star Phot« 
You and your employees should know the proper way to handle fire 


Your fire department will be glad to instruct you. 

























Too many stores have been dam- 
aged by flame because a frayed 
wire smoldered for days within 
the walls before being discovered. 

All electrically-driven equipment 
must be checked frequently. Such 
machines have long hours of con- 
tinuous operation and a few drops 
of oil may save you the expense 
and danger of a burned-out bear- 
ing or other more serious damage. 

Does your store have an ample 
supply of fire extinguishers? Thes« 
vital fire-fighting weapons hav 
been credited with squelching 60 
per cent of all fires. But they must 
be brought into use promptly and 
knowingly. Instruct your employ- 
ees in the operation of the ex- 
tinguisher. An alert clerk who dis- 
covers and quells a blaze in its 
incipient stages may save your 
store the ravages of fire. 


Provide Ash Receptacles 


It is difficult, and often a poor 
business policy, to forbid your 
customers to smoke. But it is no 
task to provide a sufficient number 
of ash receptacles. People are 
often thoughtless about how and 
where they discard cigarette butts. 
However, an ash tray might serve 
to remind the customers that cig- 
arettes and matches are the prime 
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cause of all fires in the entire na- 
tion. 

Paper decorations and display 
material are fire hazards. It took 
only a little crepe paper and silver 
tinsel to turn the Cocoanut Grove 
into a horrifying holocaust. Keep 
that in mind when you decorate 
your windows and store, especially 
during the holiday season. 


Watch Heating Units 


Regardless of the type heating 
unit you have, it requires daily 
watching. Fires emanating from 
furnace malfunctions are often dis- 
tributed throughout the heating 
system with fiendish efficiency 
Then, there is the additional haz- 
ard of the fire not being discovered 
promptly. A hardware store in 
Omaha recently suffered $115,000 
in fire waste when a fire, which 
started in the basement, swept 
through the building and was out 
of hand before being discovered. 

Every hour or so, during the 
day, you or one of your employees 
should have a look at the furnace 
and allied equipment. By taking 
this precaution, a fire would have 
little chance of getting completely 
out of hand. Some fires, especially 
those caused by burning oil, aré 
impossible to combat effectively 
with plain water. Are there any 
fire extinguishers of the approved 
type conveniently located in your 
If you haven’t protected 
your store by installing approved 


cellar ? 


fire extinguishers, get them today. 
Fire waits for no one. Tomorrow 


may be too late. 


Call the Fire Department! 


In conclusion there is one point 
to stress: should you discover a 
fire—regardless of its size—call 
the fire department first! Then. 
while waiting for the engines to 
arrive you can attempt to subdue 
the blaze with an extinguisher. 
Never underestimate the size of a 
fire. You may be fooled. 

By heeding the fire-prevention 
Suggestions listed above, and by 
discovering hazards in your par- 
ticular situation you will be doing 
your part in combating America’s 
number one enemy-—fire. Be pre- 
pared for fire! 
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PROFITS, 100 - - 


Sell all B/ 


Experienced dealers 
know there is only 
one way to make the 
most profit out of 28 
years’ preference for 
Lenk quality — sell all three. 


The big reason for the popular- 
ity of Lenk Soldering Equipment 
is the uniform quality that’s 








x * 


BLOTORCHES 


SOLDER 





ELECTRIC SOLDERING 
IRONS 













built into every item. The me- 


chanic who has used any Lenk 
Product is a ready customer for 
the rest of the line. The mis- 
sionary work has already been 
done. Get the full benefit from 
this rapidly accumulating tide 
of preference — sell all three! 


xx* x 
MFG. COMPANY 


DEPT. B, NEWTON LOWER FALLS 62, MASS. 
Manufacturers of Soldering Equipment Since 1919 






























































































Write for description of K-D Tools. 


obstructions 
with short 


K-D 99 Hack Saw 





Frame saws around 
‘corners with 3” or 442” 
blades; in narrow 
openings with any size 
blade. Takes 3”, 442”, 6”, 10”, 
12” blades. 
Solid steel frame — 
quick blade change 
Push lever down, 
install new blade, 























reset lever. 








K-D 10K Pliers Kit—For auto 
mechanics, electricians, etc. Hard- 
ened steel cadmium plated pliers, 
4%,” long. 





K-D 20 Ratchet 
Wrench Set— 
3/8”, 7/16”, 
1/2”, 9/16” 
openings. 
Double-end screw driver bit. 
Hardened steel, boxsocket con- 
struction. Reversible ratchets. 
Fabric roll. 
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The Science of Distribution 


(Continued from nage 158) 


still little understood. It is our con- 
sidered and firm belief that basi- 
cally the science of distribution 
can best be developed by our seek- 
ing out and putting into practice 
the simplest possible principles of 
operation. 

Past history indicates that all 
manufacturers of contract hard- 
ware, as well as their distributors 
in the field, have attempted not 
only to cover the real or supposed 
demand for the newer items of 
builders’ hardware but also to con- 
tinue to furnish all items, no mat- 
ter how small the demand, which 
have been popular in the past. This 
has resulted in enormously cum- 
bersome catalogs and the practical 
impossibility for the distributor to 
carry representative stocks, and 
thus the general slowing up of the 
passage of goods from manufac- 
turer to distributor and consumer. 

I believe we all recognize the 
practical impossibility in the 
tempo in which we find ourselves 
—and which we believe will move 
even faster as time goes on—of 
attempting to provide such varied 
goods for the customer’s selection. 
The only answer to this it appears 
to us is that we must establish per- 
manently a line of goods sufficient- 
ly comprehensive to take care of 
all ordinary needs, but at the same 
time including no items which in 
the practical sense are functional 
duplications of other items. The 
modern manufacturer of almost all 
hard lines other than builders’ 
hardware appears to have fallen 
into line with this thought. 


Made to Order Goods 


An acute sensitivity to the de- 
mands of the individual consumer 
can wreck your business and ours 
in the high speed times of the fu- 
ture. There is, of course, and al- 
ways will be, room for the artisan 
who makes things especially to 
order, and of course he must have 
some form of distributing organi- 
zation. His business, however, be- 
comes proportionately less and less 
during each succeeding business 
era and his function must not be 
confused with the function of the 









large manufacturer and distributor 
of standard merchandise. 

With these thoughts uppermost 
in our minds our company has 
attempted to establish and is con. 
tinuing to try to bring to a logical 
conclusion, the development of a 
line of builders’ hardware suff- 
ciently comprehensive to cover 
every known need functionally and 
at the same time to have this line 
consist of the minimum practical 
number of items. Through this 
means it is expected that it will be 
possible for the distributor to car- 
ry a complete line of builders’ 
hardware ready for immediate de- 
livery without an undue financial 
burden. 


Duplicated Functions 


An analysis of our latest pre- 
war catalog shows, as I am sure it 
does in many other catalogs, most 
clearly the policy of the past which 
was always to add new items and 
never to delete old items. Thus we 
find offered for sale literally thou- 
sands of locks the functions of 
which can quite practically be ful- 
filled by a very few dozen locks. 
I would like to tell you specifically 
of what we believe to be the single 
most important move that can be 
made to accomplish this perma- 
nent reform in simplification. 

For 2000 years the bit key lock, 
very much as it is presently made, 
has been in general use. Less than 
100 years ago the cylinder lock 
was developed. Although the use 
of the cylinder lock has grown by 
leaps and bounds up to this time 
the bit key lock has retained its 
old position, partly because of in- 
ertia. No bit key lock has ever 
performed a function which a cyl- 
inder lock cannot perform better. 
No bit key lock has ever offered 
the security offered by a cylinder 
lock. 

Today, with the general advance 
in manufacturing methods. the 
price of the cylinder lock has been 
brought closer and closer to the 
price of the quality bit key lock. 
It now seems to us that the bit kev 
lock in its higher grades offers no 
advantages whatsoever, and is, in 
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truth, completely archaic and out- | 
moded. Correspondingly it seems 
to us that in its lower grades the 
bit key lock will eventually become 
obsolete. 

There seems no practical reason 
remaining why manufacturers and 
distributors should be forced to 
duplicate stucks by the carrying of 
bit key locks along with more mod- 
ern locks. Changes in business do 
not happe:. suddenly, although of 
course, W is accelerate the rapidity 
of change tremendously. I do not | 
pretend that there is not a demand 
for bit key locks in this country. 

I do state, however, that this | 
demand exists only in the sense 
that there is always a demand for | 
the outmoded although it is ever- 
lessening, and I state further that | 
those manufacturers and distrib- 
utors who are bold enough to re- 
fuse to cater to this demand be- 
cause of their conviction that their | 
efforts must be devoted to the fur- | 
ther development of newer and bet- | 
ter things are sure to profit there- 
by. To sum up—it is our firm and | 
considered belief that the bit key 
lock is an archaic device and an 
anachronism of a 1947 door, and | 
that to promote the sale of such an | 
item is doing a disservice to the | 
ultimate consumer. 


Selling 


I would now like to say a word | 
about selling. It is our belief that 
the tendency of certain elements 


of our industry to cater to the 
consumer on a basis of price only | 


is destructive, uneconomical and 
definitely not to the advantage of 
the consumer. 

Perhaps the single most distress- 
ing and depressing part of our 
business is the tendency on the 
part of the builder to “chisel” on 
the cost of builders’ hardware even 
on construction running many 
thousands or millions of dollars. 
because of bad practices in the 
past, the hardware manufacturer, 
his distributor and the consumer 
are seriously and adversely affect- 
ed by the use of cheap hardware. 
From a_ functional standpoint. 
quality hardware is one of the 
most important in a building. 

This just doesn’t make sense. 
Your organization has attempted | 
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ISHERMAN SAVED FROM TREACHERO 
OCEAN CURRENTS WITH A SUNSET LINE! 
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to effect a change by the use of 
the motto — “Two Per Cent fo: 
Finishing Hardware.” This is, of 
coure, useful in preliminary dis. 
cussions with architects and own- 
ers, but when it comes actually tv 
the building of a structure, no mat- 
ter how large or how small, the 
important thing is the specifica. 
tion of appropriate hardware fo: 
the purpose. For the permanent 
satisfaction and value to the own- 
er that hardware must be the best 
available for the purpose. 

The extra cost is so small that 
it is not even accountable in com- 
parison to the extra satisfaction 
and usefulness given by good hard 
ware. Yours is one business where 


by giving the consumer the higher 
priced goods, and thus raising the 
volume of your own business, you 
are absolutely sure of doing that 
consumer a good service. 








Three Hinges to a Door 


One of our most respected 
friends in the builders’ hardware 
business has for years suggested 
the use of three hinges to the door. 
Such advertising is of the most 
constructive possible type as it 
works to the benefit of advertise: 
and consumer alike. 

It so happens that the busines- 
of selling locks is absolutely cir- 
cumscribed. For anvone to sugges! 
the sale of two locks to the door i- 
obviously silly. In fact in a vers 
definite sense no one has ever sold 
a lock. The lock is bought becaus 
there is a door waiting for it. Over 
the long period never will there he 
any locks sold in excess of the 
doors made. 


A Fundamental Fact 


We, thus, find ourselves in a 
position where it is impossible to 
build the volume through increas- 
ing unit sales. The only possible 
way that all of us together can 
build the volume of our sales is by 
the selling of a better lock for each 
door. I ask you always to keep 
this fundamental fact in mind. For 
all practical purposes once a doo: 
is fitted with a lock that sale is 
gone forever. 

Every time you sell a lock which 
is not the best possible lock fo: 
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IMMEDIATELY 
AVAILABLE 


brated for perfect action. Rod options are: 


Action Over-all Length 
Flexible. «© 0 © © © © «© «© © + 4/——hYq!——S’—SY3’ 
Medium. « © © © © © © © ¢ « tty’ —=3" 
SUH. 2 2 0 6 « 8 3YQ’—4'—4q'—5S 


HURD LOCK & MANUFACTURING CO., SPORTING GOODS DIV., NEW CENTER BLDG., DETROIT 2, MICH 
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Hurd Interchangeable rods fit only the Hurd Super-Caster. 
They are made in twelve types of highest quality spring 
steel. Every rod is ground to precision standards and cali- 


A POTENTIAL SOURCE OF PROFIT! 


Selling the Hurd Super-Caster offers exceptional profit 
opportunities. There are two reasons for this. First, the 
initial sale at $45—which includes Super-Caster and 
one rod—provides for a substantial dealer profit. Second, 
every purchaser immediately becomes a prospect for 
extra rods—a plus sale. Experience proves that most 
sportsmen are not content with a single rod. Once they 
own a Hurd Super-Caster, they immediately become 
prospects for several of the twelve interchangeable types 
available to them—a selection comprising six different 
lengths that vary in flexibility to provide just the right 
action for every kind of fishing. Separate, interchange- 
able rods retail at $13.50 each. For bigger profits, be 
sure that your fishing tackle stock includes the modern— 


SUPER 
HURD 


WITH INTERCHANGEABLE RODS 


Patent D145625. Other Patents Pending. The right to make specification changes is reserved, without ob teat 
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Craftsmen quickly recognize the 
added quality of Vaughan Fine 
Tools, the added scientific design 
and balancing that reduce fatigue, 
and the limitless service these tools 
offer. 


For Industry or Home—Vaughan 
Fine Tools bring Dealers quality 
customers. Display them promi- 
nently. 







No. 700— 


: Small Tool Assortment 


FINE TOOLS ARE OUTSTANDING IN 
* Design *& Durability 
* Dependability % Materials 
* Craftsmanship 





















the door in question, you have al- 
lowed your business to be less than 
it ought to be and you have done 
a disservice to the consumer. 


Deserve Good Hardware 


Another one of our good friends 
has for ma: y years stated that 
“good buitiings deserve good 
hardware.” 1 would like to take 
the liberty of amending that state- 
inent by saying that all buildings 
deserve good hardware for there 
is no easier and less expensive way 
to make a poor building better 
than through the use of good hard- 
ware. 

In conclusion, I would like to 
sum up as briefly as possible by 
saying that if we are to prosper 
in the future there must be a clear 
and cordial understanding between 
all the elements of distribution. 
There must be a clear understand- 
ing of the proper functions for 
each of the elements of distribu- 
tion. There must be a clear under- 
standing that in the competitive 
age of the future—an age which is 
upon us—we can only succeed by 
continuing to increase our efh- 


ciency. The cornerstone of mod- 
ern distributing efficiency is a full 
but simple line and the ability to 
give quick and intelligent service 
and a determination not to be di- 
verted from the main course by 
extraneous matters. 

Finally, I would like to make the 
statement most emphatically that, 
despite whatever you may read in 
the press and the vast number of 
so-called confidential information 
services, I am certain that there is 
before us the 10 most prosperous 
years that the builders’ hardware 
industry have ever known. 


Salt or Fresh Water 
Anglers—Central 
Hardware Sells "Em All 


(Continued from page 143) 


J. J. Rowley, owner of the store. 
and his sales force, must give con- 
siderable advice and assistance to 
many of the visitors who come in 
to inquire about where to go and 
what to do. This builds goodwill 
and plenty of sales of fishing tackle 
as well as other lines of merchan- 
dise. 








Education Room an Aid to Dealers 





Among the features of Farrey's Wholesale, 1222-24 17th St., Miami Beach, 
Fla., hardware wholesalers, is this attractive and recently renovated dealer 
education room used for meetings of groups of the firm's retail dealer cus- 
tomers. Air-conditioned, the knotty pine panelled room will be used for 
groups of up to 25 for discussion of new lines and mechandising methods and 
for the showing, where desirable, of films and slides on merchandise and sales 
technique. The company also recently opened a roof garden for employee 


use during business hours. 
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Colors Glamorize! 








(Continued from page 147) 








































a be di- and artistic and now everyone in 
un course by the restricted Carmel Valley dis- | M p 
| trict is highly pleased. 


ce to make the 
hatically that, 
may read in Colorful Lettering 
st number of 
| information 
that there is 
st prosperous 
rs’ hardware 
nown. 


Lettering over the front of the 
store is in pastel blue against a 
soft yellow background with the 
door and upper window casings in 
the same delicate shade of pastel 


yellow. 
Water oe 
eontral Vivid Walls 
5 "Em All Sides of the building, which 
mage 143) were a dull gray, now are vivid 


and startling with the colorful gay 
lattice and flower treatment. Pastel 
reds, orange, yellow, green and 
white harmoniously blend _ to- 
gether. The red, white, yellow 
and orange colors are used in the 
flower scheme with the flowers 
twining over and under the white 
lattice. The flowers also extend 
around the sides to either side of 
the store front so that at each end 
of the name sign, there is a bright 
blossom to point up the blue and 
yellow of the sign. 


of the store, 
Ist give con- 
assistance to 
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e to go and 
ds goodwill 
shing tackle 
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Centrally Located 


Darle Calder of Monterey is the 
manager of Mr. Beall’s new store 
which was opened just recently. A | 
large newspaper advertisement em- | 
phasized the unique decorative 
scheme on the building. The store 
is centrally located and across | 
from the Valley Airport. And in 
the advertisement, Valley residents 
were told that the items they need- 
ed would be carried and also were 
urged, “If we do not carry it, let 
us know your needs.” 
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Consumer Organization 


And Co-operatives 


Co-operatives are business and since they 
are business they should be taxed as ali 
other forms of American business are taxed 


= man and wo- 


man in this room last year made a 
sizable dollars and cents contribu- 
tion to the Consumer Co-operative 
Movement. 

In making that contribution— 
and I might say I believe most of 
you made it unknowingly—you 
took a hefty wallop at the free en- 
terprise system you so strongly 
support in your newspaper col- 
umns. 


How You Contribute 


And here is how you contrib- 
uted: 

It is variously estimated that the 
current aggregate of co-operative 
business is now at the rate of $5 
billion to $12 billion. Annually, 
here is a dollar volume figure to 
stagger the imagination. 

Visualize if you can the money 
it will take to operate 1/3 of our 
Army, 1/3 of our Navy, 1/3 of 
our Department of State, 1/3 of 
our Federal Highway System, 1/3 
of our Department of Agriculture, 
1/3 of our thousands of Federal 
Bureau offices, in short, 1/3 of all 
of the stupendous costs now in- 
volved in running the business of 
the U. S. Government, and you'll 
comprehend the hugeness of the 
business of the co-operatives. 

This high estimate of $12 billion 
is equal to 1/3 of the Federal 

*An address delivered before the 
Newspaper Advertising Executives Asso- 
ciation and reprinted and issued by the 
Milwaukee Tax Equality Association. 


Milwaukee, Wis. 
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budget which the President has 
just recommended to Congress, 
and which Congress will probably 
reject as being too high. 

Let’s examine the low $5 billion 
estimate. How much is $5 billion? 
Add the sales in 1940 of Chrysler 
Motor, General Motors. U. S. Steel. 
Bethlehem Steel and Standard Oil 
of New Jersey and you have 
roughly $5 billion. 

But here is the difference: These 
five companies paid Uncle Sam 
$231 million in income taxes that 
vear. The co-operatives paid... 
little or nothing! 

Under the laws of the nation, co- 
operatives, whether they be con- 
sumer. distributor or producer co- 
operatives, are income tax exempt 
or nearly so. 

Now. we don’t know what “earn- 
ings” or “savings” this $5 billion 
of co-operative business produced 
T used the words “earnings” or 
“savings” because they are the co- 
operative terms to provide distine- 
tion from “profits” that corpora- 
tions speak of. 


Sizable Earnings 


We do know these earnings or 
savings have been sizable. We 
know that that portion of earnings 
which might have gone to pay in- 
come taxes have, in a large mea- 
sure, been poured back into expan- 
sion. We know that this expansion 
has enabled a multiplication in co- 
op volume of eleven times in thir- 
ty-five years. 

And we do know that had the in- 
come from co-operatives been tax- 


By BENN KAY* 


Advertising Director, 
The Milwaukee Sentinel, 


Milwaukee, Wis. 


able, your tax would have been 
less. The difference represents 
your contribution to the growth of 
co-operatives. 

Let’s go into the ABC’s of con- 
sumer co-operatives: The ultimate 
object is to move merchandise di- 
rectly from the producer to the 
consumer. Paraphrasing this, we 
can say that the object of a true 
consumer co-operative is to social- 
ize business—to eliminate the mid- 
dleman. 


How It Works 


Let’s take a closer look. 

Let’s just make a perfunctory 
examination of the position of 
Chrysler and General Motors, two 
companies mentioned earlier. 
Their automobiles reach the ulti- 
mate consumer by way of a dis- 
tributor in many cases; then by 
way of dealer. Usually a finance 
company is involved. 

But the consumer co-operative 
aims to short-cut this procedure 
and thus jeopardize the chances 
for survival of thousands, yes, and 
when you include service stations. 
filling stations and truckers. per- 
haps tens of thousands of small 
businessmen. If you don’t have 
any moral compunctions about the 
hardship which would be imposed 
upon these thousands of small 
business people, remember that il 
they are not in business they won’t 
be there to pay Federal taxes and 
you'll have to carry a bigger chunk 
of that $37 billion of Government 
expense. 

Now let’s look at Bethlehem 

(Continued on page 189) 
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Arthur Tuttle's 
“prize baby”, 
the hardware 
store that 
grossed $93,- 
248 in its first 
year of busi- 
ness. 


A Fiftieth Anniversary 
And a Whole Town Celebrated 


Tuttle Bros., Inc., of Westfield, N. J., recently 
marked its half-century in business and also 
invited the town to join in two celebrations 


Warr Tuttle Bros., 


Inc. of Westfield, N. J., recently 
reached the half-century mark as 
a hardware, paint, lumber and 
fuel distributor, it took two cele- 
brative affairs to commemorate the 
anniversary. And more, it took a 
54-page brochure, “The Mill, The 
Town and The Tuttles” to tell the 
history of the founders, its present 
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officials and the growth of the 


business to the present day. 


The Dinner 


First of the events was a dinner 
which the officials of the company 
gave to representatives of the 
banks, building and loan groups, 
Board of Education and Westfield 
business people and town officials 
together with the friends with 


whom the Tuttle boys used to pal 
around. At that meeting John J. 
McCloskey of Newark, N. J., coun- 
sel for the New Jersey Lumber- 
men’s Association, presided and 
Mayor James T. Kirk of Elizabeth 
and Judge William M. Beard of 
Westfield were speakers. 

Second of the events was an 
open meeting in the back yard of 
the company’s quarters at which 
several hundred people gathered. 
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The Hon. Arthur N. Pierson, Sr., 
former State Senator and former 
acting governor of New Jersey, 
presided and the speakers included 
Mayor Kirk, State Senator Elmer 
H. Wene and the Rev. Frederick 
W. Blatz, Minister of St. Paul’s 
Episcopal Church in Westfield. 
The musical part of the program 
consisted of a 14-piece band led 
by Joe Basile, leader of the famous 
Shrine Band of Newark and vocal 
solos by John J. Jones, Bangor, 
Pa., well known Welsh baritone. 


The Announcement 


Westfield, N. J., first took note 
of the Tuttle Bros. on Jan. 1, 1897, 
when the following “personal 
item appeared in the 
County Standard: 

“William E. Tuttle, Jr., is board- 
ing at the Waldmere on Park St. 
Mr. Tuttle is one of the firm of 
Tuttle Bros. who have just opened 
a lumber yard on South Avenue 


above Broad St.” 

However, the Tuttles as a family 
and pioneer business men were 
originally Connecticut Yankees, 
whose ancestor was a Welshman, 
one of a small company of emi- 
grants who established a trading 
post, called Stratford, in the Nut- 
meg State in 1634. Nearly a cen- 
tury later, a grandson of the first 
settler determined to seek his for- 
tune elsewhere and with his family 
treked across country to Central 
New York. 


cross-roads 


Union 


And there in time a 
country store was 
opened which offered farmers an 
opportunity to buy “superior 
goods at reasonable prices.” From 
there the Tuttle history covers a 
long period of industriousness, 
business expansion and_ active 
civic interests until restlessness for 
wider and newer fields of endeavor 
turned William E. Tuttle, Jr., to- 
wards Westfield. 


The Yard 


The “yard” referred to in the 
1897 “personal” item was a mill, 
part of the coal and lumber plant 
established in Westfield by Charles 
A. Smith & Son in 1883. Once 
Will Tuttle acquired the yard, he 
turned towards acquiring the en- 
tire property, this ambition 
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he achieved within a few months. 

Business increased slowly but 
surely. The gross assets of the 
concern, as taken from the inven- 
tory of May 1, 1899, were $16,- 
038.85, including a bank balance 
of $125. Among the gross liabili- 
ties of $10,097.56 was an item of 
$2,000 covering “loans from 
bank.” This left a surplus in the 
business of $5,941.29. The gross 
annual business, for the year 1898. 
was $35,000. 





JOHN C. EVANS 
President and Treasurer 


trade and confidence. Early 
promise was fulfilled for the firm 
prospered. At the end of the first 
decade, gross sales had advanced 
from $30,000 to $181,000; the sur- 
plus in the business from $5,000 
to more than $60,000. 

Arthur Tuttle joined his brother 
in 1898 and it was a happy and 
prosperous partnership. _ Both 
made friends easily and became 


- political and civic leaders. 


A Change Takes Place 


In 1918 a remarkable change in 
the facial expression of the town 
took place. Situated in the heart 
of things, the Tuttle plant profited 
by the change and the brothers 
joined hands with town and rail- 
road officials in making additions 
and improvements to their prop- 
erty. A new mill and yard was 
built. The old office, where the 
Tuttles had evolved ideas which 
brought success to their enterprise 
and made their concern one of the 
largest retail coal and lumber busi- 






’ of plenty. 


nesses in their section, also gave 
way to the present handsome and 
commodious building. 

When Arthur D. Tuttle took 
over, Tuttle Bros. was doing an 
annual business of $700,000. The 
years which followed were years 
To meet the require. 
ments of a rapidly growing busi- 
ness, Arthur Tuttle incorporated 
the company in 1923 for $700,- 
000. Within a few years its an- 
nual sales amounted to over $1,- 
000,000 and at the peak of the in- 
flation, to nearly a million and a 
half. The capital was increased 
to $1,000,000 in 1927. 


Annual Sales Top $150,000 


At that time, Arthur Tuttle 
realized his ambition to build a 
separate, up-to-date hardware 
store. He called it his “prize 
baby,” but it proved a lusty in- 
fant, for it stepped out of the 
cradle in the first week and reach- 
ed full maturity at the close of its 
first fiscal year when the annual 
statement of the corporation show- 
ed that $93,248 worth of merchan- 
dise had passed over the counter. 
Today, annual sales of hardware 
are over $150,000. 


John C. Evans Head 


Although Tuttle Bros. ceased to 
be a family institution within a 
decade after Arthur Tuttle’s death 
in 1933, it fell to the lot of an old 
and trusted employee to restore 
its fortunes after the debacle of 
1929. He was John C. Evans, 
treasurer since 1923. He weath- 
ered the whirlwind of ’33-’36 when 
the company like many others was 
beset with financial difficulties. 
and, in 1942, was given full charge 
of its affairs. He carried it safely 
through another difficult period. 
and during the war, re-established 
its credit and put it on a sound 
financial basis. In 1945, the heirs. 
the Judson boys, Tom, Tuttle and 
Russell, sold the interests which 
had been left them by their uncles 
to Manager Evans. He now owns 
the entire stock and is president 
and treasurer of the corporation. 

Associated with Mr. Evans are 
W. J. Whalen, secretary and as- 
sistant treasurer and M. L. Neu- 
mann, assistant secretary. 
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Compact Display Sells Plenty 


Of Electrical Sundries 


The Palmetto Hardware Co. of Palmetto, Fla., 
has installed a fixture that is building business 
and has made individual sales as high as $20 


Rises of as high as 
$20 often result from the 3 by 2-ft. 
display of electrical sundries pic- 
tured here and used by the Pal- 
metto Hardware Co., Palmetto, 
Fla. This compact unit—formerly 
a toothbrush display stand from a 
former drug store—gives the store 
many impulse sales. Business in 
electrical sundries has greatly in- 
creased since the display was in- 
stalled, says Paden Ford, owner of 
the store, who says, “It puts mer- 
chandise where people can see it. 


rue UNIVERSAL 


1535 EAST FIRST STREET 


CLAY PRODUCTS CO. 


SANDUSKY, OHIO 





in electrical supply lines.” 









This fixture puts merchandise 
where the customers can see it. 


Before using this stand we had 
carried these lines but they were 
not where people could see them. 
Now we are building up a business 
Palmet- 
to has a population under 4000. 

In addition to the fuses, sockets, 
cords, etc., shown in the sections 
of the tilted panel there are four 
types of wiring on the panel at the 
top of the unit. They encourage 
and permit self-service as does the 
entire unit. A variety of lamps 
are shown atop the advertising 
panel. Three types of wire or ca- 
ble are also displayed in front of 
the display unit on the end of the 
nail bin and wrapping table on 
which the unit rests. 

Mr. Ford points out that prior 
to the war the store had carried 
complete lines of wiring goods and 
that this display will help to build 
up such business again. Marshall 
Ogden, salesman in the store, took 
the former drug store display unit, 
altered it for the hardware store’s 


| use and painted it to make this 
| attractive setup. 


HARDWARE AGE 








































| 





8sSeyn 





















erchandise 
can see it. 


ind we had 
it they were 
Id see them. 
ip a business 
es.” Palmet- 
ider 4000. 
ises, sockets, 
the sections 
sre are four 
panel at the 
y encourage 
- as does the 
ty of lamps 
advertising 
wire or Ca- 
in front of 
> end of the 
ig table on 


t that prior 
had carried 
¢ goods and 
elp to build 
1. Marshall 
. store, took 
lisplay unit, 
ware store’s 
_ make this 


ARE AGE 











gg 





‘Larson } 





SUPERIOR QUALITY 
BRIGHT WIRE GOODS 








Sharp rolled threads and sharp 


points, made with high speed 
threading dies. eliminate excess- 
ive wood splitting. Larson threads 
are easy to turn into the wood. 








RR ERE 


A perfectly formed locking curve 
that actually locks hook into eye 
securely. No squared or triangular 
bends replace the natural curves 
in Larson products. 
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Note the emooth, graduated goose 

curve and the well rounded 
crown. allowing hook to fit down 
snugly around contour of eye, an- 
other Larson feature. 















Shanks are smooth and clean cut. 
without humps or waves. They are 
void of unsightly tool marks. Lar- 
son inspection of wire stock elimi- 
nates blemishes and rust. 


L 
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Full rounded curves and bends are | 





Eyes are formed to a pertfect circle. 
not egg shaped. They are tightly 
closed and pressed to the shank. 


This is one more Larson feature 
worth considering. 


- 









formed by Larson dies without 
fracturing of the special Electric 
Steel wire. Truly clean cut and 
carefully made products. 
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The first name in replacement key blanks. 


KNOWN SINCE 1865 
for 


QUALITY KEY BLANKS 
*“Keys That Fit’’ 





Key Blanks for all cylinder 
locks — Locksmiths’ Sup- 


plies and Luggage Hardware 
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THE GRAHAM MANUFACTURING CO., Derby, Conn. 
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Classes for salespeople are held at night. 
lectures and discussions are included in the program. They get results. 





Movies and other visual aids, 


New Orleans School Teaches 
Improved Sales Technique 


sian sales- 


people on the job in New Orleans, 
La., stores are learning new facts 
about selling and approved ways 
to make each customer contact 
produce a maximum flow of dol- 
lars and cents through the cash 
register. Hardware merchandis- 
ers also are learning new ways as 
well as improved techniques for 
merchandising their stores—in a 
series of classes sponsored by the 
retail merchants of the city for 
training of both personnel and 
managers. 

The classes are held under the 
supervision of the Orleans Parish 
School Board and the Louisiana 
Department of Education, work- 
ing with the Federal distributive 
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Crescent City merchants sponsor a six weeks’ 
training program for store personnel. Result 
is an up-grading of retail sales and service. 


education set-up. The New Orleans 
hardware merchants have taken 
maximum advantage of the top- 
level and bottom-level training fa- 
cilities offered by the distributive 
education. Their success shows 
how a similar set-up could be 
copied easily in any city or town. 


Classes Are Free 


Classes are free, and cover 
a multitude of merchandising, 
housekeeping, buying, personnel 
management and other retailing 
facts. They are taught by experts 
in the field—among them, some of 
the most successful hardware mer- 


chandisers of the Crescent City, 
who are paid for their efforts by 
the parish (county) school board. 
In this way the very best mer- 
chandising brains of the Crescent 
City are utilized for training sales- 
people—and other managers. 
The scope of the course is as 
wide as the scope of hardware sell- 
ing itself. Whenever a sufficient 
number of pupils (15) are lined 
up, any subject under the mer- 
chandising sun can be taught. 
The year’s courses are chosen in 
September and programs for the 
courses are outlined at that time. 
However, throughout the year ad- 
ditional courses are selected to 
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America is one! 


Not just a coalition of states but 
aunion of land and people. Speak- 
ing with one tongue, standing for 
one ideal. Free to go anywhere 
over three million square miles of 
beloved land, without a barrier, 
from sea to shining sea. 


And go we do, on business or 
pleasure bent, over countless rib- 
bons of railways, highways, water- 
ways, and skyways . . . the most 
mobile nation under the sun. 


Transportation has forged our 
unity. 

A southern drawl in Boston or a 
New England twang in Seattle is 
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no more unusual than California 
oranges on Maine breakfast tables, 
or Florida strawberries in Indiana 
shortcakes. Each is the result of 
more and better transportation fa- 
cilities. 

Contributing immeasurably to 
our advanced development of trans- 
portation has been the plentiful 
production of durable, reliable steel 
pipe. Pipe to convey liquid or 
gaseous fuels, steam, water, com- 
pressed air, electric wiring .. . 
the motivating forces of all trans- 
portation. 


It is no coincidence that the 
amazing progress of all forms of 
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transportation in this century paral- 
lels the no less astonishing growth 
of steel pipe production. For, with 
transportation, as in so many other 
developments of Ametican life, steel 
pipe makes it possible! 


The interesting story of “Pipe in 
American Life” will be sent upon 
request. 


Committee on 
Steel Pipe Research 


AMERICAN IRON AND 
STEEL INSTITUTE 


350 FIFTH AVENUE, NEW YORK 1, N.Y. 


STEEL PIPE MAKES IT POSSIBLE! 





i 
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... better living through pipes of steel for plumbing and heating purposes. 
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Certifying THAT 


PART TIME DISTRIBUTIVE EDUCATION PROGRAM 


NEW ORLEANS PUBLIC SCHOOLS 
NEW ORLEANS, LA. 





HAS SUCCESSFULLY COMPLETED A COURSE IN 





CONSISTING OF 10 HOURS HELD AT 











INSTRUCTOR 











This pocket size certificate of satisfactory completion is issued 
to the salespeople who finish the New Orleans retail sales course. 


complement the ones previously 
scheduled. These extra courses are 
often the result of requests made 
by sales personnel in hardware 
stores around the city. If 15 or 
more salesmen decide that they 
would like to attend a course in 
“show card writing,” “effective 
speech for salespeople,” “hard- 
ware buying” or any other phase 
of merchandising, classes can be 
arranged by contacting the Or- 
leans Parish School Board. 


Suggestive Selling 


"Throughout the training, the 
“how-to” of suggestive selling is 
pointed out to the students. Sug- 
gestive selling increases overall 
sales and builds traffic volume 
for the entire store. The right and 
wrong ways to suggest merchan- 
dise is stressed by the instructors 
and examples are given to the par- 
ticipants to demonstrate each. 
Through this method of teaching, 
the dull, ineffective salesperson is 
fast being replaced by one who 
knows what the term salesman- 
ship includes—and carries out its 
meaning to the letter. 

Among the courses, that on de- 
partment and store management 
has proven one of the most popu- 
lar. This course ran for a period 
of 20 weeks, with Earl H. Rees, 
store superintendent of Maison 
Blanche, one of New Orleans’ 
largest department stores, acting 
as instructor. 

More than 60 hardware mer- 
chants attended to learn or brush 
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up on the whole, wide field of 
store management and merchan- 
dising. Mr. Reese lectured and the 
students discussed such problems 
as buying, stock control, inven- 
tory, store mathematics, sales pro- 
motion, turn-over, markups and 
markdowns, receiving and mark- 
ing. The syllabus was thorough— 
and no manager finished the 
course without admitting he had 
learned many new facts about his 
business. 

The principal reason why dis- 
tributive training has gone over 
so successfully in New Orleans is 
because the classes are made in- 
teresting—not “cut and dried” 
as are many courses designed for 
retail salespeople. 


Experienced Teachers 


The scope is outlined before the 
class begins so that the student 
will know what he will cover. The 
instructor is always a merchant 
who has been successfully engaged 
in the field he will teach. Most in- 
structors are outstanding mer- 
chants, or sometimes a highly suc- 
cessful salesman — if the course 
calls for sales instruction. 

About three-quarters of the two- 
hour period of instruction is given 
to a lecture by the instructor. Dur- 
ing the remaining half hour a 
general but orderly discussion 
goes on among the students. At 
the completion of the course, the 
students are asked to make sug- 
gestions in methods of business 
and instruction. 


Classes are generally held on 
Wednesday nights because that 
has been found most convenient 
for the trainees. The time may be 
6:30 p.m. to 8:30 p.m.; or 7:00 
p.m. to 9:00 p.m. 

All of the courses are given 
without charge to the trainee or 
his employer and generally last 
for two hours a week over a six- 
week period. The classes are held 
in one of the most up-to-date 
schools in the city, located in the 
heart of the business district where 
it can be easily reached by those 
who attend class. 

To promote the program, free 
advertising and publicity is given 
by the city’s newspapers and the 
Association of Commerce Bulletin. 
To hit more directly at prospects 
who may be interested, circulars 
announcing the courses are sent 
to stores throughout the city. 
These have brought excellent re- 
sults in arousing interest among 
salespeople and merchants. 


Visual Aids 


The teaching tools employed 
are usually supplied by manufac- 
turers of the particular merchan- 
dise that will be studied. This is 
supplemented by visual aids ob- 
tained from vendors and E. I. du 
Pont de Nemours. 

“One of the main reasons why 
the courses were instituted,” 
points out Miss Dorothy Sim- 
monds, Co-ordinator of Distribu- 
tive Education in New Orleans, 
“was to up grade the type of 
sales personnel in the stores of 
our city. We've not only succeed- 
ed in doing just that, we’ve gone 
a few points farther and taught 
the managers of our stores many 
additional facts about their busi- 
nesses!” 


75,000 Sales Prospects 
In a Single Month 
(Continued from page 146) 

to learn if they have any major 
appliances or if they are partic- 
ularly interested in purchasing 
any in the immediate future. 

The hostess, being familiar with 

the lines carried by the local mer- 
chants who provide her salary, will 
tactfully tell the woman on whom 
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**Sold two gross wer Shetls-rwe dozen of the 


next fastest selling brand.”’ 
—H. C. Wienecke Hardware Co., Glencoe, Ill. 











































"Sell four dozen packs of ler heels per month...”’ 
—Leon Block Hardware, Chicago 


"A gross of Sere went in one month.” 


—The Jackson Hardware Co., Durango, Colo. 


Because this new silver-polishing paper is so popular with housewives all over the country, 
many merchants are stocking it as their only silver polish. Self-selling, self-dispensing, the 
item is fair-traded and gives generous profit. See your distributor. 


THE MUNISING PAPER COMPANY 


135 SO. LA SALLE ST.— CHICAGO 3, ILL. 
MAKERS OF DUO-DUSTIN AND MARVALON 
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COLUMBIAN= MADE 


PORCELAIN ON STEEL ENAMELEDWARE 


Distributed by all leading jobbers 
A product of COLUMBIAN ENAMELING & STAMPING CO., INC., Terre Haute, Ind. 
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"Cutting, threading and reaming 
pipe by muscle-power used to be 
one of our toughest jobs. Our 
employees hated to fill a pipe 
order. Our pipe sales suffered. 
Now that we own a "PIPE 
MASTER", threading pipe is one 
of the easiest johs we do. Our 
pipe sales have shown a health 

increase due to our faster service. * 


That's a sample of what dealers 
tell Oster Distributors. The "PIPE 
MASTER" is a money-maker. Its 
standard range is |/,"" to 2" pipe. 
Extra range !/g" pipe. With 
auxiliary drive shaft, 2!/," to 6" 
pipe can be threaded with 
geared receding die-stocks. 
Check up on the "PIPE MASTER". 


Use form below. 


MAIL IT TODAY! 


THE OSTER MFG. COMPANY 
2028 East éIlst Street, Cleveland 3, Ohio 


Send FREE Catalog "LIST NO. 24-A"' which 
describes the No. 502 "PIPE MASTER" 
Portable Threading Machine. 


INI cbicicctessssacitacneninkcchivenbitogenicnions 
Company ............... 


BOE datciccnttenniin ; 


ee ee ee eee ee cee cee ces ces eee eee ee eames a 





Garden tools, seeds, plant food, plumbing fittings and electrical 
sundries are at the rear. The door leads to the parking area. 


she is calling that she knows that 
a certain store has just received 
a certain type of refrigerator or 
automatic washer for which the 


The metal baskets which fit the tops of the display cases lift 
off in sections, a feature which facilitates the cleaning work. 


woman has expressed a preference. 
She reports to the dealers about 
a bride or newcomer’s interest in 
any products carried by them. 
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Another form of advertising 
which the hardware firm uses ex- 
tensively is the Telephone Red 
Book Classified Directory. It lists 
the firm name and telephone num- 
ber under every possible classi- 
fication. 


Radio Program 


In addition to newspaper ad- 
vertising it has a radio program 
of recorded music every Saturday 
noon for one-half hour. 

Some trade is drawn to the store 
by the free parking, afforded by 
a lot in the rear of the store which 
will accommodate about 250 cars. 
As soon as a new department store 
is built nearby, as planned, the 
hardware store will make an at- 
tractive rear entrance to attract 
the motorists who park in the ad- 
joining lot. 


Sales Increased 


Since the business was moved 
into its new store, at 124-131] 
Portage Trail, from its old loca- 
tion in a smaller store across the 
street, last fall, the sales volume 
has gone up $100,000. Mr. Miller 
states that he believes half of the 
increase in business can be at- 
tributed to the bright new store 
with its visual front which catches 
the eye. 

The fixtures were built locally 
by a cabinet maker for whom a 
temporary shop was built. Wood 
for the fixtures was bought green 
and was kiln dried. Each of the 
10 island display cases have 75 
cu. ft. of storage space. Fluores- 
cent lighting is used throughout 
the store. 

The principals of the business 
are Mr. Miller, who specializes in 
sporting and electrical goods; Earl 
L. Hibbard, who handles the hard- 
ware lines, and H. Neal Burgan 
who makes paints and seeds his 
specialty. 


Lines Added 


When the firm moved into the 
new 37 by 100-ft. store it ex- 
panded its lines and added wash- 
ing machines, stoves, hot-water 
heaters, radios, sporting goods 
and power tools. 
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RITE SLIDING DOOR HARDWARE WINS 


APPROVAL when shown. It is good-looking, 
substantial, functional. We manufacture a number 
of sizes and styles of both cast and forged brass 
and bronze Flush Pulls which may also be installed 
as window lifts. For heavy doors we make a con- 
cealed grip Edge Pull which fits flush in the leading 
edge of the door ...a light spring retracts the pull 
when not in use. Jamb bolts, designed as locking de- 
vices, are likewise made in several types for large 
or small sliding doors. Be sure to recommend the 
RITE sliding door hardware and you'll make friends. 


; ‘@ | 7/* 
> OE ‘J idf 
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RITE JAMB BOLTS 


In two styles — of solid 








a] 


RITE BRASS SUR- 
FACE BOLTS ore ex- 
truded in patented gird- 

er shape—%4"—'te""—*e" 
widths. Adjustable on 
job for throw required. 


RITE BALL LATCHES 
Adjustable for shrinkage 
or warpage. Two sizes, brass. Mount in rear 
small enough for cabi- stile of doar to positively 
net doors, large enough lock a door from inside 


for all standard doors. only. Useful on windows. 





QUALITY HARDWARE FOR NEARLY HALF A CENTURY 





ADAMS-RITE MANUFACTURING C0. 


540 WEST CHEVY CHASE DRIVE, GLENDALE 4, CALIFORNIA, U. S. A. 




















































Doubles Its Front to 






Double Its Business 


Simons Bros. Co., Boston, Mass., has found 
that modernization has increased its business 
to the extent of 100 per cent in one half year 


| ae 


and enlargement of store selling 
space generally lead in the direc- 
tion of increased sales volume be- 
cause of heightened display op- 
portunity. And a step in that di- 
rection was recently taken by 
Simons. Bros. Co.,. hardware firm 
of Boston, when. it modernized its 
premises. Result: sales doubled 
in a six-month period. 


A "Face-Lifting" Program 

With their store located at 23 
Washington St., a strategic busi- 
ness center of Boston, co-owners, 
Howard and Jack Simons, recog- 
nized the need for a complete 
“face-lifting” program. Though 
their expansion plans got under 
way five years ago with the pur- 
chase of the five-story brick build- 
ing they have occupied since 1919, 
the modernization work was not 
actually finished until September 
of 1946. Costs originally estimated 
at $8,000 reached $19,000. 


Sales Up 100 Per Cent 


In the first two months of 1947, 
retail sales were 100 per cent 
ahead of sales for the correspond- 
ing months of 1946, jumping 
from $1,500 weekly to $3,000 
weekly and all signs point to a 
record breaking volume of retail 
sales for this entire year. 


Main feature of the new store is 
the 52-ft. all-glass front, replacing 
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A 52-ft. front is 
one of the factors 
responsible for 
doubling the com- 
pany's retail busi- 
ness in six months. 
All the floors in 
this building are 
occupied by 
Simons Bros.’ Co. 


Oo 


the 25-ft. frontage. This huge win- 
dow range, gives Simons Bros. one 
of the widest fronts of any hard- 
ware store in Boston. The work 
necessitated the removal of heavy 
brick partitioning running the en- 
tire length of the building. 


* a, a me apeaoencse 











An important part of the re- 
modeling was the leveling of the 
floor to the sidewalk. This plus 
the full length windows now makes 
it possible to display sinks, wash- 
ing machines, and other large 
items attractively. Along with new 
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Patented one piece end and stud are exclusive 
with Porker Line Hack Saws. 


Harty of DEMAND 
PROFIT to 


im ra AU 
PARKER HACK SAW 


Go after new dollars with this latest Parker product— 
the H-60 Hack Saw for customers who want the finest. 
Once more Parker scores with big selling features: An 
extra strong, rugged frame—an exclusive, patented, 
forged one piece end, with no welded clips to break 
off. A patented one piece forged stud with no pins to 
come loose. An oversize forged wing nut for easy 
adjustment of blade tension on the threaded stud. 
A form fit moulded handle designed for sure grip in 
eye-catching maroon color. Long 
wearing polished nickel finish. For 
new customers and new profits, 
put these features of the Parker 
H-60 to work for you. 


This sales card attached to each saw illus- 
trates Parker's patented features. 


Fy Parker |-4< 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. A. 
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New lines—power tools, radios and plumbing—were added along with the new front and display cases. At 
the rear of the store, left to right, are Maurice Herrshoff and co-owners, Howard and Jack Simons, sons of 
the founder, Samuel Simons, who started the business in 1875. 


fixtures, specially designed show 
cases were installed. 
The sales force then was en- 


larged from eight to seventeen and 
new lines of plumbing, power tools 
and radios were added to the regu- 





lar lines of shelf hardware, car- 
penter and machinist tools, auto 
parts and accessories and paints. 


Construction Industry Subject to Wide Fluctuations 


- discussing the future of hard- 
ware distribution, and the fu- 
ture of residential construction as 
it affects the demand for builders’ 
hardware and related items, Mr. 
Mitchell said in part: 

“Obviously there are too many 
unknown and uncertain facts in 
economic affairs to permit envone 
to predict the long term or short 
term future with consistent accu- 
racy. This is so evident that many 
a business enterprise operates on 
a strictly day-to-day basis, aban- 
doning all efforts to analyze the 
future, on the ground that the re- 
sult of these efforts might be mis- 
leading. The danger of such a 
course is that it is equivalent to 
an assumption that conditions of 
the future will be about the same 
as in the present. Yet from all 


*A brief summary of an address de- 
livered on May 14, 1947, before the 
Hardware Group of the National Asso- 
ciation of Credit Men in convention in 


New York City. 
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By WALTER MITCHELL, JR.* 
Vice President, 


Irving Trust Company, 
New York City 


O 0 


‘ 


business and human history we 
can be certain that is not true. 

“In a recent study the Econom- 
ics Department of the Irving 
Trust Co. found that the construc- 
tion industry is subject to wider 
fluctuations than almost any other 
major industry and this, of course, 
affects hardware. Construction has 
followed a cycle of about 16 to 18 
years duration with low points in 
1900, 1918 and 1933 and high 
points in 1909 and 1925. War 
prevented another peak in 1943. 
Another low occurred in 1944 and 
there are indications that the pres- 
ent boom will turn rapidly the 
other way some time between 1947 
and 1950. There are those who 
believe that public purchasing 








power will increase in the next 
four or five months but at present 
it seems unlikely that this will 
facilitate construction because of 
the shortage of materials and high 
prices for them as well as for 
labor.” 


Mr. Mitchell. urged hardware 
manufacturers to watch the for- 
tunes of neighborhood hardware 
retailers and showed how these 
reflect the direction of city growth. 
He also urged more sales minded- 
ness in the credit department, rec- 
ommending that the credit man- 
ager should report to the same of- 
ficer as the sales manager and the 
advertising manager—perhaps the 
general manager of the company. 
There are too many salesmen, Mr. 
Mitchell said, who have never seen 
a credit report and too many cred- 
it men who never have tried to 
promote a moderate account into 
a better one by raising the limits 
as the account has prospered. 
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QUALITY TOOLS 


by 
DUBL-A 


Mason’s and Painter’s Tools — for 
the artisan or handy man. Designed 
for long life — Styled for ready use 
—Priced for quick sale. 





‘. 


\ 


PUTTY KNIFE 
Polished and tem- 
pered blade of high 
quality carbon steel. 


No. 65 No. 165 No. 85 
“ 
. 
¥ 


PAINT SCRAPERS 
Choice of several styles—all expertly made 
of high quality materials. Complete specifica- 
tions on request. 
























POINTING TROWEL BRICK TROWELS 
Popularly priced trowels in several sizes and types. 
Built to last from high grade steel with fully 
polished blades. Write for detailed specifications. 


PLASTERING TROWELS 
Serviceable trowels for the apprentice or general 
repair man. Carefully made from the best of ma- 
terials. Full specifications gladly furnished on request. 


CANADIAN AGENT: 15 WELLWOOD AVE., TORONTO, ONTARIO 








oa FISHING TACKLE 


Trere was a time when “to forget your 
customer was to be forgotten by him, later.” 
pene ty i ee 
























Now, more than ever before, it is important 
that quality standards in both manufacturing 
and selling be maintained. 


“To forget that quality and fair price still count 
most is to court disaster, for customers will long 
remember a store for its inferior merchandise.” 


This house, known for more than a century 
from coast to coast, has never been stampeded 
into putting out inferior merchandise to meet 
the frantic demand for goods. Even though 
supply has been short, we have continued to 
provide full yalue—and shall continue to supply 
honest merchandise that you can sell with profit 
and with the knowledge that you are maintain- 
ing the good will and respect of your customers, 


EDW. K. TRYON CO., 815-819 Arch St., Philadelphia 5, Pa. 
















JUNE 19, 1947 

































































MEET THE DEMAND WITH 





. . . a household word! 


ZIMS are sturdy and efficient, 
attractive in both price and ap- 
pearance. Housewives all over the 
country know and ask for time- 
saving Zim household appliances. 





ZIM CAN OPENER 


| 
Opens any shaped can, or 
leaves edges neat and 
clean. Well made for 
long service. Folds up 
out of the way when 
not in use. 





ZIM JAR OPENER 


Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not in use. 





ZIM FLATIRON REST 


An important addition to any iron- 
ing board. Leaves entire board free 
for ironing. Folds back neatly when 
not used. 


Write For Literature and Prices 


ZIM MANUFACTURING CO. 


Headquarters for Labor-Saving Home Appliances 
3047 Carroll Ave.—Chicago 12, Illinois 
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These Ads Boom Dealers Prestige 


HO’S Who and What’s What 

now that standards of more 
normal buying and selling proce- 
dures are limping into sight? Just 
in case the consumer has forgotten, 
here’s a series of newspaper ads cal- 
culated to supply the answer—the 
local independent hardware dealer 
as the source for those old, reliable 
brand names. 

It may be that consumer-dealer 
relations have lost some of their com- 
patibility during the war years. Per- 
haps the public has been too long 
divorced from the long established 
idea that the independent hardware 
dealer sells the brand merchandise 
that stands for quality, service and 
fair price. Just in case those things 
are so, F. C. Stearns Wholesale 
Hardware, Inc., Hot Springs, Ark., 
is trying to effect a reconciliation. 

It’s being done by a 15 week state- 
wide advertising program appearing 
in the Arkansas Gazette. The pro- 
gram was conceived by William M. 
Anderson, Jr., sales manager, and 
the ads express either the logic of 
buying from hardware dealers who 
have the merchandise knowledge or 
the logic of buying the branded mer- 
chandise of repute. 

Four of the ads are partly repro- 
duced on the next adjoining column. 
For those whose 20-20 vision is just 
a boast, here’s how F. C. Stearns, in 
the ad at the bottom of the illustra- 
tion, justifies the home-town hard- 
ware stores to consumers: 

“. . FARMERS know that their 
local hardware store is the best place 
to buy farm equipment. From post- 
hole-diggers to fencing, plow points 
to baling wire, your home town hard- 
ware store can supply you... . 
SPORTSMEN have found that hard- 
ware stores stock a complete line of 
sporting goods. Wilson, Heddons. 


_ Remington, Pflueger, Shakespeare. 


and Peters are just a few of the 
brands represented by your home 
town hardware dealers. . . . BUILD- 
ERS who know that quality pays 
off, buy all their equipment from the 
home town hardware dealers. They 
count on him for dependable tools 
nails, screen wire, paints, glass, elec- 
trical equipment, etc. . . . PLUMB- 
ERS, professional and amateur, find 
that their hardware dealer has what 
they need. Whether building new, 
remodeling or repairing, the home 
town hardware store is your safest 
source of supply.” 

Other ads that sell brand names 
say in part: “. . . all my housewares 
were bought from my home town 
hardware dealer because he knows 








and sells only top quality, nationally 
advertised housewares.” “. . . sub- 
stitutes are a gamble . . . look for 
the brand name and be sunwe—you 
can’t afford to take a chance with 
hardware!” 

And just a few of the headlines in 
the series — “Blueprint for Better 
Living Calls for Dependable Hard- 
ware’; “Had Enough of This?” 
(Copy discussses substitute merchan- 
dise) ; “Dependability Has No Sub- 
stitute”; “Even a Fish Can Tell The 


Difference.” 


Arkansas Fea Gazelle. 


You Never Gamble with 
Brands You Know! 


'M SURE OF THE 
FINEST IN 
HOUSEWARE... 





Say 


7 aX ; Seg — 
F.C _.Stearns 


oo 














Wholesaler ads boost independent 
dealers and brand merchandise. 
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“WITH 


NEW TULIP DESIGN GLASSWARE 


at ue Cnowase tn price 


THE FIRST GLIMPSE OF THINGS TO COME! There’s more 
eye-appeal — and sales appeal — than ever to this popular Dripless 
Server Gift Set now that it’s so smartly re-styled with Federal’s new 
and exclusive Tulip design glassware. Matching servers are 48-oz. 
and 11-oz. sizes; come packaged in white set-up gift box as illustrated. 
Tops are sanitary plastic in red, yellow, blue, ivory. Suggested retail: 
$1.00. Other items in the Federal line will also have this same spe- 
cially designed Tulip glassware as soon as additional molds can be 
completed. Then you can feature the entire family grouping... pro- 
mote the idea of complete matched sets. We'll let you know when 
more numbers are available. 


post-war improvement 
a3 makes this fast-selling 
Server still more popular! 
Features: positive cut-off 
in pouring; smoother op- 
eration; improved appear- 
ance; eliminates sticking; easily cleaned. 
This improvement, added to the modern 
lines of the new Tulip Glass, gives you 
“The Jewel of the Server Field”. 
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A “HOT” PROFIT onde 


HOT-GRIP . 


STAINLESS 
STEEL 


@ Stops Painful Oven Burns! @ Removes Hot Pans Easily! 
@ Safely Grips Roasting Pans, 
Skillets, Cookie Tins, Canning Jars, Muffin Tins, Etc. 


SAMPLES ON REQUEST 


@ Tenderizes Meat! 


Wy FOR COMPLETE 
iD INFORMATION 
W/ WRITE TODAY 
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The two panels supplement the merchandise in the window. 


O better emphasize the complete 
stocks it handles, 
Hardware Co., in St. Petersburg, 


Uses Waste Space in Windows 
To Display Complete Lines 


Fla., winter resort-and year ‘round 
home for many retired men, uses 
auxiliary display panels on the walls 






































Why Not? 


Mutual Association 
No Branch Offices 
Massachusetts Company, Incorporated 1894’ 
Insure Your Earnings . . . Protect All! 


Have Your PERSONAL ACCIDENT 
and HEALTH INSURANCE with... 


EASTERN 
COMMERCIAL TRAVELERS 


Direct Purchase 








ACCIDENT POLICY PAYS 
$5,000.00-$10,000.00 
FOR ACCIDENTAL 
DEATH 
$25.00-$50.00 
FOR WEEKLY 
DISABILITY 
Estimated Annual Cost $15 


- SICKNESS POLICY PAYS 


$25.00 PER WEEK 
FOR CONFINING 
SICKNESS 
$10.00 PER WEEK 
FOR NON-CONFINING 
SICKNESS 
Estimated Annual Cost $24 








MORE THAN 50 YEARS OF UNFAILING SERVICE 
Provides protection 24 hours a day when traveling, while at work, 
around the home or on vacation 
NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 
Pet eee eB ee SSS SSS SSS SSeS eeeeee eee see eeee 


John S. Whittemore, Sec.-Treas. 
Eastern 


SEND THE 
COUPON 


TODAY 








—_> 


Without obligation, please send complete information and 
application for membership to 


COOP OO OHHH EEE EHH EH ESET EEE EHH EEE EEE EOE EEES 


CORRE eee HEE HOHE EHH EEE EE EEE SHEESH HEE EEEEESD 

















of its large show windows.  Illus- 
trated below are two of the four 
panels used for that purpose. One 
is given over entirely to hand tools 
and the other to fishing needs, thus 
supplementing the displays of two 
distinct lines‘of merchandise fea- 
tured in the main body of the wir- 
dow. Like units, but of smaller size, 
are used in the store’s other window 
for showing housewares _ setups. 
Prices are indicated for each item. 
The panels. are wood and plywood 
units, covered with paper to simulate 
the natural grain of wood. “L” hooks 
are used to suspend the panels on 
hooks embedded in the wall and each 
piece of merchandise is suspended on 
cup hooks. Each item is priced for 
the shopper’s convenience. The units 
illustrated are approximately 6 by 3 
ft. in size and were constructed by 
L. J. McCloskey, a salesman in the 
store, . 





The Labor-Management 
Act of 1947 


ANY hysterical’ charges have 

been made against the pro- 
posed Labor-Management Act ol 
1947—the bill agreed upon by the 
Joint House-Senate Conference Com- 
mittee. 

So many of these irresponsible 
statements, made carelessly and in 
high heat of anger, have obscured 
the truth about this bill’s provisions. 

A careful, unimpassioned study of 
the bill, says Walter B. Weisen- 
burger, executive vice-president of 
the National Association of Manu- 
facturers, shows that it: 


What It Shows 


1. Leaves the Wagner Act un- 
touched in its declared purposes; 

2. Preserves every basic right of 
labor: the right to join a union, the 
right to organize, the right to strike, 
the right to picket; 

3. Strengthens the fundamental 
purpose of the Wagner Act — the 
right to collective bargaining. 

Cool, factual analysis of the Labor- 
Management Act of 1947, Mr. Wei- 
senburger proves, shows that not one 
of these rights is even remotely im- 
paired, not one legitimate gain of 
labor destroyed. In fact, the new 
legislation will make unions stronger 
and better able to serve the true in- 
terests of their members, Mr. Weisen- 
burger points out. 

The Act speaks for itself — and 
facts will go a long way toward clear- 
ing public thinking! 

—National Association o} 
Manufacturers 
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.Consumer Organization 
And Co-operatives 


(Continued from page 170) 


Steel and U. S. Steel for a moment. 
Where would the formula of pro- 
ducer to consumer leave the tens 
of thousands of businesses who 
now function between manufactur- 
er of sheet steel and the consumer 
of the finished metal product? 
What becomes of the fabricator, 
the wholesaler, the retailer and all 
of his employees? What becomes 
of newspaper advertising? In Mil- 
waukee these five accounts alone 
used nearly one-half million lines 
of advertising in 1945. How many 
printing craftsmen would be af- 
fected by the omission of this ad- 
vertising? How much in income 
tax money? 

And we musn’t forget to ask 
what would happen to newspaper 
advertising managers. 


One-Third in Distribution 


The U. S. Census Bureau tells us 
that approximately one out of 
every three employed persons in 
the United States is in the distrib- 
uting or service trades. 

These middlemen pay income 
taxes. If they didn’t, your own 
load would be heavier. 

The issue as it affects all tax 
payers is very simple. If one busi- 
ness group is to go untaxed, while 
another group is taxed, the former 
group will sooner or later take 
over the latter group. It is just a 
question of time. 

At a certain point in this proc- 
ess, the government will not be 
able to operate for lack of revenue, 
whereupon it must either take over 
the co-operatives or the co-opera- 
tives will take over the govern- 
ment. In either event, private en- 
terprise will be destroyed. 

The co-operative movement, per- 
haps well-intentioned to begin 
with, has grown into an octupus. 

In 1922, to help the plight of the 
farmer, Congress adopted the Cap- 
per-Volstead Act to permit farmers 
and fruit growers to organize mar- 
keting agencies. The Treasury De- 
partment issued a ruling exempt- 
ing these marketing agencies from 
payment of federal income or ex- 
cess profits taxes. Ninety per cent 
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FIRE 
EQUIPMENT 


for every hazard 





nd you'll find you don’t have to do very much 
pushing. Your customers know their great need for home fire 


protection and they know that you are offering quality merchan- 
dise when you sell Pyrene* Fire Extinguishers. They know the 
name Pyrene through our consistent advertising in national 
magazines and farm papers. They ask for Pyrene specifically 
because they want the best. 


Pyrene sales mean good will for your store and a good profit 
to you. And don’t forget . . . you make the profit on the original 
sale and then you'll make follow-up sales on Pyrene refills. 


See your Pyrene distributor or write us for more information 
about your extra profits in selling Pyrene. 


Dependable Fire Equipment Since 1907 








*T. M. Reg. U. S. Pat. Off. 





MANUFACTURING COMPANY 
NEWARK 8 , NEW JERSEY 


{filiated with C-O0-Two Fire Equipment Company 
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Assemble ! 
Easy To 
Sell ! 


Lawn Type 


Stamped out of heavy gauge 
metal with durable Baked 
Green finish for holder. 
Numbers come in Baked 
finishes of White or Black. 
Holds 4 numbers. 









55° 


for holder 
¢ for 
each 
number. 


House Marker Type 
45°‘ 


for holder 
15c for 
each 
number. 


Also stamped out of heavy 
gauge metal with durable 
Baked Green finish. Holds 
4 numbers. 






Ask your distributor for 
the Suckle Combination 
Merchandising Display Kit 








SU 4483 Products Co. 


1235 Federal Street 


Pa. 


Philadelphia 47, 








Division of Suckle Electronics Co. 




















of all present-day co-operatives in 
the United States have sprung up 
since then. 

The Farm Credit Administration 
was formed in 1933 to lend money 
to co-operatives at rates from 114 
to 3% per cent. 

The Robinson-Patman Act per- 
mitted co-operatives to pay rebates 
and discounts which are forbidden 
to others. The AAA Act of 1938 
authorized the Secretary of Agri- 
culture to help co-ops get lower 
transportation rates. The Secur- 
ities Act of 1933 exempted co-oper- 
atives from obtaining Securities 
Exchange Commission approval of 
the sale of their securities. In NRA 
days they were permitted to ignore 
minimum price levels, and more 
recently they were allowed to 
break through OPA price ceilings. 

There is reason to believe that 
all of this was done in an endeavor 
to enable the farmer to market his 
crop at an advantageous price. 

But from this selling viewpoint 
came a buying viewpoint. Thus 
there was a transition from the 
group of farmers banded together 
to obtain an advantageous price 
for the fruit of the soil to organiza- 
tions which obtained gasoline in 
tank car lots to be picked up at a 
siding in smaller quantities by 
these same farmers. 

Lumberyards were organized to 
distribute locally to the members; 
stores for the sale of wide ranges 
of goods; agencies for the sale of 
insurance to members; telephone 
service was thus provided; electric 
service, and so down the line, even 

to cosmetics and funeral goods and 
caskets. 

Remember that the small co- 
operative is just as anxious to be- 
come a big co-operative as the 
small businessman is anxious to 
become a big businessman. 


Smart Management 


Co-operatives are manned by 
smart people. Organization and 
initial promotion is easy, thriving 
on thé promise of returned sav- 
ings. Once organized, savings to 
the individual are not quite what 
they were cracked up to be because 
the ambitious person who is secre- 
tary, or major domo of the co- 
operative, convinces his associates 


that the savings should be re- 
invested in the purchase of a ware- 
house, a distributing organization 
and ultimately the manufacturing 
organization, or activities are ex- 
panded in other ways. A co-oper- 
ative organized to distribute lum- 
ber to its shareholders, expands by 
distributing coal, goes to heating 
equipment, plumbing equipment, 
furniture, to automobiles, to ap- 
parel, etc. 


Engaged in All Lines 


Today consumer co-ops are en- 
gaged in practically all enterprises 
in which little businessmen are 
making a living. It includes pack- 
aging, canning, dehydrating, proc- 
essing and marketing of all farm 
products. It includes retailing of 
all kinds, wholesaling, manufactur- 
ing of farm machinery to lipsticks 
and face powders. It includes 
banking; it includes insurance .. . 
growing at a tremendous pace. 

And they are doing all this with- 
out paying an income tax. 

There is no more reason why 
these organizations should be tax- 
free than there is that I should pay 
no income tax at all, and all you 
people should be compelled to pay 
taxes. 

The Klau Van Pietersom Adver- 
tising Agency of Milwaukee a few 
years ago handled the account of 
the Universal Milking Machine 
Company at Waukesha. Not a big 
account but an interesting and 
profitable one. A consumer co-op 
bought the company. Immediately 
from a tax-paying organization, 
this became a tax-free organiza- 
tion. The agency solicited the new 
account at its headquarters in Chi- 
cago, and was told it needed no 
advertising agency, ... they 
weren’t going to do any advertis- 
ing except in their own papers. So 
they lost an account and orthodox 
publications lost about $35,000 a 
year in linage. 

I am afraid all this is hardly in 
the nature of an orthodox commit- 
tee report. It is intended to give 
you a bird’s eye view of a move- 
ment which I am afraid has es- 
caped the attention of most of us 
and deserves our earnest study. 
The consumer co-operative move- 
ment is a threat not to advertising 
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Willions of these 
UNBRAKO SOCKET SCREW 


ANY’ PRODUCTS 
-are in use ! 









Pat'd & Pats. Pend. 


Pats. Pend. 


(A) The Knurled Head of the “Unbrako"” Socket Head 
Cap Screw makes it slip- and fumble-proof—be the fingers 
and heads ever so oily—therefore, it can be screwed-in 
farther and faster before it becomes necessary to use a 
wrench. The "Unbrako" Socket Cap may also be a Self- 
Locker —ask us how. 


(B) The Knurled Cup Point of the "Unbrako" Socket Set 
Screw makes it a Self-Locker . . . the point digs-in and 
stays dug . . . regardless of the most chattering vibration. 
Yet, this screw can be backed-out with a wrench and used 
over and over again. 


(C) Knurling of this “Unbrako" Socket Set Screw, as shown, 
swages the knurled threads so it becomes a most excellent 
Self-Locker . . . for use where the points such as: flat, dog, 
cone and oval do not lend themselves to knurling. Sizes 
from No. 4 to I!/2" in diameter. 


Millions of these "Unbrako" Socket Screw Products—in sizes 
from No. 4 to |!/2" in diameter—are being used throughout 
industry to save assembly time, facilitate compact designs 
and reduce weight and cost. Write for your “Unbrako” 
Catalog. 


You can't screw socket screws in or out with- 
out a hex socket wrench,—so why not get 
our No. 25 or No. 50 “Hallowell” Hollow 
Handle Key Kit which contains most all 
hex bits. 





“Unbrako"’ and ‘‘Hallowell"' 


Kits: Products are sold entirely 
=> through Industrial Distributors. 
‘end. 





Knurling of Socket 
Screws originated with 
“Unbrake” in 1934. 
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STANDARD PRESSED STEEL CO. 


JENKINTOWN, PA. BOX EEF 
CKICAGO + DETROIT + INDIANAPOLIS - ST. LOUIS - 








BOSTON - SAN FRANCISCO 
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WHEN you look over this new catalog, 
you'll see that the 1947 line of Lawson 
Bathroom Cabinets and Bathroom Acces- 
sories fully meets the requirements of all 
types of today’s housing—in the upper, 
medium and lower cost ranges. 

Again Lawson takes the lead in smart 
styles and top values. Since 1816 Lawson 
Products have been made to give the 


satisfaction to and 


greatest every ‘purse 
plan. 
You will find plenty of use for this new 


catalog— 


Send for Your Copy TODAY! 






WORLD'S LARGEST | 
| BATHROOM. 
BUILDERS OF (CABINETS J 
BATHROOM CABINETS “9 13 v:4ns 


eS 


THE F. H. LAWSON CO. 805 Evans St. CINCINNATI 4, 0. 


BATHROOM CABINETS 
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It is still mighty important to keep 
belts running and you as a dealer can 
help do your part by calling attention 
to the importance of proper lacing 
in prolonging belt life. One of the 
most effective ways to do this is to 
have an Economy Display Unit of Alli- 
gator Steel Bele Lacing right out on 
the counter where your farm and shop 
trade can see it. 


An Economy Package of Alligator 
Steel Bele Lacing is the best insurance 
there is against loss of time due to belt 
failures. This Economy Package con- 
tains one set of Alligator Steel Belt 
Lacing complete with hinge pins for a 
12” belt or the 12” length can be 
broken to length for narrower belts. 

A display of Economy Packages on 
your counter will help you sell belt 
protection. 


ECONOMY DISPLAY UNIT 
No. 410 Economy Display Unic. Lise......$5.60 


Four sizes of Economy Packages are packed 
in the display unit shown above. Contents 
made up of 3 packages 15E, two of 20E, 
three of 25E, and two of 27E. 


ECONOMY PACKAGES 


















Lacing _List per carton Belt 

No. of Ten (10) Thickness 
15E $4.75 1/8” to 5/32” 
20E 5.00 5/32” to 3/16” 
25E 6.25 3/16” to 7/32” 
27E 6.65 1/4” to 9/32” 
35E* 8.50 9/32” to 5/16” 


*Not Included in Display Unit. 
Order from Your Jobber 


FLEXIBLE STEEL LACING 
COMPANY 


4616 Lexington Street, Chicago 44, lilinois 


For more than 30 years the most universally 
used belt lacing in the world. 


ALLIGATOR 


TRADE MAAR AEG = 5 


STEEL BELT LACING 

















alone but to our whole system of 
free enterprise. 

Yet with all this, we carry no 
torch against consumer co-opera- 
tives. The freedom which free en- 
terprise guarantees gives them the 
right to function. 

But we do argue that consumer 
co-operatives are business, made 
up of many little businesses and 
many big businesses. There is now 
even a movement to take over a 
New England railroad. 

And since consumer co-opera- 
tives are business, they should be 


taxed as all other business is taxed, 

And thus we urge that you inter- 
est yourself in the issues in your 
home state. 


States May Tax 


Maryland, Kansas and Iowa al- 
ready have movements on foot to 
apply state income taxes against 
consumer co-ops. Get back of a 
movement in your own state to go 
in the same direction. Changes in 
the Federal law are bound to come 
when enough state laws are 
changed. 





Special Display for Bulky 
Lines Encourages Self-Service 


HE J. P. Johns Hardware & Paint 

Co. store in the College Park sec- 
tion of Orlando, Fla., recently moved 
its 16-ft. garden tool display unit 
closer to the rear wall. At the same 
time a special setup was created for 
storing bolts, rope and pipe fittings. 
Bolts, pipe fittings, etc., which had 
been kept mostly in boxes or under 
tables, are now in bins, and marked 
as to size, type and price. Chain. 
rope and replacement handles are 


among the other items in this storage 
unit. The arrangement is so orderly 
and easily accessible that many cus- 
tomers just wait on themselves. Rope 
is displayed on rods above the bolt 
and fittings racks. Mr. John’s plans 
also call for pipe displays in the 
auxiliary unit. 

Johns’ caters primarily to middle 
class home owners, professional men 
and a considerable number of re- 
tired people. 

































At the right is shown the end of the conventional style garden tool wall 
display unit which is 16 ft. long and conceals this neatly arranged display 
and storage space for bolts, rope, plumbing fittings and many other types 


of bulky articles. This arrangement encourages self-service on the part of 
customers. Note the overhead arrangement for rope. 
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te Most Compact Gasoline Driven Pump on the Market. 







jul’ DEPCO 


LIGHTWEIGHT PUMP 










CHECK THESE FEATURES 
CAPACITY... Deep well pumps up to 2000 GPH shallow 
well to 3000 GPH surface to 4000 GPH or up to 1500 GPH 
at 50 Ibs. discharge pressure. 

DEPENDABLE... Quick starting, new two-cycle 3 HP 
vertical shaft engine. 

STURDY... High-pressure aluminum die-cast engine, anti- 
friction bearings, stainless steel pump shaft. 

ONE MOVING PUMP PART... Cast bronze impeller, 
precision built to last. 

MULTI-USE... Pressure water supply, 
regulated land irrigation, drainage, oil field 
and contractors use. 
























Prompt Shipment . . . Dealer Inquiries Invited 
Send for literature on other DEPCO PUMPS including 
NEW ULTRA-LIGHTWEIGHT SELF-PRIMING PUMP. 










DIESEL PUMP AND ELECTRIC MANUFACTURING CO. 


Dept. D-1 » 110 West Broadway + Glendale, Calif. 

















' TO EACH 

' pust Roto-Blast 

» CUSTOMER DUSTER 

é Leip tier fe ies) 


ROTO-BLAST FEATURES SELL FOR YOU! 

@ Never needs oiling, plunger permanently 
lubricated. 

® Roto-Blast center discharge lets duster op- 
erate efficiently no matter how it’s held. 

@ New type air control assures smooth dust 
pickup, easy control of discharge. 

® Directional nozzle makes application easy, 
fast, accurate; it saves money by elimi- 
nating waste of dust! 
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FREE DISPLAY 
FOR YOUR STORE 


This FREE Lowell Roto- 
Blast Display helps you 
sell. It gets the story of 
the Roto-Blast’s advan- 
tages over fast. One packed 
FREE with each dozen 
dusters. Set this display 
up, in your windows, and 
on your counters. Build a 
dust display around it. 


Put it to work at 


Send in your order now. 


IMMEDIATE 
DELIVERY 


These dusters 
are manufac- 
tured, packed 
and ready to 
ship. Each day’s 
delay is costing 
you sales. Send 
your order for 
immediate 
shipment. 





























EVERY INSECTICIDE PURCHASER NEEDS A 


Lowent Ao Sail DUSTER 


Huge national advertising campaigns will quadruple 
the number of housewives, gardeners and poultrymen 
who come to you for powder insecticides and dust. 
Show them how Lowell Roto-Blast Dusters make in- 
secticides go further, how they do a better job with 
less work; make two sales instead of one. Get this 
extra profit with no extra effort. Every insecticide pur- 
chaser is a ready prospect for a Lowell “Roto-Blast” 
Duster. The Roto-Blast is available now for immediate 
delivery. Order now. 


LOWELL Mcnfaituring Co 


DEPT. 51, 589 EAST ILLINOIS ST., CHICAGO 11, ILL. 


MAIL THIS COUPON TODAY 






















once. 


















LOWELL Manufacturing Co. 
DEPT. 51, 589 E. ILLINOIS ST., CHICAGO 11, ILL. 


Ship me immediately 
Roto-Blast Dusters ot 


1 want to double my profits. 
dozen Lowell 
$12.60 ($14.75 Western Territory) per dozen, F.O.B. LOWELL, 


| 

| 

| 

| 

Michigan. | 
———— | 

| 

| 

| 

| 


Yes, 





DEALER'S NAME 
STREET_ 


ae STATE 


MY JOBBER'S NAME 



























For Late July Windows — 
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Ex-G.I.'s Dream Becomes 
Successful 
Hardware Store 


(Continued from page 151) 


Inability to have a basement for 
this fine new store because of the 
possibility of striking water even 
a few feet down was a blessing in 
disguise for this store since such a 
condition made necessary the in- 
stallation of same floor warehouse 
arrangements. Ease of handling 
merchandise can and does reduce 
operation costs and provides the 
means of faster and more efficient 


MAR DAILY NEWS, Sendoy, Agra 28 OHH a 


Another Modern Store for 
LITTLE RIVER 
TOMORROW @¢APR. 29: 
Don’t Miss the Opening of 


“SYKES: 
HARDWARE.. 


MIAMIrs 
MOST MODERN HARDWARE 
DEPARTMENT STORE 


284 N. E. 79th ST. 











FASTER-BETTER 
SOLDERING! 


SEVEN TIP STYLES 


Pray 


Vy) 2 


A scientifically 
engineered ther- 
mostat built into 
each Kwikheat Iron 
automatically main- 
tains the proper tempera- 
tureformaximum soldering 

efficiency. Not only that, but 
each Kwikheat Iron gets hot 
. ready for use... within 90 
seconds after plugging in. Seven 
different tip styles adapt the iron to 
almost any job . . . the handle design 
protects the hand from contact with 
hot metal parts. Not since 1883, when 
soldering irons were first electrified, have 
there been so many improvements in one 
soldering tool. 


See Kwikheat Demonstrated 
( *) HOT IN 90 SECONDS 


45 90 
oe 


1 j j j i J 
THERMOSTATIC SOLDERING IRON 


T T T T sean 
Sound Equipment Corp. of Calif.e 3903 San Fernando Rd., Glendale 4, Calif 



































“THERE'S NO SUBSTITUTE 















LITTLE RIVER PH. 78-1695 

i centeeeaiaee eRe 

rocker fy EM ELECTING Ot cirrwane! 

KNIVES! © APPLIANCES e pases 
~y us . e omen om 
ATH OE 1.25 RANGES @ LOCKS FIGURINES. 
Pon E275 aes 6@ IRONS Sveece wooo 
inassencimeantl ELECTRIC Ee HT 
CORSE TRRLS! REFRIGERATORS © yeu wasuens — 
‘a. 10 SEMeRS © weavers 53-Pe. 
qussmms 125 GARBAGE @ ELECTRIC Set 19.95 
cuss sums 150 DISPOSALS §=©=-—s BLANKETS PYREXWARE 
CARPENTER msHNG RADIOS! Mf WoUsEWARES! 
Bamnorl % cee Stewart Warner re -_ ar 


FOR DEPENDABILITY” 


One of our dealers said to us recently, “People are 
realizing more and more that there’s no substitute 
for dependability. At the same time more and more 
customers are buying heavy and shelf hardware that 
bears the W-C trademark.” 


This is no coincidence because a full century of 





























PLUMBING HEAVY GALVANIZED CLEANING 
SUPPLIES! HARDWARE! WARE! SUPPLIES! 
Wate Teket WASH TUBS $1.58 

Set sass POS 6 BLES concur 

brass fing 24 SOL 2 21% mem... 1% 
Sewer 299 cm KR psig Se CARPET SWEEPERS 
(th Kon Sate SASK Cl ‘STEP-OM CANS 

Glew Torches, # CLOTHES LE WE 175-250 9 id O8T Bem $2.95 
ELECTRIC BUILDERS PAINTS! SPORTING 
suppuies! Bf HARDWARE! EB xqus pats Goops! 














GAMBLE HARDWARE 
1732 N. W. 36th STREET PHONE 2-2494 
ALLAPATTAEB 














This advertisement, four columns 
wide and full page high, gave de- 
tailed attention to every depart- 
ment and told of the association of 
the store with Gamble Hardware. 
lt included many scarce items and 
some real bargains. Much of the 
store's present day advertising is in 
the classified sections of the local 
newspapers. 


JUNE 19, 1947 












in the W-C dependable line. 


are available. 


WILCOX, CRITTENDEN 
& Co., INC. 


77 South Main Street 
Middletown, Conn. 















manufacturing a stands behind all items 


Unusually prompt shipments from finished stock 





































































HERE ARE 
LAWN SIGNS 








WHY REFLECTO LETTERS 

OUTSELL ALL OTHERS: 

1, Reflect light from any 
angle 

2. Gleam brightly at 

night 


























3. Stand out clearly by 
day 

4, Beauty and utility 
for every home 

5. Attractive counter dis- 
play promotes sales 

6. Nationally advertised 
























This Display Cabinet with 119 2%” Let- 
fers, 18 Assorted Panels, 12 metal 
stakes and 14 Periods.............Net $67.50 


‘Cabinet with 50 23%,” Numerals, 10 As- 
sorted Panels and 10 metal stakes... 
Net $30.00 






Reflecto Letters show you an 
excellent margin of profit. Well 
proportioned assortments in 
these display cabinets enable 
you to sell out of stock — no 
bothering with special orders. 
Inquiries welcomed. Write for 
detailed information. 














Re Moves a dall moment 
Reflecto Letters, Inc. 


411 EAST 101st ST. NEW YORK 29, N. Y. 
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service, a big factor in reducing 
overhead and in creating goodwill 
among customers, a potent means 
of making the cash register ring 
oftener and for larger sales to in- 
dividual customers. Why custom- 
ers like the store as a shopping 
place is quite evident in the pic- 
tures shown in these pages. 


Mrs. Sykes is a daughter of the 
late John L. Gamble who founded 
Gamble Hardware and her hus. 
band William A. Sykes was prior 
to his service in the United States 
Navy associated with a Miamj 
wholesale hardware house, having 
previously been associated with a 
North Carolina hardware firm. 





Beware Before You Build! 


Here are eight factors to be considered before you 

launch on the long-awaited building program. Paying 

careful attention to them may save you money and 
many a headache as well 


O you're planning to build—a 

new building, an addition, or an 
annex. Well, whatever your plans 
—beware before you build. In other 
words, before you start, make abso- 
lutely certain you know where you 
are going to end up. Dabbling in 
building is not a task for the ama- 
teur, and a single mistake at the 
wrong time has caused many a 
builder some headache . . . as well 
as an empty purse! 

What is the best thing a builder 
can do before work actually begins? 
The answer is—inform himself. Most 
of the pitfalls incident to building 
can be readily circumvented if the 
builder will only take the trouble to 
find out about matters in advance. 
Hence, before one shovelful of earth 
is turned or a single brick is laid, 
it is essential that the builder edu- 
cate himself on all possible aspects 
of his project to be. Only by this 
means can he hope to plan wisely 
and to be able to make sensible de- 
cisions. Furthermore, the sugges- 
tion goes whether one is building a 
doghouse or a fifty-story office build- 
ing. 

What are some of the things the 
prospective builder should know 
about? Consider carefully the fol- 
lowing tips. 


Things to Consider 


1. The prospective builder should 
know that there are several types of 
building contracts available to him. 
Under one form of contract, the con- 
tractor agrees to complete a given 
type of structure for a given amount. 
For the interests of most business- 
men, this is the most satisfactory 
type of contract. 

The cost-plus contract is a second 
type of agreement. According to 
such a contract, the owner agrees to 





pay all costs of building, plus a 
stipulated percentage or fee. The 
possible disadvantages of such an 
arrangement are readily evident. 

A third type of contract is a cost- 
plus contract, but one which has a 
ceiling on the total cost. In other 
words, the building can cost its 
owner no more than a stipulated 
amount. 

2. Select those who direct your 
building operations with care! In 
many instances, no (formal) ap- 
prenticeship is required of those who 
go into building contracting work. 
Hence, often the field is cluttered 
with many who are untrained and 
inexperienced. For safety’s sake, 
choose the individuals who direct 
your building operations—with a 
critical eye. Insist on being shown 
tangible evidence (in the form of 
completed work) of what your con- 
tractor is capable of doing. Insist 
that he prove his apprenticeship to 
you. 

3. Have your plans well worked 
out in advance of the start of build- 
ing operations. And stick to them. 
Changes in plans bring on needless 
expense—expense which can usually 
be avoided through adequate ad- 
vance planning. 

4. While the building is being 
built, it is your problem to see that 
its construction is up to standard. 
Consequently, for safety’s sake, have 
periodic inspection carried on for 
you by someone you can trust and 
who is familiar with building con- 
struction. Only in this way can you 
be sure you are really getting what 
you pay for. 

Many communities maintain 4 
building inspector as a public ser- 
vant. However, all too often the 
inspections performed by such an 
individual are in some degrees in- 
adequate. Thus, the only safe thing 
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for the business man to do is to em- 
ploy his own building inspector. 

5. Is now the time for you to 
build? Ask yourself this question 
and answer it only after due con- 
sideration. The cost of building 
fluctuates considerably with the 
times, and now may or may not be 
the economical time for you to build. 

Only analysis of your situation 
can determine if now is the time to 
build. When considering this prob- 
lem, bear constantly in mind that 
your reason for building is to make 
more money. Comparatively speak- 
ing, will you make more money by 
building now than by holding off 
and building later? 

6. When building, avoid any “con- 
struction fad” which is likely soon 
to be out-dated. Such styles often 
become obsolete in a very short time 
with the result that the owner finds 
himself with an old-looking build- 
ing on his hands. 

Avoid being “faddy”; stick to the 
more conventional styles, and your 
building will remain “new” a com- 
paratively long time. 


Keep Your Needs in Mind 


7. When erecting a building keep 
your needs in mind. When you 
build, your objective should be to 
have constructed the best possible 
building for you (at the most eco- 
nomical cost). Bear in mind that al- 
though the building of Joe Jones 
down the street may be quite attrac- 
tive to you and seems to suit his 
needs very well, that is no sign a 
copy of it would do for you at all. 

8. Before signing any contract for 
building work, make certain all 
building specifications are outlined 
clearly and specifically. Have the 
agreement checked for specification 
adequacy by someone familiar with 
your needs and the building industry 
in general. In other words, make 
certain, before it is too late, the 
quality of materials and workman- 
ship which go into your building are 
up to requirements. 

Unless such specifications are 
clarified in the agreement trouble 
between owner and contractor can 
easily result—if for no other reason 
than through misunderstanding. 

To summarize, work out as many 
details as possible in advance. Know 
exactly what you want and how you 
want it done. Get the whole thing 
in writing. Then, during construc- 
tion, see to it that your wants are 
carried out. 
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DAVID KAVFMANNS SONS, INC. 


MOUNT & COLE STS. + 





WHEELING 





MR. HOUSEWARES BUYER... 


If your store is in this area and you are having a 
difficult time getting critical Housewares items, 
keep in touch with David Kaufmann’s Sons, Inc. 
representative. He'll do his level best to keep you 


supplied with America’s leading lines. 


Established 27 years 


UNiay 


BALTIMORE 23, MD. 













































The Universal 
Liquid Cement 


Waterproof—Dries Quickly 
Ready to Use 


Stable Prices — Unif 


Ambroid prices will stay the same—despite rising costs! Yet no change 
in quality . . . same time-proved ingredients . . . same effective propor- 
tions. Constant laboratory tests assure uniform quality. That's why 
Ambroid dealers get all repeats and no returns. 


Be sure you get your full share of profits from the growing demand 
stimulated by our consumer advertis- 
ing. Keep your Ambroid stock com- 
plete. Show that new, improved Dis- 
play Box. It really sells! 


Ask r regular jobber for 
DEALERS: yoo today. If he cannot 
supply you, write us on your letterhead, 
mentioning his name, and get sample Free. 








AMBROID CO. 


305 FRANKLIN ST 


BOSTON 


10, MASS 





orm Quality 


Also Pints, Quarts and Gallons 
2 a for Industrial Trade 
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This store is an invitation to any farmer passing along Highway 50. 


Highway Store Offers Farmers 
A Complete Hardware Service 


Movisc into a $40,- 


000 hardware building has meant 
nearly a 100 per cent increase in 
business for Harry Hansen, whose 
new hardware store is located on 
busy Highway 50, 15 miles west 
of industrial Kenosha, Wis. In 
this location Mr. Hansen has one 
of the most complete one-stop farm 
and home hardware stores in the 
entire middle west. 

The new store was opened for- 
mally six months ago and already 
sales have more than doubled in 
many lines. Mr. Hansen computes 
that the $40,000 investment in his 
new building will be paid off with- 
in a few years. 

The efficient concrete block 
hardware store replaces an anti- 
quated structure which was locat- 
ed three-quarters of a mile away 
but off the busy highway. In it Mr. 
Hansen did a $100,000 annual 
business but had planned replace- 
ment as soon as adequate supplies 
of building materials could be ob- 
tained. 

The new Harry Hansen Hard- 
ware is 50 ft. deep by 136 ft. long 
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A $40,000 modernization investment has already 
brought Hansen's a‘100 per cent sales increase. 
Repairs and service are features farmers go for 


with a fully insulated 24 by 50-ft. 
basement. A convenient concrete 
incline enables drivers to unload 
new merchandise directly into the 
basement warehouse section. Con- 
crete was used for construction 
throughout the new store because 
Hansen found it best suited to sub- 
zero Wisconsin winters and 110- 


_deg. summers alike. All walls are 


constructed of sturdy concrete 
blocks with concrete floors in the 
big display room, the first floor 
storage area, and the basement 
warehouse. 


Fluorescent Lighting 


The entire store is fluorescent 
lighted, including all the ware- 
house space and the garage. A 
fully automatic hot air heater sup- 
plies warm air in the winter and 
functions as an auxiliary air circu- 
lation system in the summer. The 
heater burns oil and comfortably 
regulates the temperature of 150,- 
000 cu.ft. of air. Winter tempera- 





tures in southern Wisconsin often 
are as low as 20 deg. below zero 
and so adequate heating is an es- 
sential. 

To power the big store’s two 
feed milling machines, Hansen has 
a 102 h.p. diesel Caterpillar engine 
which also provides ample power 
to keep the air in circulation 
throughout the store building in 
the summertime. This dual-pur- 
pose engine already has proved its 
economy, according to Hansen. 

The display room is decorated 
in a neutral gray tone which em- 
phasizes the bright display mate- 
rials and colorful arrangements of 
merchandise. All merchandise in 
the salesroom is re-arranged and 
displays changed every two weeks. 

Streamlined display tables 4 ft. 
in height are provided for small 
merchandise. Painted a neat gray 
to match the walls and ceiling. the 
tables are spaced evenly. through- 
out the room, with bread 4-ft. 
aisles to permit customers to move 
freely between the tables. 
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Just inside the broad front of 
the store is the appliance depart- 
ment. The full-length display win- 
dows which flank the front and 
one side of the display room make 
special display devices virtually 
unnecessary. Home freezing equip- 
ment, washing machines, station- 
ary tubs, radios, electric refrigera- 
tors, and milk coolers are fully vis- 
ible from the outside through the 
big plate glass windows. 


To the right, as the customer 
enters the store, is the gardener’s 
department. Here, in specially de- 
signed cases which permit maxi- 
mum visibility, are displayed gar- 
den tools, flower and vegetable 
seeds, plant foods, packaged ferti- 
lizer, and weed-killing compounds. 

Nails, screws, hinges, and small- 
er hardware items rate a large dis- 
play table of their own. Nearby 
are carpenter’s tools, axes, and 
small tools for the home. Prices 
are marked on or attached to every 
item in Hansen’s stock and self- 
service is practised by most cus- 
tomers. 


Rest Rooms Popular 


Because the Harry Hansen 
Hardware is located in the coun- 
try, its modern, completely equip- 
ped rest rooms are especially popu- 
lar. Hansen credits them with at- 
tracting new customers to the 
store. The ladies’ room is bright- 
ly decorated and the men’s room is 
finished in masculine hues. 

Stretched across the rear of the 
display room is the big spare parts 
department for farm machinery 
and household appliances. Two 
hundred carefully planned wood- 
en bins and drawers contain al- 
most every conceivable repair and 
replacement part. Each bin is 
numbered with a handy chart on 
the wall identifying the contents 
of each bin. 

Gasoline, tires, and lubricants 
sell well at the Harry Hansen 
Hardware because the firm does 
not attempt to compete with gar- 


The 


nearest gasoline station is five 


ages and service stations. 


miles away, so most of Hansen’s 
hardware customers depend on 
him for all their farm gasoline and 
for most of the fuel they burn in 
their passenger automobiles. 
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(with DURATITE, 





"Faster- Setter 
SURFACING 


OF IMPERFECTIONS 































&# For fine finishing on wood, metal, plastic or an 
_ commonly used material, Duratite Wood Dough 
(for large cavities) Duratite Surfacing Putty (for 
f smaller cavities). In seven wood @olors everyone 
© “a wants, in tubes and.cans in a variety of sizes. Ask 
your jobber or write 


‘<< _ WEBB PRODUCTS COMPANY 


. pr 238 South G Street @ San Bernardino, California 
— gm Dept. H, Norcross, Georgia 

























‘to “e)) 


) 
Used by millions 


since 1923. Flexible... 
waterproof... heatproof 
ARROWHEAD 
CEMENT 
Write for catalog of 
fillers and adhesives. 


















































Are you overlooking the wide market for JOHNSON XLO 
MUSIC SPRING WIRE? The wire of a thousand uses comes to 
you attractively packaged for display and handling . . . units of 
Ys Ib., Y2 Ib., and | Ib., in full range of sizes. JOHNSON sales 
analysis will point out to you the sizes which are in the heaviest 
demand. Customers looking for small amounts of spring wire 
for any of the countless uses can be readily supplied by means 
of this handy package. ° 

Order through your wholesaler or nearest Johnson branch. 


JOHNSO 


STEEL AND WIRE COMPANY, 
en oe ee ee ee 
DETROIT AKRON. CHICAGO LOS ANGELES 


INC. 







NEW YORK TORONTO 







199 
























HARDWARE AGE 








INDOW displays are ef- 
W recive advertising medi- 

ums in any retail hard- 
ware store. It is therefore impor- 
tant that good use be made of 
them at all times. 

In many large cities, where cost 
of newspaper advertising is pro- 
hibitive for the average small 
firm, windows provide the only 
means of informing customers of 
the variety of merchandise carried 
in the store. Customers pay more 
attention to window displays in 
cities and are better window shop- 
pers. Interesting and informative 
displays are doubly important 
there. 

Window displays are less im- 
portant in the small store in a 
small town where store traffic is 
limited. Windows, however, do 
have some value there and should 
be used accordingly. 


Centralize Responsibility 


Be sure to give some person in 
*the store the responsibility of plan- 
ning and installing window dis- 
plays. Give him every opportunity 
to learn about this medium of ad- 
vertising. HARDWARE AGE and 
other trade papers will be helpful. 
Original window displays are pre- 
sented each issue of HARDWARE 
Ace. These windows are timely, 
show seasonal merchandise that 
should be displayed in the imme- 
diate future, and give suggestions 
as to how to arrange the display. 
Pattern your windows and sched- 
ule your displays from this pro- 
gram and you will find it very 
helpful. 

Basic window display equip- 
ment such as pedestals, back- 
ground material, and other sea- 
sonal props will be found helpful 
and will enable the person install- 
ing the displays to do the job in 
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Window Displays 


the shortest possible time. Display 
pedestals can be made from card- 
board tubes, glass vases or sup- 
ports, or wood. They should be 
painted, covered or finished in 
natural finish, depending upon the 
type used. 

One of the best types of back- 
ground materials is corrugated 
board. This is available in a va- 
riety of colors. Where permanent 
backgrounds are used in the win- 
dows, painting them some neu- 
tral color will be best. The back- 
ground can be changed by placing 
corrugated board of a different 
color over it. 

Special floor pieces, such as 
grass mats, etc., will be found use- 


ful in many seasonal windows. 
Circular, oblong, rectangular, and 
square floor pieces of corrugated 
board or painted wallboard will 
also serve to focus the customers’ 
attention on merchandise featured 
on these pieces. They also give 
variety to floor displays in the 
window. 

Adequate lighting is important 
if the window display is to attract 
attention and if the merchandise 
on display is to be shown to the 
best advantage. Both flood and 
spot lamps will be necessary. One 
spot light in. each window section 
will enable you to pick out the 
feature item in each display and 
focus the shoppers’ attention on it. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor, 
and 20 very poor. The correct answers to these questions will 


be found on page 262. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—A certain brand of 34-in. sisal rope has a breaking test 
of 4300 Ibs. Same brand of %4-in. pure manila rope has a 
breaking test of 5300 lbs. Figure the comparable strengths and 


express in percentage. 


2—The selling expense in a company is 12 per cent of sales. 
Salesman A’s sales for six months are $9,000; B’s are $12,000. 
and C’s are $10,000. Figure the commissions they would earn. 


3—Figure cost of fence needed for this job. Customer has 
lot 60 by 120 ft. He wants to fence down one side, across the 
back end, and half way up the other long side. Fence comes in 
10-rod rolls and retails at $1 rod in full rolls. It costs 10 
cents per ft. when cut. Customer wants just enough fence for 


the job. 


4.—Customer has house 28 by 28 by 18 ft. high to be painted. 
Figure paint needed for two-coat job. Paint covers 350 sq. ft. 


per gallon two coats. 


5—Hardware cloth 4 mesh retails for 10 cents per sq. ft. 
Customer wants to cover four cellar windows with this mate- 
rial. Windows measure 18 by 24 in. Figure cost of material. 


(Answers on page 262) 
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RE AGE 


The Line that has won 
the preference of users 


"Jackson" products have earned preference because they 
render better, more economical service under all condi- 
tions. They are easier to sell. 

Nothing can take the place of Jackson's seventy years’ ex- 
perience in the manufacture of wheelbarrows and kindred 
equipment as a selling point for dealers handling this 
complete line. 

Ask us for the name of the nearest Jackson Wholesaler. 


JACKSON MANUFACTURING CO. 


HARRISBURG, PA. 
woos Est. 1876 





r SPECIAL SALE” LEADERS 


At the prices we quote you can use these two 
items as "Special Sale" leaders. They “look like 
big money" yet ore most economically priced— 
regular pre-war prices and quality. 

Order a gross of each—today—immediate deliv- 
ery—and start your sale at once. 


F.C. STEEL BROOM RAKE 


—A Really Superior Product 














A 24 tine, heavy steel broom rake 
of exclusive design. Arched plate— 
Cantilever construction doubles 
strength. 20 inch spread. Dark green 
baked enamel finish—48" waxed handle. 

Packed 2 dozen to carton. List $15.60 doz. 
Sells "like hotcakes" at $1.29. 


F.C. STEEL HOSE HANGER 


Meets a Need in Every Home 


The safest, easiest way to care 
for garden hose. Hangs hose 
without kinks or crushing. One 
piece heavy. gauge steel— 
Holds 100 ft. hose. Mounted on fence, wall or house. Dark 
green baked enamel finish. Packed | doz. to carton—List 
$12.00 doz. A "pick-up" seller at 99¢. 


Order a supply of both today. Standard discounts. 


FIRECRAFT CORPORATION 


Dependability in Metal Products since 1910 
3106 W. 51st Street Chicago 32, Ill. 
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POUNDS LIGHTER 


“koe Lawn Mowers 


* LAST 


LONGER * CUT SMOOTHER 


Tough aluminum alloy castings 
for lightness and strength. Steel, 


bronze or rubber at all 


wear 


points. Easy running and smooth 
cutting as their stream-line ap- 


pearance promises. 


Yet with 


greater shock resistance and dur- 
ability than the heavy pre-war 


models. 


MODEL 400 DeLUXE 


16” cut 

















ASTD 





Panukacturin g Co. 


LAWN MOWERS SINCE 1880 
Springfield, Ohio 
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Five blade reel. Crucible tool 
steel knives. Chrome steel 
ball bearings. Fully enclosed 
gears. Two oil cups in each 
side plate. 10” wheels. Semi- 
pneumatic rubber tires. Rub- 
ber roller. Tubular steel 
handle with rubber grips, 
stands vertical for easy 
storage. 























ORDER NOW 


Strictly 
merchandise that 


reliable 


is coming off the 
assermbly line in a 
steady volume. 
Prompt deliveries 
assured. Send for 
particulars NOW! 








Che Original Tablet Plant Food 














Sold Successfully for 
More than 30 Years 


Originated by STIM-U-PLANT, plant foods 
in tablet form have been a popular item ever 
STIM-U-PLANT deserves a 
place in the stock of every garden supply 
Best value on the market at consumer 
prices of 25¢ for 30 tablets; 75¢ for 100 tab- 
lets; $3.50 for 1000 tablets. 
aging and displays. 
for dealers and distributors. 


since. Today, 


store. 


information. 


Incorporated 


AGRICULTURAL LABORATORIES SON 
Columbus 2, O. 


1333 Chesapeake Ave. 


Excellent profit margins 














Attractive pack- 










Write for trade 






















JAM-TRAC 


OVERHEAD 


GARAGE DOOR 


HARDWARE 








Om 


JAM-Trac overhead garage door hardware for 
use under any condition of service. Door requires 
only 2” of headroom for operation. Easily in- 
stalled within 30 minutes average time by any 
carpenter or mechanic. Door is in perfect balance 
at all times when JAM-Trac hardware is used. 
Practically silent in operation. 
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JAM-Trac equipped doors, standard in size, do 
not sway or dip and protrudes out of the opening 
only a small fraction of its entire height. JAM- 
Trac hardware is nominally priced, and immedi- 
ately available in any reasonable quantity. JAM- 
Trac hardware is attractively packaged in cartons 
measuring 5”x 10”x 44” and comes equipped 
with genuine oi! tempered springs, which insure 
long life and ease of operation. 


INDUSTRIES 


1107 EAST 8TH STREET 
LOS ANGELES 21, CALIF. 
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Dan Cupid's Riding High! 








South Atlantic 
Total: January to March 


».. Chena 


























5-year av. 1946 to 5-yr. av. 
1947 1946 (1941-45) 1947 to 1947 
Atlanta, Ga.* ee 2,393 1,299 —33.3 22.9 
Baltimore, Md. ...... 4,219 5,290 3,961 — 20.2 6.5 
Charlotte, N. C.* 229 309 109 —25.9 110.1 
Jacksonville, Fla.* 430 753 1,242 —42.9 —65.4 
Miami, Fla.* . . 1,534 1,645 1,443 — 6.7 6.3 
Norfolk, Va. . 635 946 828 —32.9 —23.3 
Richmond, Va. 841 1,064. 702 —21.0 19.8 
Tampa, Fla.* 715 812 1,022 —11.9 —30.0 
Wilmington, Del.* 1.464 1.87% 1,440 —21.8 R.é 
11,664 15,084 12,046 —22.7 — 3.2 
East North Central 
Total: January to March 
P. C. Change 
5-year av. 1946 to 5-yr. av. 
1947 1946 (1941-45) 1947 to 1947 
\kron, O.* 1.187 1,466 825 —19.0 43.9 
Canton, O.* 637 791 466 —19.5 36.7 
Chicago, IIl.* 11,454 13,875 8.821 —17.4 29.8 
Cincinnati, O.* 1,211 1,433 1,077 —15.5 12.4 
Cleveland, O.* 3,274 3,869 2351 —15.4 40.5 
Columbus, O.* 1,116 1,477 912 — 24.4 22.4 
Dayton, O.* 946 1,171 804 —19.2 17.7 
Detroit, Mich.* 5.883 6,743 4,533 —12.8 29.8 
Flint, Mich.* .. 632 765 436 —17.4 45.0 
Fort Wayne, Ind.* 612 717 373 —14.6 64.1 
Coy, .” ..... 1,102 1,209 724 — 8.9 Ae 
Grand Rapids, Mich.* 691 831 400 —16.8 72.8 
Indianapolis, Ind.* ... 1,678 2,403 1,296 —30.2 29.5 
Milwaukee, Wis.* 1,651 2,055 1,273 —19.7 29.7 
Peoria, Ill.* ... 503 643 242 —21.8 107.9 
South Bend, Ind.* 625 713 424 —12.3 47.4 
Toledo, O.* .. 1,458 1,630 Lizs —10.6 29.8 
Youngstown, i 601 735 407 —18.2 47.7 
35.261 42,526 26,467 —17.1 33.2 
East South Central 
Total: January to March 
P. C. Change 
5-year av. 1946 to 5-yr. av. 
1947 1946 (1941-45) 1947 to 1947 
Birmingham, Ala.* ... 2,080 2,547 1,687 —18.3 23.3 
Chattanooga, Tenn.* 136 168 88 —19.0 
Knoxville, Tenn.* 344, 502 301 —31.5 14.3 
Louisville, Ky.* 1,379 1,934 1,144 —28.7 20.5 
Memphis, Tenn.* 405 511 368 —20.7 10.1 
Nashville, Tenn.* 634 776 548 —18.3 15.7 
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West North Central 
Total: January to March 
See 
5-year av. 1946 to 5-yr. av. | 
1947 1946 (1941-45) 1947 to 1947 — 
Des Moines, Ia.*..... 625 867 373 —27.9 67.6 
P. C. Change Duluth, Minn.* ...... 426 572 352 —25.5 21.0 
46 to 5-yr. av. Kansas City, Kan.*... 2,021 2,759 974 —26.7 107.5 
Sa Kansas City, Mo.* 907 1,064 1107 —148 —181 
-33.3 22.9 Minneapolis, Minn.* .. 1,677 1,976 1,236 —15.1 39.7 | tiie vege 
202 65 Qusha, Neb.* ... 563 788 533 286 56 | From stainless steel to 
25.9 110.1 St. Louis, Mo. .. 253 3,902 3,698 —34.1 —30.4 | zinc... from extra hard materials 
42.9 —65.4 St. Paul, Minn.* 834. 787 613 6.0 36.1 to extra soft, there’s a Star blade to 
a as. « . esd ; ae am. | cut it. From the Star line—the com- 
» 67 6.3 Wichita, Kan. 709 98: 603 —27.9 17.6 ciate Mao~ven enn colle Stalls tet 
32.9 —23.3 e 2 gas HY everything a hack saw or band saw 
-21.0 19.8 10,335 13,698 9,489 —24.5 8.9 can cut. That means more sales for 
11.9 —30.0 you. Not only will Star do these 
21.8 1.7 West South Central jobs, but do them better. Star 
blades outcut and outlast ordinary 
2997 — 32 Vote: J wantaiied to M March blades. Handle the whole Star line 
: A a i aaa an mata ea —it’s one sure way to increase your 
PC. Change sales. Sell Star. 
5-year av. 1946 to 5-yr. av. a 
1947 1946 (1941-45) 1947 to 1947 
Dallas, Tex.* 2,167 2832 1511 —235 434 
: Fort Worth, Tex.* 1.246 1.515 985 —i78 26.5 
ae —- Houston, Tex.* 2.659 3422 2,129 -—223 24.9 
7 «te 1947 New Orleans, La. 1322 1,906 1,419 —306 — 68 
190. 439 Oklahoma City, Okla.* 879 1,151 985 —23.6 —108 
195 36,7 San Antonio, Tex.*... 1,683 2,325 1,762 —27.6 4.5 
y sa. Okla.* 8 71: 5 —32. 21.5 
174 99.8 Tulsa, Okla.* . 4 7 7 - | 615 32.3 ” , 
156.5 124 10,439 13,864 9,406 —247 11.0 
15.4 40.5 
24.4 22.4, : ° 
192 177 Mountain 
12.8 29.8 Total: January to March 
17.4 45.0 _ re Serra s s 
: P. C. Chang 
14.6 64.1 5-yearav. 1946 to Saman 
8.9 522 1947 1946 (1941-45) 1947 to 1947 
16.8 72.8 Denver, Colo. 1,283 1,703 1,007 —24.7 27.4 
30.2 29.5 Salt Lake City, Utah* 818 — 1,067 730 —23.3 12.1 
19.7 29.7 ities -scllaghaliais.” -dlabaabdie _ 
21.8 107.9 2101 2.770 1,737 —241 209 
i238 47.4 
10.6 29.8 P 
8.2 47.7 Pacific 
pe — Total: eeceeid to March 
Ws 33.2 a ee ~ a 
5-year av. 1946 to 5-yr. av. 
q . 1947 1946 (1941-45) 1947 to 1947 
Long Beach** ) ae 7 — * _ 
7 Re Angeles** f 8,566 10.350 6,723 -17.2 27.4 
P. C. Change Oakland, Cal.* 1,708 2.455 1,552 —30.4 10.1 
sto = 5 «yr. av. Portland, Ore.* 947 1,256 698 — 24.6 35.7 
7 to 1947 — Sacramento, Cal.* . 460 568 329 —19.0 39.8 
23.3 San Diego, Cal.* 1097 1803 1458  —39.2 —248 | 
San Francisco, Cal. 2,395 3.509 2,199 —31.7 8.9 | 
14.3 Seattle, Wash.* pee 3,176 2.520 —30.0 —12.0 





15 ‘ns pay a a SROS., Inc., Middletown, NY. 
el 18.760 24.820 16,764 —244 11.9 ha cut sor Sa ao 


20.4 








8.3 Zi Za enly throug 
9.0 | sanized diserit 
1.5 7 . Wash. 
8.7 20.5 Spokane, Wash.* 508 652 328 -—221- 573 | fk EMSON | 
0.7 10.1 Tacoma, Wash.* _ 856 ~—=—«:1,051 957 —18.6 —10.6 | 
8.3 

‘ 


* Includes county figures. ** Los Angeles County. 
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By SAUNDERS NORVELL 





SAUNDERS NORVELL 


= AGE of 


April 24 had a very complete and 
comprehensive account of the re- 
cent convention of the American 
Hardware Manufacturers and 
Southern Hardware Wholesalers. 
No doubt, it has been carefully 
read and digested not only by 
those fortunate enough to attend 
but also by thousands of hardware 
men in all parts of the country. 
The Dean especially hopes that 
manufacturers, wholesalers, and 
retailers have seen to it that their 
employees—the coming hardware 
men of the future—have had an 
opportunity to read the addresses 
which, in the opinion of the writer, 
were unusually good. Get that is- 
sue into their hands! 

As usual after this convention 
there were friendly on-the-way- 
home gatherings in New York 
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where the events of the sessions 
were informally discussed, so this 
article is just an echo of the great 
convention. 

The Dean, having studied his 
encyclopedia in advance, held a 
“quiz” on the history of Florida 
and found the returning “pilgrims” 
somewhat deficient in their knowl- 
edge of its early history, one of 
the most colorful and glamorous 
states. So first, before going into 
the interesting gossip of the con- 
vention, let’s have a little class in 
early Florida history. 


The Beginnings of Florida 


Florida was discovered by 
Ponce de Leon, born in Aragon, 
Spain. about 1460 and died in Cuba 
in 1521. He was a Spanish soldier 
who not only conquered Porto 








Rico and became its governor but. 
in search of the fountain of eternal 
youth, also discovered Florida. He 
accompanied Columbus to Amer- 
ica in 1493. 

The Indians told of a mythical 
spring whose miraculous waters 
restored lost youth to be found 
on the island of Bimini. He dis- 
covered the mainland of Florida 
on March 27 and landed on Easter 
Sunday, April 8, 1513. He named 
the land Florida—just 434 years 
before the convention was held not 
far from where he landed. Poo: 
Ponce—he never found his foun- 
tain of youth and was killed by an 
Indian arrow in 1521 in his 6lst 
year. He thought Florida was an 
island. It was a land of flowers- 
Pascua Florida—flowery Easter! 

Florida was ceded by Spain to 
Great Britain in 1763. Back to 
Spain again in 1783 and to the 
United States in 1819. Admitted 
to the Union as a state in 1845. 


The Convention 


Like de Leon the convention 
had both good and bad luck. Our 
“pilgrims” said the weather was 
atrocious—rainy, cold, humid and 
hot. One manufacturer flew back 
north in a white flannel suit and 
straw hat and landed home in a 
snow storm, 

A charming lady “pilgrim” said 
Palm Beach was well named but 
the “palm” was for all the out- 
stretched digits and not trees. 

The outstanding entertainment 
was the One Hundredth Anniver- 
sary Celebration of Orgill Bros. & 
Co., of Memphis, Tenn. One lad 
“pilgrim” said you never saw any- 
thing like it. It was just fine, and 
everybody had a gorgeous time. 
Congratulations to Mr. Edmund 
Orgill and their grand old man. 
Mr. Moody. The Tennessee Coal. 
Iron & R. R. Co. of Birmingham 
also gave a most delightful party 
at the Sun and Surf Club. 

All agree that the speeches were 
unusually good but one about the 
great prosperity of the South after 
years of troubles was unique and 
outstanding. This unusual anal- 
ysis of past and present economic 
conditions in the Southern States 
by Malcolm Bryan, V. P., Trust 
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Co. of Atlanta, Georgia, should be 
given wide publicity. The South 
is surely coming into its own. The 
basis is climate and the increase in 
modern manufacturing skills by 
its population. 

One lady “pilgrim” referring to 
Senator Fulbright’s speech about 
all the troubles Senators must en- 





dure said she wondered if our 
Congressmen cooked in our up-to- 
date “pressure” cookers. 

My pilgrim friends also all 
agreed it was a fine convention 
and the Southerners well deserve 
their ancient reputation for sin- 
cere warm friendliness and gener- 
ous open-handed hospitality. 





Deaiers Get 25 Per Cent 
Of the Vacation Dollar 


Empire State Survey shows that equipment, sporting goods, cameras, 
souvenirs and gifts are in the lead with clothing topping the list. 


ETAIL stores receive the surpris- 

ing total of 25 per cent, second 
only to meals (27 per cent), of the 
vacationer’s dollar, according to a 
study based on a New York State 
Department of Commerce survey 
covering the 1946 vacation year. 
Gordon H. Stedman, economist in 
the Bureau of Business Research 
presents the results of 17,000 ques- 
tionnaires sent to a cross section of 
the 180,000 persons from all the 48 
states and abroad who requested 
summer vacation literature describ- 
ing New York State in “Business 
Aspects of Vacation Travel,” pub- 
lished in the New York State Com- 
merce Review for May. 

Quoting from Mr. Stedman, with 
the implication that the current year 
will show even greater travel volume 
than 1946, more than four fifths of 
all persons employed in private in- 
dustry in the United States in that 
year were eligible for paid vaca- 
tions. The United States Depart- 
ment of Commerce estimated that 
97 per cent of all office workers were 
eligible and more than 85 per cent 
of all union workers had paid vaca- 
tion clauses in their contracts. 


Average Travel Group 


The average vacation group was 
3.15, corresponding closely to the 
size of the average American family 
in the 1940 Census. Of the respond- 
ing groups in the survey, 69.8 per 
cent chose summer for their vaca- 
tion period, although the growing 
influence of long weekends and ex- 
tra-vacation recreation is evident. A 
survey of office practice by the Na- 
tional Industrial Conference Board 
recently showed that of 437 indus- 
trial and commercial companies in 
the 20 cities studied, 346 were on a 
five-day week as contrasted to the 
wartime 141. 

In the New York study, 70 of 
each 100 vacationists were between 
the ages of 15 and 50, with the bal- 
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ance evenly divided between older 
and younger groups. Of all groups, 
82 per cent took one continuous va- 
cation, as opposed to 14 per cent 
who split their holidays into two 
parts and 4 per cent who divided 
them into three or more. The aver- 
age group covered included 3.1 per- 
sons, took a 21-day vacation and 
spent a total of $282, a daily aver- 
age of $4.36 per person. 


Expenditure Break Down 


Of special interest to stores is the 
break down of the 25 per cent of 
the vacation dollar spent with re- 
tailers. Clothing purchased for or 
during. vacation amounted to 10.8 
per cent; equipment, sporting goods, 
cameras, etc., 4.3 per cent; souvenirs 
and gifts, 4.7 per cent and foods and 
beverages, 5.2 per cent. These fig- 
ures of course are averages for the 
whole group. 

Activity preferences of vacation- 
ing groups showed the following di- 
visions: sightseeing, 38.5 per cent; 
sports, 35.8 per cent; social activity, 
12.6 per cent; roughing it, 9.0 per 
cent and other activity, 4.1 per cent. 
All of these demand some kind of 
preparation aside from the usual 
routine and offer the opportunity to 
stores to concentrate on promotions. 
certainly for the first three cate- 
gories. 

The mode of travel shown in the 
survey also opens up store possibili- 
ties for either service or merchandis- 
ing. Of the groups included, 74.9 
per cent used automobile transporta- 
tion; 25.4 per cent, train; 12.6 per 
cent, bus; 4.5 per cent plane and 
2.1 per cent ship. Also not to be 
forgotten are the non-travellers. By 
percentage, total vacation days spent 
at home were 11.7 per cent and at a 
summer cottage, 17.6 per cent, bring- 
ing into the merchandise picture 
such items as home furnishings, ap- 
pliances and replacement of equip- 
ment. 

















WE USE IT OURSELVES 
TO GIVE BETTER 


“Customer Service’ 
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We use colored Mastic-Glaze in all 
our glazing work as a “Customer 
Service”. 
Today we need to give our cus- 
tomers better service every way 
we can. Competition is back—and 
we know it. 
When we glaze a window for a 
customer now, we use Mastic- 
Glaze because it is 

% “ 

Better than putty 
Colored Mastic-Glaze eliminates 
all priming and painting of win- 
dow sash when you are setting a 
window. Mastic-Glaze needs no 
painting over. It is waterproof, 
weatherproof and self-sealing. It 
stays elastic on both wood and 
metal sash, and does not crack up 
or dry out. When we finish using 
colored Mastic-Glaze on a window, 
the job is completed, ready for use 
—our customers no longer have to 
paint over the sash. 


WE SELL A LOT OF MASTIC-GLAZE 
AT RETAIL, TOO! 


The new display carton contains colors 
which match customers’ sash. When cus- 
tomers inquire about it 
for home use, we close 
sales by saying: 


“We use it ourselves” 


We're building our 
reputation for “Cus- 
tomer Service’ with 
colored Mastic-Glaze. 


Sold Through Jobbers 


Enter colored Mastic- 
Glaze in your “Want 
Book” today! 


NOTE: Write us for Free 
Gummed Glazing Stickers, 
Newspaper Mats, and Leaflets 
advertising Mastic-Glaze 
Customer Service. 











UT 1143 


TREMmCO 


MANUFACTURING CO 


Makers of Strip-Seal 
CLEVELAND 4, OHIO 
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CONGRESS TO PROBE 
CO-OP MOVEMENT 


Sub-committee investigate to review all government 
assistance to private industry including REA, some 
phases of TVA, RFC and other subsidized groups 


competing with industry. 


(Washington Bureau 
of HARDWARE AGE) 

After years of patient waiting, 
retail interests who have been 
fighting the inroads of coopera- 
tive organizations have been re- 
warded with a full-fledged Con- 
gressional investigation into all 
branches of the cooperative move- 
ment as well as the problems of 
direct government competition 
with and government financial as- 
sistance to private industry. 

The investigation launched by 
the House Small Business Com- 
mittee will be conducted by a 
subcommittee on government in 
business, composed of Represen- 
tatives Evan Howell, R., IL: 
William S. Hill, R., Colo., and 
Eugene J. Keogh, D., N. Y., and 
M. W. Rowell, Executive Di- 
rector. 

Heading the studies to be un- 
dertaken this summer, prior to 
holding public hearings through- 
out the country during the fall, 
is Willis J. Ballinger, noted econ- 
omist, who has been retained us 
special economic counsel to the 
committee. Mr. Ballinger was for 
10 years economic adviser to the 
Federal Trade Commission and a 
key figure in many important 
government investigations. 

High on the list of the groups 
to be investigated is the Central 
Bank for Cooperatives. Other 
groups to be studied include the 
Rural Electrification Administra- 
tion, certain phases of the TVA, 
Home Owners Loan Corporation, 
U. S. Housing Authority, RFC, 
Rubber Development Corpora- 
tion, Commodity Credit Corpora- 
tion, Federal Surplus Commodi- 
ties Corporation and many others. 

Rep. Walter C. Ploeser, Rep., 
Mo., chairman of the full com- 
mittee, who last year as a minor- 
ity member dissented from a 
committee report that white- 
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washed the co-ops, said the com- 
mittee hopes to investigate and 
study government competition 
with business, that is injurious, 
particularly to small business, 
and to investigate government 
financial assistance to private 
business which is either inade- 
quate or harmful to the inter- 
ests of competitive small busi- 
ness. In this second category, 
says Mr. Ploeser, definitely falls 
the extent to which consumer 
cooperatives have enjoyed large 
financial assistance through di- 
rect loans of Federal funds and 
tax exemption et the expense of 
small independent retailers. 

One of the most important 
phases of the investigation will 
be an inquiry into the tax ex- 
emption privileges of coopera- 
tives and foundations, the spe- 
cial advantages conferred on 
cooperatives through the Central 
Bank for Cooperatives and the 
monopolistic features of certain 
giant cooperatives, 

Equally important will be a 
searching examination of the 
multiple business activities of 
the Tva which compete directly 
with private business, exclusive 
of electric power and flood con- 
trol. All TVA activities which 
operate at cross-purposes with 
private business will be analyzed. 
Of particular interest to the com- 
mittee are the TVA planned com- 
munities, wherein the number 
and size of retail outlets are con- 
trolled. 

The Rural Electricfication Ad- 
ministration ani its activities in 
the marketing of appliances and 


other commodities will also be 
thoroughly studied. 
The RFC will be analyzed 


from the standpoint of the de- 
sirability and effectiveness of 
direct government loans to small 





business. 


“For nearly a quarter of a cea- 
tury there has been developing 
in America a dangerous philoso- 
phy that the ills of capitalism in 
the United States must be cured 
either by permanent government 
subsidies of distressed groups or 
government operation of busi- 
nesses which compete directly 
with private business,’ Mr. 
Ploeser said. “It is my belief 
that the only sound cure for the 
ills of capitalism is for govern- 
ment to devote its energies to 
keeping markets free by break- 
ing up all attempts of private 
groups to restrain trade. If the 
laws of supply and demand are 
maintained, private enterprise 
can and will produce abundantly 
without having to ask govern- 
ment bureaucracy for assistance. 
Government competition with 
business or permanent govern- 
ment financial assistance to busi- 
ness are the cornerstone of so- 
cialism.” 

Beginning in the fall, the com- 
mittee plans extensive hearings 
which will be held in many parts 
of the country. Chairman Ploeser 
said that he believed that this 
investigation would open the 
eyes of the American people to 
socialistic trends in this country. 





DABNEY IS IRONRITE 
IRONER DIRECTOR 


W. R. Dabney has recently 
been elected director of the Iron- 
rite Ironer Co., Mt. Clemens, 
Mich., maker of household iron- 
ers, to succeed the late Robert 
Potter. 

Dr. Dabney is vice-president 
and general sales manager of the 
company and has been associated 
with it in various capacities for 
21 years. 

ELECT J. L. WREGE, PRES. 

LOUISVILLE CREDIT 

MEN’S ASSOCIATION 


John L. Wrege, president of 
the Louisville Tin & Stove Co., 
wholesalers, Louisville, Ky., was 
re-elected president of the Louis- 
ville Credit Men’s Association. 
S. J. Schneider is secretary-man- 
ager of the association. Mr. 
Wrege reported an increase of 
123 members during the past 





year, making a total of 1097. 












F. M. FALGE 


FALGE, ASS’T MANAGER 
G. E. LAMP DEPARTMENT 
PACIFIC SALES AREA 


F. M. Falge has recently been 
advanced to the position of as 
sistant manager of the General 
Electric Lamp Department’s Pa- 
cific sales district, San Francis- 
co, Calif. A graduate of the 
United States Naval Academy, he 
joined G.E. as a lighting sales 
engineer for the lamp depart 
ment in 1926. He specialized in 
stage and theater lighting, photo- 


graphic lighting, sign display 
and architectural lighting for 
seven years and in 1938 wast 


transferred to the South Pacific 
sales area of the lamp depart 
ment. 

In 1941 he was recalled to the 
Navy, receiving 10 battle stars 
for his Pacific service and two 
for his service in the Philippines. 
He ended his Naval service with 
the rank of commander, return- 
ing to Nela Park in 1945. He 
has been responsible for sales 
of all types of lamps to manufac- 
turers for original installation in 
their products. 


GLYNN-JOHNSON CORP. 
LOCATED IN NEW BLDG. 


Corp., manu: 
hardware 


Glynn-Johnson 
facturers of builder’s 
specialties, has announced the re- 
moval of its general offices and 
plant to its new building and 
plant at 4422 N. Ravenswood 
Ave., Chicago 40, Ill. 
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IHNSON CORP. 
IN NEW BLDG. 
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builder’s hardware 
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general offices and 
new building and 
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W. GIBSON CAREY, JR. 


W. GIBSON CAREY HEADS | 


NATIONAL INDUSTRIAL 
CONFERENCE BOARD 


W. Gibson Carey, Jr., president, 


Yale & Towne Mfg. Co., New | 


Haven, Conn., was recently elected | 


chairman of the board and 


Dr. | 


Virgil Jordan was re-elected presi- | 


dent at the 3lst annual meeting 
of the National Industrial Con- 
ference Board at the Waldorf- 
Astoria Hotel in New York City. 

Mr. Carey, who succeeds Col. 
J. F. Drake as ehairman, has been 
active in the work of the con- 


ference board for many years. He | 


has been a board member since 
1934, served as vice chairman for 
six years and has been a trustee 
since 1943. 

Dr. Jordan has been president 
since 1932. 


GUY DUNNINGTON, ATKINS 
HARDWARE SALES MGR. 
RETIRES AFTER 53 YEARS 


Guy Dunnington, hardware 
sales manager for E. C. Atkins & 
Co., Indianapolis, Ind., has re- 
tired after 53 years of service. 
This prominent and well-liked 
man will be greatly missed on 
his more than frequent rounds 
of the hardware wholesalers and 


dealers throughout the United 
States. 

He started with Atkins at 19 
and went through the various 


steps of office boy, mail desk boy 
and traveling representative. In 
1919, he headed city sales and in 
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1944 was initiated into the 50- 
year division of the Atkins Pio- 
neer Club and the HARDWARE 
Ace Fifty Year Club. 

Mr. Dunnington designed some 
of the saws which he loved to 
sell, one of them being the At- 
kins 400. He enjoys telling about 
the time in the Panhandle sec- 
tion when activity was still rather 
rough and he was caught be- 
tween the cross fire of a county 
prosecutor and a criminal who 
were shooting it out. He showed 
his prowess as a runner, and 
ducked behind a lumber pile un- 
til the .45’s ceased firing. 








| 





GUY DUNNINGTON 


Mr. Dunnington maintains a 
summer home on Lake Manitau 
in northern Indiana where he 
will spend much of his leisure 
cruising and fishing in the lake. 
He was a faithful attendant of 
all the annual hardware conven- 
tions of the country and prided 
himself upon being the first one 
up and in the lobby of ali those 
attending. Those who would like 
to write Mr. Dunnington can 
reach him at 4561 N. Delaware 
St., Indianapolis, Ind. 





VAUGHN DISTRIBUTES 

FOR TAYLOR LOCK CO. | 

The Taylor Lock Co., Phila- | 
delphia 32, Pa., manufacturers of | 
padlocks, night latches, inside | 
lock sets and key blanks, sa 


| 


appointed B. M. Vaughn & Co., 
3227 Milam St., Houston, Tex., 


as its sales agents for Texas, | 








Oklahoma, Arkansas, Louisiana, 
Mississippi and southeastern New 
Mexico. 


SWITALSKI RE-ELECTED 
PRESIDENT CHICAGO 
HARDWARE RETAILERS 


At the 56th annual meeting of 
the Chicago Retail Hardware As- 
sociation, held in the Merchan- 
dise Mart, Chicago, recently, 
Walter J. Switalski, Chicago, was 
president. John W. 
Weiss, Evanston, was re-elected 
vice-president, and Lester L. Por- 
ter, Chicago, was elected director 
to fill the unexpired term of 
Robert Kozelka, resigned. J. C. 
Amis was re-appointed secretary- 
| treasurer by the board. The fol- 
| lowing members remain on the 
| board: 
| 
| 
| 
| 


re-elected 





Charles Chouffet, Oak 
| Park, chairman, and dirctors 
| Edgar Hamel, Chicago; A. T. 


Anderson, Chicago; Samuel Mil- 
ler, Chicago; A. J. Lensing, Oak 
Park; and Daniel Trotter, Chi- 


| cago. 
George Wooley, vice-president 
of Shapleigh Hardware Co., 


wholesalers, St. Louis, speaking 
on “Inventory and Prices,” stated 
that hardware retailers were car- 
rying inventories much higher 
than normally and that in their 
inventory was much merchandise 
which was substituted for emerg- 
ency merchandise during the war. 
He advised the dealers that prices 
in staple hardware items would 
not change extensively during the 


next nine months, but all parts 
of the industry should strive to 
keep prices within reason. 





MID-WEST MARKET WEEK 
HOUSEWARES—HOME 
FURNISHINGS 
| The Upper Mid-West Market 
| Week for Housewares & Home 
Furnishings will be held from 
| Sept. 23-26 at the Minneapolis, 
Municipal Auditorium, under the 
direction of Continental Conven- 
tion & Show Management, Inc., 
Syndicate Bldg., Minneapolis 2, 
Minn. The dealers will represent 


hardware, department furniture, 
general, gift, baby, toy, dry 
goods, paint and_ wallpaper, 
phonograph record, radio and 











B. C. DEUSCHLE, ACME 

SHEAR GEN. SALES MGR. 

Basil C. Deuschle has been ap- 
pointed general sales manager of 
Acme Shear Company, Bridge- 





| 


BASIL C. DEUSCHLE 





port, Conn. He is in charge of 
promoting, merchandising and 
selling of the complete line of 
Acme shears and scissors. 

Mr. Deuschle was with General 
Electric Supply Corp., Bridge- 
port, until 1931 when he entered 
the merchandising and _ sales 
fields. In the intervening years 
he served in various sales capaci- 
ties with several companies. His 
most recent position was vice 
president and genera] manager of 
The Fairfield Lumber and Sup- 
ply Company, Fairfield, Conn. At 
the same time he was president 
and active manager of Fairfield 
Furniture, Inc., Westport, Conn. 


C. E. KLEIN DIV. HEAD 
PITTSBURGH SALES AREA 
FOR BENDIX APPLIANCES 


Charles E. Klein has been ap- 
pointed divisional sales manager 
for the Pittsburgh area for Bendix 
Home Appliances, Inc., South 
Bend 24, Ind. 

Mr. Klein was a film salesman 
for 10 years, territorial manager 
for General Motors Acceptance 
Corp., in Western Pennsylvania 
and served 33 months in the army 
from which he was discharged a 
first lieutenant after two years 





music stores. 





overseas. 
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Ready to Make 


Money for You! 


NEW ADJUSTABLE 







Loosens 
_,. Also Lifts Pr 


from Small 


Here’s the double-action 
tool that will be welcome in 
every kitchen. The new, ad- 
justable CAP-TURN opens 
jars and bottles like magic. 
It’s quick ... sturdy... 
easy-to-use. Eliminates 
struggling with stubborn 
screw-type covers and pro- 
vides the perfect tool for 
lifting pry-up covers. 

To help you merchandise 
this timely Eagle “‘first’’, 
CAP-TURN comes mount- 
ed on colorful, individual 
display card complete with 
instructions. To display 
CAP-TURN is to sell it. 
Better order your supply 
now to take care of the de- 
mand created by national 
promotion. 





EAGLE 


Subsidiary 


CAP-TURN 


or Tighten 


Bottles to t 


INDUSTRIES, 


of oowser 





s Screw CaPs 


y-up Covers.-** 
arge Jars 











A simple adjustment of the CAP-TURN 
grip and screw caps are no problem 
to handle. 





PRYING EDGE 















CAP-TURN’s prying edge and lever- 
age solve the probli: of ii 
Pry-up covers. 





INC. 


National Sales Representative of The Eagle Lock Company 
110 North Franklin St., Chicago 6, Ill. 





| HODAPP IS MDSE. MGR. 
| S. M. MASHBURN BUYER 
| STRATTON, TERSTEGGE 
| 


M. V. Hodapp has been ap- 
pointed merchandise manager in 
addition to being head of buying 








M. V. HODAPP 


for Stratton & Terstegee Co., 
hardware wholesalers, Louisville, 
Ky. S. M. Mashburn, for many 
years a sales representative, is 
now buyer of mechanical tools, 
tinners, furnace supplies and 
heavy hardware. 

R. E. Bader was made sales 
manager of the Central Division, 
J. H. Sanders head of the South- 
ern Sales Division and A. P. 
Koch manages the Kentucky 
Sales Division. 





P. R. CROLL ASSISTS 
V.P. PITTSBURGH GLASS 
PAINT DIVISION 


Paul R. Croll has recently been 
named assistant to the vice-presi- 
dent in charge of the paint divi- 
sion of the Pittsburgh Plate Glass 
Co., 632 Dugesne Way, Pitts- 
burgh 22, Pa. He will have overall 
responsibility for manufacturing 
operations of the various branch- 
es of that division. 

With the paint division since 
1922, he joined the firm as re- 
search director and in 1940 he 
was appointed technical assistant 
to the vice-president and trans- 
ferred to the company’s general 
offices at Pittsburgh. 

Dr. William H. Lycan has been 
named executive director of re- 
search with headquarters at Pitts- 
burgh, and Dr. Howard L. Gear- 
hart, has been appointed director 
of research for the paint division 
with headquarters at Milwaukee. 





NEW HOLLAND METALS 
FORMED IN LEOLA, PA. 


The establishment of the New 
Holland Metals Co., Leola, Pa., a 
subsidiary of the New Holland 
Machine Co., producers of farm 
and industrial equipment, was an- 
nounced. The officers of the com- 
pany are: George C. Delp, presi- 








dent; Irl A. Daffin, executive vice- 










president; and R. D. Buckwalter, 
secretary-treasurer. 

William G. Hume, formerly 
vice-president of the Nichols Steel 
& Wire Co., Davenport, Iowa, was 
appointed general manager and 
A. H. Charlton is general sales 
manager for the new company, 
The metals concern will fabricate 
roofing siding and other aluminum 
building materials. 


FRED OLSEN DIRECTOR 
OF OLIN INDUSTRIES 


Fred Olsen, chief of research 
and technical development of the 
Western Cartridge Co., division 
of Olin Industries, Inc., East 
Alton, Ill., since 1929, has been 
elected a member of the Olin 
board of directors. 





F. W. GASSER REPRESENTS 
NORWALK LOCK CO. IN 
CHICAGO TERRITORY 


Floyd W. Gasser has been ap- 
pointed representative in the 
Chicago territory comprising Illi- 
nois, Indiana, Iowa, Minnesota 
and Wisconsin, for the Norwalk 
Lock Co., division of Segal Lock 
& Hardware Co., Inc. 

Mr. Gasser has travelled previ- 
ously through this territory as 
representative for the P. & F. 
Corbin division of the American 
Hardware Corp. He was asso- 
ciated with Moorehouse & Wells 
Co., Decatur, Ill., where he or- 
ganized a contract builder's havd- 
ware department. During the 
war, he served in the South Pa- 
cific with the Engineer Corps. 

















BERNARD GOULD 


director of market research for 
Gillette Safety Razor Co., Bos- 
ton, Mass., has recently been 
elected president of the Amer- 
ican Marketing Association for 
New England. Mr. Gould is an 
instructor in sales and market 
research at Boston University 
and has been associated with 
Gillette since 1935. 


HARDWARE AGE 


















ind R. D. Buckwalter, 
2asurer. 

G. Hume, formerly 
nt of the Nichols Stee] 
Davenport, Iowa, was 
yeneral manager and 
lton is general sales 
r the new company. 
concern will fabricate 
g and other aluminum 


N INDUSTRIES 


on, chief of research 
il development of the 
rtridge Co., division 
dustries, Inc., East 


nember of the Olin 


LOCK CO. IN 
O TERRITORY 


Gasser has been ap- 
the 
itory comprising Illi- 
a, Iowa, Minnesota 
in, for the Norwalk 
ision of Segal Lock 
Co., Inc. 
has travelled previ- 
sh this territory as 
e for the P. & F. 
ion of the American 
orp. He was asso- 
oorehouse & Wells 
, Ill, where he or- 
tract builder's havd- 
ment. During the 
ed in the South Pa- 
e Engineer Corps. 


y Razor Co., 
| recently been 


. Mr. Gould is an 
sales and market 
Boston University 
n associated wit 
1935. 


tDWARE AGE 





vALLOWEL!) KITS 
US) 


tea 
RETAIL PRICE « 


$2.95 
>! 


HALL()WELL 


INVESTIGATE THIS-AND OTHER HALLOWELL KITS 


7 TOOLS 


in the handle 
ae | denen 


GIMLET 


iT einen 


#4 8 


TACK LIFTER 


The Hallowell “Home” Kit is but one of a unique line of handy, 
useful tools . . . all of which are compact, light-in-weight and 


extremely durable. Tread-grip hollow red plastic handle . . . 

a impervious to heat and cold, a non-conductor of electricity and 
eM corrosive-resistant . . . contains 7 interchangeable, high-grade 
steel tools. Other Hallowell Kits are the "Socket Wrench" Kit, 
the "Socket Screw" Kit and the “Auto” Kit... all Kits but the 
"Home" Kit have swivel head with bit-chuck or square drive 


and can be supplied with universal joints and extensions. 


%”" FLAT SCREWDRIVER 


write for our interesting Dealer 


5/1” CHISEL . Keep up with the times... 


Proposition and illustrated literature describing these unusual 


5 Sans . 
——# 1H Kits. 


1/1” FLAT SCREWDRIVER 


fin Ideal Gift Or Prize 


Above: Phantom views 
OVER 44 YEARS IN BUSINESS 


of tools in chuck 


Kits:Pat's Pending 


JENKINTOWN PENNA., BOxfEOg - BRANCHES: BOSTON + CHICAGO «+ DETROIT «+ INDIANAPOLIS « ST. LOUIS « SAN FRANCISCO 
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The GRINDSTONE 
OF THE MONTH! 


THE “C.Q.” Wood Frame - 
Grindstone offers 








Power 
your trade a rough and 
rugged model of seasoned hard- 
wood, bolted and braced for 
This 
tested grindsione sells readily 


years of service. time- 
because it is well known as one 
that is built to take the knocks 
and shocks of continuous opera- 
tion. Fitted with 30” or 48” 
selected stone with pulley as | 
standard equipment. 


This model is priced right for 
quick sale and provides the 
hardware merchant with at- 
tractive profit and plenty of cus- 


tomer satisfaction. 


Full information gladly given 
upon request. 










The “C.Q” 
Wood Frame 
Power 
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Gnndstone 


t 


| 


he CLEVELAND 
QUARRIES COMPANY 


1740 East Twelfth Street., Cleveland 14, Ohio 
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CHARLES A. BURTON 


LIGHTING DIVISION 


Charles A. Burton has 


and 
became 


sales 


He 


western 
operations. 





| sales forces. 


manager and finally division 
manager of the East Central 
area. 


Ralph Niedringhaus, affiliated 
with Sylvania for nine years, will 





RALPH E. NIEDRINGHAUS 


head the Central and East Cen- 
tral Divisions of the company’s 
He was previously 


C. A. BURTON, SYLVANIA 


ASS’T. GEN. SALES MGR. 


been 
appointed assistant general sales 
manager of the lighting division 
of Sylvania Electric Products, 
Inc., New York City. He joined 
Sylvania as Milwaukee territory 
salesman in 1938 and was subse- 
quently named district manager 
of the Milwaukee, Minneapolis 
and Omaha territories, and later 
manager of the central division. 

George W. Field suceeds Mr. 
Burton in his latter position, and 
will have charge of the middle- 
warehouse 
asso- 
ciated with the company in 1941 
as a salesman. He then was made 
manager of the California di- 
vision from 1944 until he trans 
| ferred to Cleveland as assistant 


| GEORGE W. FIELD 


connected with Sylvania’s Chi- 
cago, Kansas City and Atlanta 
offices as sales representative 


JACOBSON HEADS SALES 
FOR DIAMOND SILVER 


Joe Jacobson has been appoint 
ed sales director of the Diamond 


manufacturers of flatware. Mr. 
Jacobson is a former president of 
the Housewares Club of New 


York. 


CROCKER SALES SERVICE 
FOR TURNBUCKLES IN 
NEW YORK, N.E. 


The Crocker Sales Service, 33 
W. 42nd St., New York City 18, 
has been appointed exclusive rep- 
resentatives for New York and 
New England for Turnbuckles, 
Inc., Chicago 6, Tll., makers of 
eye bolts, screen door braces, 
turnbuckles, ete. Hayden Crocker. 
was formerly eastern sales man 
ager of Barber Asphalt Co. He 
served in the Navy during the 
war naval commander in 
charge of mine warfare counter 





as 


measures. 


WESTERN SALESMEN FOR 
CASCO PRODUCTS MEET 
IN SAN FRANCISCO 


The annual sales meeting of all 
field representatives west of Den 
ver for Casco Products Corp., 
Bridgeport, Conn., was held re 
cently at the Mark Hopkins Hotel. 
San Francisco. As a selling and 
merchandising seminar geared to 
the Casco electric tool kits and 
electric heating ‘pad lines, the 


| housewares jobbers meeting was 

conducted with wholesalers from 
the San Francisco area. The suc- 
cesses of the comprehensive mer- 
chandising program set up by the 
company were presented through 
first hand case histories. 
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Silver Co., Lambertville, N. J., 
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Matter Medel 15-IJuch 
Tilting Table 
JIG (Scroll) SAW 


Designed especially for 
the exacting hobbyist and 
the precise requirements of 
professional pattern 
makers, this Shopmaster 
15-inch jig saw meets every 
demand for exact wood 
working. It is of cast alumi- 
num alloy construction, 
sturdy and light in weight. 







GE W. FIELD 
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| HEADS SALES 
MOND SILVER 
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former president of 
res Club of New 


—. SPECIAL FEATURES include: Double-set-screw blade 
vice permits quick blade changes . Mechanism floated in 
oil for long life . Positive action saw dust blower . 45 degree 
table tilt on free swinging trunnion . 15-inch capacity from 
blade to frame . Recommended motor %4 H.P. . Sold com- 
plete, except for motor and driving belt. 
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eastern sales man- BAND SAW Precision built, this Shopmaster band saw is 
r Asphalt Co. He accurate enough for the most precise worker. Its ruggedness and 
Navy during the easy adjustment make it ideal for all wood workers. A vertical 
| commander in capacity of 6% inches, and 12% inches from blade to blade, 
e warfare counter plus a 45 degree table tilt, enable this band saw to handle a 















wide variety of work. 
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)DUCTS MEET Master Model §-IJuch Tilting Table 
"RANCISCO 

i las ul il BENCH SAW tis Shopmaster tool is designed to give 
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EKCO PRODUCTS 
MAKES CHANGES 


| Smith, vice-president 


Edward Marder, a director of | 


Ekco Products Co., 1949 N. Cic- | 
ero Ave., Chicago 39, IIl., and | 





WILLIAM W. CAMPBELL 


sales representative in the De- 
troit area for over a year, has 
been transferred to Chicago to 
head all customer and consumer 
relations. William W. Campbell, 
formerly a Firestone Tire & Rub- 
ber Co., field representative in 
St. Louis territory, before join- 
ing Ekco, will succeed Mr. Mar- 
der in the Detroit area. 

Mrs. Iris Murdock, formerly 
president of Murdock Metal 
Products, Inc., before it became 
a subsidiary of Ekco in July, 
1946, is head of the company’s 
nationwide demonstrators. John 
W. Roberts, who has been in the 
Chicago office for about a year, 
will represent Ekco in Kansas, 
Oklahoma, western Missouri and 
Arkansas and northern Texas. 
His headquarters are in Kansas 
City, Mo. 


SLAYMAKER AWARDS 
SALES CONTEST WINNERS 


Rod _ LaBelle, Minneapolis, 
Minn., Matt Vea, Pittsburgh, Pa., 
and H. Kelvin Conners, Montreal, 
Canada, were winners in the re- 
cent Slaymaker Lock Co., Lancas- 
ter, Pa., sales contest. The 
awards were made at the three 
day session which was attended 
by 25 company representatives 
from all over the United States. 

Mr. LaBelle was given a gold 
wrist watch for submitting the 
longest list of possible uses for 
padlocks, while Mr. Vea received 
a gold watch for suggesting the | 
most unique use for a padlock. 
Mr. Conners was awarded a gold 
pencil for the most unusual pre- 
sentation entered in the contest. 


Hosts for the occasion included: 
S. C. Slaymaker, president and 
general manager, W. Heyward 





212 





| manager. Judges 





and sales 
manager, Joseph E. LePage, vice- 
president and factory manager, 
John M. Kendig, secretary and 
treasurer, Fred A. Williams, 
assistant sales manager, James B. 
Kauffman, sales supervisor, Philip 
MI.’ Long, assistant secretary and 
treasurer and Thomas F. Godfrey, 
advertising and sales promotion 
included Mr. 

E. LePage, 


Slaymaker, Joseph 


| George Ketchum, Pittsburgh ad- 


vertising executive, and Dr. Theo- 
dore A. Dilster, president of 
Franklin & Marshell College, who 


presented the awards. 





COL. PETERKA WINS 
LEGION OF MERIT 


Col. A. E. R., Peterka, The 
Lamson & Sessions Co., Cleve- 
land, Ohio, was recently awarded 
the Legion of Merit by the AAF 
for his achievements in the con- 
struction of high-octane gasoline 
plants and the redistribution of 
surplus property. 


CECO STEEL OPENS 
N. Y. DISTRICT OFFICE 


Ceco Steel Products Corp., 5701 
W. 26th St., Chicago 50, Ill., has 
recently opened a New York dis- 
trict plant and office at Hillside, 
N. J. This location replaces the 
plant and office located in Jersey 
City. The new plant will manu- 








facture steel joints and warehouse 
other Ceco products as roof deck, 
Meyer _ steelforms, 
steel, metal windows and doors, 
metal frame screens, aluminum 
storm panels, etc. 


BORIS EMMET, EXEC. V.P. | 
NOMA ELECTRIC CORP. 


Dr. Boris Emmet has been elect- 
ed executive vice-president of | 
Noma Electric Corp., 55 W 13th | 
St., New York City. Dr. Emmet | 
was retail merchandising manager | 
for Sears. Roebuck & Co. John 
Seubert, formerly manager of | 
Noma’s Estate Heatrola Division | 
was elected a vice-president. 

All the directors were re-elect- | 
ed, namely: John Bess, Dr. Em- 
met, David F. Kahn, Norbert A. 
McKenna, Charles L. Pearce, Ben- 
jamin F. Pepper, Herbert M. 
Prior, Henri Sadacca, and Joseph 


H. Ward. 


C. E. WOODELL HONORED 
FOR ABRASIVE RESEARCH | 


Charles E. Woodell, assistant 
manager of research of the Car- 
borundum Co., Niagara Falls, | 
N. Y., has been awarded the | 
honorary degree of metallurgical | 
engineer by the University of | 
Arizona, for his work in the field 
of abrasive research and in the | 
development of abrasive grain 
and ceramic bonds. 





reinforcing 








EDWARD HELLINE, EATON 
RELIANCE DIVISION 
GENERAL SALES MGR. 

Edward J. Helline is general 


sales manager of the Reliance 
Division of the Eaton Mfg. Co. 





EDWARD J. HELLINE 


Massillon, Ohio. He has been 
with the company 28 years dur- 
ing which time he served in 
many capacities, the latest being 
manager of the service depart- 
ment and assistant to the gen- 
eral sales manager. For the past 
three years, he has headed the 
snap ring sales engineering and 
production. 











YALE & TOWNE MFG. CO. HONORS SEVEN 50 YEAR OR MORE EMPLOYEES, at 
a Service Award Dinner held recently at Hugo's Restaurant in Stamford, Conn. Bronze 
medallions mounted as wall plaques and gold service emblem-buttons were awarded to 
each of the 300 employees with 30 years or more service who attended the dinner. The 
princ‘pal speaker at the dinner was W. Gibson Carey, Jr., president of Yale & Towne, 
and William R. Hoyt, general manager of the Stamford division, also spoke. Seated left 
to right: Arthur Raymond, 50 years service, Henry Oestmann, 54 years, James H. Keeley, 
55 years, William Peterson, 58 years, Frank Veit, 51 years, Albert H. Quitman, 60 years, 
and John W. Schofield, 55 years. Standing, left to right: Hugh J. Mathews, assistant 
secretary, Rev. John P. McNerney pastor of St. John’s Noroton Church, Mark A. Miller, 
assistant general manager, Stamford division, W. Gibson Carey, Jr., president, William R. 
Hoyt, general manager, Stamford division, Calvert Carey, vice-president, Rev. Stanley 
F. Hemsley, pastor of St. John’s Episcopal Church, A. Douglas Dalton, general superin- 


tendent, Stamford division, Weldon Monson, director industrial relations, Stamford division 
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LRD J. HELLINE 


- BARROWS 


Builders Hardware 
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There is far more ‘‘Sell’’ in Builders Hardware than appears 
at first glance... ‘‘Sell’’ to the family who will use the build - 
ing and who will enjoy the convenience, charm, and smooth 
operation that Barrows provides . . . ‘’Sell’’ to the craftsmen 
who install because of the ease of application that is a feature 
of Barrows Hardware .. . and ‘‘Sell’’ to the builder and archi- 
tect—because Barrows, for all its quality, is ‘‘budget-wise."’ 
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CHICAGO 
LOCKS 


during the War Years 
PROVED they can 
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Bi. ce 
U.S. Stronger 
PAT. Built 

No. —Inside’ 
2141748 and OUT! 
® a 





and TODAY—Veterans the World Over 
will tell you 


CHICAGO LOCKS 


Give You Much More to Sell 
More Protection—More Security 


Check—Compare—Comparison Proves 
CHICAGO LOCKS—Assure You 
MORE Sales—MORE Profits 


CHICAGO LOCK CO. 


Zone 14 


2024 N. RACINE AVE 
CHICAGO, iLt 











G. H. SHENSTONE 

| 

| SHENSTONE HEADS NORGE 
REFRIGERATOR PLANTS 


O. H. Shenstone has been ap- 
pointed Norge factory manager 
in charge of three of the com- 
pany’s refrigerator plants, fol- 
lowing the resignation of John 
C. Buchanan as manager of the 
Norge division plant in Muske- 
gon Heights, Mich. 

Mr. Buchanan has been suc- 
ceeded by G. P. Kennedy, who 











G. P. KENNEDY 


has been with Norge since 193}. 
He has served in the capacities 
of chief inspector, resident engi- 
neer, general superintendent, 
chief tool engineer and assistant 
plant manager. 
Mr. Shenstone 
manager of the Norge Machine 
Products plant in Muskegon, 
Mich., in 1942. In 1946 he was 
made head of the compressor 
plant in Chattanooga, Tenn. 


was appointed 











G. S. PERKINS G.E. 
MUSAPHONIC SALES MGR. 


G. S. Perkins has been ap- 
pointed sales manager of General 
Electric’s deluxe line of receivers, 
the Musaphonic. He was formerly 
receiver representative for north- 
ern California and Nevada. Mr. 
Perkins’ headquarters will be at 
the G-E Bridgeport, Conn., plant 


to its new location at Electronics 
Park, Syracuse, N. Y. 








ri 


RABIN HEADS SOUTH 
CONNECTICUT ASSN. 


At a “Dutch treat” dinner held 
recently at the Roger Smith 
Hotel, Stamford, Conn., the re 


cut Hardware & Housewares As- 
held its organization | 
Hardware and _ house- 
dealers from Fairfield | 
County elected the following tem- 
porary officers: Edward Rabin, 
Ridgefield Hardware Co., Ridge- 


sociation 
meeting. 
wares 


Rosenfield Hardware Co., S. Nor- 
walk, secretary, and Albert Wil- 
son, Silliman’s, New Canaan, pro- | 
gram chairman. 

J. T. Reynolds, National Silver 
Co., president of the Housewares 
Club of New York, as guest | 
speaker, explained the organiza- | 
tion and program of the House: | 
wares Club. The next meeting 











will be held at the Roger Smith 





until the Receiver Division moves | 


cently formed Southern Connecti- | 


| 
| 
| 
field, president, Louis Rosenfield, pe promote tools and techniques 
| 
| 


Hotel on June 25, also a Dutch 


Treat dinner. All hardware and 
housewares retailers from Fair- 
field County are invited. 








FARM ELECTRIFICATION 
CONFERENCE, OCT. 7-8 
IN INDIANAPOLIS 


The second National Farm 
Electrification Conference will 
be held at the Claypool Hotel, 
Indianapolis, Ind., on October 7th 
and 8th. The conference was con- 
| ceived by a group of agricultural 
engineers as a means of assem- 
bling at one time all individuals 
| and groups in the country inter- 
ested in furthering a more practi- 
cal and profitable use of elec- 
tricity on farms. Hassil E. 
Schenck, president of the Indi- 
ana Farm Bureau, is chairman o! 
the 1947 conference and George 
W. Kable, editor of Electricty on 
the Farm magazine, 
man. 

Objectives of the 
are two-fold: to search for, discuss 


is vice-chair 


Conference 


designed to assist agriculture 
through the increased efficiency 
and economic use of electricity 
and to promote acquaintanceship 
and understanding among the pat- 
ticipants of the Conference and 
others engaged in farm electrifi- 
cation and the use of electricity 
operated equipment and _ appli- 
home pur- 


ances for farm and 
poses. 
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RALPH LANGSAM SPEAKS 
TO BERGEN COUNTY 
HARDWARE MERCHANTS 


Ralph H. Langsam, vice-presi- 


dent and general sales manager, | 
Masback, Inc., hardware whole- | 





RALPH LANGSAM 


salers, New York City, was guest 
speaker at the recent monthly 
meeting of the Bergen County 
Hardware Merchants Association, 
Inc., Hackensack, N. J., which was 
attended by 61 members. 

Mr. Langsam spoke on mer- 
chandising, selling and the job 
which lies ahead. Robert Navara, 
493 Main St., Hackensack was 
appointed general chairman of 
the joint picnic for merchants, 
salesmen and their families on 
the fourth Wednesday in July. A 
dinner dance is planned for 
sometime in the fall. 

Reservations for the picnic must 
be made in advance, the cost be- 


| providing complete merchandis- 





children. Every one is welcome. 
Awards will be made for all events 
| and there is to be a soft ball 
| game between the salesmen and 
| the merchants. 





CASCO PRODUCTS HOLDS 
2 DAY SALES MEETING 
Casco Products Corp., Bridge- 

port, Conn., recently held a two- 

day sales meeting at the com- 
pany plant for all the Casco field 
salesmen located in the area east 
of Denver. Comprehensive plans 
for merchandising eiectrical 
products and ideas keyed to the 
new trends were discussed, and 
electrical merchandise was 
introduced. 

The meeting also served as a 


new 


seminar for the tested overall 
marketing programs developed 





by the manufacturer in line with 


ing and the Casco electric tool 

kits and line of electric heating 

pads. 

THROCKMORTON SALES 
REPRESENTATIVES FOR 
COLONIAL BRUSH CO. 


Barron K. Throckmorton & Co., 
Inc., has recent!y been appointed 
sales representative, with offices 
at 17 E. 42nd St, New York 
City 17, for the Colonial Brush 
Mfg. Co., Inc., Boston, Mass. 





CLEVELAND QUARRIES 
MOVES OFFICES 
Cleveland Quarries Co., Cleve- 
land, Ohio, has recently moved 


its general offices from 1125 
Guildhall Bldg., to 1740 E. 12th 





ing $2.00 for adults and $1.00 for 


St., Cleveland 14, Ohio. 








Jiffy Cube TRAYS 


SERVE ICE CUBES 
A LA CARTE 


© New Improved Jiffy 
Cubes are now made 
from Polyethylene plas- 
tic, fully flexible and un- 
breakable. 


EFFECTIVE — ice 
cubes “pop-out” at slight 
finger pressure—no 

























water muss or strug- 
gling fuss. ECONOMI- 
CAL—no ice is wasted 
—use only as many 


cubes as you need—one 
cube or a trayful. SANI- 
TARY—no hands need 
ever touch the ice cube 
—drop into glass from 
cups. MODERN — the 
very latest and greatest 
improvement in ice cube 
making. 


3 
ONLY EinGeER pressu® 







THE ONLY 
INDIVIDUAL CUP ICE TRAY 
AVAILABLE 
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tettided ° Sabet | 








* SPECIFICATIONS - 


Name and No. "Jiffy Cube,"' Model A 


Description . . . Bright Blue Anodized Aluminum Tray containing 12 
large white Polyethylene Plastic Ice Cube Cups—Unbreakable. 


List Price : $2.25 
Weight . . . 35 Ibs. (72 pkgs.) — Size WY" x 4%" x I" 
Freight . . . Full All. on all orders I'/, gross or more — otherwise 


F.O.B. Detroit. 
Additional Cups per dozen $1.10 


USUAL TRADE DISCOUNTS 




















D. C. MARBLE, RIGHT, HOTPOINT, INC., SERVICE 
DIVISION MANAGER is shown outlining the new service 
“encyclopedia” for the training of dealers newly employed 
product service personnel to field men, left to right, Seth 
Bennett, Tom Fitzpatrick, Ken Marggraf, Richard Pitsch, 
Ray Bortman, Maynard Nagel, and Eli Whitney. The hand- 
book provides complete servicing information on every major 
home appliance ever manufactured by Hotpoint. Provisions 
are made for the insertion of supplementary pages as new 
Products are announced. 


1947 


JUNE 19, 





* PATENTED AND PATENTS PENDING 
TRADE MARK REGISTERED 
COPYRIGHT 1947 BY PLASTRAY 
CORPORATION 





FOR FURTHER 
INFORMATION p i a S | r ( 
, 0 
Waite 2 CORPORATION 
ROOM 822 — DEPT. HA-2 oe FISHER BUILDING — DETROIT 
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GUSTAVE KLINKENSTEIN 


GUSTAVE KLINKENSTEIN 
HEADS PAINT, VARNISH 
LACQUER ASS’N IN N. Y. 


Gustave Klinkenstein,  vice- 
president and general manager 
of Maas & Waldstein Co., Boston, 
Mass., and the Smith-Davis Paint 
Co., Los Angeles, manufacturers 
of specialized production finishes, 
has been elected president of the 
New York Paint, Varnish & Lac- 
quer Association. He has been 
active in the association for many 
years, recently being chairman of 
the specialized production fin- 
ishes sales committee and on the 
executive committee. 

He stated that greater emphasis 
will be laid on close contact and 
cooperation among the members 
and the association to prevent the 
return and recurrence of bad 
sales practices now that a buyers’ 
market is developing in spite of 
shortages of raw materials and 
ever higher costs. 





ORGANIZE SEMER BROS. 
HARDWARE COMPANY 


Samuel Semer, president and 
freasurer for 29 years of the 
former Semer Hardware Co., 
Inc., has organized Semer Bros. 


Hardware Co., Inc., wholesalers, 
192-198 Murray St., Newark 
5, N. J. He will be assisted 
by his brother, Julius, who was 
also connected with the former 
company. Mr. Semer is interested 
in receiving manufacturers’ cata- 
logs and prices. 


TOY & GIFT GOODS 
SHOW, JULY 20-23RD 
The Second Annual Northwest 

Toy & Gift Goods Show will be 
held at the St. Paul Auditorium, 


Minneapolis, Minn., from July 20 
to 23rd from 9 A. M. to 6 P. M. 
daily. 


PHIL HERMAN, MOTH-GAS 
MID-WEST SALESMAN 


Phil Herman has beengappoint- 
ed sales representative in the 
Mid-west territory for Moth-Gas, 
Inc., covering Illinois, Michigan, 
Ohio, Minnesota, Wisconsin, Ken- 
tucky, Iowa, Indiana, and Miss- 
ouri. 












































DAVID MURRAY 


DARWORTH INC. 
ACQUIRES CUPRINOL INC. 
Darworth, Inc., a wholly owned 
subsidiary of the Ensign-Bickford 
Co., Simsbury, Conn., manufac- 
turers of safety fuse for blasting 
in mines and for agricultural pur- 
poses, has acquired Cuprinol, Inc., 
Cuprinol produces preservatives 
for wood, fabric, rope and nets. 
Under the new ownership the 
preservatives will be manufac- 
tured at Simsbury, Conn., but the 
executive offices will remain at 7 

Water St., Boston 9. Mass. 


The change in ownership makes 


CARL D. HULLINGER 

no changes in the management 
and policies of the business. David 
Murray, formerly president of 
Cuprinol, Inc., is vice-president 
of Darworth, Inc., and will act as 
general manager of the Cuprinol 
Division of that company with 
Carl D. Hullinger continuing as 
sales manager for Cuprinol prod- 
ucts. John E. Ellsworth is presi- 
dent and treasurer, Stoughton S. 
Ellsworth, vice-president, W. 
Floyd Hamilton, secretary, Ches- 
ter D. Thompson, assistant treas- 
urer and Charles A. Buerman, 
assistant treasurer. 



























TOM WATSON 


TOM WATSON SEATTLE 
MGR. FOR RAWLPLUG 


Tom Watson has recently been 
appointed manager of the Rawl- 
plug Seattle Co., which is now 
located in larger quarters at 508 
Fifth Ave. S., Seattle 4, Wash. 
Mr. Watson has been associated 
with the Rawlplug Co., Inc., New 
York City 13, for several years, 
The Seattle branch serves the 
Rawlplug customers in the North- 
west territory. 


HOUSEWARES DIRECTORY 
NOW AVAILABLE 


The 1947 National Housewares 
Directory prepared by the Asso- 
ciated Pot & Kettle Club. of 
America is now available and be- 
ing distributed throughout the 
country to buyers of housewares. 
This 13th edition contains 434 
pages and lists housewares prod- 
ucts classified by type, manuv- 
facturers of housewares products 
with addresses of principal 
branch sales offices and represen- 
tatives and brands and trade 
names. Individual copies sell for 
$5.00. 








mittee: Harry J. Schmitt, 
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Wholesale Factors, re-electe 
Mfg. Co., retiring president and new member of the 
in behalf of the Boosters he was presented, at the 


The recently elected officers and retiring president of the Hardware Boosters, 
Carlton S. Phillips, The L. S. Starrett Co., second 


president; Robert J. Duncanson, 


New Officers and Retiring President of Hardware Boosters 


Inc., shown above are, left to right:— 
vice president; Kenneth A. Heale, managing editor, HARDWARE AGE, 
Richards-Wilcox Mfg. Co., first vice president and chairman of the entertainment com: 
d secretary and treasurer and Willard H. Kemp, The Yale & Towne 
executive committee. In appreciation of Mr. i 
Boosters’ annual meeting, with a sports bag. 


Kemp's services and efforts 
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a 
FULL PRE-WAR MARGINS 
FOR THE TRADE 


* | 
NO INVENTORY RISK... 
THEY STAY FRESH 


) 
FOUR ADDED FEATURES 
... AT NO ADDED COST 


RAY-O-VAC COMPANY 


MADISON 8, WISCONSIN 
Branch Offices: 200 Fifth Avenue, New York 10, 
N. Y.; 203 W. Wacker Drive, Chicago 6, Ill.; 423 


Sheldon Building, San Francisco 5, Cal.; 1131 
Sterick Building, Memphis 3, Tenn. 


you 


INSIST ON RAY-O-VAC 
YOUR DISTRIBUTOR CAN SHIP ANY QUANTITY AT ONCE! 













Zag = as 
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FLASHLIGHT 
BATTERY 


REG.U.S.PAT. OFF. 
















JUNE 19, 1947 


217 





Fe) 
Leto 
oll | 
=< 
_— 
a 
<r 
—_ 
eonel 
—~ © 
a 
— 
oa 
- = 
od 
> 
— 
can 
i 
~oromm | 
omg 
_ 
_ coment 
= 
soaliens 
Fe) 
<r 
Ca 





t Pays to Sell Perfection 


DUBL-CHEM-FACED 


(Trade-Mark) 


COTTON MILK 
FILTER 
DISCS 


PROFITABLE 


+ 


NATIONWIDE PUBLICITY REACHES 
MILLIONS OF DAILY USERS 
Advertising appearing in 25 magazines is 
telling millions of farmers and others how 
they can save money at every milking, and 
be sure of protecting milk QUALITY with 


the new, economical Perfection DUBL- 
CHEM-FACED Milk Filter Discs. Out- 


standing success in milk filtering, from | 
coast to coast, makes them the “talk of | 


the dairy industry”. 


ORDER STOCK FROM YOUR JOBBER 


Favorably known! Easier to sell! Faster | 


turnover! Bigger profits for you! Stock 
up now ... and display them. Call,your 
jobber today, 

NOTE: Perfection and Elgrade lines also available, 


as usual, in double faced, single faced, and nat- 
ural finish. 




















Write for samples — 
Standard Sizes 


SCHWARTZ MFG. CO. 


TWO RIVERS © WISCONSIN © 














WM. FINDLAY, RYERSON 
PITTSBURGH PLANT MGR. 


William G. Findlay has re- 
cently been appointed manager 
of the Pittsburgh plant of Joseph 
T. Ryerson & Son, Inc., steel dis- 


WILLIAM G. FINDLAY 


tributors, Chicago 80, Ill. He 
succeeds Howard L. Robinson. 

Mr. Findlay has been with 
Ryerson for 25 years, 11 as man- 
ager of the work order depart- 
ment in Detroit. In 1939 he be- 
came order division head in 
Chicago. 

The manager of the work order 
department in Chicago is C. W. 
Schoenberg. For 14 years, he 
held a similar position in Mil- 
waukee. 


NATIONAL SILVER 
MARKS 57TH YEAR 


National Silver Company, 205 


| Fifth Ave., New York, manufac- 


turers of silverware and cutlery, 
have announced the beginning of 
its 57th Anniversary. This event 
is being celebrated by the intro- 


‘duction of special merchandise 


promotions and by an enlarged 
national advertising campaign in 
consumer and trade publications. 

The company recently conduct- 
ed its semi-annual sales conven- 
tion and daily meetings at the 
Hotel Pennsylvania, New York 
City. Since all of its salesmen 
could not conveniently be brought 
to New York, similar sales meet- 
ings were conducted in Miami 
and Los Angeles. Approximately 
120 salesmen and sales executives 
attended the daily sessions. A 
part of each daily session was 
devoted to open-forum discus- 
sions and to merchandising and 
sales-promotion clinics, special 
emphasis being given to illustrat- 
ing sales techniques to keep the 
company’s customers to substan- 
tially increase their sales of 
silverware and cutlery. 

The company has greatly in- 





creased its sales forces and fur. 
ther expansion in this direction 
is planned. This has been neces. 
sitated by the vastly increased 
production from the company’s 
five manufacturing plants and by 
the broadening of its merchandise 
lines. 

Referring to the outlook for 
1947, Bernard Bernstein, vice. 
president, pointed out that “pres- 
ent sales trends support our opin- 
ion that the sales volume for our 
company for 1947 will exceed 
the record of last year by at least 
10 to 20 per cent. This is apparent 
despite the fact that we expect 
the end of this year will find pro- 
duction caught up with demand 
on almost all the company’s lines 
with the exception of its ‘Guild- 
craft’ line of quality silverplate 
which was introduced just a few 
months ago.” Mr. Bernstein fur- 
ther stated that “many new pro- 
duction techniques that were de- 
veloped during the war period, 
have been adapted to the com- 
pany’s civilian production. This 
has not only resulted in largely 
increased production, but has also 
helped to keep costs at reasonable 
levels despite sharp wage ad- 
vances which have been made 
since 1941, the last pre-war year. 
Lower priced lines will be re- 
introduced and will reach the 
market by the end of this year. 
Prices, however, on these lines 
cannot approach pre-war levels 
due to the fact that material 
costs for silver, copper and other 
metals are almost twice what they 
were in 1941 


——_——_——- 


TAPPAN STOVE NAMES 
THREE DIRECTORS 


A. B. Ritzenthaler, vice-presi- 
dent in charge of sales of the 
Tappan Stove Co., Mansfield, 
Ohio, was elected recently to serve 
on the company’s board of direc- 
tors. Also elected were: William 
R. Mabee, plant superintendent 
and Harold O. Dysart, secretary. 


NAW SPONSORS CONFAB 
FOR N.E. WHOLESALERS 


A conference of all New Eng- 
land wholesalers will be sponsored 
by the National Association of 
Wholesalers at the Copley-Plaza 
Hotel, Boston, on June 24. This 
is the first of 17 regional con- 
ferences to be held about the 
country. The purpose of the con- 
ference is to give New England 
wholesalers an opportunity for 4 
discussion of the position of the 
wholesaler in tomorrow’s econ- 
omy, the wholesalers’ relations 
with industry and government, 
labor-management problems, and 
the part distribution must play in 
moving the expanded output of 
mass production. 
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W. H. REEDY 


W. H. REEDY, SALESMAN 
FOR WINCHESTER ARMS 


W. H. Reedy, formerly asso- 
ciated with the Watts Hardware 
& Supply Co., wholesalers, San 
Antonio 2, Tex., has rejoined 
the Winchester Repeating Arms 
Co., as sales representative in 
Texas, Oklahoma, and New 
Mexico. Mr. Reedy was previ- 
ously with Winchester from 1940 
to 1945, and prior to that he 
was southwestern district mana- 
ger for Simmons Hardware Co., 
wholesalers, St. Louis, Mo. 





DISPLAY MARKET WEEK 
JUNE 23-28, CHICAGO 


National Association of Dis- 
play Industries “Display Market 





| 





Week” is to be held at the Stevens | 
Hotel, June 23-28, Chicago, IIl. | 
Display men will get vital news of 
trends in fields related to display, 
as well as timely, thought pro- 
voking information about the pres- | 
ent era and future world era we 
face, says Leslie Barofsky, presi- | 
dent Chicago’s Display Club. 









































































































NESTOR J. THALLEEN 


has been appointed sales repre- | 
sentative for Sargent & Co.,| 
New Haven, Conn., hardware 
manufacturers, succeeding the 
late L, Everett Valentine. His 
territory will include Florida, | 
Georgia, South Carolina, and | 
part of North Carolina with 
headquarters in Jacksonville, | 
Fla. He was formerly associ- 
ated with Conron, Inc., in an | 
executive capacity. 














ELECTED OFFICERS OF THE RETAIL HARDWARE 
ASSOCIATION OF ALABAMA are, left to right: E. C. Crew, 


Anniston, first vice-president; F. O. Braswell, Demopolis, pres- 


ident, and O. E. 


became chairman of the executive committee. 
Crowe, Birmingham, continues as secretary-treasurer. Other 
officers of the association which met in convention recently 
in Birmingham are: directors, A. C. Black, Alexander City; 
Bell, Clanton; G. W. Costello, Mobile; Jack Calloway, 
Ensley; Bush Cox, Hartford; R. B. Green, York; B. F. O’Steen, 
Florence, C. W. Spradley, Birmingham; F. W. Thomas, Gads- 
den; W. L. Kline, Flomaton; E. L. Wilcoxen, Tuskagee, and 


J. D. 


C. E. Welden, Wetumpka. 
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Owen, Fort Payne, retiring president who 


Mrs. J. H. 
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19 Gay Street 
Manhattan 14, New York 
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Gentlemen: Please send me without obligation, price lists, dis- 
counts and descriptive matter on— 
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Because Fireline is a better stove lining material. 
Because it comes in moist, plastic form ready for im- 
mediate use without mixing. Because the customer can 
readily replace any firebox casting or stove brick, with 
Fireline; because it “fits” all styles, sizes and models. 


But that’s not all! Because Fire- 
line may alo be used to repair 
cracked and burned-out firepots in 
warm-air furnaces, multiplying your 
market for refractory material many 
times over. Because the three ap- 
plications listed below mean profit- 
able opportunity for you: 


“IRELINE | 


LINING 





COOK STOVES—Fireline replaces cracked and 
burned-out stove brick and firebox castings. It is 
readily moulded to any shape, then baked out by 
the fire. No need to stock all kinds and sizes of 
firebox castings and stove brick—instead sell Fire- 
line in convenient containers off the shelf. Average 
sale 5 to 10 Ibs. 


HEATING STOVES— In heating stoves, cir- 
culating heaters, base burners, etc., Fireline re- 
pairs cracked firepots and protects good firepots 
from burning out. It forms a gas-tight lining en- 
tirely around the firepot which seals all cracks 
and holes. No more waiting for castings—instead 
quick turnover and profit for you. Average sale 
30 to 50 Ibs. 


FURNACES— Repairs cracked firepots—protects 
good firepots. Installed 1 to 114 in. thick entirely 
around the firepot, a Fireline lining prevents the 
escape of gas, odors, and soot into the building. 
100 lbs. required to line average 22 to 24 in. fur- 
nace, resulting in a sizable sale—and profits. Also 
used for replacing fire tile in steel furnaces, for 
setting stokers, for oil burner combustion cham- 
bers. 

Fireline is available immediately from jobber stocks. Mail coupon be- 
low for prices, discounts, and descriptive literature. You will also 
receive information on these quick-profit Fireline products: 





IRONSET ASBESTOS FURNACE CEMENT— The high - quality 
cement for setting and resetting furnaces and 
stoves. Withstands higher temperatures. Will 
not crack, shrink, bloat or blister. Makes 
your work more permanent. Suggest it to 
your next customer and watch the word-of- 
mouth advertising it will produce for you. 


FIRE-HEARTH CASTABLE—The ideal 
refractory for stoker hearths. Easily installed: 
Just mix with water, pour into place, and 
smooth. That’s all there is to it: 


Gi lertos 
FURNACE CEMENT 





trowel 


FIRELINE STOVE & FURNACE LINING CO. 
1859 Kingsbury St., (Dept. F), Chicago 14, Ill. 





pSaueseeeee eee eee ee ee eeeeeseeeeue ceeeeeee® 

Fireline Stove & Furnace Lining Co. 
1859 Kingsbury St., (Dept. F), Chicago 14, Ill. 

Please send full information, prices, and discounts on Fireline 
heating specialties. 
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JOHN W. HUBBARD 


John Winslow Hubbard, 82, 


chairman of the board of Hub- 
bard & Co., Pittsburgh and a 
director of Ames Baldwin Wyo- 


ming Co., Parkersburg, W. Va., 
died re- 
cently at the Atlantic City Hos- 


shovel manufacturers, 


pital, Atlantic City, N. J. 





JOHN 


W. HUBBARD 


In 1887 Mr. Hubbard worked 
in his father’s small shovel fac- 
tory at 50 cents an hour. He ex- 
panded it and built up Hubbard 
& Co., to a $9,000,000 corpora- 
tion. The latter company sold its 
shovel business 15 years ago to 
Ames Baldwin Wyoming Co., spe- 
cializing thereafter in the manu- 
facture of utility pole hardware 
and railroad-track tools. He was 
interested in river navigation 
and founded the Mississippi Nav- 
igation Co., and the Campbell 
Transportation Co. Mr. Hubbard 
also was a pioneer in the estab- 
lishment of ice and fuel com- 
panies. He was a director of the 
City Ice & Fuel Co., of Chicago, 
the Empire Trust Co., New York, 
the Pittsburgh Oil & Gas Co., 
and the New York Air Brake 
Co., Watertown, N. Y. 


THOMAS S. HEMENWAY 


Thomas S. Hemenway, 65, 
president and founder of the 
Metal & Alloy Specialties Co., 
Inc., died recently at his home, 
Buffalo, N. Y. He founded the 
company in 1916 and served as its 
president since that time. 

His first position was with 
Smith & Hemenway Co., New 
York, hardware manufacturers, 
and then after getting his en- 
gineering degree joined the L. M. 
Ericsson Co., manufacturers of 


telephone equipment. In succes. 
sion he became engineer, sales 
engineer, sales manager and treas- 
urer of that firm. He left the 
Ericsson Co., in 1920 to devote 
his efforts to the brass and alum. 
inum foundry he had established 
four years earlier. 

President of the National Non. 
Ferrous Foundrymen’s Associa- 
tion, he was also a director of the 
Buffalo Chamber of Commerce. 


NATHAN ALEXANDER 

Nathan Alexander, 45, vice. 
president in charge of purchas- 
ing of the American Safety Razor 
Corp., 315 Jay St., Brooklyn, 
N. Y., died recently at his home. 

Mr. Alexander started with the 
company as a clerk in 1920. He 
was made assistant purchasing 
agent in 1924, purchasing direc- 
tor in 1931, and elected a vice- 
president in 1945. He was a 
member of the executive com- 
mittee of the Purchasing Agents 
Association of New York and of 
the National Purchasing Agents 
Association. 


ROY S. WILDMAN 


Roy Summers Wildman, 61, 
vice-president in charge of sales 
for the American Brass Co., 
Waterbury, Conn., died recently 
after a brief illness. 

With American Brass for the 
last 44 years, he had served as 
vice-president and general man- 
ager of the company’s Ansonia 
division. 


FRANK P. HALL 


Frank P. Hall, 75, founder and 
president of the Frank P. Hall, 
Inc., retail hardware _ stores, 
Columbus, Ohio, died recently at 
his home in Harlem-rd, near 
Gahanna. He had been ill with a 
heart ailment since early this 
year. He was a member of the 
First Community Church, Goodale 
Lodge No. 372, F. & A. M., Scot- 
tish Rite, and Aladdin Temple of 
Shrine. 


ALFRED P. LUCKETT 


Alfred P. Luckett, president 
and general manager of Harris- 
Luckett, Hardware Co., San An- 
gelo, Tex., died recently after 
suffering a heart attack. He had 
been in the hardware business 
since 1923. He helped organize 
the Harris-Luckett Co., which 
later opened stores in McCamey, 


Rankin, and Midland. 
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eee 
L. W. Moffett, Washington Correspondent 


Leon Wesley Moffett, veteran 
newspaperman and Washington 
Bureau Chief for HARDWARE AGE 
and the Chilton Company, died 





L. W. MOFFETT 


suddenly at his home on June 4 
at the age of 64. 

“Moff” as he was known about 
Washington and to the Chilton 
family, became the Washington 
correspondent for HARDWARE AGE 
in 1921; and later became bu- 
reau chief for all the Chilton 
publications. 

He had been a newspaperman 


in Denver, Des Moines and Pitts- 
burgh before going to Washing- 
ton. 

He had been a member of the 
National Press Club since De- 
cember 1915 and at one time 
served as an officer of the or- 
ganization. ; 

He also was one of the origi- | 
nal members of the White House | 
Correspondent’s Association and | 
was accredited to the Senate and | 
House Press Galleries. He was 
widely known and respected by 
members of the hardware indus- 
try for his careful and interpre- 
tive reporting as well as among 
the Washington press corps. He 
numbered many notables among | 
his friends and acquaintances, | 
including ex-President Hoover, | 
present and past cabinet mem- 
bers. He was a 33rd Degree 
Mason and a member of the Gun- 
ton Temple Presbyterian Church | 
of Washington. 

Besides his widow, he is sur- | 
vived by two sons—Harry t. | 
who served during the war as an 
aide to Gen. E. B. Gregory, at- 
taining the grade of Lt. Colonel, 
and George, who served with the 
Coast Guard, and a daughter, 
Mrs. Mildred Vandegrift of Bal- 


timore. There are six grandchil- 








nearly 50 years and had worked 


ALFRED S. MARLOW 


Alfred S. Marlow, 62, founder 
and president of the Marlow 
Pump Co., Midland Park, N. J., 
died recently after a short ill- 
ness in Hackensack Hospital. 

Mr. Marlow founded his com- 
pany in 1924 at Dover, N. J., and 
in 1928 moved it to Midland 
Park, 


PAUL K. BRYANT 


Paul Kruger Bryant, 45, buyer 
and manager of the sporting goods 
department of Clark Hardware 
Co., Nashville, Tenn., died sud- 
denly recently of a cerebral hem- 
orhage at Vanderbilt Hospital, 
Nashville. 





ISAAC B. GIBBEL 
Isaac B. Gibbel, hardware 


store owner for more than 50 
years in Hemet, Calif., and presi- 
dent of the Farmers & Mer- 
chants Bank, died recently. at 
Hemet Community Hospital, fol- 
lowing a stroke. 








JULIUS H. JAHNZ 


Julius Herman Jahnz, 56, presi- 
dent of C. D. Franke & Co., Inc., 
Charleston, S. C., wholesale hard- 
ware distributors, died suddenly 
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dren. 


at his home in Charleston. He 
became president of the company 
in 1928 upon the death of his 
father. 


ABRAHAM S. SIVE 


Abraham S. Sive, 56, manager 
of the Clifton Hardware & Elec- | 
tric Co., Cincinnati, Ohio, died 
recently after suffering a heart 
attack at his home in Clifton. He 
was formerly associated with the 
Norwood Paint & Hardware Co. 
He was a charter member of the 
Clifton Kiwanis Club and a mem- 
ber of the Eagles lodge. 





“RAYMOND C. PICKETT 


Raymond Case Pickett, 77, 
manager of the Jamieson Hard- 
ware Store, Warren, Pa., for 
many years, died recently at his 
home there. 








WYOMING STORE 
CHANGES HANDS 


M. J. Bogensgerger who or- 
ganized the Cheyennes Hardware 
store, Cheyenne, Wyo., 14 years 
ago recently sold this store to 
C. C. Mickelson who will con- 


tinue it under the same name. 











Only Automatic Washers have the in- 
vertible Duo-Disc Agitator. It gives your 
customers Two Washing Methods in one 
washer. ; 

Another exclusive Automatic feature 
is the sealed-in-oil ball-bearing Trans- 
mission. Gives dependability that holds 
down service calls . . . nets you more 
profit . . . builds good will. 


Write today for the name of the 
Automatic Distributor nearest you. 


Made in Newton, lowa Since 1908 by 
AUTOMATIC WASHER COMPANY 
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Lamps—M. L. Sloan, General 
Electric Co., Cleveland, Ohio, vice- 
president and manager of its Lamp De- 
partment, made the following an- 
nouncement regarding price adjust- 
ments on G. E. Lamps effective June 1: 
“The latest wave of wage increases has 
so raised our material and labor costs 
that the Lamp Department of the Gen- 
eral Electric Co. can no longer absorb 
the 5% Federal excise tax on lamps 
that we have been absorbing since 
1941. We sincerely regret that begin- 
ning June Ist, 1947, this tax will have 
to be paid by our customers. At this same 
time the Lamp Department is making 
price adjustments on certain lamps: 
some being decreased where continued 
high demand and resulting high volume 
makes this possible, and others being 
raised in price because of abnormally 
increased costs. However—the _ list 
prices of over 90% of our lamps in- 
cluding those for home and industrial 
use remain unchanged or are lowered. 
Apart from the mentioned excise tax, 
the average prices of General Electric 
lamps will, on June Ist. be 5% under 
our prewar prices.” 

ko # 

Aluminum alloy oil gate, 
faucet—Foster Mfg Co., Syracuse N. 
Y., has announced price reductions of 
10 to 15 per cent on some Foster alu- 
minum alloy products including No. 
700 Sure Grip Oil Gate and No. 600 
Self-Closing Faucet. 

* * # 

Mechanics’ tools—Fuller Too! 
Co., Inc., New York City, has reduced 
the prices of its mechanics’ tool lines 
back to 1941 levels and at the same 
time announced that it will “protect the 
jobbers to the fullest extent by allow- 
ing inventory adjustments.” 

*“ * * 

Electric refrigerators - 
Frigidaire Division, Motors 
Corp., has announced an adjustment in 
the price of some of its products to 
increases in 


General 


compensate for recent 


labor and material costs. Average in- 
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creases in household refrigerator lines 
are approximately 4% per cent and in 
electric ranges the average increase is 
less than 3 per cent. 

ba * a 

Fluorescent Christmas tree 

lights — A price reduction of more 
than 24 per cent in fluorescent Christmas 
tree lights made by Sylvania Electric 
Products, Inc., New York City. A string 
of seven of these lamps, formerly $6.50 
will now be $4.95, individual lamps 
listing at 45 cents instead of 60 cents 
each as formerly. 

* * & 

One-way plows—The Krause 

Plow Corp., Hutchinson, Kan., recently 
announced a price reduction of 10 per 
cent placing its retail prices substanti- 
ally on a level with 1942. The reduc- 
tion is made possible through increased 
production efficiency and unprecedented 
sales volume according to the company 

* * * 


Coffee maker filter rod 

Cory Corp., Chicago, IIl.,. recently an- 
nounced that as of May 1, “the Cory 
glass filter rod will again be priced 
and fair traded at 50 cents with full 
jobber and dealer discounts intact.” 
The company announced that whole- 
salers “will be refunded for all Cory rods 
purchased at the 60 cent price.” 


* % * 


Reductions—Following reports 
of early June price advances for ma- 
chine tools and corn products, a ma- 
jority of executives surveyed by the 


National Industrial Conference Board 


believe there can be no _ important 
price reductions before the end of the 
year. The board, an independent re- 
search organization, finds that “manu- 
facturers who have absorbed a large 
percentage of previous cost increases 
feel that they are no longer in a posi- 
tion to do so in the future. Break-even 
points in many cases are uncomfortably 
close to present high rates of produc- 
tion,” it said. “Some executives con- 
tend that only a modest drop in sales 
would put them into the red.” The ma- 
chine-tool price advances, about 10 per 
cent, affect milling machines, grinders, 
broaches and lathes, distributors re- 
ported. With these increases, total price 
advances since last year amount to 
somewhat less than 35 per cent. There 
had been a sharp upturn in machine 
tool orders in preparation for full-scale 
production of many metal products 
which have been held back awaiting 
improvement of deliveries of scarce 
metals. Price increases of 25 cents per 
hundred weight on all of its corn prod- 
ucts except dextrose and mogul were 
posted by Corn Products Refining Co., 
following recent sharp advances in corn 
prices. The N.I.C.B. survey disclosed 
that practically none of the manufac- 
turers of primary products and metal 
products expected price declines by the 
year-end and about one-quarter of in- 
dicated increases may be unavoidable. 
“Manufacturers of other products,” the 


report said, “are more inclined to look 
but in most 


for a drop in price levels 
cases, of modest proportions.” 
* * & 
Some price reductions 
Bakelite Corp. has announced reduc- 








ADVANCES 
One line electric refrigerators. One line electric ranges. Some lamps. 


DECLINES 


Copper. Copper products. Some plastics. Some radio-phonograph sets. 

Wire nuts. Some soap products. Some aluminum alloy products. One line 

mechanics’ tools. Some lamps. One type Christmas tree lights. One line 
one-way plows. One glass coffee filter rod. 
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SAFE 


---asa 
pocketknife! 


QUICK 


+--GS an 





eye wink! 
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DELUXE 


CLICK! Safety cover snaps over 
the blade. 


SCRAPER CLICK! Safety cover exposes full 


lade. 













No screws to adjust or loosen! 
--- Safe to use Gives a lifetime of hard service. 
with one hand! Every painter and decorator 
wants one! 


asa i ef aT, ~ 


pocketknife! 






a 


— 
QUICK 
---as an 
eye wink! ae 


CLICKS Finger pulls back guard 
—and cutter is ready for 
instant use. 


CUTTER CLICK! Finger slides guard in 

place—and cutter can be 
pocketed like a pocket- 
knife. 
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SAF E @ The Salsbury Scraper and 


Cutter are the fastest selling items of their kind! 
They sell on sight—not only to painters and deco- 
rators — but to warehousemen, retail clerks, handy- 
men, dressmakers, housewives, model-makers, art- 
ists, etc. Available on attractive display easels or on 
handy, individual selling mounts. Write today for 





special discount list. 


The SALSCOR Company 


1161 East Florence Avenue « Los Angeles 1, California 
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Brand New VALUES 


SAL-KING 
ALL-PURPOSE 


Larger capacity for bait 
fishing, boat trolling, etc. 
Holds 100 yards line. 
Weighs 4%, ozs. Single 
action. Adjustable click 
regulates drag. Venti- 
lated. Center shaft steel 
bearing, lapped and 
ground for free, silent 
casting. No. 200N — Indi- 
vidually boxed, 50 to a 
carton. A big value. 


Retetl ... $4.50 

















Retail only, each 











Precision quality line guides and tips of bright 


If your’jobber cannot supply — write 


ROYAL ENGINEERING CO. 


1333 FOLSOM STREET + SAN FRANCISCO 3, CALIF. 






Reels have new, baked enamel, non-glare 
finish over anodized base to protect 
against salt water and corrosion. All parts 
toughened by special heat treating meth- 
ods. Engineered to stand hard usage. Pre- 
cision workmanship throughout. Written 
guarantee with each reel. 









LORD WELDON 
FLY REEL 


Light but sturdy. Weighs 
only 4 oz. Thoroughly ven- 
tilated for line drying. 
Balanced handles with- 
stand terrific pull. Single 
action. Holds 50 yards 
line. A brand new value. 
No. 1OON—Individually 
boxed, 65 to a carton. 
Retail . . . . $3.50 









nickel in a variety of sizes to meet all requirements. 
Low prices. BRACED TIPS ARE HARD CHROME. 





New 1947 
Fly Casting and Bait Rod 
Priced for volume sales. Light, strong and sturdy — 
4 ft. tapered rod; heat treated steel. Hardwood 
handles. Royalbilt quality line guides and rod tip 
—hand silk wrapped. No. 25—1¥% doz. to box. 


$2.50 
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Wholesale Hardware Sales* 


By Geographic Divisions, for April, 1947 








| SALES REPORTED 


Percent Change | 





SALES YEAR-TO-DATE b 



































| | 
GEOGRAPHIC } | April 1947 Amount (Add 000) | 
DIVISION | } vs, Percent 
| Number | = Change | Four Four | 
| of from | Months | Months 
Firms April | March | April April | March | 4 mos. 1947 1946 

c 1946 1947 | 1947 1946 1947 1946 |(Add 000) |(Addj000) 

— oS eee a TN PLN EA Tee ence: als as 
U. S. TOTAL : | 278 | +35 + 5 | $72,105 | $53,352 | $68,912} +40 | $258,040 | $184,533 

| | 
New England } 16 | +30 +3 | 1,118 861 1,081 +33 5,175 3,883 
Middle Atlantic sal 70 +30 +9 11,456 8,844| 10,495; +37 39,704 28,882 
East North Central... .| 41 | +37 +8 11,335 8,263 | 10,470; +42 41,555 29,338 
West North Central....| 35 | +40 Se 14,659 | 10,450) 14,504; +47 49,855 | 33,948 
South Atlantic.........| 35 | +42 +4 050 4,273 Y +37 22,213 16,191 
East South Central... | 1% | +40 +3 | 4,985 3,557 4,842; +40 18,624 13,305 
West South Central... .| 26 «| +29 +4 | 8,248) 6405) 7,968) +37 32,403 | 23,674 
Mountain............ 10 +39 +1 2,302 | 1,661 2,281| +46 8,215 5,619 
eee 27 | +32 +4 11,952} 9,038) 11,465) +36 40,296 | 29,693 

i 





Bureau of the Census 


Current Wholesale Trade 


a Includes 30 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in all cases to the year-to-date figures. 








States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. 1., Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(ill., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 








tions of 4 cents a pound on quantity 
lots of Bakelite “polyethylene” plastic, 
and 7 cents a pound for colored com- 
pounds based on this resin. The com- 
pany said that effective immediately 
prices will be 49 cents a pound for the 
plastic and 56 cents a pound for the 
colored compounds. Freed Radio Corp. 
has reduced the price of two Freed- 
Eisemann radio phonograph combina- 
tion sets from $795 to $695. Ideal 
Industries, Inc., recently announced cuts 
of up to 29 per cent on its line of wire 
nuts, used for making solderless elec- 
tric wire connections. Kamen Soap 
Products Co has announced an aver- 
age price cut of 31.6 per cent on all 
soap products. The reductions include 
a 40 per cent markdown on the com- 
pany’s soap powder, 30 per cent on 
laundry bar soap and 25 per cent on 
granulated soap. Simplex Mfg. Corp., 
power cycle manufacturers, have an- 
nounced price reductions up to 17 per 
cent in some areas, despite the fact 
that the company has not increased re- 
tail figures since 1941. 


* * * 


That “gray market” in steel 
—For the first June week, steel oper- 
ations were scheduled to equal their 
highest postwar level, at 97 per cent of 
capacity, by estimate of the American 
Iron & Steel Institute. In the preceding 
week, production was at 95.4 per cent. 
The Iron Age comments that, as the 
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overall supply of steel increases, pre- 
mium prices paid for steel in “gray 
market” transactions will drop toward 
the regular normal mill quotations. 
“Overpriced steel markets,” it said, 
“are supported entirely by demand from 
manufacturers who will pay almost any 
price to maintain their working force, 
to turn unfilled orders into actual de- 


liveries as rapidly as possible. Many 





manufacturers are afraid that if they 
do not complete and ship their back- 
logs at an early date their competitors 
will, and cancellations will become 
more prevalent.” Gray market prices 
on flatrolled material have ranged from 
$175 a ton to as high as $300 a ton, 
The Iron Age said, but adds: “In the 
past several months the going price in 
the gray market has dropped from 
around 15 cents a pound to as low as 
7 cents a pound.” Such purchases will 
continue, it says, “as long as the normal 
source of supply to many manufactur- 
ers of finished consumer goods is in- 
sufficient to support the high operating 
rate at those plants.” However, says 
The Iron Age, at no time has steel] in 
the premium price market constituted 
a substantial proportion of total ship- 
ments. The principal sources have been 
held-up export tonnage, . consumers 
whose mill quotas were larger than they 
actually needed, and consumers dispos- 
ing of unbalances or obsolete inven- 
tories. 


Lead and zine — Before the 
Purchasing Agents, Vice-President I. 
H. Cornell, of St. Joseph Lead Co., ad- 
vised buyers to hold down stocks of 
both lead and zinc in anticipation of 
further price cuts. Lead production, 
spurred by the current 15-cent-a-pound 
price, he said, may rise, bringing the 
1947 total to 200,000 tons more than 
last year, when 900,000 tons were con- 
sumed domestically. He expressed fear 
that lead is “overpriced” at this time. 
Unless a business recession drastically 
cuts lead’ use, he predicted 15 cents 
would hold through the third quarter 








Wholesale Hardware Inventories* 


By Geographic Divisions, for April, 1947 








END-OF-MONTH INVENTORIES (Cost) | STOCK-SALES-RATIOS b 















































| Percent Change , 
GEOGRAPHIC April 1947 Amount (Add 000) 
DIVISION vs. 
| — | 
| Firms April March | April April March | April April March 
| 1946 1947 1947 1946 1947 1947 1946 1947 
oS TOTAL. ..... 185 +72 + 2 | $94,976 | $55,177 | $92,829 178 143 181 
New England......... 8 +67 +6 iF 920 1,457 | 242 198 250 
Middle Atlantic....... 41 +55 +2 10,225 6,589 9,976; 153 136 159 
East North Central... 33 4-73 0 16,378 9,449 | 16,374; 164 130 179 
West North Central... 26 +54 0 20,067 | 12,990| 19,994) 152 139 152 
South Atlantic......... 26 +106 +8 7,489 3,641 6,921| 149 104 144 
East South Central... . 8 +91 +2 3,579 1,871 3,504 | 152 112 149 
West South Central. ... 17 +87 + 5 12,974 6,951 | 12,344) 235 157 237 
Mountain............. 8 +120 +8 2,433 1,105 2,243 | 188 110 169 
Wc convsvesacans 18 +74 +1 20,293 | 11,661 20,016| 237 190 239 
Bureau of the Census Current Wholesale Trade 


a Includes 27 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
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as output lags in Summer, but that | 


with a pickup in the fourth quatrer, 
“it is quite possible” that the price will 
dip before the year’s end, and that in 
1948, it will be “closer to 12 cents than 
15 cents.” Zinc, he said may recede in 
price this Summer if the premium pay- 
ment plan is continued after June 30, 
thus maintaining current output. He 
said that producers may lower high 
grade zinc, now in free supply, to pro- 
duce more prime western, still short. 


os x * 


Plumbing and heating prices 
—That heating products represent one 
of the best buys on the present market 
in comparison with other commodities 
recently, of the 
Industries 


was the assertion 
Plumbing and 
Bureau at Chicago. The bureau cited 
official figures of the U. S. Bureau of 


Labor Statistics to prove its point that 


Heating 


price advances in plumbing and heat- 
ing materials have‘been moderate. With 
the Bureau taking the year 1926 as 100, 
its index number for prevailing plumb- 
ing and heating prices, according to 
this source, is 117.9 per cent, as com- 
pared with 177.5 for all building ma- 
terials, and 142.2 for all commodities 
other than farm products. 


* * * 


Vacuum cleaners — Factory 
sales of household vacuum cleaners in 
April broke all records for the third 
consecutive month, according to indus- 
try-wide figures announced by C. G. 
secretary-treasurer, Vacuum 
Cleaner Manufacturers’ Association. 
April sales of 330,426 cleaners were an 
all-time high and compared to 321,515 
(correct) in the preceding month and 
were 107 per cent above those for 
April, 1946, when the total was 159,558. 
Sales for the first four months of 1947 
reached 1,183,760 cleaners, compared 
to 544,642 in the same period of 1946, 
an advance of 117.2 per cent. The Jan- 
uary-April total is slightly higher than 
one-half that for all 1946. 


* * * 


Frantz, 


Huge spending for sports— 
Americans are expected to spend about 
$420,000,000 for sporting goods this 
year—nearly twice as much as they did 
before the war. The increase is attrib- 
uted to a tremendous upswing in inter- 
est in active sports, particularly among 
veterans, and to the fact that equip- 
ment is coming through in quantity for 
the first time since the war’s end. There 
are plenty of golf and tennis balls, fish- 
ing rods are available in volume, and 
there are more bicycles. Baseball bats 
still are hard to find, ladies’ golf clubs 
are scarce and outboard motors are 
short of demand. In most lines pro- 
duction still is concentrated in the 
higher price brackets, industry sources 
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GREENLEE EXPANSIVE BITS 


They're coming faster now...those fine GREENLEE 
Expansive Bits you need to meet today’s big demand. But 
it’s in a ‘careful hurry’’ that GREENLEE craftsmen do this 
work. They know you still want this kind of real quality: 
All parts expertly designed and processed of top-quality 
steel. Specially-designed wide, open throat for smooth te 
uninterrupted action. Clean, sharp cutting edges. And 
' , remember, GREENLEE Expansive Bits are made in two 
. Set-fast as illustrated or Plain. Sell top quality. °. 





styles. . 


sell GREENLEE! 






TOOLS FOR CRAFTSMEN 


GREENLEE® 


STOCKED BY LEADING WHOLESALERS 








IN THE GREENLEE HIGH-QUALITY LINE 


SELLERS 


FAST 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels ¢ Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions ¢ Bell Hangers’ Drills « 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1806 Herbert Avenue, Rockford, Illinois, U.S.A. 
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The new Great Neck Super 
Keyhole Kut-Up is a work aid needed 





by everyone from master mechanics 


to housewives! Why? Because it 


smoothly, sturdily cuts all metals, 
plastics, woods. Perfect for hard-to-get-at 
jobs! You'll see why we call this 


line “Super.” 







Sy} NY P 
AU g 


aM 


KUT-UP 


CREAT wee Saw Tueee 
ve cory cama 


Y, doz. per card 


/ 


j 


COLORFUL IN ORANGE & BLACK 


No. 95 Super Keyhole Kut-Up —1 doz. per box 
(Refill blades, No. 99, can be bought separately. 


handles, comfortable p 


tool overall, 


Packed 1 doz. to attractive metal-edge box.) 


Good looking aluminum 











istol 


grip. Compass saw pattern blades 
— flexible TUNGSTEN steel. A sturdy 


















say, but less expensive equipment grad- 

Last sum- 
rubber golf 
balls were scarce, and they were priced 


ually is becoming available. 
mer, for instance, natural 


at 95 cents. This month a 70-cent ball 
came back on the market for the first 
Golf clubs 


are coming through better, but most are 


time since the war’s end. 


in the higher price ranges. “Next fall 
should see more ample supplies of all 
types of clubs and return of less ex- 
pensive ones,” one manufacturer said. 
Canvas golf bags are plentiful at prices 
“somewhat higher than prewar,” but 
leather ones are scarce and “very high 
priced,” said L. E. Coleman, president 
of the Golf Ball Manufacturers Associa- 
Tennis racquets are plentiful and 
are being produced to sell from $3.95 


tion. 


up, compared with $5.00 up last sum- 
mer; balls are slightly more expensive 
than a year ago at 60 cents—up 10 
Bamboo fishing rods are easier 
and high-priced 
ranges; new fiberglass rods are offered 
at $30.00 to $40.00, and there are ample 
supplies of steel rods. Silk fly lines con- 
tinue short and British and Norwegian 
Most reels are high 
Bicycle production is at the 


cents. 


to get in medium 


hooks are scarce. 
priced. 
highest level in history, and expansion 
of renting services will enable vacation- 
ists in many sections to rent bicycles 
for holiday use. Supplies of small 
boats and canoes are improved, but 
“prices are up quite a bit,” an indus- 
try spokesman said recently. The Out- 
board Motor 
tion said although it has produced a 
record of 250,000 motors in the first 
half of its fiscal year, the industry still 


Manufacturers Associ:- 





has a backlog of orders. Prices are up 
about 15 per cent from prewar. In 
sporting arms and ammunition “it ap- 
pears there will be wmple supplies by 
fall,” according to a Remington Arms 


Co. spokesman. 


Paint lines in March—Sales 
of paint, varnish, lacquer and _ fillers 
reached a new monthly high of $91,769.- 
816 during March, according to the 
Bureau of the Census, and were well 
beyond the rate necessary to top the 
industry’s 1947 sales goal of $1,000,000,- 
000 total. Sales during March were 
$27,072,852 March, 1946, 
figure. Trade sales amounted to $49.- 
330,448 in March, while industrial sales 
of paint and varnish totaled $24,466,473. 
Lacquer sales in March amounted to 
$7,878,598. 


above the 


*” + a 

Gypsum products — Lloyd 
Yeager, secretary and general manager 
of the Gypsum Association, predicted 
recently that production of rock lath, 
one of the home building materials still 
in short supply. will be increased sub- 
stantially by this fall. “Within the next 
three months there will be a very no- 
ticeable increase in the supply of gyp- 
sum products, rock lath. 
chiefly because of the industry’s in- 


including 


creased production of paper which will 
begin in August and September,” he 
said. Although the industry’s output is 
the highest in history, manufacturers 
have been unable to operate at capacity 
because of inability to obtain sufficient 
paper of the heavy fibrous type needed 
for rock lath. to cover the gypsum core. 








Wholesale Hardware Collections 
On Accounts Receivable* 


‘ 





By Geographic Divisions, for April, 1947 


ACCOUNTS RECEIVABLE 





Collection Percentages b 
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| 
| Percent Change 
| 












































GEOGRAPHIC | April 1947 Amount (Add 000) 
DIVISION } vs. 
Number |_ RE es, ees. Se | 
of | 
Firms | April | March | April Aprit | March | April April March 
| | 1946 1947 1947 1946 1947 | 1947 | 1946 1947 
| ~ | ———— | —_—_ —| —- —___' —___- j 
U."S. TOTAL....... 252 +58 + 9 | $63,716 | $40,251 | $58,453 95 | 108 95 
New England....... 14 +50 +16 1,042 696 | 895 | 78 82 |; 81 
Middle Atlantic. ..... 62 +651 +7 10,599} 7,029) 9,912 90 100 | §& 
SEE YOUR | East North Central. . . 39 +60 +11 10,597; 6,606; 9,523; 105 111 ~=«|~—=«101 
West North Central....; 34 +77 +13 13,315 | 7,511) 11,757 95 123 | 102 
JOBBER South Atlantic | 3 +53 +4 5,553} 3,627) 5,322; 100 112 | 99 
East South Central... .| 14 +55 +7 3,288 | 2,120 3,087 | 96 101 91 
West South Central....| 23 +45 +5 5,554 | 3,838/ 5,287| 105 118 106 
Mountain 7 +48 +7 908 613 | 852 94 92 97 
Pacific. . | @ +87 +9 12,860} 8,211; 11,818 88 96 87 














GREAT NECK 


SAW MANUFACTURERS, INC 


MINEOLA, N. Y. ; 


Bureau of the Census Current Wholesale Trade 

a Includes 28 reports received too late to be incorporated in Census Bureau published releases. ; ; 

b Collection percentages are obtained by dividing the collections by the accounts receivable for an identica! 
group of firms. 
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The industry has constructed four large | 


new paper mills which are expected to | 
be in full operation soon. Despite the | 


inadequate supply oi paper, Mr. Yeager 
reported that the industry’s output thus 
far in 1947 has been slightly above the 
rate for 1946, when the output of gyp- 
sum lath and board totaled approxi- 
mately 3,124,000,000 board feet, a new 
high record. Last year’s output was 
about 12 per cent above the previous 
peak in 1941. 


a * * 


Leather stocks low—Although 
the industry generally is beginning to 
accumulate inventories, finished stocks 
are at a record low compared with 
pre-war years, the Tanners’ council said 
recently. Tanners’ finished stocks of 
cattle hides in March amounted to 
32.4 per cent of the 1935-39 average. 
Sole leather inventories were at 42.9 
per cent of that level, and other leathers 
ranged from 11.6 to 38.1 per cent. 
Stocks of all types but side leather were 
slightly higher than a year ago. A coun- 
cil spokesman said war stocks were 
drained by the military and since then 
consumers’ wants have held production 
at record levels. Imports normally play 
an important part in the supply, but 


these have been off 25 to 35 per cent | 


from the prewar level. 


* * cg 


Vacuum cleaner volume sets | 


record—April factory sales of house- 
hold vacuum cleaners broke all records 
for the third consecutive month, accérd- 


ing to industry-wide figures released by | 


C. G. Frantz, secretary-treasurer, Vac- 


uum Cleaners Manufacturers’ Asso- 


ciation. 
a % 


Westinghouse gains — West- 


inghouse Electric Corp. set peacetime | 
records for production, unfilled orders 


and employment in April, according to 
G. A. Price, president. Products turned 
out by the corporation for that month 
—ranging from vacuum 
cleaners to huge generators and steel 
mill equipment—were valued at $58.- 
485,244, a gain of $8,000,000 above the 
former peacetime record established in 
March. The April volume, Mr. Price 
said, compared “favorably” with many 
wartime months. New business booked 
by Westinghouse in April so greatly ex- 
veeeded production, however, that un- 
filled orders at the end of the month- 

$673,381,438—also attained a new peak 
for peace time. Long deliveries are still 
the rule in many heavy apparatus lines, 
and the production of Westinghouse 
appliances has by no means caught up 
with the “insistent” demand. In the 
past, Mr. Price said in his report, every 
inflationary period has been followed 
by a recession, and there have heen 


irons and 
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PROFIT 


frccntc now ! 


A SURE FIRE ITEM FOR EVERY — CAMPER, 





The profitable answer to every outdoor activity where food- 
carrying is a problem! A roomy yet compact picnic kit of 
attractive, high tensile strength aluminum. FULLY EQUIPPED 
with 2 knives, forks, spoons, plastic plates, and 2 ALADDIN 
PINT SIZE HY-LO VACUUM BOTTLES. Center compartment 
holds plenty of food .. . famous Aladdin Vacuum Bottles keep 
liquids cold for 72 hours, piping hot for 24 hours. Utensils 
and plates held securely and safely in lid by elastic band. 
Give your summer sales a real boost with the Aladdin 


Picnic Kitl 
*REG. U.S. PAT. OFF. 





PRICED Riguri 






STYLED Rigury 


FULLY Equippep 


FISHERMAN, HIKER, PICNICKER, OUTDOORSMAN 









r 
| 
| 
| 
| 
| 
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NATIONALLY ADVERTISED 
TO 2,254,093 OF YOUR 







CUSTOMERS IN. . 
ESQUIRE 
HOLIDAY 

OUTDOOR LIFE 

FIELD & STREAM 


in oe nen manele 








AN DROCK 














WIRE 


SCOOPS 


@ Hundreds of uses for this handy, 
convenient wire scoop...especially in 
harvesting and handling crops of all 
kinds. Cannot slice or 
damage fruits or vege- 
tables...will not gather 
dirt. Strong and sturdy, 
yet lightweight and 
easy to handle. 
















WOOD HAND GriP—Comfort- 
able, spade-type. 








30” HANDLE—for convenient, 
easy use. 







REINFORCED BRACE— Pro- 
vides strong support for 
large capacity blade. 






RUST PROOF FINISH—Hot 
dip :lloy. 








15” x 17” BLA-E — 16 
Heavy wires attached 
to smooth, slice- proof 
metal blade. 








NO. 70 
“SHOLDER” SCOOP 
























THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASS., ROCKFORD, 
ILL, NILES, MICHIGAN 
















numerous forecasts of such a recession 
recently. Despite this, “the postwar 
plateau of unusually ¢:- " Jusiness still 
continues for Wesiinghouse, and the 
outlook is tat it will continue for some 
mon:hs to come.” 


ers report cur .lidated net sales for the 
quarter ended April 30, 1947, of $10,- 
990,000 and for the nine months ended 
April 30, 1947, sales of $23,665,000. 

a cs * 

Detrola sales — International 
a Detrola Corp., Detroit, Mich., and sub- 
sidiaries have reported sales for the 
first half of the company’s fiscal year of 
$36,130,351, only slightly under the full 
1946 total of $40,810,028. 


Jacobs sales — F. L. Jacobs 
Co., Detroit, Mich., household appli- 
ance and automotive parts manufactur- 








SALES OF 1,459 INDEPENDENT RETAIL HARDWARE 


DEALERS IN THE UNITED STATES 
April, 1947, Comparisons 


Apr.’47 Apr.?47 


No. US. US. . 
stores* Apr.’46 Mar.’47 Apr.°47 Apr.”46 Mar. ’47 
| or 1,459 +15 +14 $18,836,820 $16,318,474 $16,567,231 











1947’, $67,181,121; 1946, $57,931,055 
First four months of 1947 showed a 16 per cent gain over 1946 





Percent Change 














Apr. 47 Apr.’47 
Number compared compared Dolla: 
of firms with with Sales 

States reporting * Apr. °46 Mar.’47 Apr.’47 
Alabama Ee ee ey ee 19 —3 +5 248,187 
PINE Sy cistedee cpediocmewus 18 +9 +9 239,708 
PE aa os mae aide mate ee 171 +14 + 1 2,918,231 
NED, kota crs do ov blendues 19 +3 +16 187,071 
ee ee ee 22 +33 +13 367,742 
oe 4" eee 6 +13 — 3 175,914 
eee pee ae 15 + 6 + 5 202,671 
MD s3ooisicaaixe cicionaweieaies 23 +14 +9 300,741 
RN ate a faaec nice anions bo Sis 8 +28 +10 128,106 
ee nee 107 +14 +21 1,125,070 
OS ne See 53 23 0 668,533 
OS ee ne eee eae 39 +37 +12 398,142 
Ns it core Jc at a ual gia ant 28 +10 +16 184,006 
DME cca waspemdeien tess 10 +14 +24 174,724 
OG rise do talareve Odean wes ll +13 +30 111,053 
RN 55,6555. ods So aneed dove 8 +14 +17 109,835 
WIRRORENEOOID . siss ccs oes sins 48 +5 +11 537,219 
OI sib cadicteneceesiwes 64 +4 +27 644,827 
MED, Svunecesasuss cas 5 +9 +22 34,422 
SOMME aol ccenwkesecedes 6 +11 + 2 46,806 
MUNDI nace uns eheeca-ue'es 31 +14 +23 291,897 
IS tan ccae enh esoietjs oe 12 +12 0 202,904 
ME. Scarier cc warecibacceic.s 24 + 3 +20 125,433 
ee eer renee ne 27 +16 +14 380,691 
EDD 6 i:d-é-s.ctv0asemee 5 —2 +13 83,803 
a ES ere 93 +10 +9 857,919 
Re POT re 153 +29 +35 2,616,209 
EN ee ee 35 —1 + 4 250,963 
IR ia becca. 49-3 56-7igseos- eee 28 +17 +5 495,579 
ee, re 125 +13 +27 1,486,097 
eS errr ee 9 + 3 +11 88,381 
i RUNE 55:6 Sa840 F206 ons 10 +14 + 6 129,792 
MD Site dea ste copicnde eae 72 +10 +9 947,687 
oo ER SP hn br es eee 4 + 6 +24 34,541 
EON a. al crater kwionierawiew 12 +17 +32 259,856 
RIN. ce e'808 su9 oeiap:0 36 +21 — 1 558,364 
EE. Sip pewercecacta 73 +23 +22 843,400 
DN is yp hactécie ayes } +7 +12 66,288 
I IN 6050.2. 9/ 0 S40 05% 35 + 3 +12 301,461 
PS) SS ere 26 +26 — ] 634,781 
ey. cee 9 +15 — 3 150,640 
Ce a ee eee 9 — 1 +20 85,546 
Te | re 20 4+. 9 — 6 352,946 
SOUNGIE, WON. oie sicessssecces 6 +22 +13 58,869 











1 Includes reports received too late ‘for inclusion in previous monthly totals. 
2 Number does not apply in all cases to the year-to-date figures. Compiled by Bureau 
of the Census, U. S. Department of Commerce. 
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Construction rises in May— 


New construction put in place in May | 


totaled $942,000,000 an 11.1 per cent 
increase from April, but less than the 
usual seasonal rise, says the U. S. Com- 


merce Department. The total put in | 


place last month was 15.4 per cent more 
than in May, 1946. Of total new con- 


struction, some $696,000,000 was pri- | 


vately financed. This was 8.4 per cent 
above the April figure and 3.5 per cent 
above May last year. Private non-resi- 
dential construction amounting to $243,- 
000,000 was considerably below the 
normal gain expected at this time of 
the year. 
* 2 @ 


Building materials gain - 
The Department of Commerce says that 
lumber production in the first quarter 
was 20 per cent above that of the corre- 
sponding period last year, and that the 
building materials situation generally 
is good. Lumber stocks in the hands of 
retailers and wholesalers at the end of 
March totaled 3,600,000,000 board feet, 
an increase of approximately 1,000,000,- 
000 board feet from the year end level. 
March stocks of unglazed brick, struc- 
tural clay tile and clay sewer pipe were 
below normal peacetime levels. How- 
ever, inventories were double those at 
the end of March last year. Production 
of gypsum board and lath for April 
was estimated at 295,000,000 square 
feet, a 3 per cent increase from March. 
Production of finished Portland ee- 
ment in March was a record for that 
month, 13 per cent above February and 
26 per cent above March, 1946. First 
quarter 1947 production of 40,085,000 
barrels was up 33 per cent from the 
same quarter a year ago. March ship- 
ments of prepared roofing, siding ma- 
terials and felts totaling 7,153,000 
squares, an all-time high, were 9 per 
cent above February, 1947, and 23 per 
cent above March, 1946. On cast iron 
pressure pipe, March shipments of 88,- 
020 tons were a new postwar high, ex- 
ceeding the previous peak (January, 
1947) by one per cent. Shipments in 
the first quarter gained 52 per eent over 
the first quarter of 1946. 
* 2 6 


Other Commerce Depart- 
ment comments on March materials 
situations, the Department says: 


Builders Hardware—Current reports 
indicate that the hardware trade will 
not be able to fill consumer needs be- 
fore 1948. March output was about the 
same as in the preceding two months. 
Unbalance in certain types of hard- 
ware and shortage of steel are the chief 
bottlenecks. Distributors’ inventories 
are almost non-existent. 
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HUNTING 
GARMENTS 








No. 147 








No. 147 “HUNTSUIT” Well known and pop- 
ular among the experts. Complete protec- 
tion from top of head to ankles, and fully 
waterproof. The Huntsuit, made from extra 
strong fabric, is fully vulcanized. Jacket 
has zipper front, backed by V-shaped gus- 
set with bottom eyelet for extra waterproof 
protection. Snap fasteners at neck, with vest 
pocket and drawstring at waist. Raglan 
style shoulders for comfort and freedom in 
handling gun. Parka top amply designed 
with loose flannel lining for additional face 
and neck comfort. Adjustdble snap fasteners 
at wrist. Trousers have drawstring at top 
and snap fasteners at ankles for close ad- 
justment. 


No. 148 DUCK HUNTING PARKA - % 
Length. Another famous Hodgman Hunting 
Garment, made of the same material as 
the Huntsuit. Extra large parka hood with 
loose flannel lining. Two large pockets. 
Zipper front backed by waterproof gusset 
with bottom eyelet. Adjustable snap fast- 
eners at neck and wrists. Raglan shoulders 
for comfort and freedom. 


HODGMAN RUBBER CO. 


FRAMINGHAM, MASSACHUSETTS 


New York, N.Y. Chicago, Ill. San Francisco, Cal. 
261 Filth ‘Ave. 173 W. Madison St. 121 Second St. 




































































Steel Windows—Basement metal win- 
dows are in good supply. Production of 
light-steel casement windows for open- 
ings above ground is 1etarded by short- 
age of steel shapes Aluminum window 
production is improving but has not yet 
alleviated the window shortage. 


Nails — Output of wire nails and 
staples increased 7 per cent from 72,- 
000 tons in February to 77,000 tons in 
March. Area shortages are reported, 
particularly in the Pacific Northwest. 
and are expected to continue beyond 


mid-1947. 


Insect Screen Cloth—Current produc- 
tion of steel and commercial bronze 
screen cloth is far above that of a 
year ago. However, the limited supply 
of rods and wire for fabrication of 
mesh and increasing demand suggests 
shortages throughout 1947. 


Cast Iron Radiation—March produc 
tion of cast iron radiation was 4,862.- 
000,000 square feet, an increase of 16 
per cent from February. 

< ” ae 
Manufacturers inventories— 
The total value of inventories held by 
manufacturers increased during April 
and shipments declined slightly, the 





HOMECRAFT'S PLUS VALUES 


Trouble free operation—field 
tested. Tripod spring tension mounting 
of clear plexiglass. Made of extra thick 
metal .051. Extra heavy coating of 
baked white enamel. All electrical parts 
G.E. One bolt installation — center 
mounting. Approved by Underwriters 
Laboratories. 


"hes 
Write for our liberal proposition. 


pull chain or drop cord. 


1210 S$. KEDZIE AVE. 


230 





New spring type knock-out button for Homecraft 


Products 





Department of Commerce announced 
May 29. Preliminary data based upon 
telegraphic reports by representative 
manufacturers indicate that the April 
rise in value of stocks held in the na- 
tion’s factories was about $450 million. 
The increase brought the value of 
manufacturers’ inventories to slightly 
over $22 billion. Dollarwise the in- 
crease was a little larger than in the 
two preceding months. 
higher costs of goods currently going 


Because of the 


into inventories the rise in dollar value 
of stocks does not indicate a corre- 
sponding expansion of physical stock- 
piles. Inventories held by the durable 
goods industries were valued at $11.4 
billion an increase of $350 million over 
March. About half of the rise was 
centered in the machinery industries. 
Sizable increases in the value of stocks 
held were reported by the transporta- 
tion industry, other than automobiles, 
and by the furniture industries. Inven- 
tories of the automobile industries in- 
creased only slightly. Stockpiles of the 
basic material producing industries— 
iron and steel, nonferrous metals, and 
building materials—remained at about 
their March levels. As was true in the 
preceding two months, the inventory 
holdings of the nondurable goods in- 


Brings to You a NEW 
HOMECRAFT oveitheap FIXTURE 


WITH TRIPOD MOUNTING 
Complete Illumination 


NO SHADOWS 


"Circline” TABLE LAMP 
ELECTRIC BROILER 
Regular jobber discounts. 


HOMECRAFT ELECTRONIC PRODUCTS 


Mfrs. of superior electrical products 


CHICAGO 23, ILL. 








dustries changed in value much less 
than did those of the durable gocds in- 
dustries The $100 million rise in value 
of stocks of the “soft” goods industries 
resulted from diverse movements among 
the industries composing the group. 


Strong upward trends were reported by | 


the chemical, petroleum and apparel 
industries. 


Buyers’ market — There will 
not be a real buyers’ market in build- 
ing materials for another two years, 
according to M. H. Baker, president, 
National Gypsum Co. It will be an- 
other 8 to 10 years, he added in a re- 
cent interview, before this country has 
housing, and the schools, libraries and 
other structures to go with it, which 
would be comparable to what it had 
in the 1920s. He based this prediction 
on the normal call for 1,000,000 new 
homes a year, plus pentup demand for 
housing for 4,000,000 to 5,000,000 
families. The annual capacity of the 
construction industry, he said, should 
be equal to about 1,500,000 homes 
and 6,000,000 of all other types of 
buildings from chicken coops to fac- 
tories. However, due to shortages now 
plaguing the huilding materials indus- 
try, Mr. Baker predicted that only 750,- 
000 new homes would be built in 1947, 
as against a projected estimate of 1,- 
250,000, by the U. S. Department of 
Commerce. Building products are so 
short, he said, that National Gypsum’s 
10,000 dealers usually have them sold 
before they are even delivered. They 
have had no chance to build up inven- 
tories. While shortages are holding the 
company down to a production equal to 
85 per cent of capacity, output is at 
least slightly better than last year. Mr. 
Baker estimated that Gypsum’s sales 
this year would run as high as $50,000,- 
000, compared with about $38,000,000 
in 1946. 


* ¢ 8 


Cost of living drops slightly 
—Prices paid by moderate-income 
families were 0.1 per cent lower at 
mid-April than they were a month 
earlier, when an all-time high was 
reached, the Bureau of Labor Statistics 
reports. This slight decrease followed 
a 2 per cent increase between Feb. if 
and March 15. The consumers’ price 
index on April 15 was 156.1, com- 
pared with the 1935-39 period as “par,” 
or 100. Retail prices for foods de- 
clined while prices for all other major 
groups of living essentials advanced in 
the month. Food prices in large cities 
declined 0.8 per cent. Clothing prices 
rose 0.2 per cent; fuel costs and mis- 
cellaneous goods and services increased 
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0.7 per cent; house furnishings rose 0.1 
per cent, and rents remained unchanged. 
In mid-April the price index was 19 
per cent higher than a year ago, and 
was 58 per cent above the Aug., 1939, 
level. 

“es 


Sears’ mid-summer specials 
—Sears, Roebuck & Co. announced its 
mid-summer catalog as featuring price 
reductions in a variety of merchandise 
lines and items. The largest concentra- 
tion of price cuts is in the apparel and 
soft goods lines, where individual items 
are reduced as much as 56 per cent. 
The catalog also features the first full 
line of power tools the company has 
been able to offer in five years, the 
announcement said. Compared with 
prices in the company’s spring-and- 
summer general catalog, the average 
price reductions on the mid-summer 
sale items amount to 10 per cent. Home 
furnishings, including furniture and 
housewares, show reductions averaging 
9 per cent, with some individual items 
down as much as 34 per cent. A list 
of automobile accessories averages 7 
per cent in cuts. Hardware, including 
garden tools and hose, have reductions 
up to 23 per cent and an 8 per cent 
average. Sporting goods show average 
reductions of 9 per cent. 


* * 


Gas sales — Total 
from sales of gas utilities for the first 
quarter of 1947 were about $429,800.- 
000, an increase of 15.5 per cent over 
the same quarter a ago, the 
American Gas Association reported re- 
cently. Revenues from commercial gas 
sales gained 19.9 per cent; residential 
gas sales revenues were up 15.3 per 
cent, and industrial yas sales revenues 
increased 12.7 per cent over the like 
period last year. The gas utility indus- 
try served 21,000,000 customers during 
the quarter, an increase of 2.9 per cent 
over the comparable quarter a year ago. 
Increases were recorded in all three 
customer classifications. 


revenues 


year 


’. * * 


Construction gains—New con- 
struction put in place in May, 1947, 
totaled $942 million, a gain of 11.1 per 
cent over April, the Construction Divi- 
sion, Department of Commerce, has an- 
nounced. The May figure represented 
slightly less than a normal seasonal rise 
from April but was a gain of 15.4 per 
cent over May, 1496. Privately financed 
construction in May amounted to $696 
million, an increase of 8.4 per cent 
over April and of 3.9 per cent over May 
of last year. Of this total, private resi- 
dential construction (exclusive of farm) 
totaled $303 million, up 10.2 per cent 
from April but less than a seasonal rise. 
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Private nonresidential building in May 
totaled $243 million, a considerably less 
than normal gain of 1.3 per cent over 
April. Farm construction in May to- 
taled $40 million, 33.5 per cent above 
the April figure. Public utility con- 
struction (privately financed) reached 
$110 million, a rise of 13.4 per cent 
from April. 


* a * 


April sales—Some more shine 
was rubbed off earlier “boom figures” 
by a Commerce Department report on 
April retail sales. The report said 
these sales went below March after 
“seasonal factors and differences in 
the number of trading days were taken 
into account.” The department’s in- 
dex of retail sales dipped four points in 
April, although it was still 174 per cent 
above the prewar (1935-39) average. 
This added to indications that April 
may have marked a turn in the eco- 
nomic tide. Sales by independent 
wholesalers increased 2 per cent in 
April, compared with March, and were 
24 per cent greater in dollar volume 
.than in April of last year, the Com- 
merce Department reported. Dollar in- 
ventories went up one per cent during 
April, reaching 68 per cent above the 
level of a year ago. 


*- * * 


Sales improvement in May 
—Chain store sales made a better show- 
ing in May than in recent months, but 
percentage increases suggested that the 
number of units sold was still below 
1946 in many lines. Efforts of retailers 
to work off slow moving merchandise 
before taking on new 
however, brought some declines in the 
amount of goods sold at wholesale. For 
example, sales of Butler Brothers in 
May declinzd 19.5 per cent from a year 
earlier. The company’s sales volume for 
the five months ended May 31 amounted 
to $53,409,309, against $58,330,512 a 
year ago. Contrariwise, Sears, Roebuck 
& Co. reported sales in May and the 
first four months of its fiscal year, were 
the highest in the company’s history. 
May sales were up 35.8 per cent from 
the corresponding month of 1946, while 
sales in the four month period rose 24.8 
per cent. Montgomery Ward & Co. also 
reported record sales as May figures 
climbed 22.6 per cent, compared with 
the same month of the preceding year. 
In the four months to date sales in- 
creased 24.7 per cent. Nation-wide de- 
sales were off in the 


commitments, 


partment store 


week ended May 31 because of the 
Memorial Day shutdowns, but on a 
year-to-year basis were ahead 12 per 
cent for the week, as well as for the 
latest four weeks, according to 
Federal Reserve Board. 


the 





multiplies 


Sales 


® A tough, sturdy juicer with 
heavy walls—will iake a lot of 
abuse—skillfully designed with 
abundant openings so as not 
to clog with seeds or pulp, and 
let juice flow through readily. 


It fits into a large funnel and 
this combination can be used 
conveniently with tumbler as 
shown. Color, solid red. 





Available in sets consisting 
of the funnel combination and 
juicer; or funnel combination, 
juicer, and six tumblers. A 
good item for multiplying sales. 


Ask for folder A-1 


We NUCHEK TOOL 


CLEVELAND 4, OHIO 


3001 EAST 87th STREET 





DURBIN-DURCO 


MANUFACTURERS « CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged « Malleable-iron « Steel 





Drop-Forged * Heat Treaied + 2 Sizes 
Durbin-Boomer F-1—2 swivels, %, % or 44” chain 
Duroin-Boomer F-2—2 swivels, 4%, 44 or 54” chain 

Malleable fron * Heat Treated « 5 Sizes 
MIDGET No. 1—1 swivel, 4’ chain 
DELTA No, 1—1 swivel, % or %" chain 
DIXIE No, 1—2 swivels, % or 4” chain 
LONE STAR 1—2 swivels, %, 14 or % “ehain 
LONE STAR 2—2 swivels, 1%, 4% or %” chain 


STEEL CONSTRUCTION 





plain bearings, 3%" rope 
roller bearings, %” rope 
plain bearings, %%" rope 
roller bearings, 34° rope 


roller bearings, 44” rope 
ALL-STEEL ROLLER BEARING HOISTS 











No. | Size | Cap. | Ship. Wt. 


Rope | Lbs. | Lbs. Construction 





12 %” | 2000 6 lbs. | Drop Forged Hook 





13 %” 1000 | 2% lbs. | Malleable Hook 

















Shipped with or without rope. 
Write for Catalog 
DURBIN-DURCO 


6611 Olive Street Road « St. Lovis 5, Mo. 








PROTECTING 
AMERICA'S 
HAND POWER 





THE BOSS MFG. CO., KEWANEE, iLL., U.S. A. 





















Do You Know the Estate Value 





Of Your Retail Hardware Business? 


AXES are rampant! Big or 

small watch the business angle of 
your estate! 

What does this mean? It means 
that a small hardware store having 
a book value of only $7,000 could 
easily have a death tax value of $35,- 
000! It means that the pretentious 
store could have a valuation far 
in excess of any of the wildest 
dreams of the deceased owner! It 
means that many hardware stores in 
operation to-day face liquidation at 
heavy loss to meet tax demands. 
Many of these losses will be due to 
ignorance surrounding death taxa- 
tion. 

In any man’s estate, the asset 
which requires the greatest con- 
sideration is his business interest. 
We have all shouldered the impact 
of our income taxes with an oc- 
casional gripe and groan, but lack 
of contact with death taxes leaves 
the howl of resentment to be emitted 
by the recipient heirs who will watch 
their comforts sink into the cesspool 
of Internal Revenue. 

Consequently, this article is writ- 
ten with the hopes that it will give 
the hardware dealer a measuring 
rod for estimating what Uncle Sam 
may say his hardware store is worth. 
so that he may compare it with the 
protections he has made in accord- 
ance with the lines of what he 
thought his business was worth. 

The method of calculation herein 
outlined is one of many. It was 
selected not only because of its fre- 
quent use, but for its facility of ap- 
plication. It should be borne in 
mind that ,the circumstances de- 
scribed apply only to individually 
owned and operated stores. 

In appraising a business for pur- 
poses of succession taxes, the Fed- 
eral officials use no rule of thumb or 
ironbound method for valuation. 
Sometimes the book value provides 
the principal element of value, but 
this is generally true only when the 
capitalization of earnings (explained 
later) is lower than the book value. 
As a matter of actual practice it is 
the earning potential of a business 
that represents a firm’s real value. 

Valuation, of course, is to some 
extent a matter of opinion and repre- 
sents a problem which cannot be de- 
termined in advance with complete 
accuracy. The standard itself, how- 
ever, is readily agreed upon by the 
tax commissioners since it is estab- 
lished by the regulation (Reg. 105, 
Section 81.10 (d)). which reads: 





“A fair appraisal as of the appli- 
cable valuation date should be made 
of all the assets of the business, 
tangible and intangible, including 
good will, ard the business should 
be given a net value equal to the 
amount which a willing purchaser. 
whether an individual or corpora- 
tion, would pay therefor to a willing 
seller in view of the net value of the 
assets and the demonstrated earning 
capacity.” 

This is the theory, but in practice 
the process of appraisal is not lack- 
ing in complexity since the average 
hardware store generally has no ac- 
tive market existing to provide a 
meeting ground where the “willing 
buyer” and “willing seller” could 
establish the fundamental “fair mar- 
ket value.” 


Valuing Good Will 


The problem of valuing good will 
is essentially an accounting one and 
consists, in essence, of the additional 
value accruing to a business because 
of the general, long-established pub- 
lic patronage. 

Obviously, the existence of con- 
stant and habitual customers who 
regularly trade with a hardware 
store or purchase its merchandise as 
a matter of habit and established 
practice, tends to increase the value 
of the business since under such cir- 
circumstances the store’s earnings 
are far more likely to be maintained 
than if it were dependent upon 
transient trade. 

Although it is impossible to be 
certain of the ultimate opinion of 
the Bureau of Internal Revenue of 
the worth of a business prior to the 
actual filing of an Estate Tax Re- 
turn and the Bureau’s review there- 
of, certain principles have been 
established for the valuation of this 
asset. This generally involves the 
capitalization of earnings. 

Capitalization of earnings is 
merely a projection of the history 
of past earnings into the future in 
order to establish the probable earn- 
ing powers of the business in the 
hands of the recipients. One of the 
proved and simplest methods known 
of determining this value for the re- 
tail hardware trade consists of tak- 
ing an average of the past three or 
five years net earnings (whichever 
is greater) and multiplying by 12. 
The resultant figure represents the 
capitalization of earnings. 

To apply the straight capitaliza- 
tion of earnings to the average busi 
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on your sporting goods counter 


It’s the Official Phoenix drop forged pitching shoe and 
it’s your best answer to the new popularity this old 
game has developed. Stock a good supply of these shoes 
...they’re available in the De Luxe set of four (with two 
steel stakes) or in matched pairs. There’s a junior shoe, 
too, just like the official except in weight. 


Through your regular supplier or write direct. 
PHOENIX MANUFACTURING COMPANY 


A 


YOU'LL GET THE BIGGEST CALL. 


JOLIET, ILLINOIS CATASAUQUA, PA. 















Here's everything your customers have 

looked for in POWER MOWERS! 

1. SIMPLE OPERATION! 

No complicated gadgets! Starts by 
depressing pedal — Stops by 
dropping handle! 

2. CONVENIENT SPEED CONTROL 
Speed is set and regulated b 
thumb control. : 

3. EASY TO STORE 


Toe-tip control per- 
mits raising handle to 
vertical position, so it 
can be stored in same 
space as hand mower. 


THE SUPERIOR POWER MOWER 
PRECISION ENGINEERED BY 
Superior Craftsmen! 


THE WORCESTER LAWN MOWER COMPANY 


DIVISION OF SAVAGE ARMS CORPORATION CHICOPEE FALLS, MASS 
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You Make More Than Money 
Handling HOPPE Products 


These rapidly selling gun cleaning specialties 
make firm friends. They develop and multiply 
customers, They increase your sales and in ad- 
dition, Hoppe’s 


Consistent Advertising 


brings new people into your store—people you 
might otherwise never meet. The four products 
shown above are known and used wherever guns 
are used and the fact that they are handled by 
every representative jobber in this country is 
direct evidence of their splendid saleability. Ask 
your jobber. 


FRANK A. HOPPE, INC. 


2314A NORTH 8th ST., PHILADELPHIA 33, PA. 


























GUN & RIFLE COVERS 


FULL LENGTH AND TAKE DOWN 












No. 120 


A Complete Line 
SEND FOR CATALOG 







2) SM od oF 


Mfrs. of Hunting, Camping, Fishing & Sports Accessories 
W. COLLINGSWOOD HEIGHTS, N. J. 






233 

























ais? PRICE 
$138 


Compt FTF 













GUARANTENS, 

A 

\ 10 KER Ars OPES 
7 





__ 


Th ds of h holders need this prac- 
tical device that keeps drains open and 
saves plumbing bills. It's simple. Any 
woman or child can use it effectively. 
Simply attach to faucet, press cup over 
drain and flush away the trouble under 
75 ibs. pressure. For kitchen, bath, laun- 
dry and basement drains, industrial traps, 
etc. Made of quality materials. Looks 
like Big Value and is! 

































if your jobber cannot supply you, order 
direct, or write for detailed circular. 


SYMONDS AND COMPANY 


1414 S. MICHIGAN AVE. fa ie tele) 


Exclusively 
a Pines 
feature 


The Pines Lawn Edge Trim- 
mer sets the standard not only 
because of Its simple and 
sturdy construction, its 6- 
inch blade of highest qual- 

ity tempered spring steel, 
its handle and roller of 
selected hardwood, but 
also because of its 
patented and exclu- 
sive blade cleaner 
which keeps It run- 
ning even when 
soil is wet and 











heavy. That's why 
the Pines Trimmer 
does more and bet- 
ter work than any 
other — and is, of 
course, so much quicker 
than the back-breaking 
hand shear method that 
there simply is no com- 
parison. There's a long 
selling season ahead. 
Your jobber will supply 
you. 


¥. Capson Mfg. Co. 


Chicago 47, Ill 


“ 2565 Fullerton Ave 





ness would unduly penalize its re- 
cipients, since frequently, there are 
problems surrounding a_ business 
which can be proved to be of such 
magnitude that it is apparent that 
even as a going concern during life 
with a willing seller and a willing 
buyer, the business could not pos- 
sibly bring a sum equal to the capi- 
talization of earnings. The Revenue 
Bureau recognizes inequities and in 
such cases allows relief, perhaps, by 
averaging the book value with that 
of the capitalized. 

In other words, if in your busi- 
ness the capitalization of earnings— 
the average of three or five years net 
earnings (whichever is greater) mul- 
tiplied by 12—exceeds book value, 
you can be almost certain that the 
death value of your retail hardware 
business will be at least the average 
of the book value with that of the 
capitalization of earnings. For those 
of you who have a steady well-estab- 
lished business with high income. 
little or no fluctuations in recent 





years’ of income, and bright pros. 
pects of the business carrying on in 
the future, the straight capitaliza. 
tion of earnings might be the death 
tax value of your business. 

A paragraph from a case history 
listed as No. 209 and held in the 
files of an organization specializing 
in estate taxation might illustrate 
this text. It reads as follows: 

“The book value of Subject’s busi. 
ness has been stated to be $7,400. In 
view of the comparatively large 
earnings in the past three years 
(average $5,480), and considering 
the net income of $7,133 earned by 
this business last year, we feel that 
this business would have the taxable 
value of $35,000 in spite of the low 
book value.” 

Ridiculous? Then where, in view 
of the investment market, could you 
invest $35,000 that would produce 
$5,480 annual income? This ques- 
tion is posed not as the thinking of 
an estate analyst; but as the reason. 
ing process of your Uncle Sam! 





Center of Store Display Units 
Save Space and Build Sales 


PACE is at a premium in Hill’s 

Colonial Hardware Store, at 
1105 E. Colonial Drive, Orlando, 
Fla., so “The Biggest Little Store in 
Town,” as its proprietor calls it in 
his ads, uses three display units, like 
that illustrated, down the middle of 
his 50 by 33 ft. store in order to show 
more merchandise. The units are 
10 ft. long, have five graduated 
shelves and are actually two sets of 
shelving placed back to back. Each 





















People can see the merchandise on this display unit—plenty of it. 


section of each unit is 5 ft. deep 
at the base and 43 in. high. 

Although devoted primarily to 
smaller items—house cleaning prepa- 
rations, mop heads, etc., it is not un- 
usual for customers to buy as high 
as $35 worth of merchandise from 
these displays at one time. As Mr. 
Hill puts it, “We built these units 
so we could display merchandise s0 
people would see it and buy it.” The 
units are painted in gray and blue. 
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COMPLETE LINE 

SOLID POLISHED BRASS, PLATED AND 
SLACK AND BRASS ANDIRONS, FIRESETS. 
SCREENS. FIRELICHTERS, WOODHOLDERS. 
ALSO CRATE BASKETS AND LOC REST COVERS 
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More Myers Water Systems Are In Use Than Any Other Make 


JUNE 19, 1947 
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THE F. E. MYERS & BRO. CO. | 


Dept. H-42, Ashland, Ohio 
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LACAR ENTERPRISES 


Presents 
The LoBoy Garden Helper 


‘he fi “y 












LoBoy Garden Helper Wheelbarrow for planting, weeding, 
gathering vegetables, flowers, carrying soil, sand, flats, rocks, 
and tools. This wheelbarrow makes gardening chores a plea- 
sure for your customers. 

Perfectly balanced, weighs only 23 Ibs. and cannot tip. Con- 
structed with heat treated aluminum alloy hopper, capacity 
2%, cu. ft. steel carriage with 10-2.75 semi cushion rubber tires, 
Dealer cost $9.95, F.O.B. Belmont, California 

Literature sen? upon request 


Also available 5 cubic foot contractor wheel- 
barrow for immediate delivery: prices on request 


LACAR ENTERPRISES 


P. O. Box 188 Belmont, California 
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The Popular Nelson 
‘‘\CRESCENT’’ 


Sprinkles a half-circle of drenching spray 
over a wide area. Heavy brass top construc- 
tion can’t bulge or leak. Wide, 8-inch non- 
tip base. Rugged, dependable, and economi- 
Nelson ‘RING’ Sprinkler 


cal. Order from your jobber. 
i 
Competitively priced, but de- y) 
i 


pendable Nelson performance. | 
Brass top, steel-plated bottom. , os 







MFG. CO. 


LAWN and GOLF SPRINKLING EQUIPMENT 
OVERHEAD IRRIGATION SINCE 1911 


PEORIA, ILLINOIS 
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Utica Pliers 


FOR MORE TOOL MILEAGE 


Id only 
jobbers. 


4 


Pliers for Every Need 


UTICA 
DROP FORGE ETOOL 


CORPORATION 
UTICA 4,NEW YORK 





Committee for Economic Development 
Issues Statement on National Policy 


The statement outlines recommended steps for 
meeting the special problems of small business 
and protecting its future welfare. 


PROGRAM designed to 

strengthen small business in its 
management, in its finance and wit) 
respect to taxation, and to impro.e 
competitive opportunity is contained 
in a statement on national policy 
announced on June ILlth, by the 
Committee for Economic Develop- 
ment. The statement, which re- 
sulted from two years of study by 
the CED Research and Policy Com- 
mittee, was made public by Paul G. 
Hoffman and Raymond Rubicam. 
Mr. Hoffman is president of the 
Studebaker Corporation and CED 
chairman, while Mr. Rubicam is 
chairman of the Research and Policy 
Committee. 

The statement declares that the 
number one problem of small busi- 
ness is management, and that more 
failures are due to lack of skill in 
running the enterprise than to any 
other single cause. The committee 
makes several recommendations to 
solve this problem. 

In the field of financing, the state- 
ment points out that the biggest 
problem of small business is long 
term credit and equity capital. It 
also states that while in times of 
prosperity most small business men 
receive all the short term financing 
they can reasonably use, small busi- 
ness needs assurance that its credit 
sources will not dry up in emer- 
gencies. 

The statement calls for supple- 
menting present banking facilities 
by the establishment of new capital 
banks to provide capital loans and 
equity capital for small business. 


‘These capital banks would be char- 


tered under the Federal Reserve 
System operating under banking 
rules adapted to their special pur- 
poses. 


Should Avoid Subsidies 
The CED Research and Policy 


Committee believes the federal gov- 
ernment should avoid subsidies, di- 
rect loans or unrestricted guarantees 
on commercial loans to business, ex- 
cept in periods of grave emergency. 
While opposing direct governmental] 
loans, the committee favors granting 
powers to the Federal Reserve Sys- 
tem enabling it to guarantee, up to 


| a stipulated percentage, term and 


capital loans made by commercial 


banks so that the Federal Reserve 
System can serve as an agency of 
stimulation and education in normal 
times and be in a position to bring 
its extended powers into full play for 
use in periods of emergency. 

On the subject of taxes the com- 
mittee favors reforms in those pres- 
ent provisions of the taxing system 
which are harmful to all business 
but which, in its opinion, bear on 
small business with special severity. 

It is recommended that as rapidly 
as is consistent with the mainte- 
nance of high employment and pro- 
duction without further inflation 
there should be a general reduction 
in both business and personal in- 
come taxes. 


Other Recommendations 


Other recommendations are that 
taxpayers should be permitted to 
average their income tax over a pe- 
riod of years to reduce present dis- 
crimination against those with ir- 
regular incomes, that greater lati- 
tude be given for depreciation and 
that double taxation of corporate in- 
come be eliminated. 

Voluntary action by business. 
large anc small, it is contended, can 
do much to promote free and fair 
competition and to strengthen small 
business. Removal of barriers to 
interstate trade is urged, also the 
abolition of arrangements with other 
firms or with labor unions to limit 
competition or to shut out new prod- 
ucts, also that tie-in sales and other 
monopolistic practices be stopped. 

The CED Research and Policy 
Committee says that trade associa- 
tions can help importantly by em- 
phasizing measures to better the 
position of small business. 

Finally it offers as one of its ma- 
jor recommendations that the exist- 
ing federal legislation relating to 
competition and business practices, 
such as the Sherman Anti-Trust Act, 
Miller-Tydings Amendment, Clay- 
ton Act, Federal Trade Commission 
Act, Robinson-Patman Act, etc., be 
reexamined and recast to clarify ob- 
jectt¥es and insure consistency in 
the application of reasonable prin- 
ciples and methods to further these 
objectives. Along with the clarifi- 
cation of federal legislation, the 
Committee recommends a_ reap- 
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praisal of current state and local 
legislation which under the guise of 
preventing unfair competition may 
deny competitive freedom and force 
subterfuges that are especially dam- 
aging to small businesses. 

An improvement in employee se- 
curity programs of small business 
and a general study of management- 
labor relations with respect to small 
business are recommended. 

The statement points out that 98 
per cent of all business firms in 
America are small. It notes that of 
3,317,000 business units in this coun- 
try in 1939, when the last U. S. 
census of business was taken, 1,503,- 
000 had no employees, 1,221,000 had 
one to three, 305,000 had four to 
seven, 166,000 had eight to 19 and 
70,000 had 20 to 49. There were 
but 52,000 firms with 50 or more 
employees. 

The committee takes the position 
that small business is more virile 
and durable than many observers be- 
lieve. There are today a million 
more small business firms in the na- 
tion than we had in 1900. Small 
firms provide about 35 per cent of 
the nation’s volume of business while 
affording employment to 45 per cent 
of all those engaged in business, 
either as employers or workers, the 
statement declares. In concluding it 
says: 

“Our goal is equality of oppor- 
tunity for every type and size of 
business. This is vital in preserving 
a healthy. growing and productive 
system of business enterprise, and 
by the same token, the well being 
of this country. The American busi- 
ness system is being questioned to- 
day in many places in the world. 
There is a responsibility that each 
business man act so as to strengthen 
the free enterprise system. It is a 
responsibility he owes to the sys- 
tem he believes in.” 


Mr. Hoffman said that the small 
business and other policy statements 
are the responsibility of the CED 
Research and Policy Committee and 
not of the Board of Trustees or of 
the research staff. The CED Re- 
search and Policy Committee also is 
preparing a new national policy 
statement on taxation which will in- 
dicate more fully its recommenda- 
tions as to taxes affecting both small 
and large business. 


Single copies of the full text of 
the statement are available gratis. 
Requests, which should mention 
Harpware AGE, may be addressed to 
the Committee for Economic De- 
velopment, 285 Madison Ave., New 
York 17. N. Y. 
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A NEW STRONGER TARP 
WITH NEW Sates Cepcal 





REINFO! 


Red 


Your Customer Gets 


HIS NAME on it! 


Here’s a walloping new sales appeal 
that’s never been offered before in tarps— 
every customer can get his name and address 
on his new triple-strength Fulton, and it’s no 


trouble or cost to you. 


Every Fulton you sell becomes a 
traveling advertisement for your 
store, because every Fulton is imme- 
diately identified by the bright 
colored reinforcements that give 
triple strength and longer wear. The 
“name-on-your tarp” idea, not only 
has a new personal sales appeal, but 
has extra value in protection against 
loss or theft. 


Free Advertising Helps 


Write today for full details on this new 
merchandising plan which includes free 
advertising for dealers. Get the profitable 
dealership in your community for Fulton 
Tarps — there’s a size for every use, a 
thousand uses for every size. 


FULTON BAG & COTTON MILLS 


MANUFACTURERS SINCE 1870 


NEW ORLEANS 
DENVER 


ST. LOUIS 
ATLANTA 


DALLAS 
MINNEAPOLIS 


KANSAS CITY, KANSAS 


NEW 


YORK 
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Tripod Clothes Dryer 


Artmore Co., Milwaukee, Wis., has 
designed a collapsible tripod clothes 
dryer which opens into 24 ft. of drying 





line and occupies but 4 ft. of floor 
space. Dryer opens by grasping top 
metal plate and raising up. Tripod legs 
unfold automatically. Drying arms are 
made from smoothly finished hardwood 
that will not snag or injure the finest 
fabrics says the maker. 


Fiberglas Fishing Rod 
Conolon Fiberglas fishing rods are 
available in a complete line for both 
fresh and salt water fishing. All rods 
have water repellent canvas carrying 
cases in blue or green. Rods are seri- 
ally numbered so fisherman can register 
them by returning the self-addressed 
post ecard to take advantage of the five 
year service tag. Maker claims the 
following features for the rods: Ever- 
straight, won’t warp. rust, rot or set: 
balanced tip action; feather light; un- 
affected by weather or climate; hollow 
Fiberglas rod with no core to absorb 
moisture. The line includes the bait 
casting rod, marlin rod, fly rod, boat 
rod, surf rod, steel head rod, and 3/6 
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rod. Suggested retail selling prices 
range from $27.50 for the bait casting 
rod to $39.50 for the steel head rod. 
Narmco Inc., 541 Second Ave., San 
Diego, Cal. 


‘Unit Air Conditioners 


Self-contained air conditioning units 
for installation in retail stores, candy 
shops, restaurants, etc., are offered by 
Westinghouse Electric Corp, Sturtevant 
Division, Hyde Park, Mass. Available 
in 2, 3, and 5 horsepower sizes, the 
units have been reduced as much as 15 
per cent in size as compared to pre-war 
models with similar capacities. Uni- 
taires contain a compressor, condenser 
and evaporator for cooling and dehu- 
midifying, glass wool filters for clean- 
ing and a fan for circulation. A heat- 
ing coil and humidifiers may be added 
to supply year-round air conditioning. 
The 2 H.P. model conditions up to 800 
cu. ft. of air per minute, the 3 H.P.. 
1200 cu. ft.. and the 5 H.P. size, 2000 
cu. ft. Two smaller units are built in 
the same size cabinet finished in semi- 
«loss two-tone gray enamel 68 in. high. 
36 in. wide and 22 in. deep. Five H.P. 
model is 77 in. high, 44 in. wide and 
22 in. deep. ‘Parts are mounted on a 
rigid steel chassis and the hermetically 
sealed compressor and fan assembly 
are mounted on rubber to isolate vi- 
bration. 
























































Bantam Electric Range 


“Bantam” electric range has an oven 
large enough to roast a 22-lb. turkey, 
fast broiler action and two units for 




















urface cooking. Imbedded coils are 
wrapped around the all-steel insulated 
porcelain enamel oven lining to pro- 
vide a maximum input wattage of 1650 
watts, thermostatically controlled for 
baking and roasting. Oven door and 
lining are porcelain enamel, all other 
surfaces Hi-baked white enamel finish 
with chrome trim. Features two sliding 
shelves which can be manipulated in 
six positions, permanently attached 6-ft. 
cord, two-shelf all-stee] cabinet for stor- 
ing. Overall size is 2214 in. wide, 14 in. 
deep and 42 in. high. Packed in two 
cartons, its shipping weight is 98 lb. 
Suggested to retail for $89.95 with 
cabinet. Landers Frary & Clark. New 
Britain, Conn. 


Torch Soldering Tip 


Metallizing Co. of America, 1330 W 
Congress St., Chicago 7, IIl., has an 
nounced a slip on soldering tip fo: 
oxy-acetylene torches. This tip can be 
used with acetylene alone and provides 
an even brush flame for tinning and 
soldering, says maker Tips are card 
merchandised on a 3 color counter 
card, 
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Dexter originated the tubular - 
lock and latch, and developed the 
bit guide — a progressive com- 
bination that has become first 
choice for easier, faster, better 


Catalog No. 1199 Bit Guide Set. Fur- 
nished with !5/\," diameter bit. For use 
in installation of all Dexter-Tubular Locks 
and Latches. Dealers build good will and 
SALES by loaning this tool without 
charge to carpenters and builders. 


NATIONAL BRASS COMPANY, Mfrs. 
Grand Rapids, Michigan 


Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohto 
TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 
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DEXTER 
BIT GUIDE 


Installation Time 
and Costs 
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WIREGRIP precision Belt 


Hooks come with extra (patented) 


made 


blue aligning cards—are held more 
rigid, assuring perfect alignment of 
hooks—less hook loss from handling 
—a better job when applied with 


any make lacing machine. 6 sizes. 


STEELGRIP Flexible Lacing, ap- 
plied with a hammer, clinches over 
and protects end of belt. Makes 
strong, flexible joints. Boxed with 
2-piece hinged rocker pins or can be 
obtained in long lengths for con- 


veyor belt use. 


ARMSTRONG-BRAY & CO. © 


The Bel? Lacing People 
5348 Northwest Hwy., Chicago, Ill. 











Dependable steel products and 
unequalled steel service facil- 
ities . .. available for your steel- 
buying convenience at twelve 
conveniently located Ryerson 
plants. Because of great de- 
mand, all sizes are not always 
in stock; but we usually can 
suggest a reasonable alternate. 


PRINCIPAL PRODUCTS 


Bars e Structurals « Plates « Sheets 

e Tubing * Allegheny Stainless o« 

Alloy Steel « Safety Floor Plate « 

Bolts « Rivets « Metal Working Tools 
& Machinery, etc. 


Josepu T. Ryerson ¢& SON, ine. 


Plants: New York, Boston, Philadelphia, 

Detroit, Cincinnati, Cleveland, Pitts- 

burgh, Buffalo, Chicago, Milwaukee, 
St. Louis, Los Angeles 





| Color Clip for Display 


Sylvania Electric Products, Inc., 500 
| Fifth Ave., New York City, offer a light 


weight color clip for the Birdseye re- 





flector lamps. Color clip is a two part 
aluminum lighting accessory which 
consists of a holding ring with tension 
clips plus a color filter. Both fit into a 
shielding holder casing. Unit clamps 
over the end of any R40 reflector bulb, 
spot or flood type. 16 color filters rang- 
ing from 1 tone primary colors to = 
tone hues of the red-pink and blue- 
green family are available. Filters are 
made of color impregnated pot glass in 
four segments spaced to fit precisely 
upon expansion from heat of the lamp, 
says maker. It is claimed that the colors 
are fast and the filters will not break 
due to heat. 
jillian 


| Gravin Heater Shaver 


Gravin Corp., 107 E. Main St., 
Rochester 4, N. Y., has developed the 
“Gravin” electric heat shaver. Using 
any standard double-edge safety razor 





WATS NEW 





blade, the Gravin bathes the blade in 
electric heat from a safety sealed, self 
contained unit. It preheats while lather 
is applied. Said to make blades last 


longer. Operated on 110-115 volts, AC 
or DC, 12 watts. Shaver has no mov- 
ing parts. It is packed in a fitted case 


of brown leatherette, lined. Gravin is 
suggested to retail for $12.95. 





Davos Faucet Reseater 


This tooled steel device taps out a 
new seat opening in standard home- 
type faucets, applies a new brass seat 
replacement. Maker states that it re- 








sults in no deterioration or damage to 
the faucet itself, and assures better 
water-flow and longer life. Display car- 
tons are available. Suggested to retail 
for 98 cents. Davos Products Co., 3042 
Montrose Ave., Chicago, Ill. 


Fish Scaler-Holder Set 


Meldrum Mig. & Engineering Co., 
173 N. Cleveland Ave., Midway, St. 
Paul 4, Minn., offers a speed fish scaler 





and holder set. Scaler is made with two 
rows of teeth to follow the contour of 


the fish’s body. Holder is made of 
spring steel and grips the tail of the 
fish firmly between the upper and lower 
row of teeth allowing the user to re- 
move the scale quickly without touch- 
ing the fish. Also good for holding the 
fish’s mouth while removing a deeply 
embedded hook. Packaged in a box. 
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TNA ESA WALTON TOOL BOXES 


—_a THEY SELL AND SATISFY— 
These “QUALITY” saw mandrels are designed and con- 
structed of the finest materials available and can be used PAY GOOD PROFITS 
in the factory, in the garage, on the farm, as well as in the 
MADE FOR MECHANICS 


ty sealed, self home work shop. 
ts while lather These ‘BALL Twenty years’ experience in making metal boxes guarantees 
Walton quality, Mechanics prefer these stoutly constructed. 


te gen Ve BEARING” saw hese 
9 volts, AL mandrels are compact boxes with numerous exclusive improvements. 





the blade in 








has no mov- 





good for high ° 
La fitted case speed, heavy loads, Special Features 
— og shock loads — pty , ‘ oe. Rounded corners. Extra length for long handled wrenches. 
2.95. transmission. Made of one piece grey iron cast housing double wrecking bars, other long tools. 24 gauge steel. Built-in 
— ie BEARINGS ES ¥ exclude dirt and retain the continuous hinges. Sturdy suitcase bolts, and handles. Wrinkle 
} lebrican omes in sizes “2", %", %" saw bore. enamel two-tone finish. Smooth enomel trays. 
r 
ate GENERAL PURPOSE VISES |  jpoooe 
e taps out a These Vises are gen- | . 
ndard home- eral utility tools, in- CANTILEVER 
ew brass seat pn ae for all- MODEL with 
o that it co around shop, gar- | 
inet taiirs age and home use. | 4 TRAYS 
Having all the fea- 2 si 
A... tures and qualities sizes 
\ = class vise Stted ead 
er / Deeply Milled cor- Undivided 
ees WA rugated replaceable T 
eee jaw faces and pipe rays : 
; a jaws. 32", 4", 4'2", FAMOUS WALTON GRIP-LOC BOXES FOR FISHER. 
PLR 5” jaw widths. MEN AND MECHANICS ARE AVAILABLE AGAIN! 
Write tor descriptive literature of our entire line Order from your jobber. Write direct to us for new Cotalog Sheet 
ae fi5/ Mi, [; illustrating and listing all styles and prices 
Majestic Tool Mig. Co. WALTON PRODUCTS, INC. 








218 Madison Street Dept. 65 Woodstock, Ili. 
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and FIRE POTS HAND BRACE 


SUPER Carbide Tipped 


MASONRY DRILLS 


75% FASTER DRILLING 














BIG SALES to 


@ HOME OWNERS @ PLUMBERS 


@ CONTRACTORS @ MAINTENANCE MEN 


, 4 Super TooL COMPANY 
3 belding the CLAYTON & LAMBERT MFG. CO. § ag a 


ng 6 Say 1718 DIXIE HIGHWAY ¢ LOUISVILLE 10, KENTUCKY 


-d in a box. 


@ ELECTRICIANS @ BUILDERS 
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21650 Hoover Rd., Detroit 13, Mich. 5210 San Fernando Rd., Glendale 3, Cal. 
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The est are 
BETTER BRAND 


mouse and rat 
TRAPS 


% 


@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ Ott TEMPERED SPRINGS 


MeGILL Meta Propucts Co. 
Marengo, Illinois 






















PROFITABLE 


Hardwore Store items 








Contains Mutton Tallow 
Made in Stick and Liquid 
ees 
From the foot bones of beef 


animals processed in Omaha 
Packing Houses comes 





the 
Pure Neotsfoot Oil used in 
Sheps 


Neatfoot Oils, rc 


‘SerTEwS wwe parseeves, 
uanege 
MOATSLENE CO 


) 2 024 SEOR 











Three grades: Pure — Prime — No. |. Sheps 
Neatsfoot Oils and Sheps Neatsiene Harness 
Olls. Best for Leather in all Kinds of Weather. 
Softens—Preserves All Leather. 











Liquid Saddle Soap 

A Leather Cleaner 
+ighly concentrated. For saddles, 
hoes, boots, leather jackets, goit 
oags, riding and harness equip- 
nent—all fine leather. Cleans— 
Softens—Preserves. 
A Superior Soop for the Shine Trade 

Sold by jobbers everywhere 


Neatslene Co., Omaha 8, Nebr. 
ROY W. SHEPARD, ‘SHEP’ 
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Jig Saw Attachment 
For Parlec Power Tool 


Universal Tool Co., Inglewood, Cal.. 


has added a jig saw attachment for the 
“Parlec” all-purpose power tool. With 
the addition, the complete unit offers a 
fast, smooth operating jig-saw and an 
8-in. power saw for sanding, grinding, 
buffing and shaping. Tool has a cast 
iron base, machined to precision tol- 
erances with a steel drive shaft assem- 
bled in self-lubricating ball-bearing 
mountings, and is fitted with a stepped 
3-speed drive pulley. For sanding and 
grinding, assorted sanding discs or a 
6-in. grinding wheel can be secured to 
one end of the shaft. Safety guards and 
adjustable work rests are furnished. 
Opposite end of the drive shaft carries 
the 8-in. saw blade. Jig saw attachment 
arm bolts securely to the machine’s base 
and provides a circular work clearance 
of 12 in. with maximum work thickness 
of 4 in. Jig saw blade is supported by 
a hardened steel roller which is said 
to assure accurate cutting and prolong 
the blade life. Jig Saw blade may be 
rotated 90 deg. A motor is not fur- 
nished at present, but a 1/3 or %4-hp. 
motor is recommended. 





Square Coal Heater 


The square design radiant coal heater 
is 37 in. high and 16% in. square at 
the base. It holds 60 lbs. of coal and 
is said to heat all day and night with- 
out refueling. Called model 616 it is 
suited for from 1 to 3 rooms, home 
garages, barber and beauty shops and 
as a supplemental heater for the second 
floor of a 2 story house. It is semi- 
automatic magazine feed and _ con- 
structed so that coal gases burn in the 





patented flues and spacious dome area. 
Maker says it will burn the cheapest 
grades and sizes of coal and is equally 
suitable for better grades of coal, coke, 


briquets, as well as wood. Locke Stove 


Co., Kansas City, Mo. 





Hudson Bay Jr. Burner 


A small range burner has been added 
to the Hudson Bay line called Hudson 
Bay, Jr., which includes all the fea 





tures of the larger Hudson Bay rang 
burner. The two burners make it pos- 
sible for the dealer to furnish a range 
burner of the correct size to fit every 
range firebox. Burners have but 6 parts 
per burner, making it easy to clean. 
Silent Glow Oil Burner Corp., Hartford, 
Conn. 


Hydraulic Door Closer 


This hydraulic door closer is built 
like a hinge, and eliminates all visible 
door-closing mechanism. Spring and hy- 





draulic units are concealed within spe- 


cially designed butt hinges. Installed 
the same as conventional butts. Hinge 
will not restrict architectural detailing 
of door or trim. It is adjustable for 
varying speeds, positive latching 01 
silent closing, says maker. Claimed to 
be tamper proof and non-leakable. I! 
is available in sizes and finishes for 
residential, commercial and industrial 
installations. Bakewell Products, 1201 
Rio Vista Ave., Los Angeles 23, Cal. 
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NOW is THE TIME 


TO CASH IN ON STRONGMAN SALES! 
THIS IS THE SELLING SEASON! 








ROTARY Oxtdoor DRYER 


The time is ripe for Strongman sales. 


FULL This is the appropriate season. The 
Strongman Rotary Dryer is improved— 

FAMILY with 30% more drying space—giving 
30% more value. Folds like an um- 

SIZE brella. 150 feet of line for largest wash. 


Immediate deliveries. 


KAMK AP inc. 


tow sTRONGMAN Product 
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This Display Card Sells 
Ironing Board Cover Holders 








They make ironing easier 
because they hold the 
cover tightly without a 
wrinkle, Insure a smooth 
surface for ironing. Fit all me we 
Standard ironing boards. ims 
Easily attached — quickly | ; 
removed. Cadmium 
plated. 











oun Nou coves Wau 


i 


Individually boxed, pack- | 
ed 24 to a display car- < 

ton, 6 cartons to a ship- mY. Nt 
ping case, weight 42 Ibs. 


EI Fs 
F.O.B. Cleveland, Ohio. i sie eaaraae: 


Salesman samples mounted on display card as illustrated. 
Lucrative profits to jobbers and retailers. 





Rand Manufacturing Company 
2063 East 4th Street, Cleveland 15, Ohio 

















SQUEEZ-EZY 
Self-Wringing Mops 


They wring “Dry” without soiling 
the hands, 


wives because they are sanitary, 


appealing to house- 


clean and inexpensive. 


A line of “Self-Wringing Mops” 
that brings quick 





Profits and Repeat 











Sales. 


Squeez-Ezy “Beauty’’ Mop 
Illustrated 


RENEWAL HEADS 


Customers return again and again for New Heads. 
The strong, sturdy handle gives lasting service. 


SQUEEZ-EZY MOP SELLING CORP‘N 


New Orleans (18) Louisiana 




















DAN DEE 
SLICER 


Size 4"x 11%" 






22 gauge 
Tin Plate 


Retails 
at 25c 


Each doz. 
wrapped 


Catalog 
No. 22 


Shipping weight 
G lbs. doz. 


Write for new low prices now. 
Supply Limited. 


DAN DEE, Ine. 


P.0. BOX 327 STURGIS, MICH. 
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PROFITS !?:; 


PLASTIC, 


Spring <; 


Transparent 
~ COLORS 


PLASTI-PINS Sell FAST! 


Long Lasting 
Won’t Snag 
Strong Grip 
Washable 
Weatherproof 


Women “go” for Plasti-Pins! They’re 
full size, washable, keep clothes clean. 
Very sturdy, guaranteed against break- 
ing; will outlast others. No snagging; 
nylons are safe. Especially strong, non- 
rusting spring. Popular transparent 
red, crystal, amber, green permanent 
colors. Order profitable PLASTI-PINS 
from your jobber, or write for FREE 
SAMPLE and prices. 


VERMONT PLASTICS 
P. O. Box 372 
MONTPELIER 2, VERMONT 











MARGIE 


































Fills cracks around screens, casements, 
sinks, baseboards, etc. Fine for calk- 
ing; keeps out dirt, dust, insects. Stops 


rattles. Ideal weatherstripping. Easy 
to apply, just press into place. Roll 
covers about 80 ft. At Hdwe., Paint,’ 





Dept. Stores and Lumber- C@ vy 
yards. Write for booklet. : 
$1.25 Misher Wert of Rockies S 


Above is ome of a series of new advertisements in 


American Home Saturday Evening Post 
Better wee & Gardens Popular Mechanics 
Time its’ Magazine Popular Selenee 


Sales are generis for Mortite, now in a 
new transparent, moisture-proof pack- 
age. Order through your jobber. 


J. W. MORTELL CO., 508 Bureh 8t., Kankakee, III. 
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‘Softee’ Water Softener 


Made of aluminum, the “Softee” case 
is about the size of a coconut. This 
water softener will condition approxi- 
mately 50 gal. of water, about a week’s 
supply, before it needs regeneration. 
This takes about 10 minutes and re- 
quires two tablespoons of table salt. 
Equipped with a large metal ring, the 
“Softee” can be hung out of the way 
by the sink, tub or washing machine. 
Then the rubber hose is attached to 
the faucet and is ready for use. Hose 
connector will fit all types of faucet, 
square, octagonal and oval. National 
Maufacturing Co.. S. W. Gibbs St.. 


Portland, Ore. 


Barcalo Folder 


Available upon request is a colorful 
folder illustrating the Barcalo line of 
box wrench sets, open end wrench sets, 
combination wrench sets, pliers and 


other tools. Barcalo Mfg. Co., Buffalo, 
):, ie a 
‘Shorty’ Rod & Reel 

Golden Co., 152 W. 42nd St., New 
York City 18, is making a “Shorty” 


rod and reel combination which holds 
500 ft. of line. Designed to eliminate 
tangling, it features free reeling. Made 
of solid steel, the unit 
rust-proofed. 


is said to be 
brass bush- 


It rotates on 








WHATS NEW 


ing. It’s palm fitting handle is riveted 
to the frame. It is 10% in. long, ree] 
is 4 in. in diameter, and 1 in. wide 
Maker says it is excellent for dock, 
bridge or boat fishing and casting. In- 
dividually boxed, 2 doz. to a carton 
Shipping weight, 22 Ibs. 





Savage Power Chief 


Power Chief” mower, model 
wide and weighs 95 lb. 


“Savage 
75, is 18 in. 


To move the mower forward, depress 
the pedal, and to stop it, lower the 
handle. While in operation, maker 


states there is positive speed control 





It has toe-tip 


thumb. 
control which permits you to raise the 
handle to a vertical position for storage. 
This mower has “Sta-Temp” steel blades 
and steel underknife. It operates with 
a Briggs & Stratton engine and has 


right under the 


semi-pneumatic tires. The motor deck 
is all steel, and the handle is made of 
tubular steel. Savage Arms Corp., Lawn 


Mower Division, Chicopee Falls, Mass. 


Marvalon Covering 


Marvalon is a covering material 
which can be used for table and card 
table covers, place mats, shelf cover- 
ing, drawer lining, aprons, slip and seat 
covers, play pen and high chair pads, 
etc. It can be sewed like cloth and 
when dirty can be cleaned with a damp 
piece of Duo-Dustin or cloth. Maker 
says it is resistant to all stains. Marva- 
lon will not crack or become brittle 
and the colors won’t wear off, according 
to the Munising Paper Co., 135 S. La- 
Salle St., Chicago 3, Ill. It is claimed 
not to be affected by heat up to 250 
deg. F. By ironing on the reverse side 
with the iron set on “Rayon” tempera- 
ture all wrinkles can be removed. It 
can be sewed and its fiber back protects 
the finest finishes. Available in 14 ia. 
width with or without scalloped edges, 
and for table coverings and sewing, 42 
in. wide. Made in various pastel shades, 
deep colors and blue, green, and red. 
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COASTER 
WAGONS 





we 


ma bi o—— 2 E p - 


Now comes the big profit season for Coaster Wagons .. . and here’s 
the big buy of the year. Many new sales features, yet POPULAR 
PRICED for volume sales. 
Super streamlined. Heavy, gauge material. Bright red, with smart 
trim, Solid rubber tires. Removable hub caps. Arch frame of cold 
rolled steel. Extra steel bracing for extra strength. Axles of 3%” 
solid shafting. Strongest guarantee in the industry covering parts, 
and wagon itself. The finest, econ coaster wagon on the market 
today. And it’s priced to SEL 

ERS—W TODAY for our unusually attractive prices 
DEA rE strated vey ar. Wagons shipped two fo the carton, approx. 
75 Ibs. shipping weight. Send for prices TODAY, and get your share 
of this summer's big coaster wagon business. 

INC. 


NOCKONWOOD INDUSTRIES, 


DEPT. H BLOOMFIELD, IOWA 


















THE CHORE GIRL 


“Pot Cleaner of the Nation" 
Safe for Hands and Pans 


It’s easy as A-B-C to persuade a 
woman that “The Chore Girl” 
makes cleaning pots and pans 
less work. “The Chore Girl” 
saves time—saves work—saves soap. 


A housewife wants a pot cleaner that— 

does not rust 

does not shred 

does not splinter 

does not get soggy 
She appreciates the lock-stitch, knit-wire construction from a 
continuous ribbon of | te smooth copper—because it is safe 
and easy on the hands—in other words, the one and only 


“CHORE GIRL" 


The Chore Girl is sold only through the regular trade 
channels of jobber, wholesaler, retailer. 
Advertised the year ’round to 60,000,000 
women. 

For continuous high profits, steady repeat 
sales, and complete customer satisfaction, 
display and promote 








“THE CHORE GIRL” 


METAL TEXTILE CORPORATION, ORANGE, NEW JERSEY 
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Another House of Cutlery Special! 


STAINLESS STEEL 
FISH KNIVES 


¢ Brass Rivets 
Tie-String Hole 
¢ Sharpened Scaler 
¢ Cutting Blade 41/2" 
e Razor Sharp Cutter 
* Hardwood Handle 43/4" 


Dealer’s Cost Jobbers 
F.O.B.,N.Y.C. $5.40 | dozen ional 


45 Vesey Street }Heneial | New York 7, N. Y. 








cet YOUR sare or QUICK PROFITS From 
SWISS Home” — a 


Swiss IMPROVED Plastic-Metal 
Adheres 100% to all materials 


—EVEN METAL. It’s so easy, 
a child can use “Swiss Plastic 
Metal.” It becomes a part of 
any material, even metal. Dries 
quickly and can be worked 
and finished to match perfect- 
ly. YOU, TOO, CAN MAKE 
| YOUR OWN repairs for wood- 
| work, furniture, even uuto- 

body dents, breaks and rusted 

out fenders—big discounts for 
dealers and jobbers. WRITE 

! 


| TODAY 
6 oz., 50¢ 1% Ib., $1.50 
3 $2.60 fs 














Swiss PLASTIC-FLO 


One-coat modern enamels. Use color 
to renew things near and dear to 
you the easy SWISS PLASTIC-FLO 
WAY. No cracks, no chips, no peel- 
ing, not even brush marks and 
many of the 20 popular colors 
match original automobile finishes 
BIG DISCOUNTS for dealers and 
jobbers. WRITE TODAY! 

% pt., 50¢ Pint, $1.50 


SWISS LABORATORY 


1533-35 Hamilton Avenue Cleveland, Ohic 
“SWISS PROTECTS THE JOBBER” 



































THEY SPELL 


“Real Safety 


EMBURY 


Luck-E-Lite 


HIGHWAY TORCHES 


Lowest Cost for Highest 
Dependability 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 


NEATER 
EASIER TO HANDLE 
SUPERIOR IN SERVICE 


U. S. POULTRY NETTING 


STRATOK EXLOK 


n I 


aes 
STEEL & WIRE CO. 


MUNCIE, INDIANA 


| Harderfreez at 


IN APPEARANCE 











nT S MEW 


| 
| Farm, Home Freezer 


Harderfreez farm and home freezer 
is hermetically sealed to eliminate in- 
filtration of moisture. The freezers are 
rigidly constructed to welded steel in- 
side and out Freez basket, said to be 
rust-proof will hold up to 50 lbs. of food 
for processing and the wire compart- 
ment dividers can be placed in the 
any position. The 
chrome plated instrument panel has 


| low temperature thermometer, red warn- 


ing signal and temperature control. 
The heavy chrome plated hardware is 


| of the pressure lock type and accom- 


modates ordinary padlock. Another 
feature of the Harderfreez is the E-Z 
lift top cover which will stay in any 
position. Harder Refrigerator Corp., 


| Cobleskill, N. Y. 


"Kwickooker' 


This cooker has been designed to 
bake and cook over a small burner on 
top of the range, by a confined heat 
process. It will bake pies, cakes, rolls, 
etc. Can also be used as a waterless 
cooker and oven canning can be done 
on top of the range. It is a low pressure 
type cooker, and is available in the 4, 
6, and 10 qt. sizes. The suggested re- 
tail selling prices of the cookers are 
respectively, $11.95, $14.95, and $17.95. 
The smaller sized Kwickookers are 


packed two in a carton and the larger, 
one in a carton. Kwickooker Co., Inc., 
Box 4150, Denver 9, Col. 


Lightweight Wire Rake 


A lightweight wire rake for lawns, 
golf courses, parks, playgrounds, ceme- 
teries, etc., that has teeth: which can 
be snapped out, repaired, and then re- 
placed. The teeth of the rake are flex- 
ible, oil tempered spring steel. They 
follow the natural contour of the 
ground and are said not to injure grass 
routs or delicate plants. Rake weighs 


about 2% Ib. and the hardwood handle 


TERRE TT 


shi ail 


is 51 in. long, securely bolted to the 
steel handle supports. The Washburn 
Co., 1802 Preston St., Rockford, IIl. 


Removing Decals 


The Meyercord Co., Chicago 44, IIl., 
has prepared a sheet of instructions for 
removing Meyercord decals. To remove 
saturate several thicknesses of facial 
tissue of white blotting paper with 
water. Press off the face of decal and 
let it soak for several hours. Resoak 
the tissue or blotter occasionally. Re- 
move paper and by scratching edge of 
decal with fingernail or knife it will 
peal off readily, says maker. 


Bottle Recapper 


“Re-Cap-O” can be used as a bottle 
opener, can opener, jar lid remover, 
and a cork screw. It will reseal the 
bottle with the original cap using a 
straight downward pressure. Re-Cap-O 
is made of tough steel and the can 
opener blade is of heavy tempered 
steel. Designed for travelers, camp- 
ers and picnickers as well as for the 
house. H. R. Ransom & Co., 8689 
Grand River Ave., Detroit 4, Mich. 
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Back to ‘41 Prices 


to get customers into your store! 
Steel is higher, handles are 
higher, labor is higher . . . yet 
Fuller keeps quality up and pulls 
prices down — down to 1941 
levels! Beat competition—order 
Fuller Screw Drivers and Wood 
Chisels from your jobber today. 


DEALERS: ”#e for complete catalog 


and name of nearest jobber 








A trademark since 1876 


ayn presents “KEILSON” 
VAN | Gm 21 OD, @ =e 














“BROOKLYN 5, NEW YORK sae 
AGO SALES OFFICE: 180 N. WACKER DRIVE 4 


ae) 
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SOUTHINGTON 
SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 

have upheld their quality since 

1867. All standard sizes with vari- 
eus styles of heads in the most 

called for types. Send for screw 
catalog, also our catalog covering 

steel squares, tri-squares, bevels, 

etc. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 
Driver fits se- WY Supply the in- 
curely into ta- creasing de- 
posed secuns —~ mand for these 
will not slip ats coven 

saving screws. 
out, or work to All standard 
one side. sizes. 
THE SOUTHINGTON 
HDWE. MFG. CO. 
scr SOUTHINGTON, CONN. i567 

















42x STURDY SAM SAYS 


des “ —Your Customers know that 
<j NATIONAL BRAND 
=< PRODUCTS 


“se” always ‘fix things right’ 


NATIONAL BRAND sells readily for 
LINSEED OIL PUTTY — glazing. 


made from se- 
lect whiting and linseed oil, ready for use. White 
or black. 1! to 100 Ib. cans. 


NATIONAL BRAND SUPER- 
GLAZE GLAZING COMPOUND 
is a popular seller for setting glass. Non drying. 
Sets to a rubber-like consistency. Will not dry out, 
run, crack or pull away. | to 100 Ib. cans. 


NATIONAL BRAND iis a real favor- 
CAULKING COMPOUND . for caulking 


etween ma- 
sonry and window frames of wood or steel; for 
pointing up casings of stone, brick and terra cotta 
joints, bedding, slate and Spanish tile roofs and 
skylights. Knife or Gun grades in black, white, 
gray, green, brown, slate and red. '|/2 pt. to 5 gal. 
cans. Immediate shipments. Write for Trade- 
prices now. 


JAYE MFG. INC. 
6200 Grand Ave. Cleveland, Ohio 
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| SHELBY —oePEWOASLE HARDWARE | SHELBY —oePEWOASLE HARDWARE 


screen doors plus good hinges 
keep flies where they belong, on 
the outside. Sell Shelby Screen 
Door Sets as a combination 
with your doors. 

There's many a home that needs 
several replacement sets, too. 
Display ‘em and you'll sell ‘em. 
Don't overlook the daily sales 
possible with the Complete 
Shelby Line. But be sure to cash 
in on Shelby's Hardware of the 
Month. 
Jobber. 


Order from your 


2) ee 
Business on the Fly . . . 
Fly time is here again. Good 
® 
5 
° 
* 
» 
3 
° 
* 
+ 


« 


SPRING HINGE CO 
SHELBY, OHIO 


KEY BLANKS 


Made from the 
finest brass stock 





\ obtainable, nickel | 


finish only. Care- 
fully selected for 


easy cutting and | 
smooth finish. | 
Accurate milling | 


and correct di- 
mensions provide 


blanks that fit | 


retail 


perfectly. 


WRITE FOR FREE 
CATALOGUE AND 
ADDRESS OF NEAREST 
JOBBER 


Mfrd. by 


HUGO MANUFACTURING CO., ING. 


6470 Epworth Blvd., Detroit 10, Mich. 


SOLD ONLY THRU YOUR JOBBER 
————— 
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| tract roll or wheel. 
| since the 


 "‘Spende Caf 


This beater has a stand which fits on 
the bow] with suction cups. The arm 
when in an upright position holds the 
beater in position. This feature is said 
to make it impossible for the beater to 
slip in the bowl or the bowl to shoot 
out from under. Can be used with one 
hand, leaving the other hand free to 
pour. Packaged in a 4 color box. The 
“Beater-On-the-Stand,’ is suggested to 
retail at $2.50, fair-traded. Weba, Inc., 
Queens Village, Long Island, N. Y. 


Stony Brook Garden Line 


A handy help for gardeners who 
want straight vegetable rows and lawn 
edges is the Stony Brook Garden Line. 
It is a rust-proof, aluminum reel with 
150 ft. of line on waterproofed lac- 
quered stakes. On the stake holding 
the reel is a locking device to hold the 


string at desired length. Suggested to 
for $1.25. Individually boxed. 
K & L Enterprises, Guilford, Conn. 


Grinder Has Abrasive Belt 


Machine Co., 
has applied the abrasive belt to 


Porter-Cable Syracuse, 


N. Fs 
the utility grinder. Machine 


provides 


| the advantage of grinding on an abra- 


sive belt operating over a resilient con 
Maker states that 
wear is on the abrasive belt 
and not on the supporting contact 
wheel, the wheel or roll remains flat. 
square at the corner or side and main- 
tains its diameter and balance. For 
grinding and polishing of rounded or 
oval parts, such as scissor handles, an 


WHATS NEW 


additional formed resilient contact roll 
can be attached to the grinder in place 
of the platen. The abrasive on a belt 
is fully exposed for work, which fact is 
claimed to increase cutting efficiency 
and reduce effort. Grinder is adjust- 


able to 90 deg. 





'Bask-O-Matic’ 


Folding Wire Clothes Baskets cad- 
mium plated with spot welded joints 
are made by Leipzig & Lippe, Inc., 
1166 Broadway, New York City. They 
will open with a twist of handles. Bas- 
ket locks when opened so it cannot 
collapse. Handles are tubular and basket 
moves on runners. They are 2 in. wide 
when folded. The 24% by 13% by 12 
in. size with elastic top liner retails for 
$2.98, 26% by 15 by 12 in. size with 
close mesh sides, retails for $2.98, and 
elastic top liner for latter model retails 


for $1.00. 


Flexiseal Label 


The cartridge-packaged Flexiseal 
Caulking compound has a new con- 
sumer label in gold, red and blue. 
Landen Putty Works, Malden, Mass. 


Portable Back Rest 


Industrial Metal Products Laboratory, 
48 Prospect St., Ansonia, Conn., is of- 
fering a portable back rest for sports- 
men. The back rest is made so that it 
will fold into a compact carrying case 
and when set up, clamps onto boat or 
bleacher seats firmly. It is adjusted by 
slide buckles so arranged that they 
bind tight when pressure is put against 
the back, but can be released imme- 
diately when desired. “Simplex” back 
rest weighs 3 lb., and is suggested to 
retail for $3.98. Canvas bag 4 in. in 
diameter by 41 in. long is available. 


HARDWARE AGE 
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IN BIG 
DEMAND ‘ 


As the Easier, Safer 
Way to Destroy Trash 


More “ZIPPER TOP” Rubbish Burners 


on the Way — Order ow 


Every home, store, factory, institu- 
tion, park needs handy ‘ZIPPER TOP” 
Burners. With production growing every 
month, you'll be able to offer increasing 
quantities to your trade. Cash in on the 
demand for this burner with the con- 
venient zipper top and the non-sagging 
smoulder-proof Volcano Bottom, three 
models. Send today for descriptive 
Circular HW 4102. 


UNION STEEL PRODUCTS CO. 


604 N. Berrien Street . Albion, Mich. 





BECAUSE THEY ARE MADE BETTER 


WIRE DISH DRAINERS 


um package } doven Shipping Werght 60 Ibs 
F UB East Hampton Conn $4) 80 per dozen 


New York Sales Ofhce 208 Sth Ave Room 208 
Balumore Sales Office 205 W Lombard SI 


ARTISTIC WIRE PRODUCTS CO. 


EAST HAMPTON,-CONN. 


JUNE 19, 1947 


Ai oil gg ad i i ig 


with nationally known, patented TRAP- 
ADOR shutter—NO ODOR—NO ASHES! 


ih alg gg ay 


Back again, with all its famous patented 
features and newest MODERN design ir 
LUXURIOUS CHROMIUM AND 
BRONZE. The slope of the oval top is a 
natural rest . . . forgotten smokes and ashes 
fall on trap door. Large bowl will hold over 
100 stubs. Trap door shut 
ter stays shut stifling stubs 
for lack of air. WEIGHT 
ED BASE RESISTS TIP 
PING — CHROMIUM 
PLATED TOP, BASE 
AND HANDLE—BAKED 
FINISH—25%4” HIGH 


@Six distinctive exclusive designs to 
choose from. Priced to sell from $2.95 
to $6.95. Write for name of nearest 
distributor. 


H. P. HERZOG CO. 
666 Lake Shore Drive — Chicago 











SELL AT LEAST 2 ON EVERY JOB 

















te *\O Cine 
S$ LOUVERS 
*” OLD AND NEW CONSTRUCTION 


In all installations they give 
ample ventilation to insulated 
attics. Lumite plastic screens, 
and no exposed metal eliminate 
rust and corrosion—keep walls 
-free from streaks and stains. 
Quickly installed. Last the life 
of the average building. 


Over 30 types and sizes. 
Write for full details. 


A. D. HEMPHILL CO. 


3062 4th Ave. So. Minneapolis 8, Minn. 










































salesmen’s 


Adler Oval Roaster tien. 


permanent mold cast aluminum water- 
less cookware. It has a_high-dome, 
tight fitting, self-basting cover. Adapted 
for top stove or oven cooking, the 
roaster preserves natural food flavors, 
helps toward a cooler kitchen and 
lowers fuel bills, according to the 
maker. It has plastic knob and finger- 
grip handle which are heat resistant. 
Adler Mfg. Co., 3021 W. 36th St., Chi- 
cago 32, Ill. 


demonstrations 


eral Electric Co., 
Cleveland 14, Ohio. 





Pruner, Model 240 


Seymour Smith & Son, Inc., Oakville, 
Conn., is offering the “California” pat- 
tern pruner to which features have 
been added to provide increased 
strength and durability. Known as 
model 240, it has a one-hand catch 
operated by the hand that holds the 


Premier Training Manual 


This 32 page pictorial sales training 
manual contains the complete version 
in handy form of the Premier sound- 
slide film, “How to Drive a Woman 
Crazy.” It illustrates step-by-step the 
highlights of a successful in-the-store 
demonstration of Premier cleaners. 
Booklet includes descriptive running 
footnotes that point up and bring out 


REDUCING INVENTORIES? 


* Swell — that’s where we come in! 
and BEST of ALL you 


DON'T 


| SACRIFICE VARIETY! 
GROUP ‘A'ASSORTMENT 


has been created for just this situation. 


Total Space 1 ft. 


Investment §=920.00 

















For $28.00 you get: 


1—5 shelf rack 
—Socket set screw assortment — 330 
pieces 
8 sizes set screws 
4 sizes wrenches 
—Wrench assortment — 187 pieces 
8 sizes wrenches 





Lockwasher assortment—1318 pieces 
»s lockwashers 


ssortment — 1743 pieces 


Shavit Boil aud Scheu! Lo. 


BOSTON 10, MASS. 


— 240 pieces 








WHATS NEW 


the dialogue from the film in terms of 
individualized demonstra- 
Booklet is designed to make it 

easy for every salesman to devise and 
Adler ware oval roaster is made of make his own individualized sales 
paralleled upon the 
easy-to-do methods shown in it. Deal- 
ers may secure the booklet from the 
Premier distributors for 45 cents each. 
Premier Vacuum Cleaner Division, Gen- 
1900 Superior Ave., 





pruner. Drop-forged, black enameled 
steel handles, open end makes pinching 
fingers impossible. Blades are made of 
cutlery steel, securely riveted, and are 
replaceable when worn. Pruner has 
nickel-plated volute spring and pat- 
ented lock nut. In individual cartons, 
packed six to a display box. 


Offset Scrapbook 


A unique presentation of 220 head- 
line display cutouts, with classified list 
of 1200 descriptive works for advertisers 
is included in the Offset Scrapbook pub- 
lished by A. A. Archbold, 1209 S. Lake 
St., Los Angeles 6, Cal. In the prepara- 
tion of circulars and other local adver- 
tising a wealth of ideas and copy angles 
will be found plus ad-building type and 
lettered heads that will effect substan- 
tial savings in typesetting and lettering 
costs. They may be pasted down for 
use in offset or used as art in making 
engravings for  letter-press printing. 


Priced at $3.00. 


Cutlery Handles 


A compregnated wood and plastic 
material is used for the Robeson self- 
sharpening carving knife handles, 
Knives are completely encased in Pak- 
kawood blocks which contain carbo- 
rundum sharpening hones that auto- 
matically sharpen the knives as they 





are removed or replaced. The new 
material is claimed to retain its original 
lustre after continuous soaking in dish 
water. Robeson Cutlery Co., Perry, 


N. ¥. 


Tykor Insecticidal White 


Insecticidal white coating is a com- 
bination of DDT and whitewash. It is 
said to be water soluble and contains 
no lime. It is suitable for metal, wood, 
stone, cement and cinder block and can 
be applied with spray or brush. Coat- 
ing is packed in 50 lb. bags, and cost 
about 30 cents for 100 sq. feet of sur- 
face area. Maker claims it will not chip 
or flake off. Tykor Products, Inc., 350 
Madison Ave., New York City. 


HARDWARE AGE 
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% Hardware dealers can create new EXTRA 
PROFITS from ready and waiting home modernlizc- 
tion jobs by owning and renting out this Lincoln 
Speed-O-Lite sander. Peeple gladly pay up to 
$5 per day In rentais alone. Besides you sell large 
amounts of supplies that are needed In any floor 
finishing or buliding modernization program. 


THE LINCOLN SPEED-O-LITE 
This famous rental sander has earned th ds upon of dol- 
lars for hardwore and paint dealers from coast to coast. The rental 
Income that ranges up to $5 per day is only a starter. 


SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 
Figures complied by a number of your fellow dealers clearly indicate 
that you can ADD SALES ef sandpaper, paints, varnishes, seal, tools, etc., 
averaging up to $10 per day to each and every Lincoln Speed-O-Lite 
rental customer. We urge you—write today for full detalis about the 
Speed-O-Lite Sander Rental business. 














th. A, 





FLOOR MACHINERY COMPANY, Inc. 


514 SOUTH PEORIA ST CHICAGO 7, SLLINOIS 

















FIELD 
OIL COLORS 


Also available in the 
%¥%x4&andix 5 
Lithographed Tubes 








30 outstanding colors, triple 
ground in pure linseed oil. 
Beautiful metal display cabi- 
nets available. The newest in 
modern manufacturing equip- 
ment insures highest uniform 
quality and greatest values. 





prossts® 
BLUE 




















Shetticld Zroreze 
Un Beene) es -tel's- Bares. 
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GIT is quickly and easily applied with a 


GIT softens the paint or varnish so thor- 
oughly that the entire finish is readily re- 


moved with a scraper. 


Sell GIT with pride 


ARROW PRODUCTS 
CORPORATION 


BALTIMORE 3, MD., U. S. A. 


IT 


Paint & Varnish 
Remover 


(ALL SIZES IN CANS) 














He may be small... 
but he’s got a BIG following! 


Jobbers have Weldwood Glue in 
stock again so now you can give 
ita featured spot on your counter. 
It’s an easy way to make ... and 
hold... friends fast. 


This steady little seller is a prof- 
itable source of year ’round repeat 
business ... withasatisfied customer 
for every sale. 


And, remember, it’s satisfaction in 
the small sales that keeps bringing 
customers back for larger items. 


Customers like this modern, plas- 


| tic-resin bonding agent because 


it’s quick and easy to use. Weld- 


WELDWOOD 


PLASTIC RESIN 


wood Glue mixes easily with or- 
dinary tap water. It sets so fast 
that jobs can be handled in a few 
hours. It’s also waterproof, rot- 
proof, stain-proof...and tremen- 
dously strong. 

Make sure you're well-stocked 
with this popular item. Most job- 
bers can supply you now with 10, 
25, and 50 cent sizes ... also 1, 5, 
10, and 25 pound cans. If your job- 
berdoesn’t have Weldwood Glue, 
write: United States Plywood 
Corporation, Industrial Adhesives 
Division, Dept. 311, 55 West 
44th Street, New York 18, N. Y. 


me 


cerereeng 


WATERPROOF GLUE 
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Proved Profits* 


WITH COX 
LIGHT-DUTY 
POWER-TRANSMISSION 
EQUIPMENT 


&" 
\ 





be 


*These COX items were placed on sale 
in several test markets. Sales were 
phenomenal! Tested in additional out- 
lets, sales proved that men WANTED 
light - duty power transmission equip- 
ment. Best of all, related items such 
as V-belts, pulleys, power tools, and 
buffing materials took an upward sales 
curve. 


Watch customers buy—and buy hard— 
when they see COX accessories on dis- 
play. 


Write direct for interesting 
balletin A62. 


COX METAL provucts co. 


3249 No. 26 St. @ Milwaukee 6, Wis. 

















Any Uneven Surface 


can be measured accurately by 
this gauge. 


The Stockton Profile Gauge 





temperature changes. As easy to use as 
a foot rule. 


25 DIFFERENT NUMBERS IN STOCK 


MOULDINGS e STAIR TREADS 
FURNITURE ¢© CONTOURS 
METAL CORNICES « ETC., ETC. 


is a tool which every 
carpenter, machinist, 
die maker or linoleum 
layer should have in his 
kit. 

Cannot get out of 
order and is not af- 
fected by vibration or 





ZINA Sim ninCORE 
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_WHATS NEW 





Package Steel Kitchens 
Midwest Mfg. Co., 


has introduced a line of package steel 
kitchens including a single bowl, 54-in. 
sink cabinets with inlaid linoleum or 





Galesburg, IIl., 








stainless steel stops, 66-in. linoleum top 
sink cabinet with double porcelain 
bowl, 66-in. stainless steel top sink cab- 
inets with double stainless steel bowls. 
Also 15-, 18-, 21- and 24-in. floor cabi- 
nets with inlaid linoleum counter tops, 
15-, 18-, 21- and 24-in. wall cabinets. 
The units feature’ roller bearing 
drawers, baked enamel finish on bon- 
derized steel, chrome-plated fittings and 
self-centering door catches. The cabi- 
nets are completely enclosed and doors 
and drawers are sound insulated. Thev 
have stainless steel backsplashes and 
counter trim and dual crumb cup 
strainers. 


Unite-A-Lite Sales Display 


Moe-Bridges Corp., Sheboygan, Wis., 
has introduced a point of sales display 
and demonstrating panel to merchan- 
dise its Unite-A-Lite units. Panel shows 

; 


MOF BRIDGES = 


the Unite-A-Lite strip with all its at- 
tachable reflectors capable of being 
lighted individually for demonstration 
or at one time. Second panel fitted 
with a track extends out from the main 
panel. Two open strips mounted there 






can be moved back and forth invitine 
the prospect to “try it” to show how 
units can be plugged together without 
wiring to form a line of light. 





‘Double-Up' Sleeping Bag 
Sun Tent-Luebbert Co., 363 Sixth St.. 
San Francisco 3, Cal., is offering a 
“Double-Up” bag which can be used 
as two singles or a double bed. Bags 
are kapok or wool filled with heavy 


Army duck outer covers and woven 


olive drab inner linings. Each bag has 
a weather strip over the Talon fastener 
which buttons down under bag to keep 
out drafts. Each single bag is 33 by 
77 in., and a Talon fastener down the 
side and across the bottom permits each 
bag to he opened flat. 


Air mattress 





pockets are provided in both top and 
bottom of each bag. Each bag rolls 
short fold, about 10 in. in diameter and 
18 in. long. Weigh about 8 lb. each. 


Plask masking liquid is said to dry 
in five minutes and peels off easily in 
It is waterproof, airprool 
Suitable for glass, 
smooth metal sur- 


large sheets. 
and _paintproof. 
clean 


chrome and 






PLASE! 


"aie vane gpa Ha ; 





faces, including baked enamel. Re- 
quiring a thin coat only, 1 gal. is said 
to mask all the windows in 18 to 20 
average cars. It is applied with a brush 
like paint. Plask is suggested to retail 
for $1.35 per qt., and $4.50 per gal. 
Servwell Products Co., 6523 Euclid 
Ave., Cleveland, Ohio. 


Emerson Fan Catalog 


This 28-page catalog illustrates in 
color and describes the complete line of 
Emerson-Electric Fans. It provides de 
specifications, and 
data on desk 
fans, air circulators, ceiling fans, 
kitchen ventilators, exhaust and cooler 
fans. Also information for exhaust and 
ventilating fans with accessories. Re 
quests on company stationery will be 
filled. Emerson Electric Mfg. Co., St. 
Louis, Mo. 
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SEGAL KEY MACHINE 








QUICK — ACCURATE — EFFICIENT 


Precision built of the finest metals, Segal Key Machines are 
famous for their speed and accuracy. All types of keys — 
Cylinder keys — Bit keys — Barrel keys — Flat keys can be 
duplicated quickly and easily. Segal Key Machines stand 
up undér long and hard usage. The standard Key Dupli- 
cator used by locksmiths for over 25 years. Available in 
several models, for hand or power operation. 
Send for catalog and price list. 


| NORWALK LOCK CO. 395 BROADWAY 


Div. of Segal Lock & Hardware Co., Inc. NEW YORK 13, N. Y. 





























MEET THE MOST EXACTING 
NEEDS OF THE SKILLED 
CRAFTSMAN 


Not only do Shelton Planes em- 
body outstanding improvements, 











but high precision governs 
throughout. Fine-thread adjust- 
ments and special analysis tool 
steel cutters assure perfection in 
performance. 




















SOLD ONLY 
THROUGH 
JOBBERS 





SHELTON PLANE & TOOL MFG. CO. 
SHELTON, CONNECTICUT 





JUNE 19, 1947 
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HELP YOU SELL THIS 
THRIFTY FLOOR PROTECTION 


Cash in on Bird’s sales-stimulating Rubberlike Runner 
advertising in the Saturday Evening Post. Stock up now 
on fast-moving Rubberlike Runner, the low-cost, long- 
life floor protection. In rolls 27” x 100’, 36” x 75’. Free 
sales aids to help you tie in on the year ‘round national 
advertising. For the name of your distributor, write 
Bird & Son, inc., 22 East St., East Walpole, Mass. 





| PATENTED NON-RUBBER 
CONSTRUCTION 





Runner 


*Reg. U.S. Pat 







The "DANDEE’ Line 
OF PLUMBING, HEATING AND 
OIL BURNER SPECIALTIES 





Cockhole Covers 
-Chainstays 
Basin Faucets 
Sink Faucets 


Tubular Traps 
Cast Traps 
Balicocks 
Boiler Stands 
Pipe Joint Cement Oil Burner Wicking 
Ridgid Tools Oil Burner Valves 
Plastic Toilet Seats Pipe Fittings 

Lawn Sprinklers Pipe Nipples 

Hose Nozzles Compression Fittings 
Portable Showers Oil Drum Faucets 
Shower Heads Oil Bottle Caps 
Sewer Rods Oil Bottle Handles 


HUNDREDS OF OTHER KINDRED PRODUCTS READY 
FOR IMMEDIATE DELIVERY 
TO SERVE YOU BETTER WE NOW OPERATE AN ELECTRICAL 


DIVISION, STOCKING MANY ITEMS SUCH AS SOCKETS, 
SWITCHES, PLUGS, ETC. 
















WRITE FOR CATALOG AND PRICE LIST 
INSIST ON “DANDEE” 


PLUMBING PRODUCTS Co. 


145 N. Washington St Boston 14, Mass 

























PHELPS UNIVERSAL 
FLOOR LEVELER 
SCREW JACK 


GE OO 
PG bao tic hee 











$5.95 
Retail 


Wof?. 11 Ibs. 


Package 
ae x5"'x 17°" 


ee 


LOOK AT THESE FEATURES 


e UNIVERSAL e 


Locks Firmly in Place any of 
the Following Columns: 


2 inch, 2/2 inch, 32 inch Steel Pipe 
3 inch, 3/2 inch, 4 inch Boiler Tube 
Wood Post 4 inches or Larger 


SAFELY SUPPORT 20,000 POUNDS 
CURE SAGGING FLOORS 
The Economical, Practical Way 


PHELPS MFG. CO. 





PHELPS, N.Y. 

















Drilt Stand 
(less dril!) 


b $1295 









market . 


to dealers each month. 


built for work. Each is of 


life Speedway tool motor. 


known tools of types that 
bought by home owners, hobbyi 
garages, schools, farmers 






47." ELECTRIC 
% DRILL 


$2995 


For those 
who sell 
the home 


. . « bere is good news. Speedway 
lilue Line Tools are back. Thou 
sands of them are being delivered 


Each is a practical useable tool, 


im- 


proved design, is correct in speed 
und has a specially wound, long 
Com- 
tising a clean line of nationally 


are 
sta, 
and 


workmen everyday—they sell in volume in every 


community. Write for Dealer Proposition. 


Write for Catalog sheets and discount schedule 







No. 69 
¥%" DRILL 


$1 180 


SPEEDWAY MFG. CO. 
1836 S. 52nd Ave., Cicero, Ill. 
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Hotpoint Refrigerator 


The flexi-cold storage compartment 
of the Hot point refrigerator is adjust- 
able to several positions for the refrig- 





eration of meat. Additional storage 
space for bottles is provided by the re- 
movable top shelf, and there are two 
small shelves for packages. The two 
large high humidity storage compart- 
ments for fruits and vegetables have 
transparent plate glass tops. Refriger- 
ator is fitted also with a basket sliding 
adjustable shelf. A protective rail pre- 
vents dishes from tipping when the 
entire shelf is removed. EC10-1 re- 
frigerator is 63 in. high by 30 in. wide 
by 29 in. deep. A “trigger-action” latch 
automatically closes the door with the 
touch of a finger tip. Unit is equipped 
with a left-over rack pivoted to swing 
out of the cabinet for easy removal of 
its four glass-covered jars. Speed freez- 
er has a capacity of about 1 cu. ft., 
and 31 lbs of frozen food can be kept 
at temperatures as low as 13 deg. Hot- 
point, Inc., 5600 W. Taylor St., Chicago 
44, Ill. 





‘Apache Air Rifle’ 


“Apache Air Rifle” features sport- 
ing dual barrels and dual caliber in tem- 
pered steel with brass valve parts. It is 
36% in. long and weighs about 514 lbs. 
One barrel shoots a special precision- 
made .250 Cal. ball shot, the other a 
.175 air rifle shot or B.B. By insert- 
ing the B.B. barrel inside the. 250 Cal. 
barrel, securing it with screw threads, 
the gun becomes a two barrel, dual 
caliber rifle for small game or target 
practice shooting. The .250 Cal. barrel 
is rifled for accuracy, the B.B. barrel 
smooth bore. Apache is unconditionally 













guaranteed on a lifetime factory service 
basis. Gun has an automatic safety so 
engineered that it cannot be pumped 
except on safety nor can it be fired 
when in safety position. Maker recom- 
mends that the rifle be stored pumped 
up with safety catch on. Other features 
of the air rifle are: blade type front 
sight, leaf type rear sight, latter with 
adjustments for both windage and eleva- 
tion, full pistol grip stock, semi-beaver 
tail forearm, and all working parts en- 
closed. National Cart Corp., 234 E. 
Colorado St., Pasadena 1, Calif. 


Work Gloves 





“Super Canton” work glove is soft 
and flexible and has a non-slip surface. 
Maker guarantees that the work glove 





will outwear many other type gloves. 
Riegel Textile Corp., 342 Madison 
Ave., New York City, 17. 





Gries Wing Nuts 


Wing nuts are made of non-ferrous 
zinc alloy which will not red-rust ac- 
cording to maker. The depressed faces 
on wings assist finger grip. Nuts have 
a raised boss at the base for flat, smooth 





contact. The nuts are available in 9 
thread sizes—A blank, No. 6-32, No. 
8-32, No. 10-32, No. 10-24, 3/16-24, B 
blank, No. 12-24, %4 in. —18, % in. 
—20, %4 in. —28. The dimensions of the 
A blank —27/32 in. wing spread, 7/16 
in. overall height; B blank—1 1/16 in. 
wing spread, —17/32 in. overall height. 
Threads are cut and nuts are available 
in plain or plated finishes. Gries Re- 
producer Corp., 780 E. 133rd St., New 
York City 54. 
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SALEs of Jacobsen home 
water systems are satisfying 
transactions for both you 
and your customers. 


Designed by experienced 
pump engineers, every 
Jacobsen pump is built to 
render the same long-last- 
ing dependable service that 
owners of Jacobsen grass- 
cutting equipment expect as 
a matter of course. 


Included in the line are 
deep and shallow well jet 
types and reciprocating 
models to meet every do- 
mestic pumping condition. 


—acolsen 


MANUFACTURING COMPANY 
RACINE, WISCONSIN 
SUBSIDIARIES 


WORTHINGTON MOWER COMPANY 
STROUDSBURG, PA 


Pell bifel BUN. Bleh is mae) ite) sy asle), 


OTTUMWA IOWA 
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'Skirt-Maid' 

A skirt and slack hanger, the “Skirt- 
Maid” fits on any wire hanger and holds 
the clothes without folding them. Maker 
states it holds the skirts so firmly that 





it acts as a self-presser. The holders are 
double-looped wire clips, and come in 
pairs. Clips are adjustable to any size 
waistband, and once in place hold the 
skirt firmly so it will not slip off the 
hanger, says maker. Skirt-Maids are 
suggested to retail for 25 cents per 
pair, or 6 pairs for $1.00. Flexo Prod- 
ucts, 2153 Riverside Drive, Los An- 
geles 26, Cal. 





Hanks Fly Clips 


Fly clip consists of a small brass 
plate about 256 in. by % in. in size to 
be pinned onto any part of the fisher- 
man’s jacket by a sturdy pin attached 
to the plate’s back. Along the top edge 
is a series of 10 slots through which the 
barbed end of a fly may be easily in- 
serted. It is held in place by a ball 
friction catch. Clips are made of rust 
proofed materials and are treated by a 
special process to prevent reflection or 
corrosion, says maker. Suggested to 
retail for 75 cents. Hanks Mfg. Co., 
6129 Roosevelt Rd., Cicero, Ill. 





Universal Spindles 


Twinson Co., 225 Broadway, New 
York City 7, has added 3 Universal 
spindles to its line which is said to fill 
95 per cent of the spindle needs. No. 
SP450 is drilled, tapped and threaded, 
has removable center hub, swivel, size 
5/16 in. by % in. by 4% in. No. SP451 
is drilled, tapped and threaded, size 
5/16 by 2% in. All spindles are packed 
1 doz. of a style in a box. Spindles 


were selected on the basis of a market 
survey as those in greatest demand. 





SP451 














Sacobsen 


Quality Is 





All-Steel 
Hand Mower 


A Jacobsen dealer* writes, 
“We are more than sur- 
prised at the quality and 
performance of this ma- 
chine. We have been dem- 
onstrating it to prospective 
customers and their enthu- 
siasm is most sincere.” 


Yes, that’s the kind of mer- 
chandise that builds good 
will and repeat sales. The 
name Jacobsen is synony- 
mous with finest quality. 


Hand and power mowers 
are rolling off production 
lines at top speed to meet 
the unprecedented demand 
for these preferred ma- 
chines. They are being dis- 
tributed as rapidly and as 
equitably as possible. 


*Name on request 


* 


acolsen 


MANUFACTURING COMPANY 
RACINE, WISCONSIN 
SUBSIDIARIES 


WORTHINGTON MOWER COMPANY 
STROUDSBURG, PA 


JOHNSTON LAWN MOWER CORPORATION 
OTTUMWA, IOWA 
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Write “feday 


FOR DETAILS OM THESE TWO 
QUICK MOVING PRODUCTS 






EASY TO USE! 
EASY TO SELL! 


EXCELLENT PROFITS FOR DEALERS! 
% READY PATCH is a ready- 


mixed composition for spacht- 
ling, patching and crack fill- 
ing. M & H BRUSH CLEANER 
soaks paint brushes clean. . . 
washes out with water. 


M & H LABORATORIES 





REPAIR PARTS 
Assoriments of 
PINIONS, PAWLS, ROLLER 


HANGERS, SCREWS, PINION 
COVERS, BEARINGS, ETC. 


Parts in stock to repair all makes 
Order Catalog No. 3 


A. Mm. COLLOT SUPPLIES 


221M. W. Bth AVE. + MIAMI 36, FLA. 
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N GOOD TOOLS, INC. » 
Orange, Mass., U.S.A. 


BUY 
UNITED STATES 
SAVINGS BONDS 
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Christmas Tree Stand 


Davies Tool Engineering Co., Atco, 
N. J., is offering a Christmas tree stand 
which is adjustable to take from 1 to 
3 in. trees and a cup for moisture. The 
maker claims that the tree centers it- 
self in the stand which is self locking, 
and the weight of the tree locks it in 
place. 





Light Industrial Wheels 


A line of light weight industrial 
wheels, ranging in size from 6 to 12 in. 
and in load rating from 480 to 1200 
lbs., is being offered by Thermoid Co., 
Trenton, N. J. Wheel is made from 
tough, light weight aluminum alloy 
casting with oversize ball bearings and 


built in grease seals. A large grease 
reservoir is equipped with a standard 
grease gun fitting. 





Three Airplane Models 


Cleveland Model & Supply Co., 4505 
33 Lorain Ave., Cleveland 2, Ohio, has 
designed 3 airplane models—the Beech- 
craft “Bonanza,” the Aeronca “Chief” 
and the Luscome “Silvaire.” Bonanza 
is a 30 in. model, and while intended 
for free-flight rubber contest flying, the 
builder may also install a CO-2 motor 
for either free-flight of for tether flight. 
It has a butterfly tail rendering un- 
neccessary the tail and rudder. Kit No. 
IT-108 is suggested to retail for $1.00. 
Chief is a highwing 30 in. model de- 
signed for duration flying for contest 
work. Rubber-powered it may be 
powered also with the CO-2 motors for 
free-flying. Kit No. IT-109 is suggested 


WHATS NEW 


to retail for $1.00. Silvaire is made to 
1% in. scale and has a wing-span of 
43 in. Designed for Class B engines, 
for free-flight or tether control flying. 
it can be used also with a Class C en 
gine for control line flying and A en- 
gine for free-flying. Kit No. GP-106 is 
suggested to retail at $3.00. 








Premier Display Cards 


Easeled point-of-sale display cards 
lithographed in two colors in 21 by 26 
in. size are offered to dealers by 
Premier Vacuum Cleaner Division, Gen- 
eral Electric Co., 1900 Superior Ave., 
Cleveland 14, Ohio. One describes the 
premier deluxe model 12 with its self- 
adjusting Matho-Matic Nozzle, another 
shows the Premier Duo-Matic Nozzle 
equipped 21, and the third displays the 
Premier 80 Aire-Matic cylinder-type 
cleaner. Cards can be obtained for 50 
cents each. 


Two Temperature 
Refrigerator 


Westinghouse Electric Corp., 306 
Fourth Ave., Pittsburgh, Pa., is intro- 
ducing the 7 cu. ft. two-temperature 
refrigerator. It has a large Freeze Chest 
for frozen food storage, a generous gen- 
eral storage compartment and high hu- 
midity storage space for fruits and 
vegetables. There are two moist-cold 
humi-drawers that hold a half bushel of 
vegetables and greens. Maker claims 
the refrigerator holds the makings of 
76 substantial meals. It will hold 56 
lbs. of frozen food, 43 lbs., in the freeze 
chest, which can also be used for freez- 
ing frozen food, and 13 lbs. in the ice 
storage tray. Two patented 16-cube ice 
trays with plastic grids that are said to 
permit easy removal of one cube at a 
time, two 14-cube “Select-O-Cube” ice 
trays and a utility tray are included 
with the refrigerator. It has an ice-mak- 
ing capacity of 15 lbs. The hermetically 
sealed compressor unit has a five-year 
protection plan. 
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. FASTER TURNOVER 
and PRE-WAR PRICES mean 








BIGGER PROFITS 


QUEL 
\Y/ CONGRESS) from 
< ie hae eR 
sence CONGRESS DRIVES 


ig, we i. j 
DV ad When you feature Congress Pul- 
a ihe leys you have a stock of 50 pul- 
om [eames leys in the 27 most popular sizes. 
af mM A special inventory card and 
‘ container diagram enables you 
to reorder as you sell. 


\ 
qe” 
i 


nob 
i) 


The plan works! Dealers tell us 
it enables them to have the 
proper sizes on hand all the 
time, keep stock well balanced 
without money tied up in slow 
moving numbers. Your original | 
investment of only $15.00 brings | 
you merchandise you sell for 
$26.40— and $11.40 profit on 
$15.00 is O.K. with most of the | 
boys! Get full details at once. 


ASK YOUR JOBBER—OR 
WRITE FOR INFORMATION 








© Congress Drives are na- 
tionally advertised — na- 
tionally known to be of 
the highest quality. The 3- 
color display above ties 
in your store with our na- 
tional advertising program. 
Display it prominently. 








CONGRESS *::::°° DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 





THE FIRST 
LINE OF 
ALL=METAL 


HAMMERS 
GIVES YOU < 
SOMETHING 








FLY OFF THE 


<< The HONHART all-metal ham 


is safer, stronger and more 


~ mc, 
durable than wood handle types 
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~% High quality alloy s 
‘ Finished rn rust-resisting Mid 


The kind of tool a real cratts 
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man takes pride 
Tinners, Riveters and Ball Pein hamniers 
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DISTRIBUTORS & DEALERS — Writ 
linc to Athas Welding Accessories 
Ferndale 20, Michigan 
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POWER TOOL 
ACCESSORIES 






















430 431 
#370—%”" Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 


#373—'2"” Hardened 3-jaw Chuck to fit 42”-24 Spindle. 
Other threading to specification. 
#380—'2” Chuck with No. 2 Morse Taper Arbor. 
#381%” Chuck with Arbor to fit /2” or 3” Spindle. 
#382—'2” Chuck with Collars and Arbor to fit 42”. 
or %” Spindle. 
#383—Arbor to fit ¥2” or 5@” Spindle, with Collars. 
#384—'4” Chuck with 2” Straight Arbor. 
#407—No. 2 Morse Taper Arbor with Collars and Nut. 
#408—No. 1 Morse Taper Arbor with Collars and Nat. 
#410—Rigid Coupling for Connecting two 42” Shafts. 
#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 
#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 
#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFG. Co. 
HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 
TOOLS OF QUALITY 
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300 GALLONS PER HOUR 
FALL LIKE Rata 


OV af 








3250 sq. ft. 
RECTANGU LAR 
COVERAGE 


Designed for Golf Greens — Now Available 
for Domestic and Commercial Use! 


The Shower-Queen design, construction and 
action in distributing water in a natural 
rain-like manner prevents rivulets, puddles 
and “bleeding” —all water is aerified as 
it is thrown into the air and broken up 
into drops. Trouble-free, centrifugal hy- 
draulic motor operates eran e] shower 
bar. Simple hand dj 
operating walocory., Sled type runners for 
easy moving. long x 642” wide 
x 6%” high. Positively guaranteed. 


WRITE FOR FREE LITERATURE AND PRICES 





ACME SPRINKLERS 


412 WALBRIDGE ST. KALAMAZOO 3, MICH. 

















screw - Ho Rauth 


Jacks 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


Was. 








3 Available 
NOW! 





We can also furnish ye eS ee 
Ol, BURNERS ASBESTOS WICKS 


ALL KINDS OF BRASS FITTINGS 
AMERICAN MANUFACTURING CO. 
P. O. Box 2172 Hartford, Conn. 


















SPAR-TER 


MAKERS OF BETTER 


PAINTS & ENAMELS 


THE SPARTEH CO., NEW YORK 57, 0. ¥. 
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WHATS NEW 


‘Carving Aid’ 

B-M-C Carving Aid is constructed of 
heavy gage smooth finished aluminum. 
It has a colored lacquer finished handle 
which is formed to fit the hand com- 








is 


ee ol 





fortably. It weighs 1/5 lb. Maker 
states that with a “Carving Aid” an 
amateur can carve roasts, fowl, fish and 
bakery products with ease. Carving 
Aids are packed 12 to the 1% lb. box 
complete with display cover, 144 to the 
20 lb. shipper. Boston Mfg. Co., 61 
Wareham St., Boston, Mass. 





Aluminum Block Plane 


Castings of the block plane are of 
polished aluminum and the plane blade 
of carefully tempered and hardened 
steel. Maker states the plane is rust 
proof, light weight, and perfectly bal- 
anced. All adjustments are said to be 
simple and accurate. Plane measures 
7 by 2 by 2% in. and the shipping 
weight per carton is 10 lbs. Carton con- 
tains 12 individually packaged planes. 
Foster Mfg. Co., 1 Kinsey Ave., Buf- 
falo 17, N. Y. 





Fly-Line Case 


Cortland Line Co., Inc., Cortland, 
N. Y., has developed a DeLuxe Plastic 
Case for carrying and storing Cortland 
Nylon and Ivanhoe fly lines, both the 
level lines and double tapers. Cover of 
the case is made from transparent plas- 
tic. For transferring line, the cover 
can be easily reversed and the entire 
case placed in coat or jacket side 
pocket. The case also has a hole in 
the center to permit use of pencil or 
stick as an axle for rewinding the line. 














The Only Complete 
Text Book on 


BUILDERS 
HARDWARE 


Excellent as a G-! 
Job Training Manual 


complete Cra we SES 
p Sraper e rrcr re) 


euneses 


Published by MAROWARE AGE- 








This 220 page, fully illustrated book is 
the only up-to-date and complete volume 
ever published on all phases of this im- 
portant and profitable basic hardware line. 

The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 
a new cardboard-bound edition is now 
available at only $1 per copy. 


Prepare to 
Capitalize on 
The Huge Post-War 
Building Boom! 





Order your copy now! 


MAIL THIS COUPON Mer gd 
Hardware Age, 100 E. 42nd St., N. 17, 
N. Y. Send: 

Cloth-bound copies of "Taking the 
Mystery Out Of Builders’ Hardware" 
@ $1.50 per copy in the U. S. (Canada 
and Foreign Countries—$2.00}. 
Cardboard-bound copies of "Taking 
the Mystery Out Of Builders’ ae 4 
ware"’ @ $1 per copy in the U. 
(Canada and Foreign Countries—$1. 50). 
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Castomatic Packaging 


Outdoor Products, Philadelphia 22, 
Pa., is packaging its line of “Outdoors- 
man” Castomatic fishing reels in a 
square elliptical lip cellophane bag. 
Printed by the lustro process the trade 
name is featured in white against a 
background of deep green. Included in 
the bag is a brochure outlining precise 
instructions for the care and operation 
of the reel. 


All-Metal Wood Scraper 


Fletcher No. 300 Wood Scraper is 
an all metal tool. Handle is of alumi- 
num but is constructed with reinforce- 
ments which make it capable of with- 





WHATS NEW 


standing severe abuse according to 
maker. It is rustproof, and has a green 
crackle finish which provides an easy 
grip when pressure is applied. With a 
partial turn of a thumb nut the double 
edge Fletcher blade is instantly re- 
leased from the handle. Also there are 
two other blades, an extra long double 
edge blade which extends beyond both 
sides of the scraper for scraping in 
corners. The other is a serrated blade 
of a new design. It contains a series of 
tiny plane-like blades and is said to be 
efficient for roughing and removing 
paint. Fletcher-Terry Co., 101 Frank- 
lin St., Forestville, Conn. 











Red-Man Bassinettes 


Baby Bassinettes are hand-made with 
fibre, with oak handles and hardwood 
beaded dowels. They have faultless 
casters and surelock braces. The liner 
is clay coated and the enamel used is 
said to be non-poisonous. Available in 
two models, 800, shown with hood, and 
700 with hood. Both are 19 by 34 by 28 
in. high. The model shown weighs 32 
Ibs. per carton of two, and model 700, 
29 per carton of two. Both bassinettes 
have an ivory body with pink and blue 
pastel shading. Bassinettes are ideal 
for carrying babies when traveling, on 
picnics or visiting. VW”. C. Redman Son 
& Co., Peru, Ind. 
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Branch Offices and Warehouses 98 Bleecker Street, New York 


JUNE 19, 1947 


Order your Milapaco 
HANDY PACK stock now for 
future delivery. 


MILWAUKEE LACE PAPER CO. 


° 1018 Sonta Fe Avenue, los Angeles 21, Calif 


. . . BARGAIN PACKAGES OF a 
TABLE SETTING BEAUTY [, 


HANDY PACKS of beautiful Milapaco ae 
Lace Paper Place Mats or Doilies sell 
themselves .. 
times the old dime unit sale. Each coné 
tains 100 of a single design and sige, 
illustrated full size—with clever saleés-_ 
building “‘use”’ 
back. Great traffic stoppers, simple to 
display, handle, stock and reorder. 


fast... and at many 


ideas on the package 












1306 EAST MEINECKE AVENUE 
MILWAUKEE 12, WISCONSIN 
Established 1898 














FOLDING 


CHAIRS 


Upholstered end 
Plain. Many styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 
CHAIR COMPANY 


1142-A BROADWAY 
NEW YORK 1, N. Y. 














= witch and DO 


sHOP*LIGHTS 


78 types to cover all price ranges—all parts 


lable. Complete line of "AMERICAN" 


P 


incandescent lamps—our own product at best 
factory discounts. 
JOBBERS—send for catalog and prices. 


THE SAVE LAMP CO., Baltimore 11, MD. 


TROY 
——y BEST 


FiILe aoe, ar better workmanship snd 
safety to t split. 


Seas. 
FILE CARO—cleans files, taps and dies quickly aad 


thoroughly. 
HOG SCRAPERS—tingle or double ead. 


TROY wre. WORKS 
Troy, N.Y. 


SPAR-TER 


.ANOTHER NAME FOR 























BETTER PAINTS 


THE SPAR-TEK COMPANY 
4309 THIRD AVE., NEW VORK 57, 1.¥. 











STARTER CORDS 


i Motors 
Power Lawn 


Small Gas Engines 
Made by 
HAPCO 


Box 25, Basking Ridge, N. J. 


















_— and FILLER 


1 DRAINS Cellars 

} Pools, Washing 
Machines. Can 

Mix Hot and 
Cold Water 

ae, Ail 1a) 
RETAILS at $1.60 


for Circular! Mention Your Jobber! 


CENTRAL RUBBER PRODUCTS CO., Inc. 
621 Broadway @ New York 3, N.Y. 
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Filling 
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‘Roto-Roaster' 


This “Roto-Roaster” is designed to 


fit any roasting pan and is made of 
stainless steel. It eliminates burned 





bottoms, makes basting easy and en- 
ables one to turn a roast with the flick 
of the wrist. Said to roast meat evenly 
and retain juices. Suggested to retail 
for $2.98. Driggs Metal Products, 
Woodside, Long Island, N. Y. The na- 
tional sales representatives are Koehler- 
Briefer Associates, 30 Church St., New 
York City 7. 


Floor Conditioner 


General Floorcraft, Inc., 333 Ave. of 
Americas, New York City, offers the 
General T 12 Electric Floor Condi- 
tioner. It is said to scrub, wax, polish, 
buff, and dry clean any type of floor. It 
refinishes and sands o]l kinds of wood 
flooring. By removing the long handle 
and snapping on the two side handles 
it can be used for tables, radios, or the 
car. Machine is said to easily negotiate 


stair treads, and floor borders without ° 


disturbing the rugs. The suggested re- 
tail selling price of the unit with one 
set of brushes is $69.50. 





Speedikook 


American Gas Machine Co., Albert 
Lea, Minn., is offering an improved 
portable stove for sportsmen. It will 





accommodate a full-sized frying pan or 
coffee pot. 7 in. high it weighs 4 lbs. 


One filling will provide 9 to 10 hrs. of 
cooking according to the maker. Stove 
has a non-rusting finish. 





Excello Polishing Cloth 


Excello, Ltd., 311 N. Desplaines St., 
Chicago 6, IIL, offers the “Excello 
Utility Polishing Cloth” for dusting, 
cleaning, and waxing. It is available in 


UTILITY 
¢€ 


Everybody's Favorite fer 
General Dusting 
Polishing Fine Furniture 

and Automobiles 


(dP hs 


three sizes, No. 161 contains 5 double 
running yards packaged in cellophane, 
as shown, No. 162, 10 double running 
yards, open end package, and No. 163, 
25 double running yards, open end 
package. It can be used also for auto- 
mobile polishing in addition to polish- 
ing and dusting furniture. The cloth is 
said to be made from clean, soft, staple 
cotton material. 


Shingle Gages 


Precision-made steel shingle 
are available for carpenters and shin 
lers. Gages are cut from steel bar stock, 
slotted to fit shinglers’ hatchet blades 
and fitted with a _ case-hardened. 
slotted, round-head set screw Fixtures 


gages 





are used to measure shingle courses 
quickly and accurately. Can be moved 
forward or back on the hatchet blade. 
Suggested to retail for 30 cents each. 
A. D. McBurney, 939 W. 6th St., Los 
Angeles 14, Cal. 
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Champion 
GARAGE DOOR BRACE 
| No. 64 G 
} 














Lengths 5 and 6 Feet 


FINISH 
Bright Zine Finish 


Squares up 
and prevents 
garage doors 

from ever sagging. 
Rods, turnbuckles and 

end brackets have 
more strength than actu- 
ally needed. The turn- 
buckle is Cast Brass and the 
end brackets are Aluminum. 


Packet: 1 dozen in box with screws. 


® Nearly all hardware jobbers handle 
some products in the big, fast selling 
CHAMPION line. 


The 








CHAMPION HARDWARE CO. 
GENEVA, OHIO 


SSS 

















THE NEW Streamline 
“SIMPLEX” SPRING BUTT-HINGE 


“Uo @ Combines every important 
feature of proven advan- 


tage with the beauty of 
modern design and sim- 
plicity of application. 


@ Quality in every detail in- 
sured by our sixty yeors 
experience in the design 
and manufacture of spring 
hinges. 





Double Acting Type BUT9001 


Trim and Streamiined . . . thea "Simplex" Spring Hinge Is designed 
to harmonize with the most modern requirements In buliders’ hardware. 

Application direct to door casing without the use of a hanging 
strip is both simple and economical, requiring a mortise cut In rhe 
door only. rata 

Here Is a product that intains our tradition for quality ...a 
tradition that has guided us through more than 60 years of exacting 





























Hinae Co. 


Chica 
NEW YORK 


CHICA 
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gu SI Spring 





Seymour Smitx 


‘Snap-ock 


© PLIER-WRENCH 






“A GIANT 4) 


Serves As 

A PLIER 

A WRENCH 

A HAND VISE 
A CLAMP 





POWERFUL 
ADJUSTABLE 
TOGGLE ACTION 












\remendous gripping and holding power—locks when closed 
for holding pieces for drilling, welding, scribing, grinding, 
etc. Easily and quickly unlocked. Used also without lock- 
ing as a plier. Thousands of uses wherever mechanics work. 
No. 1607, 7" size; No. 1610, 10" size. Full details on re- 
quest. Sold only through jobbers. 


SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Makers of “Snap-Cut” Pruners, Grass Shears, Hedge Shears 


Sates Representatives: 


JOHN H. GRAHAM & CO., Inc., 105 Duane St., New York 8, MN. Y. 











TWO POPULAR 
STEVENS’ LEVELS 


{os 


No. 399 


So Ns oa =) 


No. 400 
























oy 


Stevens No. 399 Torpedo Level, Black wal- 
nut highly polished, one level, one plumb, 
one 45° vial. Plated steel top plate. 
Weight each 3 oz. Weight per doz. 2!/, 
lbs. List price, each 90 cents. 


Stevens No. 400 Torpedo Level. Beauti- 
fully finished in natural cherry. One level, 
one plumb. Plated steel top plate. Weight 
each 2!/, oz. Weight per doz. 2!/, Ibs. List 
price, each 60 cents. 


E. A. STEVENS LEVEL CO. 


NEWTON FALLS, OHIO 
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NO STRONG 
RR 
NEEDED HERE 





Sales Prove They Sell Fast! 
Ball Faucet Sealers are NEW — and 





packed with outstanding, sales pro- | 
voking features. These economical | 
“no drip” sealers please customers be- 
cause they stop leaks completely and | 
quickly — last longer — and eliminate | 
wear on faucet seats. No chattering | 
or “singing”. Specify sizes when order- 
ing for 4”, ¥%”, and 42” faucets. 
Immediate Delivery « Order NOW From 


JOHN L. CHANEY INSTRUMENT CO. | 
LAKE GENEVA, WISCONSIN 








BurpeeHOME CAN SEALERS 
Burpee PRESSURE CANNERS 


—safety-insured by the patent- 
ed Safety Seal Clamping Band! 





BURPEE CAN SEALER CO., Barrington, Illinois 
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Ice Pick Display Carton 
Chas. D. Briddell, Inc., Crisfield, Md., 


is offering an attractive line of ice picks 
for the home. Shown is the colorful, 
easy-to-set-up carton in which they are 
displayed in stores. The Briddell picks 
have tempered steel blades, and nickel- 
plated ferrules. Picks are made with 


WHATS NEW 


hardwood handles which are enameled 
in a variety of bright colors. 





Floor Leveler, Screw Jack 


Phelps universal floor leveler and 
screw jack is adjustable from 6 in. to 
16 ft. Maker claims it will safely sup- 
port 20,000 lbs. Locks firmly in place 
any of the following columns purchased 
by user: 2, 2%, or 3% in. steel pipe, 
3, 314, or 4 in. boiler tube, and a wood 
post 4 in. of larger, round or square. 
May be used as a utility builders’ jack 
Packaged it is 3 by 5 by 11 in. and 
weighs 11 lbs. Suggested to retail for 
$5.95. Phelps Mfg.'Co., 7 Church St., 
Phelps, N. Y. 





Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


American Hardware Manufac- 
turers Association, 93rd semi-annual 
convention, Oct. 13-16, 1947, at Atlantic 
City, N. J., meeting jointly with the 
53rd annual convention of The National 
Wholesale Hardware Association. Marl- 
borough-Blenheim Hotel is convention 
headquarters. Charles F. Rockwell is 
secretary of the manufacturers’ associa- 
tion with headquarters at 342 Madison 
Ave., New York City, and Thomas A. 
Fernley, Jr., is executive secretary of 
the wholesalers’ association with head- 
quarters at 505 Arch St., Philadelphia. 

Associated Pot and Kettle Clubs 
of America, annual convention, June 
22-25, 1947, at Feather River Inn, 
Blairsden, Calif. Fred C. Wood Co., 
San Francisco, Calif., is secretary. 

International Housefurnishings 
Market, July 7-19, 1947, at the Mer- 
chandise Mart, Chicago, III. 

National Contract Hardware 
Assn., annual convention, and Nation- 
al Builders’ Hardware Exposition, 
Sept. 8-11, 1947, at the Palmer House, 
Chicago, Ill. John R. Schoemer, 420 
Madison Ave., New York 17, N. Y., is 
managing director. 

National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal- 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag- 
ing director. 

National Housewares Show, -Jan. 
15-22, 1948, at the International Amphi- 
Theatre, Chicago Stockyards, sponsored 
by the National Housewares Manufac- 
turers’ Association, 1402 Merchandise 
Mart, Chicago, Ill. A. W. Buddenberg 
is executive secretary of the association. 

National Wholesaler Hardware 
Association, 53rd annual convention, 





Oct. 13-16, 1947, at Atlantic City, N. J., 
meeting jointly with the 93rd semi- 
annual convention of the American 
Hardware Manufacturers’ Association. 
Convention headquarters will be the 
Marlborough-Blenheim Hotel. Thomas 
A. Fernley, Jr., is executive secretary 
of the wholesalers’ association with 
headquarters at 505 Arch St., Phila- 
delphia, Pa., and Charles F. Rockwe!! 
is secretary of the manufacturers’ asso- 
ciation with headquarters at 342 Madi- 
son Ave., New York City. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 200) 

1—Answer. Sisal is 81 per cent 
as strong as pure manila. Or pure 
manila is 23 per cent stronger than 
sisal. 

2—Answer. A’s commission, $1,- 
080; B’s, $1,440; C’s, $1,200. 

3—Answer. Total cost, $17.50; 
full roll, $10.00; cut piece, 75 ft. at 
10 cents per ft. 

4—Answer. 
5.8 gallons of paint. 

5—Answer. Each piece will cost 
30 cents, or $1.20 for lot. 


Customer will need 
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Make Patching and Repair Work Easy 
with 


TEHR-GREEZE 














FABRIC CEMENT 


White — Repairs all types of 
cloth, canvas and leather goods. 
A tough, versatile adhesive with 
thousands of uses in home, repair 
shop and farm. 





ALL PURPOSE — Cements 
wood to wood, glass to glass, 
metal to metal, glass to metal 
and many other combinations. A 
clear transparent cement used 
for repairing china, glassware, 


furniture, billiard cues, vases, 
hooks, leather, belting, canvas, 
canvas materials, cloth, plastics, 


and metals. WILL NOT FREEZE. 


VAL-A COMPANY | 
700 W. Root St. Chicago 9, Ill. 
Write for Trade Prices 




















SEABOARD | 


PLUMBING SPECIALTY CORP. 





Specialists in | 
. . 
Plumbing Specialties 


SATISFACTION 


GUARANTEED 


or your money back 


wRitt 


FOR 


G 
patate 


VRADE MARK 





SEABOARD 
PLUMBING SPECIALTY CORP. 
139-141 SPRING ST. & 

NEW YORK, N.Y. | 

| 
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WOOD BAND 
SAW BLADES 


Ohlen-Bishop's long experience in choice of steels, tempering 
and treating, toothing and filing pays dividends to the band 
saw user who selects these fine blades. They are tougher, 
longer wearing, save replacement and delays. 

There's an Ohlen-Bishop blade for every popular type saw. 
Complete range of widths, '/3" to 134", full selection of gauge 
and points. 

Stock and recommend Ohlen-Bishop 





COLUMBUS, OHIO 




















ATTENTION 
Manufacturers and Large Users 
We offer the following in whole or part sub- 


ject to prior sale. 





Pe N 





Chest handle—Stanley—#4 Size 41/6x3" plate—width of 
bale 4!/s"—Cadmium plated. Approx. quantity 3500 very spl. 


3.10 dz. 
Chest hinge—Size 134 x2!/2"—5" offset length of joint 2”. 
Approx. quantity 3000 prs. Very spl. ..... See epee 1.45 pr. 


Chest or Trunk Catch—Extra Heavy—with spring bolt—Size 
4\/g x 2%,"" Cadmium finish—Approx. quantity 3000 .. .2.50 dz. 


Corner Bracket—Hvy. gauge—Length 234"—Width 2!/2"— 
Depth 3%". Approx. quantity 20,000 ........ .. 25 dz. 


Send for the Lurie Flyer 


LURIE HARDWARE CO. INC. 
552 West Lake St. Chicago, Illinois 
Wholesale Hardware Exclusively 
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=» 4 Fast Selling Consumer Products Of Real Merit 











ws ie CONSUMERS TIGER GRIP LINOLEUM CEMENT CONSUMERS PATCHING PLASTER 
CRACK FILLER Ideal for laying linoleum on wood floors, For cracks, holes, etc. Mixes 
er Wood Putty. An Im white In cold water. Kalts te 
lestic material (dry ee or pasting linoleum on sink tops or drain old plaster immediately. No 
‘ does those ae — wate boards. Spread thin coat on surface— ~~ TT Pa 72 
6 ca ions; 2 

ya RK 4- By Fs y use a scrap of linoleum for spreader. ' paper bags; 68 tb. bege— 

the dough into place. pt., pint, quart, | and § gal. containers. 100 and 300 Ib. bbis. 

ins Phas As! DAISY BRUSH CLEANER 

drums. Cleans and softens old paint brushes perfectly. Keeps new brushes 

— like new. 10¢ size—24 I= in unit, 25¢ economy size. 2 doz. in 

“ case. Wholesalers—send for our folder showing Products of Merit. 


STOCKS CARRIED BY MANY WHOLESALE HARDWARE HOUSES 
IN PRINCIPLE CITIES FOR YOUR CONVENIENCE 


CONSUMERS GLUE COMPANY 
SINCE 1906 


ST. LOUIS 18, MISSOURI 


| GEORGE WASHINGTON 
- f Se cm ean 


The modern styling, rounded 
corners for easy cleaning, the 
striking lines, the gleaming 


TIGER GRIP 
I 


wrt FSR 





























porcelain enamel finish — all 
contribute to the smart ap- 
pearance of the George Wash- 
ington Cast Bal- 
anced Range. 


| 
\ in he. | 
|| | 
see | N bed _., THE GRAY 
& 
FRIG-1-TOR* | ee | odie 
— high-style insulated ice bucket at a take-it-away price. 














co. 
Nashville, Tenn. 











* Trade-mork KROMEX, CLEVELAND 8, OHID, 











erecTRic FENCER 


& 

THE LEADER SINCE 1872 . { 

Red Devil Glass Cutters and other glaziers’, a | | ie) e 

painters’ tools and machines are designed to the y ~e x 

times—there's no substitute for quality. No. 5 ! « 
Send for Catalog 18 


RED DEVI. TOOLS. Irvington 11, N.J.,U.5.A. 








'Tole)> Me PRM M, HERE'S A REAL 
MASTER size capacity 5 ar: SUMMER FEATURE! 





KEES SCREEN DOOR GUARDS = Pius 


Yes, Kees Screen Door Guards are a universally popular seller 
every summer. They protect screen cloth against pushing, bagging 
out, and pulling loose. Telescope to fit doors up to 36° wide. 












FOR EXTRA 
CANNING SALES 


Lig brother to Household Size 








i Foley Food Mill. Master Size on Write for 
counter display sells itself. Strains KEES 
bushel tomatoes into juice in 12 Catalog 
minutes. Cuts applesauce and Teday 





i gs OF 
jam-making —, time in half. $495 ALSO vance FOLEY 
Nationally advertised 
Foley Mfg. Co., Minneapolis 13, Minn. 


F. D. KEES MANUFACTURING CO. 


FLOUR SIFTER 
































BLENDING FORK K-8 Beatrice, Nebraska 
AVAILABLE ONLY THRU JOBBERS CHOPPER Distributed Through Wholesale Hardware Trade 
< 
FOLLOW THE LEADER IN "'Want Ad*"’ ADVERTISING — 
Year after year HARDWARE AGE has led its field in the Those who contact the hardware trade know from experi- 
volume of classified as well as display advertising. Its ence that HARDWARE AGE is the logical medium to use 
classified columns bring together buyer and seller, em- to secure RESULTS from their classified advertising. Di 
ployer and employee. Follow the leader. 
HARDWARE AGE  ctesifet oppersunisies des. 100 East 42nd St., New York 17, N. Y. 
JUN 
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: ROTO-ROASTER The NEW Oven Roaster - inDIVIDUALLY PACKAGED SHELF-RAK 
ferit ene on Ge ett | NEW REDUCED $4.50 
© Roasts Evenly Has Extra Shelf with in- ] 
ING PLASTER numerable uses. Made of RETAIL PRICE 





© Retains Julces nickel plated rust-proof 


* Roasts Faster steel; no screws needed— 
¢ Easy Basting will not scratch door. Holds 
over 60 Ibs. Folds com- 


; pactly when not in use. 
* Reduces Meat Shrinkage |} Guaranteed for life. Im- 





© Improves Flavor 


¢ Eliminates Burnt Bottoms mediate delivery. 











KOEHLER-BRIEFER Associates | 


NATIONAL SALES REPRESENTATIVES 











30 CHURCH ST. N. Y. C. 











¢ Turns Roast at the Flick of the Wrists 
STAINLESS STEEL—EASY TO CLEAN Driggs Metal Products Co., Woodside, L. I. 


























GTON 
RANGE 


of the Name” 


«for fine quality > 
pocket knives 





eee z é 
n styling, rounded automatic grip 
easy cleaning, the 

ines, the gleaming s Cc ue E WwW ™ 


pnamel finish — all 
to the smart ap- 


oo Wash-  ] be I Vv 3 R Ss 


UNSURPASSED 
lelUy. Vad e 4 
plus the 
EXCLUSIVE GRIPPER 
UPSON BROS., INC., 84 EXCHANGE ST., ROCHESTER 4°N.Y. 


CAMILLUS 


hits the cage / 





CAMILLUS CUTLERY COMPANY, New York 17, N.Y. 
Established 1876..... Factory at Camillus, N. Y- 

















INT — yy |[now 


Se | | AT CUN P 












e ~ ||| AVAILABLE IN THREE 
yj 


\ ; 6 Ze 
2 ioe lexitseal fa . 


Caulking Compound 4 


. ae 


os 







LeBus Forged Steei Load Binders 
Be are now available in three sizes, 
aed to meet every load binder require- 
. f — Type he... for - pneetriat 

: = on } and heavy farming work; e "CC" 
There's no better material to have at your Py > Gener eee hauling: tape 


- ° ° <a ‘ 

caulking gun point — and no more con-" ~—>— [2 — for leagioe and oil field haul- 
venient and economical way to get it there than by a Flexiseal / ing where heaviest equipment and 
Quick-Load Cartridge. Saves time and bother. Flexiseal is easy { large chain ore required. 
to apply, adhesive, ,and dependably non-staining. Dries to a / | 
tough surface skin but remains flexible — 
underneath. In cartridge and cans in Bril- _ 
liant White, Alba White, and Limestone’ pms thn alli none m n 


Gray in cans only. i AND DISTRIBUTORS 


ay LANDEN PUTTY WORKS LEBUS ROTARY TOOL WORKS 


y popular seller 45 Irving Street Malden, Massachusetts P. O. BOX 2352 LONGVIEW, TEXAS 
yushing, bagging ieee 





















ALL SIZES ARE FULLY 
GUARANTEED... 






















PACKED FOR THE JOBBING TRADE 


WOODRUFF KEYS - MACHINE KEYS 


sage Aca | TAPER PINS © STRAIGHT PINS ¢ COTTER PINS 

ware rede tee AND OTHER "Stanho" STEEL PRODUCTS 
New Standard Brand HORSE SHOE NAILS 

THANKS TO OUR FOUNDER, WE HAVE AN EXCLUSIVE MANUFACTURING PROCESS; 


from © i. THANKS TO OUR MANAGEMENT, WE HAVE AN EXCELLENT PRODUCT; 
edium to use THANKS TO THE HARDWARE DISTRIBUTOR, WE HAVE A DISCERNING MARKET. 


advertising. DIAMOND ANNIVERSARY @ 75 YEARS OF CONTINUOUS SERVICE 
STANDARD HORSE NAIL CORPORATION ““Since‘isz2 NEW BRIGHTON, PA. 











ING — 














7, N. ve 
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Sturdy Twist Drill Stands 
En le ns staid ms Made of die east metal. Can be hung on wall 

ar. bone ameumiie or placed on work bench. Popular priced. Sold 
#10 #11 #12 through hardware and mill supply jobbers. 











for Jobbers Drills for Wire Gauge Drills for Jobbers Drills Sales Agents—John H. Graham & Co., Ine. 
1/16 to 1/4" ine. #1 to 60 inc. 1/16 to 1/2" by 64ths 105 Duane Street, New York 8, N. Y. 











The ACTION Display-Way to Boost Sales! 50,000 Dosen Government Surplus 


ns oa FILES and RASPS 
Ro TO: Sho UNUSUALLY LOW PRICES 


ELECTRIC SHO MAKES: Nicholson, Heller, Kearney & Foot, Johnson Bros. 


A ROTO-SHO revolving SHAPES: flat, mill, half-round, round, knife, warding 





display in your window will CurTs: bastard, second, smooth 
ttract many times more cus- e . 
cee ton aur “a” ae RASPS: half-round, wood & cabinet 
play. . . . And ROTO-SHO SIZES: 4, 6, 8, 10, 12, 14 
se quickly pays for itself in in- as 
© Comes complete with 18" table creased business. Attractive Packed in Original Boxes and Cases 





‘ build-up fixtures available too. 
© Carries up to 200 Ibs. Your wholesaler can probably 
. supply you for immediate de- 
© Sturdy, all steel construction Jivery. Why mot write us 
TODAY for our complete new 

© For 110 Volts A.C. catalog! 


GENERAL DIE AND STAMPING CO., 264-Y Mott St., New York 12 


Attractive discounts for quantity orders. 
Order now, while stocks are complete. 
Complete specifications with order. 


Box L-288, care of Hardware Age 
100 East 42nd St., New York 17, N. Y. 























i _ 4 Ask Your Jobber! 


RM cao “ Page THE SAVOGRAN CO. 














CAULKING GUNS — AND CARTRIDGES 
to fit any job—Nozzles 1/16" up 




















You can now obtain the co  ’ original the new "Cleer-flo" one-piece tapered nozzie—no 
“VITAL” line of *Guns and *Cartrid the strain, no slipping, no excess weight. Vital-Pak 
only line offering rotary styie single Sait handles. Cartridges keep guns clean, eliminate messy 


Pat. Nos. 2,115,501 
“Registered U. 8S. Pat. 0 





We can supply these guns for any job, nozzies filling. At better hardware ‘and paint stores, 
from {/16" up. “Vital Caulking Guns feature Guns $4.50 to $15.00. 


The VITAL PRODUCTS MFG. CO., 7500 Quincy Ave., Cleveland 4, O. 




















BURGLAR-PROOF SASH AND UTILITY LOCK 


4 The New Improved 
i 4 Fraim No. 304 Sash @ 
$e"o 1 Lock with %2” bolt 


throw, locks windows aq 
securely in open or @{ 
closed position. ’ 
Also useful for cupboards, cellar windows, 
etc. 


ENS 
a I 
rm 
> 
ne 
c 
i 
om 


A ose Stock Moore Push-Pins and Push-Less Hangers 
#0. and profit by having the answer to every pin-up 
¢, * and hang-up need. National advertising builds 
® consumer demand for these two famous Moore 
products—assuring you volume sales and sotis- 
fled customers. Ask your jobber, 


SS 





<\ 





ASK YOUR JOBBER 


THE E. T. FRAIM LOCK Co. 


Producers of Quality Padlocks and Night Latches for 67 Years { 
Aeearen ' _ VORTEC 


< Ses Use Moore Marking Tacks 
lag 0° %" for showing prices on display boards 











a een 


o_o 





eo, UBLE “oom Sam 





>) ee) ee) ee) ee) ee) eee) eee) ee) ee ) a 





MOORE PUSH-PIN COMPANY, Since 1900 | 
113-25 Berkley Street ¢ Philadelphia 44, Pennsylvania 











"HOLM'S QUALITY’ LADDE R “J ACK S DELIVERED DAILY 


Holm’s Ladder Jacks are made of finest machine steel, are 


=. = and lock into position automatically. Safety HOLM’S MANUFACTURING CO. 


LARGE DISCOUNTS AND FREIGHT ALLOWANCES 
TO DEALERS AND JOBBERS — LIST $7.50 OF OHIO 


Sales Representatives: Write for Open Territory 106 N. M AIN ST. AKRON 8, OHIO 


1-547-37. Write or wire your order for prompt delivery. 
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Johnson Bros. 
warding 
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der. 
Age 

N. Y. 
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for 67 Years 
ISYLVANIA i 
==) ==): p); eee) eee) cee 














18, OHIO 
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* ROLL VALLEY 

* METAL SHINGLES 

* FLASHING 

* HAND GARDEN TOOLS 
* GARDEN TOOL SETS 


GARY PIONEER STEEL CORPORATION * snctan 


ont” 
Manufacturers of 








INDIANA 














OVER 86 YEARS’ EXPERIENCE 


PRIEST'S 
CLIPPERS 


Triple plate — copper, 
nickel, chromium finish. 
Ball bearing, easy action. 
Over 80 yeurs’ experience. 
ASK YOUR JOBBEE 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 

















(DUSTABLE 





SEND FOR COMPLETE 
INFORMATION 


GEPHART MFG. CO. 


1020 West Adams St., Chicago 7, Ill. 


Specialists in Steel Fishing Rods for 
BAIT CASTING « FLY FISHING ¢ SALT WATER FISHING 






























M [ D G I JOBBERS 
ERS 

MOWER _— 

The new lawn trimmer —— 


that gets the ragged edges 


left by the lawn mower A real 
Midgi-Mower makes lawn trimming seller at 
easy. No more stooping or squatting. No 95 
more backaches. Just stand and turn the $14. 
handle while Midgi-Mower does the work retail 


It adds up to real sales and profit possibilitie» 
for progressive jobbers and retailers. Place 
your spring order NOW. 


LEHR EQUIPMENT SALES, INC. 


Exclusive Sales Agents ope 
98 S. 6th St., RICHMOND, INDIANA 











TUFFY TRAVELER AND GARAGE 


Sells on sight! Qutshines 
conventional cars from 
transparent removable 
top to clear headlight 
lens, all around bumpers 
and spare tire. Like the 
car fathers are proud to 
own. Has durable plas- 
tic body in variety of 
colors, plastic steering 
wheel and metal axle. 
Each car packed in its 
own “garage.” 





Size: 7%” long x 
Weight 15 


Priced for fast selling at attractive profit margin. 
814%,” wide x 2%” high. Packed 3 and 2 doz. per carton. 
Ibs. and 10 Ibs. Write— 


TUFFY TOYS 


8200 HARVARD AVE. CLEVELAND 5, OHIO 











New Modern 
KEY MACHINE 


The long awaited Precision 
Micromatic Code and Dupli- 
cating Machine is ready. 








One machine for all work. No guides os aisas to take off or put 
on. Just turn Micrometers to the thousandths of an inch. 

Cuts all keys from a sample or by code. For cylinder, double 
side cut, mailbox, locker keys end all other keys by Micrometers. 
It's complete. {it has automatic manual start & stop, and oper- 
ates at variable speeds for different keys. It's always ready for 
service. Profitable, attractive and a real business booster. 
Write for free folder on the Key Machine, and details of new 

Cutlery Grinder. 
Lber Inquiries Invited” 


PRECISION KEY MFG. CO. 








657 COLUMBIA STREET, SAN DIEGO 1, CALIFORNIA 








COIVMBIAN VISES 
THE BEST MADE 
% Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All types 
for all work. See 
your distributor. 


THE COLUMBIAN VISE & MFG. CO. 














9017 Bessemer Ave. 


JUNE 19, 1947 


Cleveland 4, 0. ( | 
















FAST TURN! FULL PROFIT! 










MFR. er, ern. PRECISION 
WARRANTED § [__ MACHINED 
6’BARTON JOINTER cast iron Taste 
eaper—ful xe | rer $125 cost $79 
HEAD — Round 3” diameter. 3 knives F.0.B. PORTLAND, ORE. APPROX. WEIGHT 70 LBS. 
BEARINGS — Sealed ball bearings Order direct from 


PALMER D. WEEKS, pistributor 
Lt DEL 238) 8 0 0S. W. tst Ave. PORTLAND 1, ORE.ee. 
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| CL fi l Ad bi si Rates 











Hulp Wanted, Accounts Wanted 
Business Opportunities 
Bepresentatives Wanted, etc. 

Set solid, maximum, 50 words....... §5.00 
Each additional word...... wes 18 

Positions Wanted 


—, Rate) set solid, maximum, 
“Zach additional GENES ccccvece .05 


Allew Seven Words for Keyed Address 
er Your Address 








| *BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions. 

No Agency Comets | allowed on Classified 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs. 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for r iling. 

HARDWARE AGE is published every other 
Thursday. ed forms 15 deye 
previous to date of publication. 


Address your correspondence and replies te 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














[_ Welp Wanted —«dY 


a 


Help Wanted —_—«d 








SALES MANAGER 
WANTED 


BY ONE OF THE OLDEST WHOLESALE HARD- 
WARE CONCERNS IN NEW YORK TO MAN- 
AGE INDUSTRIAL AND MAINTENANCE SUP- 
PLY DEPARTMENT. STATE EXPERIENCE AND 
STARTING SALARY EXPECTED. 
Write Box L-291, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








Exceptional Opening for 


SALES ENGINEER 


to cover Mid-West 


Metalworking Industry 


Selling Experience Desirable 
But Not Essential 


Nationally known manufacturer of produc- 
tion material wants man to advise cus- 
tomers on applications—not take orders— 
working in Michigan and Ind with 
headquarters pref ly in Detroit area. 
Salary to be commensurate with experi- 
ence. 

Requirements: Varied knowledge of metal- 
working production gained by plant work 
er selling; ability to travel extensively 
away from home. Write in detail about 
background. Interview arranged at New 
York headquarters; expenses paid. 


. Address Box 1-254, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


SALES MANAGER'S 








BUILDERS HARDWARE MAN CAPABLE 
OF ASSUMING FULL RESPONSIBILITY 


FOR THE BUYING AND FOR THE SELL- | 


ING OF COMMERCIAL AND RESIDENTIAL 
BUILDERS HARDWARE ffor an_ Eastern 
Wholesale Builders Hardware Concern. This 
man must have many contacts and acquaintances 
among operative builders and architects. Must 
furnish satisfactory references reflecting personal 
character and ability. This is an excellent oppor- 
tunity for an intelligent and conscientious man. 


Salary arrangement with an opportunity to share | 


in the profits of the Builders Hardware Depart- 
ment in proportion to the success of the operation. 
Address Box 1-294, care of Harpware Ace, 
100 East 42nd St., New York 17, N. Y 


SALESMEN WANTED BY NEW YORK 
MANUFACTURER TO SELL POPULAR 
PRICED LINE OF GOOD QUALITY PAINT 
AND VARNISH BRUSHES. State territory. 
Must have following among Jobbers and Large 
Retailers. Address Box L-292, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 











Sales iwes Wanted 


SALES REPRESENTATIVE MAKING 
DAILY CONTACT among Chain Store Syn 
dicates and Wholesale Distributors wishes to 
represent a Reliable Manufacturer in Wisconsin, 
Illinois, Michigan, and Minnesota. Will give 
100% of his time. Maintains Milwaukee Office 





| 











WANTED 
SALES REPRESENTATIVES 


Calling on retail dealers, for a complete line 
of top-quality Dog Preparations (exclusive of 
food) for Internal and External Use. Commis- 
sion only. 


D & R LABORATORIES, INC. 
31 South Pulaski Rd. Chicago 24, Illinois 











‘ 





HIGH GRADE FACTORY 
REPRESENTATIVES WANTED 


To Job Sell a Nationally Advertised, All Purpose, 
Holding Tool. Item New. No Competition. High 
commissions. Immediate deliveries. Territories open. 
Small investment necessary for demonstrator units. 
Excellent Item to work with present line. Write for 
full particulars and territory covered. First come-- 


First served 


Address Box L-295, care of en - a 
100 East 42nd St., New York 17, 








ASSISTANT 





A fine future open 
with long established 
maker of fastening devices 


A real opportunity for a man who is 
(1) experienced in sales operations 
through industrial supply outlets; 
(2) an able sales correspondent; (3) 
free to travel out of New York head- 
quarters occasionally; (4) willing to 
“work up” to a major executive post. 
Salary open. Write fully about your 
background. Enclose photo, Inter- 
view in New York, expenses paid. 


Address Box L-255, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 











Sales Manager 
WANTED 


This position calls for a man of high caliber, 
age 35-45, capable of analysis and expansion 
of sales, and guidance of sales personnel of 
an established distributor of mill supplies 
and industrial hardware in New York metro- 
politan area. Experience in servicing and 
selling manufacturing accounts and knowl- 
edge of hardware industry helpful, but not 
essential. Salary and advancement limited 
only by abilities and results obtained. State 
full qualifications in first letter. Replies will 
be treated in confidence. 
Address Box L-289, care of HARDWARE aa 
100 East 42nd St., New York 17, N. 











References furnished. Address Box L-293, care 
of Harpware Ace. 100 East 42nd St., New 
York 17, N. Y 

WANTED EXPERIENCED APPLIANCE 
SALESMEN: Following among Wholesalers; 
sell leading lines of electrical appliances; hot 
plates, heaters, irons, fans and toasters. Draw 


against commission; write stating experi 
references, class of trade and territories 
Address Box L-281, care of Harp 
42nd St., New York 17, 


ings 
ence, 
familiar with. 
ware AGE, 100 East 
, ae 2 





MANUFACTURERS REPRESENTATIVE 
WANTED 

ALL TERRITORIES OPEN U.S. AND FOREIGN 
TO SELL A NEW TYPE OF SAFETY WINDOW 
LOCK TO DEALERS, JOBBERS, SYNDICATES, 
DEPARTMENT STORES, EXPORT, ETC. WRITE 
FOR FULL DETAILS TO 

Box L-298. care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 











SALES REPRESENTATIVES 
WANTED 


BY ONE OF THE LARGEST MANUFACTURERS 
IN THE ae of OF FULL LINE DOG FUR- 
NISHINGS ND ACCESSORIES. CHOICE 
PROTECTED TERRITORIES OPEN. 
Address Box L-257, care of HARDWARE a2 
100 East 42nd St., New York 17, N. Y. 








SALES 
REPRESENTATIVES 


Manufacturer of high grade, 
nationally known lines of cut- 
lery can place several full- 
time, qualified representatives 
in protected territories for sales 
direct to hardware, sporting 
goods and department stores. 
Earnings in $10,000 to $12,000 
brackets quite possible for 
high caliber salesmen with 
proved ability. Submit com- 
plete sales record with first 
letter. 


care of HARDWARE AGE 
New York 17, N. Y. 


Box L-282, 
100 East 42nd St., 
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Classified Opportunities Section .. . 








[Sales Representatives Wanted | 


| Accounts Wanted | 


| Accounts Wanted =f 





ATTENTION: MANUFACTURERS REP- 
RESENTATIVES. LET’S HELP EACH 
OTHER SECURE BETTER LINES. We're 


representatives too. We will gladly recommend 
you to our manufacturers without compensation, 
providing you will do the same for us. Our 
territory is New England, New York, New Jersey, 
Pennsylvania, Delaware, Maryland and Wash- 
ington, D. C. State exact territory you cover 
and the type of lines you are interested in. 
We're looking for Hardware, Houseware, Sport- 
ing Goods and Better Toys or Wheeled Goods. 
Address Box L-284, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 





WANTED 


SALESMEN NOW CALLING ON RETAIL HARD- 
WARE STORES TO CARRY LINE OF PATENTED 
METAL SMOKESTANDS—ONLY FOUR PIC- 
TURES TO CARRY—STRAIGHT COMMISSION— 
ALL TERRITORIES NOW OPEN. 


H. P. HERZOG COMPANY 
666 Lake Shore Drive, Chicago, Illinois 








SALESMEN WANTED 


Leading manufacturer complete line of 
leather dog furnishings, has choice pro- 
tected territories open for men with fol- 
lowing. Also distribute high grade line of 


branded paint brushes. Liberal commission. 
Address L-222, eare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, 








WANTED 
MANUFACTURER’S REPRESENTATIVES 
JOBBERS—DISTRIBUTORS 
FOR OUR LINE OF ALUMINUM and STAIN- 
LESS STEEL MOULDINGS, sold to Lumber Deal- 
ers, Hardware Dealers, Floor Covering Stores, 

Fixture Manufacturers, etc. 
Address Box L-30!, care of pAnewens AGE 
100 East 42nd St. » New York 17, N. Y. 





MANUFACTURERS REPRESENTATIVES 
DESIRE ADDITIONAL QUALITY LINE fer 
New Jersey, Contacting Lumber Yards, Hardware 
Dealers, Mill Supply Houses. Now traveling 
three men. Experienced representation, aggressive 
coverage. Commission basis. Address Box L-211, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





SOUTHWEST STATES 


ESTABLISHED MANUFACTURERS’ AGENT 
COVERING TEXAS, OKLAHOMA, ARKANSAS 
AND LOUISIANA WITH PERMANENT DISPLAY 
IN DALLAS SEEKING ADDITIONAL LINE TO 
SELL FROM MANUFACTURER ONLY. 


SAM W. FOLSOM 
1502% YOUNG ST. DALLAS, TEXAS 








LINE WANTED 


Established Manufacturers Agency 
Two men thoroughly covering Ohio and Michi- 
gan: want additional line for either or both 
states. Good following among electrical and 
hardware jobbers, etc. Reply 


CAM NORTON COMPANY 
2261 GLENWOOD AVE. TOLEDO 10, OHIO 








WISCONSIN AND UPPER MICHIGAN DIS- 
TRIBUTOR AND MANUFACTURERS’ REPRE- 
SENTATIVE WANTS MORE ACCOUNTS. NOW 
TRAVELING 8 MEN NOW CALLING ON ALL 
HARDWARE AND FARM STORES IN ABOVE 
TERRITORIES. ADDRESS 


FRITZ HIGGINS & ASSOC. 
259 E. WELLS ST. MILWAUKEE, WIS. 








| AM MOVING TO MEXICO CITY 


1 HAVE manufactured and merchandised nation- 
ally-advertised hardware-household line in United 
States for many years. 

1 WANT representation of products with merit 
that need intelligent merchandising and thorough 


distribution. 
Address Box L-296, care of nAnewane aes 
100 East 42nd St., New York 17, N. 











EXPORT SALES AGENCY 
SELLING EXCLUSIVELY TO EXPORTERS. 
ON OWN ACCOUNT. SALES STAFF. 
SHOW ROOM 
OPEN FOR: Hardware, Electrical Equipment, 
Hospital Supplies, Paints, Building Materials, 
Farm Equipment. References exchanged. 

G. WIENER 
160 Fifth Avenue New York 10, N. Y. 











ACCOUNTS WANTED 


For hardware and paint jobbers—in New York, 
New Jersey and Long Island, by an established, 
experienced, reliable salesman who desires ex- 
clusive representation for manufacturers of 
quality repeat products. Commission basis. 
Address Box L-290, care of ye ag AGE 
100 East 42nd St., New York 17, N. 











ATTENTION MANUFACTURERS 


Would a Permanent Chicago Merchandise Mart Dis- 
play Offer An Advantage to You? Manufacturers 
Agents with Fine Connections for 25 years with 
Jobbers, Department Stores, Mail Order and Chain 
Groups can handle One More Well Established Line 
in Illinois, Michigan, Indiana and Ohio. Direct 
factory representation only. 


Address Box L-260, care of HARDWARE AGE 
100 East 42nd St., New York {7, N. Y. 








SIDELINE SALESMEN WANTED 


SALESMEN CALLING ON HARDWARE AND 
PAINT STORES, DEPARTMENT AND VARIETY 
STORES TO SELL A COMPLETE LINE OF 
LOWER PRICED PAINT BRUSHES ON COMMIS- 
SION. CHOICE TERRITORIES OPEN FOR MEN 
WITH FOLLOWING. 

Address Box L-285, eare of HARDWARE AGE 


100 East 42nd Street, New York 17, N. Y. 











NATIONAL DISTRIBUTORS 
Established—Rel 
ANCO CORPORATION, Pittsburgh 22, Ps. 
Brench Offices 
few York - Philadelphia - Detroit - Cleveland - Louisville 


Cuetes of Gee ¢ sites. We will carry the 
accounts or you can bill direct 


Write for farther eafereation end references. 














THE ANDERSEN SALES CO. 
2832 43rd AVE. SOUTH 
MINNEAPOLIS 6, MINNESOTA 


MANUFACTURERS’ AGENCY 
SELLING IMPORTANT 
MID-NORTHWEST JOBBERS 

















EXPORT SERVICES AVAILABLE 
PROMINENT SALES ORGANIZATION 


Interested Representing Additional Manufacturers. 
Your product and name promoted in key markets 
by resident salesmen. Substantial volume assured 
if line is accepted. Payment New York City. Only 
quality lines from known manufacturers considered. 


Address Box L-297, care of NARQWARE AGE 
100 East 42nd St., New York {7, N. 











HARDWARE AGE, 








Hardware Age Takes Your Sales Message fo Over 32,000 Subscribers 


There's no waste circulation — your Help Wanted, Ac- 
counts Wanted, Sales Representatives Wanted and Business 
Opportunities advertisements go straight to the hardware 
trade—the very class you want to reach. You can run a 


Classified Opportunities Dept., 100 East 42nd St., New York 17, N. Y. 


order (orly) to 


fifty-word, set solid, classified sales message under any of 
these headings for five dollars; or a Position Wanted ad at 
a Special Rate of only two dollars. Send check or money 








(Classified Opportunities continued on page 270) 
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Classified Opportunities Section... 














| Accounts Wanted | 


| Poritiewws Wanted 


| [Position Wanted | 





ATTENTION MANUFACTURERS—Honest, 
reliable and real productive sales representation 
assured manufacturer whose line I accept. Cor- 
respondence invited from reliable manufacturers, 
Cover Cleveland, Ohio, and adjacent territory, 
thoroughly. L. Robert Wittrock, 8510 Linwood 
Ave., Cleveland 6, Ohio. 





LINES WANTED FOR NEW ENGLAND 
BY EXPERIENCED SALES ORGANIZA- 
TION. Well Acquainted with Hardware, Auto- 
motive, Electric Supply Jobbers and Chains. 
Boston Showroom and Warehouse. Dun and 
Bradstreet rated. Address Perkins Sales Co., 
610 Newbury St., Boston 15, Mass. 





| Positiowm Wanted | 


SIDELINE WANTED—COMMISSION 
BASIS. Salesman covering Central Wisconsin 
calling on department, hardware and automotive 
stores desires a Manufacturer’s Line of pricing 
systems, counter price cards and holders, counter 
bin ticket holders, shelf markers, price tickets, 
displayers, bins, glass dividers, etc. Give details. 
Address Box I-300, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 








AMERICAN-FOREIGN SALES REPRESEN- 
TATIVE, 15 YEARS WORLDWIDE TRADE 
| CONTACTS, linguist, single, free to travel, now 
employed seeks manufacturers connection. Excel- 
lent contacts and references. Address Box L-299, 
care of Harpware Acez, 100 East 42nd St., New 
Yoru: 27, Be. Y. 








SITUATION WANTED: HARD LINES 
MERCHANDISE AND SALES MANAGER. 
Successful retail, wholesale, mail order, and 
chain store management experience. Age 44. 
Interested in an opportunity with a manufacturer, 
wholesaler, or large retailer where my experi- 
ence can be used in development and expansion. 
Midwest preferred. Address Box L-283, care of 


Harpware AGe, 100 East 42nd St., New York | 


17, N. Y. 





SALESMAN, BUILDERS HARDWARE 
AND TOOLS, CALLING ON_ EXPORT 
TRADE, presently connected, would’ like to con- 
tact prominent manufacturer interested in devel- 
oping export department. Many years selling 
experience, good education, pleasing personality, 
unlimited possibilities. Highest credentials as to 
ability and personal integrity. Drawing account 
against commission necessary. Address Box 
L-286, care of HarpwAre Ace, 100 East 42nd 
St., New York 17, N. Y 


| SOMEWHERE IN THE UNITED STATES 
| THERE IS A FIRM THAT CAN USE AN 
| AGGRESSIVE HARDWARE MAN. A man 
whose experience in general hardware, paints, 
sporting goods, farm machinery, auto accessories, 
has covered selling, buying, and management. 
All around harmonious worker, capable of in- 
spiring co-workers to co-operate happily for 
more business. Will go anywhere at a salary 
that will be mutually acceptable. Address Box 
L-287, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 








| Buariness Opportunitiea _| 








WE WILL PURCHASE FOR CASH 
COMPLETE STOCKS & EQUIPMENT OF 
HARDWARE, HOUSEWARES, PAINT STORES, 
BUILDING MATERIAL & PLUMBING SUPPLY 
HOUSES 
Write Us What You Have To Offer 


MILTON SUPPLY COMPANY 
U. S. ROUTE #1 OXFORD, PA. 











No Stock Too Large Or Too Small, 








OFFICIALS AND BUYERS. 





INDISPENSABLE for contacting the Wholesale 
Hardware Houses in the United States and Canada. 
GIVES THEIR NAMES AND ADDRESSES— 
CAPITALIZATIONS—LINES HANDLED—TERRI- 
TORIES COVERED—NUMBER OF MEN TRAV- 
ELLED — WHEN THE BUSINESSES WERE 
ESTABLISHED—AND THE NAMES OF THE 


' Recent! y Off the Press! 


The 18th Edition of 


HARDWARE AGE VERIFIED LIST 


The most complete and authoritative list of 


WHOLESALE HARDWARE HOUSES 


We have yet published 


OBVIOUSLY useful information for calling on Job- 
bers—in making credit arrangements and in Direct 
Mail Sales Promotion Advertising. 


AND TINNERS’ 


These lists are needed by all who sell through Hardware Channels 
Price is $15.00 a copy—REMITTANCE WITH ORDER 


HARDWARE AGE VERIFIED LIST 
100 EAST 42nd STREET, NEW YORK 17, N. Y. 


IT ALSO CONTAINS SEPARATE LISTS OF 
MILL SUPPLY DISTRIBUTORS — PLUMBERS’ 
SUPPLIES JOBBERS—MANU- 
FACTURERS’ AGENTS — HARDWARE CHAIN 
STORES — HARDWARE ASSOCIATION LISTS. 


«| 
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HARDWARE AGE 
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* MARSHALLTOWN TROWELS* 


MARSHALLTOWN TROWEL COMPANY »* MARSHALLTOWN, IOWA 














MARSHALLTOWN 














PINISH: Green Ename!. 


diameter. 


heavy, with plenty of 
space. 








finish. 


r 






paper. 







{| 
| 

















POST: High carbon welded 
steel! tube. (Four times 
er than common b 

pipe.) 7 feet long « !'/-inch 


lack 


HOOKS: New design, strong, 


SOCKET: Heavy steel tubing, 
16" long. Sets In ground or 
concrete. Black enamel 


PACKED: Four complete posts 
wrapped in heavy waterproof 


WEIGHT: 56 Ibs. per set of 


Immediate Delve er cmomsas 


CHENEY INDUSTRIES, Dept. H Trenton, N. J. 











on BULL DOG PRODUCTS 


once, and you'll sell them always 


A quality line of paint specialties, nationally advertised for 
years. Up-to-date BULL DOG Products give you liberal profits, 
and give your customers full satisfaction . . . BULL DOG Remover, 
leader of the line, is easy to sell, easy to use. 


Sold in Cream or Liquid Form. 


GILLESPIE PAINTS 


135 DEY STREET JERSEY CITY 6, N.3J 




















“eeeteeee et ®eaeeeeen eevee 





E.C. ATKINS AND COMPANY 
402 S. iMinois St.. indianapolis 9, indiana 









Senn OF ~“™ > 


cman ‘ yALUES 40% 9¢¢ with 
—> Pl WU 


Look BRUSH-TOP SPOT REMOVER 
with Vacu-Top Applicator 


Here’s an item that is easy to sell because you give plus 
value. High quality SAFEWAY cleaning fluid with convenient, 
economical Vacu-Top applicator. Backed by 173 million 
consumer ads in 1947. 25c retail. Liberal discounts. Write 
for sample and details. 


SAFEWAY CHEMICAL COMPANY 
5709 Walworth Avenue . Cleveland 2, Ohio 



















When You Know 
The Trade-Name— 


of a certain product and want to know "Who Makes It?” 
look in the General Directory Section of the “Who Makes It?" 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your "Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 














IMPERIAL Self-Closing 
BARREL FAUCETS OR StEet sAnzets 


Made with Metal-to-Metal Seat 
No Washers to Wear Out 









SAAC eee uM Holds oil, gasoline, ker- 
. osene, alcohol, thinners, 
solvents, clear lacquers, 
light varnishes, etc. Easy 
to operate . . . closes automatically. Can be locked 
open or closed. Many millions in use. Has 34” 
pipe thread. Here’s a fast moving item you'll 
want to handle . . . and use in your own store. 
No. 261-G ... Barrel Faucet 

IF YOUR JOBBER CANNOT SUPPLY YOU, WRITE TO 
502 S. RACINE AVE 


THE IMPERIAL BRASS MFG. CO. CHICAGO 7, ILLINOIS 










\ ee La HOOD ORIGINATED 1896 h] AND ALUMINUM 


MAYES GUARANTEES ACCURACY, SERVICE 
ASK YOUR DEALER *AND DURABILITY = CO ae 





maves roots MAYES BROS.TOOL MANUFACTURING CO.. Inc. Port Austin. Micu. 
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‘“Flo-tex’’ COVERS + 
COLORED PYRE X* 


Set of 4 
—_ Covers 


Your fr Pye 
PROFITABLE 
PLUS—SALE! 


Made in Callfornia by 


FLORENCE TEXTILE PRODUCTS 

1178 So. La Brea Ave. Dept. 34M 
Los Angeles 35, Calif. 

Registered trade mark of Corning Glass Werks 




































































PRE-SOLD BY NATIONAL NEWS- 
PAPER ADVERTISING—ORDER 
YOUR SUPPLY NOW! 


A profitable item 
fo carry... 


a 
————— 
U1 
~ 


Perfected to fertilize lawns and plants wit 






chemical fertilizers while watering the garden. 
Retails in most markets for $1.45. 


THE CHAS. H.LILLY C 


DISTRIBUTORS 
sy Seattle 4, Wn. 













































BOX WICKING 


CAPACITY 40 GAL. 
TANK; 8 TURN COIL j 
Copper Hot Water 
Coils @ 3 Gal Metal 
Tank Stands @ Range | 
Oil Burners ©@ Port- im 
able Space Heaters i 
e Kerosene Cook i 
Stoves, Etc. 


IMMEDIATE 
DELIVERY 


Write Department 
R For Price List. 


PILGRIM lL BURNER MFG. CO. 


HARTFORD 1, CONN. 














































Gerktit® DOMES SILENCE 


SLI 


50¢ SET 


E SILENTLY - SOFTLY- SMOOTHLY 
T-15¢SET-10c SET SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Comes of Silence 


geruine 


- 10 


Name 


of Silence 
Glides 


Domes 
Rubber Cushion 
For Tile 
Noiseless, 


Mart 


Sire< 


chairs anda 


If he is not supplied write te 


Ask yeur Jobber 


DOMES of SILENCE, Inc., 35 Pearl St, N.Y. C. 
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CORD 
SASH 


SPOT SASH 









PHOENIX CORD 
AETNA SASH CORD 
CLOTHES LINES 
N SMALL LINES 


WHALE 
SAMSO 


You know them, your 
customers know them by 
name and quality. 


SAMSON CORDAGE WORKS, BOSTON 10, MASS, 











ROLLER DERBY SKATE CO. 
4533 Payne Ave., Cleveland 3 








9 OZ. 
TOPPER 


8 OZ. 
GIANT 


6 OZ. 
MIDGET 











PRECISION 
MACHINED 


eertess INDUSTRIES 


HOSE 
NOZZLES 








5141 MILITARY DETROIT 10, MICHIGAN 








ern 4 HANDLE- TIGHT CLAMP 


AVAILABLE NOW TO 


MINUTE MOP USERS! 


Simple, Ingenious Device! 
Quickly Attached by Anyone! Allows Rougher Usage! 


Safety-Tight for More Efficient Cleaning. Feature the New 
HANDLE-TIGHT CLAMP. A real sales getter, 
a profit-builder that fits any MINUTE MOP you have in 
stock. Locks the DuPont Cellulose Sponge Mop-head securely 
to handle. Gives mop an amazing efficiency. No need to 












at return your stock of mops for this improvement. Simply 
a ang poh od HANDLE-TIGHT CLAMPS today from your jobber 
20e —for IMMEDIATE DELIVERY. 


Packed | dez. Clamps to a box; 6 Boxes in a Shipping Cartes 


INUTE MOP (0. 12.6:20,0%15" 


CHICAGO 16 ILL 





273 






glume Sellers 


ba -¥ _ 
MODE 





Tempered rset razor sharp 
blade. %" stainless handle. 
Hook removes eyes. Mounted 
on sales card. 

Suggested retail 35c. 



















Myise 
















































Suggested retail 25c. 





MIRACLE PEELER 
““Over-the-Counter”’ MODEL 7M 
Some, tepeee — see 
SALES pm ne on pln My card. 


Almost every home and apartment has two 
or three “unsafe” back or side windows. You can build a 
substantial WIN-DO-GARD business by reminding every 
customer of the need for protection. With a WIN-DO- 


GARD on display it is a simple matter to show how ef- PEELS—SHREDS 


MODEL G 





fectively it keeps prowlers outside . . . protects loved ones 
and valuables inside. Ideal for children’s rooms to keep 
out intruders and to prevent falls from inside. WIN-DO- 
GARD does not interfere with raising the lower sash, nor 
with screens or storm sash. Windows need never be 
locked. Any home owner can install. Screws and set- 
screw wrench furnished with each guard. Two adjustable 
sizes for large and small windows. Write for literature. 






Tempered steel blade 
— nickel plate body 
serves as shredder, 


Suggested retail 15¢ 












National advertising. in 6 740 CABEL ST. 

eg is tell- hbo LOUISVILLE, KY. 

ing over 8 million readers 
0 





t ‘ aaa WIN- 
Bedi ulteee WIN-DO-GARD | Bae (Mam 00a STER CO. 
ike yours. 





TRAE MARK ~ 1548 PORTER STREET DETROIT 16, MICHIGAN 


















SPECIAL 
DEAL 


35° & 15¢ 
ENAMELS 


© 4doz. 10 oz. White 

© 2 doz. 10 oz. Black 

© 2 doz. 10 oz. Chinese Red 
@ 2 doz. 10 oz. Dark Green 
® 2 doz. 10 oz. Royal Blue 

© 4doz. 4072. White 


Includes FREE © 2doz. 407. Black 


© 2doz. 402. Chinese Red 


TOOL STEEL BLADE SHEARS 


Easy replacement of blades worn by continuous 








use and resharpening. A domestic and industrial 


1 dex. 109 crack Stor fast seller. Tempered tool steel offers a long life 


| doz. 25¢ crack filler © 2doz. 4072. Dark Green 
| doz. 10¢ brush cleaner © 2doz. 402. Royal Blue edge, yet you pay for it only in the blade. 7%” 
d up to 500 
ee or $1 hundredweight Your Cost $44.40 | | long, completely chrome plated. 


over 500 miles. | 


WRITE NOW FOR DETAILS! 












E 6Write TODAY for Hardware Age Special Deal (Exp. Aug. 1) 


DONLEY PAINT CO. 


on ee 2 ee ee 


NU-AGE PRODUCTS ¢ CO. TH 


DETR i | MICHIGAN 






HARDWARE AGE 










DLs 


—SHREDS 
EL G 


steel blade 
plate body 
shredder, 


1 retail 15¢ 
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a. 
cuT 
THREAD 


_ | MACHINE BOLTS 
nn 


“National’s” New Packages, with new 
easy-to-read Labels, make it easier to 
handle and sell these Quality Bolts 


Keeping pace with the high quality of “National” 
Carriage and Machine Bolts, these attractive new 
packages are designed to make your selling easier. 
These packages speak quality. Your stock han- 
dling problems are simplified because the new 
labels are so easy to read. The color of the label 
quickly tells you what kind of bolts are inside 
the box. And the nuts are packed in separate 
inner boxes—for easier handling. 

“National” bolts are well made. Threads are 
smooth, strong and uniform. The square nuts are 
clean, fit freely. Carriage and Machine Bolts are 
furnished in both rolled thread and cut thread 
standards. Lag Bolts have sharp gimlet points, 
and clean sharp threads. 

The “National” name on the fasteners you sell 
guarantees that your customers always receive 
the highest quality—which adds up to more 
dollars in your pocket. Leading distributors sell 
“National” —the most complete line of fasteners 
made by one manufacturer. 






Make your STOCK HANDLIN 
EASIER! 









COLOR SCHEME 
on Bolt Labels 


CARRIAGE BOLTS Black = Cut Thread 


| Green = Rolled Thread 

) Red = Cut Thread 
MACHINE BOLTS | Blue = Rolled Thread 
LAG BOLTS Orange 














attona 


PRODBOUGETS 








THE NATIONAL SCREW & MFG. COMPANY, CLEVELAND 4, OHIO 














Kerosene Ranges 


FOR THOSE WHO DEMAND THE FINEST 


BOSS HOLDS THE SPOTLIGHT—Everything in 
beauty and convenience plus the low cost economy of Kero- 
sene. Lustrous porcelain finish...easy to clean. Finest 
Utility Features, including glass in oven door for visible 
baking, roomy utensil compartment, useful shelf splasher. 
Fast efficient cooking heat...safe...odorless...sootless. 

Remember Boss ... See Boss... Buy Boss. 


THE HUENEFELD CO. CINCINNATI 25, OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 














RY the above Ad... 


in the leading 
women’s magazines 
and farm journals. 
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—_. a 


ch 





